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Williams Sees All Dealers Sellin 


e War Due 


rid of all unethical advertising 
or profit-destroying advertising. 
It is going to be a continuing job. 
Why do you have policemen in 
Detroit or any place else? Be- 
cause there are some people who 


35th Year—No. 3764 
in Same Arena... 
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ao Mp | Levinas with all of your 
travels an directors’ meet- 
ings, today. “ae esterday, what are 
the main-gréas of concern for deal- 
ers? What are they talking about, 
what are their problems? 
WILLIAMS — The dealers you 






What's going to i 
fall when all dealers 
ing new cars in the ‘same 
class? Birkett Williams, NADA 
president and 


veteran dealer, 
took time out 
from last week’s 
session with 
NADA directors 
for a question- 
and-answer in- 
terview with 
Automotive 





mean? 
Fintay—Yes. 

WILLIAMS—I don’t think the 
dealers talk about anything differ- 
ent. They have got the same prob- 
lems they have all had—unethical 
advertising. That isn’t a fair way 
to put it. There are some dealers 
who consider unethical advertis- 
ing as advertising which is run 


never get to the point where they 
are willing to conform with the 
laws, regulations and customs of 
the better elements of society. 
Now, you have got 35,000 automo- 
bile dealers in the United States. 
Fintay—Well, what do you figure 


about this? You just live with it? 


WILLIAMS — You don’t 
live with it; you keep work- 


by somebody else. 

Fintay—This sort of louses up| ing at it and try to improve 

it, just like a church keeps 
(Continued on Page 43, Col. 1) 


News staff mem- _ Birkett Williams 
bers Robert M. Finlay, Maynard 
M. Gordon and Robert M. Lie- 
nert. 

Williams gives a. firing-line 
opinion on new aspects of the 
automotive revolution, which is 
expected to reach a climax in 
1961. 

In addition, during the inter- 
view Williams went into a broad 
area of dealer roblems, includ- 
ing deceptive advertising, factory 
relations and the art of coming 
out with a fair profit in a rough- 
and-tumble business. 

The revealing discussion fol- 


lows in full: 
FinLay—We have been wonder- 


New Moves Studied 
In Aftermarket 


Auto Chiefs Plug the Big Show— 


Auto industry leaders are starting promotion rolling for the National Automobile 
Show. It will be held in Detroit's Cobo Hall Oct. 15-23. At the annual meeting of the 


the market though, doesn’t it? 
WILLIAMS—You will never get 


12 Days Ahead of Last Year... 


Automobile Manufacturers Assn. in Detroit last week, the makers were brought up 
to date on preparations. Viewing display boards, are, from left, Harold E. Churchill, 
President, Studebaker-Packard Corp.; George Romney, president, American Motors 
Corp.; John F. Gordon, president, General Motors Corp.; L. L. Colbert, AMA president 
and chairman of Chrysler Corp., and Ernest R. Breech, chairman, Ford Motor Co. 
Colbert was reelected AMA president, and all other officers were renamed. 


_ Service Volume, Profits 
» Show Gains Over 1959 


By Kenneth C. Kelley Jr. 
Staff Writer 

MAY service volume dipped below 
April totals but, in some re- 
spects, it was a better month in 
the backshop than May of last 
year. In addition, most dealers re- 
port service profits up for the year. 
Those are the findings in an 
Automotive News sampling of 
. mew-car dealers in all sections of 


Three-Millionth Car Sold 








count the market stimulus ex- 
pected to be provided by the new 
compacts this fall. 

Pressures of an unusually large 
cleanup inventory may also be ex- 
pected to spur dealers to great 
efforts in the summer months, 
thereby pushing registration totals 
to higher levels than might nor- 
mally be expected. 

So, a seven-million year should 
not be counted outside the realm 
of possibility. 

+. 


* 
B* COMING on June 14 this year, 
the three-millionth new-car 
registration was recorded 12 days 


By Robert M. Lienert 
Associate Editor 
H the three-millionth new- 
car registration of the year 
recorded last week, the industry 
apparently is still within reach of 
seven million domestic and import 
sales for the full year. 

This is the possible-not-prob- 
able estimate, however, A more 
realistic projection, based on last- 
half performances of recent 
years, puts the ultimate 1960 total 
at about 6.5 million cars. 

As registration No, 3,000,000 was 
recorded on June 14, observers 
projected 3.3 million new-car sales 


there are losses across the board. 
Sales of shop parts in May trailed 
the April showing by 2.32 percent. 
Repair orders written in May 
were 4.77 percent below the number 
written in April by the dealers sur- 
veyed, while customer labor sales 
for the month were 4.51 percent be- 
low the April figure. Sales of all 
parts and accessories, including 
wholesale and ‘over-the-counter 


the country. sales, were 2.20 percent behind the 

When May figures are compared | April total. " R la * hi for the first half. According to esti-| earlier than last year, when the 
with the dealers’ totals for April, * *£ *@ elations ups mates based on field reports, sales| milestone was passed June 26, In 
ere currently are running at a rate of| 1958, the three-millionth registra- 


COMPARISON of the May fig- 
ures with those for the like 


By Jack Weed tion was not recorded until Aug. 20. 


A 


618,000 per month. 


Com acts Hold month of last year is a bit more ae ee Fee Other dates for Registration 
encouraging. EW auto-maker moves affecting} @HOULD such a rate be main-| No, 3,000,000: June 26 in 1957; 
May shop parts sales ran 4.70 dealers in the scramble for au- tained, on the average, over the} June 26 in 1956, and June 8 in 

tomotive aftermarket replacement) ast half of the year, the ultimate| 1955. 


percent ahead of the year-earlier 
figure, and total parts and acces- 
sory sales were up 5.04 percent. 

However, the number of repair 
orders written in May was 3.11 
percent behind the May, 1959, 
total. Customer labor sales in 
May were 0.03 percent behind 
those in May of last year. 

Automotive News has been col- 
petie the service statistics since 
the beginning of this year. The fig- 
ures for the earlier months of the mi oS eee ias e- complete 
year, — the May report, indicate P — ete j 

at ’s service volume is run- 
ning a bit ahead of the pace in the| QOME GM dealers say thet Fire- 
first five months of 1959. stone has only a limited number 

os. 8 of retail] outlets and thus is not 

too much of a threat to the dealer 
role. However, they point out that 
it does offer another opportunity 
for GM parts to be drawn into a 
price dogfight beyond that of the 
“booted” items such as spark 
plugs and batteries. 

Dealers recall that not too long 
ago, they were faced with a more 

(Continued on Page 4, Col, 3) 


The first million cars were regis- 
tered this year by March 4, and the 
two-million milestone was 
April 23. In 1959, corresponding 
cars were registered March 10 and 
May 5. 

It took 54 selling days to move 
the first million this year; 43 sell- 
ing days for the second million, and 
42 days for the third million. 

A year ago, it took 59 selling 


Eyed for Salesmen days for the first million; 49 days 
for the second million, and 44 days 


ETROIT.—T he National Auto- 

mobile Dealers Assn. has| fF the third — . 
launched a study of a proposal for 
an allout drive ‘to make auto sell- HE three-millionth car was built 
ing a professional May 20 this year and sold 25 
career. days later. The two-millionth car 

J. Saxton Lloyd, was assembled March 31 and sold 
Daytona Beach 23 days later and the millionth car 
(Fla.) Buick-Cad- was registered 27 days after it was 
illac dealer who turned out on Feb. 6. 
served as NADA A year ago, the three-millionth 
president in 1952, car was produced June 15 and 
proposed the pro- registered 11 days later. The two- 
gram at a meet- millionth car was built April 21 
ing of the associ- and registered 14 days later, The 
ation’s board millionth car in 1959 was regis- 
here. tered 21 days after it was pro- 
duced on Feb, 17. 


His proposal is J. 8. Lioyd 
two-pronged: Provide training for| The relationship is not precise, 
since the first three million regis- 


salesmen and recognition for those 

trained and qualified. Provide an| trations this year include approxi- 
adequate retirement program for} mately 260,000 imports. 
all galesmen. 

The plan was well received by 
the NADA directors and referred 
to the Operating Committee. 
NADA President Birkett Wil- 
liams said ‘he will appoint a sub- | & Co, last week. Top Cars will 
committee of men interested. in | resume next week. 

(Continued on Page 4, Col, 1) 


Near 30 Percent 


Car Production Dips; 
Falecon-Comet Struck 


By Martin L. Whitmyer 
Staff Writer 

WILDCAT strike at the Falcon- 
Comet assembly plant in Lo- 
rain failed to set back compact 
output last week. The six compacts 
built 28.8 percent of the 137,817 cars 

scheduled by the entire industry. 
A comeback by Corvair offset 
the production losses at Lorain 
for. 1% days and helped the in- 
dustry turn out an estimated 39,- 
725 compacts. A week earlier, the 
group composed of Comet, Cor- 

aie Falcon, Lark, Rambler and 
Valiant captured 27 percent of 
total industry output on 37,725 


total would be a bit above seven 
million, a figure achieved only once 
in history—in 1955. 

Nobody really expects sales to 
continue at the current high 
level, although they do not dis- 


parts business are in the works. 

It is learned that Ford Motor 
Co. has indieated to its dealers 
that it will protect their position, 
provided the dealers intensify ef- 
forts in the wholesale parts field. 

Moving in another direction, Gen- 
eral Motors’ United tors Service 
recently concluded a deal with Fire- 
stone Tire & Rubberwhich will 
make the TBA division of Fire- 


‘Career’ Traini 


| FOUR of the first five months, 

shop parts sales topped the year- 
earlier pace. April sales were 3.90 
percent under the comparable total 
last year. In contrast, shop parts 
sales in March ran a full 11.57 per- 
cent ahead of the March, 1959, 
total, 

Sales of all classes of parts and 

(Continued on Page 73, Col, 1) 


assemblies. 

On an industrywide basis, how- 
ever, car assemblies last week were 
12 percent below the previoug 
week’s 139,557 units. Last week’s 
output, However, was up 6.6 percent 
from the 129,270 cars turned out 
during the week ended June 20 last 


year. 
* * * 


ESPITE the overall decline in 

output, the industry last week 
ran its model run assembly totals 
to an estimated 5,096,281 units, or 
to 91.6 percent of the 5,566,527 cars 
turned out during the entire model 
run last year. 

The five-millionth car of the 
1960 model run was rolled from 

(Continued on Page 74, Col. 3) 





Inside Automotive News:.. 


A chat with Paul Hoffman, Page 6. 





Cleanup ads take on plaintive note, Page 2. 
New Yorkers demand reforms, Page 3, 
Shape up those used cars! Page 36. 

Sales Testing the Triumph Herald, Page 23. 
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‘Giveaway’ Ads Again on Increase 


By John K., Teahen Jr. 


Associate Editor 
W stoc 


our cars.” 

Dealers are increasing their 
advertising and decreasing their 
prices. The situation undoubtedly 
will continue until the last ’60 
model rolls out the door. 


The cleanup is seldom a profitable 


period for auto retailers, but this 
year it seems to be more desper- 
ate than usual. The manufacturers 


are on the trail of a 6.5-million-car 


year, and assembly lines continue 
to hum. 
+ + » 

ESPITE dealer complaints about 

buildout bonuses, it appears 
that these factory handouts will 
play an extremely important part 
in the retail profit picture during 
the coming months. 

Corvair, Studebaker and all 
Chrysler Corp. lines except Dodge 
already are paying bonuses, Some 
of them will sweeten their pro- 
grams later in the year, and 
other makes are sure to enter the 
rebate field after July 1. 

Judging from dealer advertising, 
Comet seems to be the only domes- 
tic make that has escaped the big- 
discount campaign. Comet price ads 
have appeared, of course, but the 
figures quoted are pretty close to 
the $1,998 sticker price for a strip- 
ped two-door. 

At that figure, about all the deal- 
er is giving away is the freight 
charge. 

* + * 
S MIGHTY unusual to find a 

Corvair, Falcon or Valiant dealer 
asking over $1,850 for his lowest- 
priced stripped model. In Houston, 
Gene Mohr Chevrolet advertised a 
“brand new '60 Corvair two-door 
standard” for $1,594. Mohr also 
listed a new ’60 Biscayne for $1,694. 

Corvair four-doors were $1,695 at 
Diamond Chevrolet, Roanoke, Va. 

In Columbus, O., Lex Mayers 
Chevrolet staged a “cash divi- 
dend sale” and offered up to $400 
to new-car purchasers. The firm 
said the dividend could be taken 
in cash, applied to the car pur- 
chased or up to 40,000 trading 
stamps. 

Hull-Dobbs Ford, Louisville, took 
a slap at advertisements which 
offer stripped cars. “Who ever 
heard of buying a new car in Ken- 
tucky without a heater?” the deal- 
ership asked. 

Hull-Dobbs priced heater- 
equipped Falcon two-doors at §$1,- 
793 and Fairlane two-doors at $1,- 
959. Bender Ford, Syracuse, tagged 
Falcons at $1,774.24 and Fairlanes 
at $1,948.28, both with heaters. 

* * * 


ANDOLF FORD SALES, Colum- 
bus. O., priced Falcons at $1,749 





Auto Production 
Truck Production 
Auto Registrations—Year to date.. 
Truck Registrations—yYear to date. 
Stee! Production—tons 
Lumber Production—Board feet... 
Pa rd Production—Tons.... 
$s Coal Output—tons 
Oll Refinery Output—Barrels 
Electric Output—Kilowatt hours.... 
Berometer Freight Car Leoadings 
Department Store Seles index . 
Stock Market Price index 
U.S. Government Spending 

—Fiscal year to date 
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rices-—Average 


Savings D. 
Used-Car 
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Business Failures ................ 
Common 
Stocks June 15 June 8 1960 Range 


AMC....... 23% 23% 29%-22% 
Chrysler... 48% 50% 71%-42% 
Ford....... 71% 69% 92%-64% 
GM........ 44, 45% 55% -43 





a million new models in 
k and only about 90 selling 
days to get rid of them, dealers 
throughout the country have begun 
their annual dirge of “Come, steal 



















Business Barometer 


Automotive News Economic Index — 


102.0 Percent of Last Week 
95.4 Percent of Like Week Last Year 


$ 


Commercial and Industrial Loans $31,162,000,000 


$ 
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Brings Down Prices . . . 


and Fairlanes at $1,889 and said 
that no cash or trade was needed 
“if you have average credit rating.” 

In Memphis, Oakley Ford adver- 
tised a $25 downpayment on Fal- 
cons and Fairlanes during a week- 
long sale and said the first payment 
would not be due for 80 days. Oak- 
ley offered shoppers a new hat “if 
you can top our deal.” 

A factory incentive program 
enabled Pratt Plymouth, Syra- 
cuse, to advertise, “We broke our 
quota, so now our costs and your 
price is less.” 

Pratt customers were invited to 
“steal a brand new 1960 Valiant” 
at $1,899, with heater. A free radio 
also was offered. 

“Valiants in Volume” was the 
headline on a full-page ad placed by 
Billingsley Motors, Portland, Ore. 
The dealership said it had “48 car- 
loads to be sold in 48 hours at 
factory drive-out prices.” 

- * + 


N ROCHESTER, N, Y., the East- 

way Studebaker Division of 
Schoen Pontiac sought to unload 
“25 brand new 1960 Larks at fac- 
tory invoice” during a four-day 
sale that was open to dealers and 
the public. 

Dodge Darts were going for 
$1,921.96 at Chuck Hutton Co., 
Dallas, while another Dallas re- 
tailer, Hine Pontiac, mentioned 


Makers Report Top Sales 
In June’s Opening Period 


DETROIT.—The arrival of June 
found new-car sales continuing at 
high levels, a check of manufactur- 
ers’ sales reports for the first 10- 
day period shows. 

- American Motors reported that 
Rambler sales in the 10-day 
period set a record for any 10- 
day period in the company’s his- 
tory. 

Roy Abernethy, automotive dis- 
tribution and marketing vice-presi- 
dent, said the period’s sales totalled 
13,751, compared with 11,207 in the 
first 10 days of May and 11,849 in 
the first third of June, 1959. 

Rambler sales so far this year 
amount to 201,876, up 27% percent 
from the 158,384 sales in the like 
period of 1959. Sales in the 1960 
model year total 294,807, a gain 
of 26 percent over the 234,177 sales 
in the like period of the 1959 model 
year. 

Retail sales of Chrysler Corp. 
cars from June 1-10 were the 
highest in volume and daily rate 
of any first 10-day sales period 

of any month since 1960 models 
were introduced, Byron J. Nich- 
ols, group sales vice-president 
said, 

Car retail sales totalled 30,452 





























Percent of 
Percent of Like Week 
Last Week Last Year 
139,557 121.1 109.7 
24,914 112.1 89.3 
2,168,250 = 113.0 
312,458 ae 105.4 
1,756,000 101.7 67.4 
216,708,000 92.3 84.4 
327,206 113.0 99.8 
8,015,000 95.2 94.1 
49,693,000 100.2 97.6 
13,766,000,000 104.8 101.9 
317,732 88.3 82.8 
131 94.2 87.3 
411.3 103.2 98.4 
88,571,613,000 100.0 
100.0 ate | 
30,612,000,000 100.1 99.9 
$969 98.5 92.1 | 
283 103.3 95.9 
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ie naseen 9% 10 24%-9 
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1960 


Dealers Host the Makers 







































a new '60 Catalina four-door se- 
dan for $2,186. 

Free Florida vacations were of- 
fered by Scott Camp Motors (Re- 
nault-Peugeot), Charleston, W. Va., 
and Cameron Bills Ford Sales, 
Warren, O. Tom Farabough (Plym- 
outh-Valiant), Akron, gave new- 
ear buyers a “flying holiday for 
two” to Detroit. 

Oden Chevrolet, Albuquerque, 
urged prospects to “Win a trip to 
the Olympics in Rome.” The deal- 
ership said it would award a cus- 
tomer an all-expense trip for two 
to the Olympics, with stops in Lon- 
don and Paris. 

* * * 

“4*RAND OPENING” ceremonies 

triggered giveaways at John 
Smith Co. (Chevrolet), Atlanta, and 
Lawrence Plymouth, Richmond, Va. 
Lawrence staged a drawing for a 
Valiant, and Smith’s prizes included 
a miniature Corvette, a Polaroid 
camera and a transistor radio. 

In Rochester, N. Y., Alan Byers 
Auto Sales, Inc., advertised: “1960 
Lark two-door—$1,300.” 

It seemed too good to be true, 
and it was. 

The following day, a “correction” 
appeared, noting that the ad should 
have read, “After normal one-third 
downpayment or equivalent trade- 
in.” 


Dealers and Factory Chiefs Meet— 


Attending the Detroit dinner at which directors of the National Automobile Dealers 
Assn. entertained factory executives were, from left, James C. Moore, NADA executive 
vice-president; J. W. Pickens, NADA treasurer; William R. Bryden, NADA secretary; 
L. L. Colbert, Chrysler Corp. chairman; Charles C. Freed, chairman, NADA Industry 
Relations Committee; William C. Newberg, Chrysler president; Birkett L. Williams, 
NADA president; Benson Ford, Ford Motor vice-president; Walter B. Cooper, NADA 
first vice-president, and John F. Gordon, General Motors president. 


units during the first 10 days of 
June for a daily rate of 3,384 units, 
Nichols said. This represents a 9- 
percent increase in daily sales rate 
and a 22.7-percent increase in sales 
volume over the first 10 days of 
May. 

Retail sales from Jan. 1 to June 
10 totalled 446,653 cars, a 41-per- 
cent increase over the 316,342 cars 
sold during the similar period last 
year, Nichols said. 

Retail sales of Dodge cars in the 
first 10 days of June were 51 per- 
cent higher than sales in the like 
period a year ago, M. C. Patter- 
son, general manager, announced. 

Patterson said 12,408 cars were 
sold June 1-10, compared with 

8,239 in the like period of 1959, 

which was the highest 10-day 

(Continued on Page 74, Col, 3) 


Price Cut for Fiat 
And Renault 4CV; 
Rolls, Bentley Up 


NEW YORK.—Two more inde- 
pendent importers reduced new- 
model prices last week, joining a 
trend which had been initiated by 
Volvo, 

Renault pared $53 off the sug- 
gested retail price of its cost 
leader, the 4CV four-door sedan, 
while Fiat dropped its higher- 
priced series by $80 to $432. 

Bucking the trend, Bentley and 
Rolls-Royce added $760 to their 
standard saloons. The Bentley S-2 
now ig $15,355 in New York, and 
the Rolls Silver Cloud igs $15,655. 
Standard are automatic transmis- 
sion, power steering, power brakes, 
radio and heater. 

East Coast port-of-entry price for 
Renault’s 4CV now is $1,292, which 
General Sales Manager Jack C. 
Kent said makes it the lowest- 
priced four-door sedan on the 
American market. No price changes 
are scheduled for the Renault 
Dauphine or Caravelle, he added. 

Fiat models affected and their 
current New York port-of-entry 
prices are: 1100 Series—four-door 
sedan, $1,659 (down $84); four-door 
deluxe sedan, $1,782 (down $98) and 
four-door station wagon, $1,918 
(down $80). 

Fiat’s 2100 four-door sedan drop- 
ped $200 to $2,798, and the 2100 
four-door wagon was cut $192 to 
$3,058. The biggest reduction was 
applied to the 1500 roadster, which 
was slashed $432. The new price is 
$3,298. 





At NADA Dinner— 


Charles Dalgleish sr., left, former Detroit NADA director, stopped to chat with 
George Romney, American Motors president, and Walter B. Cooper, NADA first vice- 
president. 





Discussing P-D-V Operations— 

Plymouth, DeSoto and Valiant are important names to this group. From left are 
Charles C. Freed, Salt Lake City P-D-V dealer, NADA director; Harry E. Chesebrough, 
P-D-V general manager; James B. Wagstaff, Chrysler Corp. vice-president and former 
DeSoto general manager, and Paul Herpolsheimer jr., P-D-V dealer relations director. 


Pontiac in the Spotlight— 

S. E. Knudsen, Pontiac general manager, huddied with three of his dealers. From 
left are Carl E. Fribley, former NADA president and: currently New York State director; 
Knudsen; Thomas F. Abbott jr., NADA Texas director and chairman of National Affairs 
Committee, and James M. O'Mara, NADA Kansas director. (More photos on Page 78.) 
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Dealer Forum 


by Robert M. Finlay 





— pursuit of quality in car 
construction is a goal all mak- 
ers seek and few find, most claim 
but few deliver. In America, the 
necessity of attaining quality con- 
struction grew more pressing with 
the upgrading of United States 
cars, 

The industry found that Ameri- 
cans, who had come to accept “fast 
and sloppy” standards after World 
War II, began to rebel when even 
the so-called low-priced cars moved 
up into the $3,000 area. 

U. S. buyers began to complain 
of new cars that squeaked and 
rattled; they noted chrome trim 
marred by a slip of a power 
screwdriver in the hands of a 
careless workman. 

In the light of this, it was in- 
triguing to inquire into the rea- 
sons for the reputation of British 
makers as quality car builders. 

+ + 


A Big Sales Point 


MERICAN dealers had told us 

that quality construction is one 
of the big selling points of British 
cars. So in visiting plants of the 
British Motor Corp. near Oxford 
and Birmingham, I kept bringing 
up the subject. 

Perhaps this accent on quality is 
a way of life, starting with people 
themselves, and going all through 
the school system. Across the 
square from our hotel room in 
Woodstock, the children of the 
small village gathered each morn- 
ing at 9 a.m.—the boys trim in 
blazers and shorts, the girls in neat 
dresses. They boarded a bus there 
and did not return until 6 p.m. 
That’s a long school day at any age, 
and many of these children seemed 
no more than 10. 

Opportunities for advanced ed- 
ucation are limited in England, 
so little time is wasted on those 
who lack capacity or desire. At 
11 years, the English child takes 
his exams for advanced “gram- 
mar” school. If he fails, he stays 
in ordinary school and is through 
with formal edueation at 15. 

An American woman’s objection 
that this seemed a tender age to 
decide a child’s future brought the 
stout British rejoinder: 

“If he’s got the staff, he’ll make 
out OK.” 

However, even the British con- 
ceded that the minds of some kids 
bloom later than others, so at 13 
the child gets one more chance at 
exams for advanced learning. 

It is obvious, however, that there 
is a marked reluctance “to muck 
around with kids who don’t care.” 

* * 


Gang Bonus 

ya in most American auto 
plants you find the UAW firmly 

opposed to any sort of piece work, 

contending that it is tied in with 

bitter memories of the so-called 

“speedup,” nearly all English auto 
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workers are under some sort of 
incentive program. 

This is usually accomplished 
through a “gang” system, with 
the crew on a particular job shar- 
ing a bonus for the job. 

I asked a veteran worker: “How 
does this tie in with quality.” 

He replied: 

“We don’t get the bonus if the 
inspector turns the job down.” 

Even the sweepers share in the 
shop bonus, which is given to those 
not easily graded on job classifica- 
tion. 

Employment at the auto makers, 
we were told, is highly paid, and 
attracts men from many other 
lines. 

The incentive system was initi- 
ated by management, but is 


has its critics, how- 
Some in management say 
the incentive program promotes 
wildcat strikes, of which there 
has been a rash recently, 

“We complain a lot about the 
number of strikes,” said J. F. 
Bramley, director of export sales, 
“but we go right on setting new 
production records.” 

oe - 7 


The Redoubtable ‘Grim’ 


A FEATURE story that appeared 
in a London paper during our 
stay reflects the unrest over wild- 
cat strikes. The story recounted 
that when Eric Grimmette, a work- 
er in the Morris Motors’ paint shop 
at Cowley, reached his work area 
the other day, he found a noose 
hung from’ the roof, It wag label- 
led: “For Grim.” A week earlier 
he had found a caricature showing 
him in a rocket consigned for 
outer space. 

Grim had started a one-man 
campaign to curb wildcat strikes 
in the shop. A couple of weeks 
ago he got 130 men to sign a 
petition urging management to 
take a secret ballot among the 
6,000 workers on the question: 
“Do you want an end to wildcat 
strikes?” 

Shop stewards intervened, and 
Grimmette was requested to cease. 
However, the plucky Grim handed 
in his petition anyway, and stated: 

“If nothing is done I shall have 
no hesitation in accusing of cow- 
ardice those people who could do 
something.” 
~ * 
Speed of the Jo 

NCIDENTALLY, in connection 

with the work gangs, a worker 
told us that (in marked contrast to 
some organized work gangs), the 
speed of the gang is set by the 
fastest worker, Workers pitch in to 
help the slower men catch up. 

British Motor Corp, plants are 
in various stages of automation. 
The main works at Birmingham 
are highly automated with miles 
= conveyors controlled electron- 


On the other hand, J. W. Thorn- 
ley runs the world’s largest sports 
car factory at Abingdon without so 
much as a single conveyor. And 
he’s happy over it, too, he says. 

There are five production lines, 
two for MG, two for the Austin- 
Healey Sprite and one for the 
Austin-Healey. 

Workmen push the cars to the 
various stages on lines built up of 
concrete blocks which have a 
groove to guide the wheels on one 
side. 

“With lack of moving convey- 
ors,” Thornley pointed out, 
“there’s no pressure on the work- 
ers to push the work out right or 
wrong. They have time to do it 
right.” 

In addition, lack of fixed convey- 


ors makes the plant flexible. 


“I can switch it around over- 
night,” Thornley said. 

Thornley has been doing some 
remarkable switching, too, judging 
by the record. In 1939, the plant 
was turning out 400 sports car a 


year, Using the same floor space, 


Thornley now is turning out 1,350 
(Continued on Page 76, Col, 5) 































NADA Picks Las Vegas 


For 1965 Convention 


DETROIT, — The 1965 annual 
convention of the National Auto- 
mobile Dealers Assn. wiil be held 
in Las Vegas, directors decided 
at their mid-year meeting here. 
The Nevada city will replace San 
Francisco in the four-year cycle 
for a West Coast convention. 

NADA will convene in San 
Francisco in 1961, New York in 
1962, Miami in 1963 and Detroit 
in 1964. 








Ont. Parle 


Hears Reese .. . 





‘Fiercest’ Car Market 
Sighted Next Year 


By John E. Walsh 
Staff Writer 
WINDSOR, Ont.—The introduc- 
tion of five more compact cars in 
the ’61 model year will touch off 
the “fiercest and toughest” compe- 
tition dealers have ever known, ac- 


Washington (Pa.} Dealers Elect— 
Newly elected officers of the Washington (Pa.) Automobile Dealers Assn. are, from 


left, Al Vernon (Buick), secretary-treasurer; Willis Fulton (Rambler), vice-president; 


and Kenneth H. Sadler (Oldsmobile-Cadillac), president. 





N. Y. Asks 30-Day Billing, 


Buildout and 


GROSSINGER, N. Y.—Directors 
of the New York State Automobile 
Dealers Assn., at the spring meet- 
ing here, urged auto manufacturers 
to base future buildout bonuses on 
a “uniform sum certain” on all 
vehicles, to establish a 30-day bill- 
ing system for dealers and to pro- 
vide concessions on demonstrators. 

In effect, the directors reaffirmed 
their previous resolutions on build- 
out bonuses and on 30-day billing, 
and adopted a new goal of seeking 
concessions on demonstrators. 

The resolution on buildout bo- 
nuses, originally adopted by the 
New York State group in 1959, 
urged that “. .. any and all 
future buildout bonuses adopted 
by various automobile manufac- 
turers be based on a uniform sum 
certain on all vehicles, whether 
in dealers’ inventories or subse- 
quently purchased by their re- 
spective dealers .. .” 

When it was learned that the 
NADA board of directors, meeting 
at the same time in Detroit, had 
also reaffirmed its position in sup- 
port of buildout bonus reforms, 
the New York State directors sent 
a wire to the New York State 
NADA directors, Carl E. Fribley, 
Norwich, and William A, Frame, 
Amityville, L. I, urging that ag- 
gressive action be taken to imple- 
ment their position. 

The request for 30-day billing re- 
flects a 1958 resolution adopted by 
the New York State directors which 
urged “. . . all automobile manu- 
facturers to establish and adopt a 
60-day billing on all new automo- 
biles delivered to dealers .. .” 

This 1958 resolution also stated 
that it was felt that “. . . such 
policy would accomplish numerous 
beneficial results, namely: (A) 
Cause the manufacturers to be 
more selective in type of dealer ap- 
pointments. (B) Point up the im- 


Schaeffer Heads 
Memphis Dealers 


MEMPHIS.—Joe H. Schaeffer jr., 
Bluff City Buick Co., hag been 
elected president of the Memphis 
Automobile Dealers Assn. 

John T. Fisher, Fisher Motor Co. 
(Chrysler), was elected vice-presi- 
dent, and Edward R. Dewey, Dewey 
Motor Co. (Volkswagen), was nam- 
ed secretary-treasurer. 

Added to the board for two-year 
terms were Neal F’.. Schilling, Schil- 
ling Motors (Lincoln-Mercury), and 
Tom C. Bell, Union Chevrolet Co. 


































Demo Relief 


portance of business management 
in each individual dealership. (C) 
Prevent overproduction. (D) Equal- 
ize the burden of financing inven- 
tories between manufacturers and 
dealers, rather than all on the 
dealer as at present...” 


The New York State group’s 
new goal of seeking concessions 
for dealers from the manufac- 
turers on demonstrators did not 
specify any particular formula. 
It was felt that some form of 
rebate could be worked out 
which would compensate dealers 
for vehicles actually used as 
demonstrators. 


Walter E. Heingartner (Chevro- 
let), Brooklyn, president of the New 
York State Assn., urged the dealers 
to take an active part in govern- 
ment and politics and to support 
the candidates and the political 
party of their choice. 


The directors also adopted a New 
York State “dealer of the year” 
program to be started immediately. 
Plans include the invitation of 
nominations from individual deal- 
ers, from dealer associations and 
from outside groups such as local 
service clubs and business organ- 
izations. The “dealer of the year” 
will be selected by a panel of three 
university professors, 

The dealer chosen by the panel 
will automatically become the New 

(Continued on Page 76, Col, 4) 





Wemhoft 


On the House... 


Auto-dealer participation in state politics appears 
to be at an alltime high this year. Nine dealers 
are running for office in Iowa, including Bill Mooty 
for lieutenant governor and Ken Stringer for U. 8. 
Senator. In North Carolina, these four dealers have 
been nominated for state representative: Joe Wat- 
kins, Paul Wallace, Clyde Harriss and Ernest Hicks 
. .. NADA directors’ annual dinner in Detroit last 
week drew top-level factory brass, including AMC’s 
\George Romney, GM’s Jack Gordon, Chrysler’s Tex 
Colbert and Bill Newberg and Benson Ford... 

Says a calling card making the rounds in 
Detroit: “By 1962, if you want to get in a new 


cording to Dave Reese, Drexel Hill 
(Pa.) Oldsmobile-Rambler dealer. 

“Starting Aug. 1, the next 18 
months will be the most crucial 
period in dealer history,” Reese 
told the annual meeting of the 
Automobile Dealer Assns, of On- 
tario. 

“Our toughest selling job lies just 
ahead with the introduction of 
these new compacts,” he added. 
“With the lower profit margins on 
the small cars, there will be more 
factory persuasion on dealers to 
move the cars.” 


As the competition increases, 


"| Reese continued, so will the need 


for good business management, The 
make a dealer handles will be sec- 
ondary, he added, with the excep- 
tion of Cadillac and Volkswagen. 

“All autos are as good as one an- 
other,” Reese continued. “There is 
no such thing as a hot auto any 
more, we've got to work to sell 
them. We’re selling transportation 
today; not ego or prestige.” 

He warned that dealers who 
are currently beset with space 
problems should begin planning 
now for increasing their facilities 
or “you'll be lost.” 

The lower gross on the small cars 
will mean that the dealer must sell 
more of them to stay even with his 
current income, Reese said. 

“If a dealer has space problems 
now with the standard-size cars, 
he’s going to be in a lot of trouble 
in ’61 because he’s going to have 
to store a lot more cars to keep 
his head above water,” he said. 

In his address, “Keys to Profit,” 
Reese urged the dealers to aim for 
a@ profit on each car sold and count 
any financing business as a plus 
feature. 

“If you’re going te give the 
car away and rely on financing 
for your profit, you might just as 
well get out of the auto business 
and go into the banking busi- 
ness,” he said. 

Any dealer can make money if 
he remains competitive, gets every 
dollar he can out of each sale and 
watches his expenses like a hawk, 
he added. 

All officers were reelected at a 
meeting of the association’s direc- 
tors, They are: 

Graham W. Snelgrove (Pontiac- 
Buick), Hamilton, president; Phil 
T. Cadrin (Chevrolet-Oldsmobile), 
Chatham, vice-president; O. W. 
Andreason (Pontiac), Brantford, 
vice-president, and Ben Jantzi 
(Mercury), Welland, secretary- 
treasurer. 


Hockett Ford Burns 


INDIANAPOLIS. — An estimated 
$100,000 damage was caused by fire 
to Dave Hockett Ford Sales, Inc. 
The fire swept the parts depart- 
ment and the firm’s general office. 
Three large motor boats and about 
25 new and used cars were removed 
from the showroom and service de- 
partment before they were dam- 
aged by the blaze. 

























automobile, you will have to be born in it” ... Dodge’s M. C. Patter- 
son sees a good chance for his division to cop third place in 1960° 
sales race ... Illinois and Missouri dealers may meet jointly again 
in 1961 in St. Louis ... Oklahoma association plans to move to new 
building July 1... 

Membership in the Wyoming association now stands at 103, an 
alltime high . . . David Towell jr. succeeds father as president of 
Akron Cadillac-Olds dealership; Towell sr., a brother of GMAC Presi- 
dent Tom Towell, died recently following auto accident . . . Cincinnati 
dealers will hold annual outing June 28. 












—Perre Wemuorr, Editor, 
Automotive News 
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NADA Weighs Lloyd Plan... 
‘Career’ Training 


Eyed for Salesmen 


(Continued from Page 1) 


the program in an effort to im- 
plement it. 

In his presentation, Lloyd noted 
that dealers outside NADA and 
some members have complained 
that the association lacks dramatic 

programs. He said that this is 
partly due to the fact that dealers 
are impressed with emergency con- 
ditions and are less interested inj} 
industry problems in more or less | 
norma] times. 

* * ad 

E SAID that in 1952 the associ- 
ation had 33,000 members who 
were interested in the problems 
out of the Korean War— 

“credit regulations, OPS directives, 
material rationing to manufactur- 
ers resulting in car shortages, and 
selling agreements were inequit-| Pet 
able.” 

With these problems out of the 
way, NADA membership has fallen 
to 21,000, Lioyd said that part of 
the drop could be traced to the 
decline in the number of dealers 
“but, still, we should have the sup- 
port of greater numbers.” 

He added: “Nonemergency ac- 
cannot, by their very na- 
Solas aida: eoten Oo to 
issues arise in the 
t of emergencies. However, 
is constantly 


Lloyd said his proposal would 
attack one of the most important 
problems facing the auto industry. 
“I make reference to the industry’s 
complete and abject failure to at- 
tract top-flight men into the sales 
departments of automobile dealers.” 


y= WENT ca to review how the 
life insurance industry has up- 


Lioyd said the designation was 
similar to a college degree and that 
the initials CLU may be used by 
successful candidates on their bus- 
iness cards. 

In addition to the prestige bene- 
fits for the salesmen, Lloyd said 
that surveys have shown “19 out 
of 20 who are awarded the designa- 
tion make life insurance their life- 
time career, Three out of four stay 
with the same company. 
move into management and execu- 
tive positions.” 

” * 

LOYD offered no exact details 
on how a similar program could 

be set up in the auto industry, 





Dealer Award for Blair— 


Jack Blair, left, Bannock Motor Co. 
(Pontiac), Pocatello, Id., receives the Satur- 
day Evening Post Benjamin Franklin 
Quality Dealer Award from Kenneth Sells, 
center, vice-president Curtis Publishing 
Co., and congratulations from Fred Lilige, 
president, Idaho Automobile Dealers Assn. 


charging that there is a roadblock 
in the way of the success of any 
such program. He said that auto 
selling offers a poor future for a 
salesman, adding: 

“We need a retirement plan 
that can be offered to salesmen 


changed 
employers or moved to another 
city.” 

He suggested these pointers on 
the retirement plan: Only salesmen 
completing the training program 
would be eligible; salesmen, dealers 
and, possibly, manufacturers would 
contribute to the fund; and there 
a be rules on minimum sales 

year, early retirement and 
benefits for those promoted to non- 
selling jobs. 
* ” 
FOr sake of discussion, Lloyd 
said that, if contributions to the 
fund amounted to $4 per new car 
sold, a salesman who started his 
career at 25 and retired at 65 could 
expect a lump sum payment of 
$35,000 to $50,000. He also suggested 
that the benefits could be set up 
as monthly payments for life after 


retirement. 
Summing up his plan, Lioyd 
said: “With pA Tone at- 


take the Tom-Dick-Harry variety 
as many have been doing for so - 
long.” 

Lloyd admitted that many prob- 
lems would have to be worked out 
and that the programs would take 
time, money and effort but urged 
that the programs be launched, 
adding: “It could prove to be the 
greatest contribution NADA could 
possibly make, not only to the auto- 
mobile industry but, indeed, to the 
economy of this nation.” 

* + 


Colbert Requests 
NADA Support 
For Auto Show 


DETROIT.—L, L, Colbert, Chrys- 
ler Corp. chairman and former 
president of the Automobile Manu- 
facturers Assn., called for support 
from the National] Automobile 
Dealers Assn. for the National 
Automobile Show to be held here 
in October as he welcomed the 
NADA directors to Detroit. 

Colbert said that the show “will 
be the biggest show in the history 
of the industry beyond any ques- 
tion—with about half again as 
much floor space devoted to ex- 
hibits as was provided at the 1956 
show at the Coliseum in New 
York.” 


He also noted that President 
Eisenhower will address the show 
banquet on Oct. 17. Colbert urged 
that dealers attend the show, pro- 
mote interest in the show and in 
an hour-long telecast on the show, 
planned by the Columbia Broad- 
casting System for Oct. 16 at 6 
p.m, 

Colbert also said that he was 
meeting with the directors under 
happier circumstances than in 
some past years. He said cars were 
selling at a 7-million-a-year pace, 
and “there is every reason to ex- 
pect, this pace to be maintained 
during the rest of the year.” 

He noted that dealer profits in 
the first quarter were the best since 
1955, which he termed “a highly 
constructive development for the 
entire industry.” He said that deal- 
er-factory relations were the best 
in his memory. 

Colbert said that, in making the 
auto show a success, “all of us will 
be helping to sustain the sales mo- 
mentum established by the industry 
in the early months of the year.” 


Oregon Olds Deal Folds 
PORTLAND, Ore.— Hersh Dun- 
ham’s Western Oldsmobile, 14th 
and W. Burnside, has gone out of 
business. 





An American Motors Milestone— 
Roy Abernethy, right, automotive distribution and marketing vice-president, American 


Metors Corp., 


is honored with a giant cake marking the sale of the millionth Rambler 


since he joined the firm as sales chief in late 1954. It took less than 15 months to 
sell the second half-million Ramblers, compared with 4% years for the first half- 


million..With Abernethy, from left, are Roy D. Chapin jr., 
automotive operations vice-president, and George Romney, 


president; E. W. 
AMC president. 


Bernitt, 


automotive executive vice- 


Parts Market Faces Test 
In GM-Firestone Tieup 


(Continued from Page 1) 


serious threat to their service busi- 
ness a similar deal made with 
Richfield Oil Co. on the West Coast, 
where more gasoline outlets of 
Richfield were put into business 
with General Motors parts and me- 
chanic training through General 
Motors training centers than there 
were franchised dealers in all Gen- 
eral Motors vehicle lines in the 
area. 
According to Earl B. Hathaway, 
vice-president of Firestone, 
the new step of taking on the 
distributorship for United Motors 
is “recognizing the trend toward 
service stations as one-stop facili- 
ties for all car needs, Firestone 
now will make available parts 
of original equipment quality to 
its dealers and stores throughout 
the country.” 

In addition to Delco batteries, 
which were taken on last spring, 
the complete line of UMS products, 
providing virtually 100 percent cov- 
erage for all cars and light trucks, 
includes Delco-Remy service parts, 
Packard cable products, Harrison 
thermostats, Delco shock absorbers 
and brake service parts, New De- 
parture bearings, Rochester carbu- 
retor parts and Moraine gasoline 


filters. 
A COMPLETE training program 
offered in 30 General Motors 
training centers also is available to 
Firestone dealers and stores. 
Some dealers say the next step 
could be the addition of such out- 
lets as Montgomery Ward, Sears 
Roebuck and other chains. 


They also are fearful that putting 
chains on the basis of distributors 
would increase the price war that 
has been engendered by abus- 
ing of the redistribution discounts 
by some wholesalers. Franchised 
dealers are able in many instances 
to buy some fast moving items, 
such as spark plugs from retail 
stores at less than their own fac- 


Ford Pays Rebate 
On 2 English Units 


DETROIT.—Ford Motor Co. is 
paying rebates to English Ford 
dealers of $300 on Escort two-door 
station wagons and $150 on Prefect 
four-door sedans. 


The rebates apply to all new Es- 
corts and Prefects delivered out 
of dealer stock in June and July 
and on all such models purchased 
from the company during those 
months and sold during that period 
or thereafter. 

Ford Motor also is paying 50 per- 
cent of dealers’ advertising costs on 
Escorts and Prefects up to $50 
per car. 


* * * 


tories can or will price them to the 
dealer. 


For instance, it is now possible 
to buy retail the same spark plugs 
from drug stores on the West 
Coast for 44 cents each that are 
priced wholesale to franchised deal- 
ers at above 60 cents. A retail price 
of 57 cents is fairly common on this 
same plug nationally. 

Making distributors of chain 
outlets invites this type of unfair 
competition, opponents of the GM 
move contend. The February 
meeting of the GM presidents’ 
National Dealer Council brought 
out many complaints of the new 
tiein. 


It has been learned that Chrysler 
has been studying the Ford Motor- 
craft type of distribution for the 
electrical parts which Chrysler now 
manufactures, in addition to its 
MoPar distribution. 

If Chrysler does go to the elec- 
trical central type of distribution 
it will be through an entirely new 
division and under another name 
than MoPar or Chrysler, it is be- 
lieved. 

MoPar already reaches the gaso- 
line and independent outlets in 
the distribution of Chrysler parts 
through its distributor setup and 
is now selling the electrical parts 
and other products under study. In 
this distribution pattern the price 
structure under which the fran- 
chised dealer works igs maintained. 


Licensing Bill 
Enacted by N. J. 


Finance Rate Caps 
Also Become Law 


TRENTON, N. J.—Gov. Robert B. 
Meyner signed into New Jersey law 
three legislative bills to regulate 
consumer credit and otherwise pro- 
vide consumer protection. 

One of the measures, which 
had been — in the state legis- 
lature as Bill 200, pro- 
vides oe ‘ious of car dealers 
and sets maximum finance 
charges of $7 per $100 per year 
on new-car time $10 on 
cars up to two years old, and $13 
on cars two or more years old. 
It also sets a financing charge 
limit of $10 per $100 on general 


A second bill, Senate Bill 199, 
empowers the state attorney-gen- 
eral to crack down on fraudulent 
selling and advertising practices. 

Another of the bills, Senate Bill 
201, sets maximum charges of $7 
per $100 per year on home improve- 
ment installment contracts and 
provides stringent licensing re- 
quirements in the home improve- 
ment time sales field. 

“I regard these measures as out- 
standing products of the 1960 ses- 
sion of the legislature,” the gover- 
nor declared as he signed the bills. 
“Today represents the culmination 
of several years of effort to put on 
our statute books safeguards for 
the buying public against unscrup- 
ulous sales practices and uncon- 
ser finance charges. 

m gives us new 

and ‘nisquate weapons t 
commercial abuses. 

“All the people who had a hand 
in making these laws possible can 
take pride in a positive achieve- 
ment. 

“Notable support came from the 
press, which performed in the 
highest tradition of public service 
by detailing the hardships which 
evoked this legislation and cam- 
paigning aggressively for passage 
of these bills.” 


Sales by Dealers 
Top 1959 Pace 
By 6 Percent 


WASHINGTON. — New-car deal- 
ers’ sales in April totalled $3,104 
million, up 2 percent from March 
and a gain of 6 percent over April 
of last year, the Commerce De- 
partment reported. 

Total retail sales in April were 
$19,216 million, an increase of 10 
percent from March and up 9 per- 
cent from April, 1959. 

Sales of tire, battery and acces- 
sory dealers were $233 million, 27 
percent above the March showing 
and a gain of 7 percent from April, 
1959. 

Service station volume in April 
was $1,476 million, 6 percent ahead 
of March and 9 percent above April 
of last year. 





At British Exposition— 


Prince Philip, second from right, who opened the British Exposition at the New York 
Coliseum, discusses the future American market with officials of the British Automobile 
Manufacturers Assn. From left are John Dugdale, BAMA executive vice-president; Earl 
Nisonger, BAMA director and president of Nisonger Corp.; John T. Panks, managing 
director, Rootes Motors, Inc.; R. A. B. Learoyd, BAMA president and American repre- 
sentative for British Motors Corp.; Prince Philip, and Geoffrey Rootes, deputy chairman 
of Rootes Mfg. Co. and president of the London Society of Motor Manufacturers. 
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Indianapolis winners rely on Raybestos Brake Lining! 





... and so do the second and third place finishers. Again in 1960 Ray- 
bestos Brake Lining made the Indianapolis Speedway a safeway 
for the first three finishers—Jim Rathmann, Rodger Ward and 
Paul Goldsmith. These three drivers rely on Raybestos because 
they know not all brake lining is as safe as Raybestos . . . and that 
when they’re slamming into those cruel turns at 140 mph they just 
can’t afford to take chances on brake failure. 


Brake-punishing “500” proves Raybestos best for your customers, too. The 
500 hard miles of the Indianapolis classic form the most grueling 
brake proving ground in the country. Here is the supreme test of 
brake endurance. We use this race to develop better brake lining 
for your customers, who need the finest that can be produced to 
drive confidently on today’s high-speed turnpikes or in heavy 
city traffic. So take full advantage of the famous Raybestos 
7-Point Brake Check to get wheels off. Then reline with Raybestos 
—preferred by the experts for safe stops every time. 


se ~ Na 
Capitalize on lS 


Raybestos’ “Monitor” advertising! 
Weekend after weekend, right through the peak 


summer driving period, the convincing Ray- 
bestos story is reaching your prospects by way 
of NBC-Radio’s “Monitor.” The best way to 
make the most of this campaign is to put a new 
Raybestos curb sign up now. See your jobber. 








AMERICA’S BIGGEST 


RAYBESTOS DIVISION of Raybestos-Manhattan, Inc., BRIDGEPORT, CONN. 
RAYBESTOS-MANHATTAN, INC., SPECIALISTS IN ASBESTOS, RUBBER, 
SINTERED METAL, ENGINEERED PLASTICS AND INDUSTRIAL ADHESIVES 





This Raybestos Award is given 
annually to the owner of the win- 
ning car in recognition of his efforts 
to link speed with safety by con- 
tributing to the development of 
even more dependable brake lin- 
ing. The 1960 recipients: Ken Rich 
and Paul Lacy, co-owners. 

For a set of three 8 x 10 photos of Jim 
Rathmann, Rodger Ward and Paul Gold- 
smith, just send $1.00 (to cover handling and 


postage) with your name and address to 
Raybestos Division, Bridgeport, Conn. 


RELINE WITH 






SELLING FRICTION MATERIAL 


Ex-Studebaker Chief Working 60-Hour Week at UN . 
Ho eam Lauds the Compacts 


is a close relationship between im- 


60 to 65 hours a week. We 
thought you'd like to visit with 
him again. 
* . . 
By Ed Brown 
Staff Correspondent 
NEW YORK—“You realize it’s 
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it again, Hoffman remarked, 
“This is a 60-to-65-hour-a-week 
job. There really isn’t time to 
wonder about much else.” 


It is obvious that he tackles his 


present assignment with an in- 
tensity that permits little time for 
ae 


As managing director of the UN 
Special Fund, Hoffman feels he is 
not entirely divorced from the auto 
industry, in spite of what his pres- 














ent association and title might sug- 


gest. 
“There actually do exist indirect 
relationships to the automotive in- 


been 12 years since — — any 
managerial position e auto- 
mobile business,” said Paul Hoff- 
man, now managing director of the 
United Ni Nations Special Fund. 







proved highway and transportation 


economic self-sufficiency in under- 
developed countries. 


To have these facts in view is 
important to all industry, Hoffman 
believes. As he said in “One Hun- 
dred Countries, One and One Quar- 
ter Billion People,” a recently pub- 
lished book: “There are powerful 
moral and political reasons why we 
should be concerned with this rev- 
olution.” 

(Eprror’s Norse: “The revolution 
of rising expectations.”) 

He expounds the theory that 
within 10 years, if these under- 


facilities and the achievement of 
























developed countries can lift per 
capita incomes by only one percent 
more a year, “they might well offer 
to the United States alone a mar- 
ket for an estimated $14 million 
of its exports in 1970.” 

The European car, Hoffman said, 
has captured markets that were 
once exclusively American, He al- 
luded to the fact that as time goes 
on, the struggle for the foreign 
market is bound to become more 
and more competitive among na- 
tions already well industrialized. 

Referring back to his book, 

“In the long view, these 100 

underdeveloped countries are for 















derdeveloped countries of the 
world, which by adoption have be- 
come the particular concern of the 
fund, one of the primary tasks to 
be accomplished for the 250 mil- 
lion people involved is to help them 
improve their highway and trans- 
portation systems. 


He reflected briefly > = we 
glanced out the window 
office on the 29th floor of ne 
United Nations Secretariat Build- 
ing, which overlooks New York’s 
Grand Central area. 












Oakland's Oldest Dealer— 


Cars have changed since F. H. Dailey, right, opened his first new-car dealership 
(Reo) in 1910 in Oakland, Calif., as the models in this photo show. Oakland's oldest 


dealer, he founded F. H. Dailey Motor Co. (Chevrolet) in 1927, and now has as his 
Partners one of his two sons, C. F. Dailey, center, and C. P. Pond. Another son, Gerald 
E. Dailey, heads his own Chevrolet dealership in the area. 


“Anyone out of the business six 
months isn’t even worth listening 
to,” he added. “The automobile| Enlarging on the subject, he 

ess moves so| said: “It is possible for us, in many 
fast it requires| cases, to help a nation to triple 
daily contact, or| its agricultural] output merely by 
you lose your|improving existing farming meth- 
touch,” ods, But what’s the purpose, if the 

Questioned|improved harvests have to rot 
about his re 


Wider Use in Cars Is Goal... 


Steel Campaign Readied 





within the village, for lack of farm- 
action, as an ex-|to-market roads and transporta- 
president of 


Studebaker, to 
the American 
compact car, 

= Hoffman said he 
Paul G, Hoffman was not at all 
surprised at the great interest in 
compacts. 

“Back in 1937, we at Studebaker 
felt that this was an inevitable 
development of the automotive in- 
dustry.” 

He explained that the auto in- 
dustry is the only major one in 
which all the emphasis, until re- 
cently, was being placed on more 
weight and greater power in the 
end product, 

“All other industries, such as 
airlines, pullman car, buses, rail- 
roads, machinery manufacturers, 
etc., were concentrating their engi- 
neering efforts to reducing weights 
and deriving more economical 
power plants,” he said. 

It was only logical, Hoffman de- 
clared, that engineering should 
finally direct its attention to 
achieving this same end in the 
automotive field. 

Hoffman hasn’t lost all his in- 
terest in, or love for, the auto 
business. He said he has ridden 
all of today’s compacts, and he 
gave his stamp of approval to 
all of them, 

In his view, they are sensible 
and provide the public with econ- 
omy, safety and comfort at a price. 
This, he said, is what makes for 
good business—giving the public 
what it wants, 

Then, with a conspiratorial glint 
in his eye, he added, “Today’s com- 
pact cars are some slight im- 
provement over the Studebaker 
Champion of 1939. This igs the di- 
rection in which we were pointing 
way back then.” 

Hoffman hasn’t changed much 
since he left Studebaker. He re- 
maing the same bundle of subdued 
energy, talking quietly at all times, 
but with the kind of fervor that 
transmits itself and stimulates 
others to action. 

There is no doubt that he is as 
dedicated to his present job, and 
the tasks he has undertaken, as he 
was years ago to the problems that 
were Studebaker’s. 

Asked if he missed the auto- 
mobile business, or hankered for 





Late Report... 









surplus until we can move it to 
the city where it is sorely need- 
ed.” 


He went on to explain that there 





Don’t Wait for A-Car, 


GE Expert Advises 

ATLANTA.—The atomic age of 
travel as predicted in the ’40s 
will never come, at least not until 
the end of the century, according 
to Francis K. McCune, engineer- 
ing services vice-president for 
General Electric Co. 


— automobile,” McCune 
said. “I can’t think of an appli- 
cation of atomic energy where 
you would gain anything over 
oil or gas.” 











the United States and for the de- 


Hoffman ventured the guess that 
the compacts will help the U. S. 
stimulate interest once again 


be partially 
But he doubted that we will be 
able to return to the lost markets 
in the same degree that we for- 
merly enjoyed. Therefore, the state- 
ment that industry, has a stake in 
the upgrading of underdeveloped 
countries, takes on added signifi- 
cance. 

“Pressure for industrialization in 
all of these countries is very 
strong,” Hoffman asserted. He pre- 
dicted that eventually, individual 
states and in some cases blocks of 
countries, such as India, Australia, 
the European common market, etc., 
will all require production of the 
(Continued on Page 76, Col, 3) 


Abbott Named President 
Of Delaware Dealers 


WILMINGTON, Del.—Howard S.| department. He is a great-great- 


Abbott, head of Bedford Motors, 
Georgetown, was elected president 
of the Delaware Automobile Deal- 
ers Assn. at the organization’s 10th 
annual convention at Brandywine 
Country Club. 

A former state tax commis- 
sioner, Abbott succeeds Nelson C. 
Quillen, New Castle. Also elected 
were Ebe S. Townsend sr., Dover, 
first vice-president; Frederic 
Schermerhorn, Wilmington, sec- 
ond vice-president, and Louis W. 
Burton, Georgetown, third vice- 
president. 

Isadore Keil, Wilmington, was re- 
elected treasurer, and Paul J. 
Roney, Wilmington, was renamed 
executive secretary. Three new di- 
rectors were named: James F. 
Boyle, Wilmington; Charles L. Hall, 
Smyrna, and Joseph Hitchens, Sea- 
ford. 

About 150 members and their 
guests attended the convention. 
Wilmington Mayor Eugene Lam- 
mot greeted the delegates. 

Principal speaker wag James Q. 
duPont, of duPont’s public relations 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 


last week declined $15 to $969, 
index. 


according to Automotive News’ 


The loss more than wiped out the counter-seasonal advance in 
prices recorded the previous week, Every model indexed partici- 
pated in the downward movement. 

Losses amounted to $1 on ’59s, $6 on ’54s, $9 on ’57s, $10 on ’5é6s, 
$11 on ’55s, $20 on ’58s and ’53s and $45 on ’60s. 

Record lows were established for ’60s, 58s, ’56s and ’55s. 

At a group of representative auctions last week, the sales ratio 
was 68.7 percent, compared with 66.5 percent the previous week. 


Auction reports begin on Page 66. 





grandson of the founder of the 
company. 

He told the dealers that the most 
important factor in success is the 
“unique system of freedom in this 
country which gives businessmen 
the opportunity and encouragement 
to take a risk.” 

“Destroy the initiative to take 

a chance of profit or loss and you 

have lost the spark plug of suc- 
cess in American business,” he 
said. 

Four new-car dealers and an au- 
tomotive parts dealer were elected 
to membership in the association, 
bringing the total to 63 new-car 
dealers, four parts men and eight 
associate members. 

New members are: Edwards Pon- 
tiac, Newark; George H. Hoffecker, 
Inc,, Smyrna; Matthews Motor Co. 
and S. & S Motors, Inc., both of 
Dover, and Elmer E. Potts Auto- 
motive Co., Wilmington. 


Patent F ight J Won 
By General Tire 


WASHINGTON.—General Tire & 
Rubber Co. will be awarded a 
United States patent for its High 
Mooney oil-extended rubber com- 
position for making tire treads, a 
District Court ruled here. 

District Judge Alexander Holtzoff 
overruled the U. S. Patent Office’s 
Board of Appeals, which in 1957 re- 
jected. General Tire’s bid for a 
patent. 

Despite arguments by the at- 
torneys for the patent office and 
the Justice Department that Gen- 
eral Tire should be denied a patent, 
Judge Holtzoff ruled in effect that 
General’s invention was new and 
entitled to a patent. 


DETROIT. — Competition among 
suppliers to the automotive indus- 
try was intensified last week as 
United States Steel Corp. an- 
nounced a campaign to link the 
public’s concept of modern autos 
with what the company termed an 
solidly established consum- 


alread 
er confidence in steel. 

The move is part of U. 8. 
Steel’s “marketing-in-depth” phil- 
osophy combining the corpora- 
tion’s facilities for research, 
product development, design and 
customer service. 


U. S, Steel said it is basing its 
campaign on consumer surveys 
taken over the past two years 
which show that the public has 
deep-seated confidence in the 
strength, reliability and quality of 
steel, and that the public identifies 


steel with the modern auto. 


These attitudes, according to the 
been woven to- 
gether in a program that will be 
presented to car buyers, car sellers 


company, have 


and car makers. 


The company cited a before-and- 
after survey of public attitudes on 
steel in Binghamton, N. Y., where 
the televised U. S. Stee] Hour was 


introduced in September, 1959. 

A base sample was surveyed 
before the first show and after 
the sixth on Dec. 2. In the first 
study, the company said, 70 per- 
cent of those interviewed called 
steel preferable for auto bodies. 
In the second sampling, the fig- 
ure Wag up to 81 percent, the firm 
added. 


Before the first TV show, U. S. 
Steel continued, 77 percent expres- 
sed a preference for steel bumpers, 
while the followup check showed 





A Trophy for Lander— 


Jo S$. Stong, left, Keosanqua, lIa., 
chairman of Region 8 of the Boy Scouts 
of America, presents the Lorillard Spencer 
Trophy to John H. Lander (Dodge), At- 
lanta, chairman of Region 6 at the 50th 
meeting of the National Boy Scouts 
Council in Washington. The trophy was 
awarded to Lander's region because it 
showed the best record of gains in boy 
membership and total units. Lander also 
is the National Automobile Dealers Assn. 
chairman for Georgia, and chairman of 
the NADA Natisnal Convention and Ex- 
hibition Planning Committee. 


that the figure had climbed to 90 
percent. 

The firm also noted that tin, 
plastics and aluminum each re- 
ceived a small percentage of votes 
for preferable auto-body materials. 

In the consumer area, the firm 
said, two new U. S. Steel Hour 
television specials are scheduled to 
complement introduction of the 
1961 models. The new models also 
will be spotlighted on daytime tele- 
vision via the “I Love Lucy” show. 

Consumer magazine and bill- 
board advertising will be used 
extensively, the firm added, and 
the latter is planned to reach at 
least 50 percent of the buying 
public in 24 major areas. 

The program aimed at the buying 
public will emphasize the role steel 
is playing in giving strength, 
beauty, reliability and quality to 
autos, the company said. 

The first such presentation is 
scheduled for the July 21-23 meet- 
ing of Automotive Trade Assn. 
Managers at Mackinac Island, 
Mich, Present company plans call 
for similar appearances at state 
dealer conventions next year. 

U. S. Steel said it also will par- 
ticipate in the National Automobile 
Show at Detroit’s new Cobo Hall 
Oct, 15-23. A presentation also will 
be made at the National Automo- 
tive Dealer Assn. meeting in San 
Francisco Jan, 28-Feb, 1. 


AMA Reelects 
Colbert as Head, 
Other Officers 


DETROIT. — All officers of the 
Automobile Manufacturers Assn. 
were reelected at the annual meet- 
ing of members held here last 
week. 

L. L. Colbert, chairman of Chry- 
sler Corp., was reelected president. 
Also reelected for one-year terms 
were: 

Henry Ford II, president of Ford 
Motor Co., and J. N. Bauman, presi- 
dent of White Motor Co., vice-presi- 
dents; John F. Gordon, president of 
General Motors, secretary, and W. 
C. Schumacher, executive vice-pres- 
ident, International Harvester, 
treasurer. 

Roy D. Chapin jr., executive vice- 
president of American Motors, and 
Stephen A, Girard, president of 
Willys Motors, were elected to the 
board of directors, filling the unex- 
pired terms of former directors. 

The following directors were 
elected to new three-year terms: 
Harold E. Churchill, president of 
Studebaker-Packard; Bauman, 
Gordon and Schumacher. 

Other directors are Robert F. 
Black, chairman of White Motor; 
Ernest R. Breech, chairman of 
Ford; Colbert; Frederic G. Donner, 
GM, chairman; Ford; W. C. New- 
berg, president of Chrysler Corp., 
and George Romney, president of 
American Motors. Managing direc- 
tor is Harry A. Williams. 
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Heres how to make more protit 


ON EVERY SALE! Show your prospect for.a General 
Motors car the shaded band in that 


E-Z-Eye Safety Plate Glass windshield. Tell her that it’s scien- 
tifically designed to shield her eyes from sun glare. E-Z-Eye 
gives her a more relaxing, squint-free ride. 





EZ: Eye is easy to demonstrate 





In sunlight, roll a window part-way down. Explain that in some models the E-Z-Eye Send today for your free breast-pocket 


Ask your prospect to hold his hand half- rear window has a band of almost in- folder that’s full of E-Z-Eye sales. points: 
way in the opening. Above the glass, his visible mineral coating that rejects 75% Dept. 5640, Libbey-Owens‘Ford Glass 
hand feels warm; below, it’s cooler. of the hot sunrays. Keeps back seat cooler. Co., 811 Madison Ave., Toledo 3, Ohio. 
fd 
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LIBBEY*OWENS:FORD a Great Name ia Glass Toledo 3, Ohio 
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Sales High, Profits Low . . . ; 
Market Upheavals 


Upset N. Y. 


NEW YORK. — Dealer conversa- 
tions run from Aunt Sadie’s new 
nephew to the President’s next 
golfing trip but, someplace in each 
conversation, they say that, in spite 
of the volume of cars they are han- 
dling today, it is impossible to 
make a profit that is commensur- 
ate with the millions of dollars that 
pass through their hands annually. 

“Jees, we just had the best 

April and May we've ever had,” 

a Chevrolet dealer remarked, 

“but I tell you we haven’t made 

any money that is worth talking 

about. The competition among us 

Chevrolet dealers is just awful.” 

And so the same fine thread of 
pessimism rung through the cloth 
of every ‘dealer’s conversation. 

Some dealers are very explicit in 
their forecasts, as one dealer 
among several sitting around a 
luncheon table said: “Mark my 
words, the cleanup we face this 
year will be the worst we have 
seen in any one of the last 10 years. 
Let me tell you that the factories 
are way over-built, they have far 
over-estimated this 1960 automobile 
market, and we are going to reap 
the insect-laden harvest within the 
next three months.” 

Will the 1960 cleanup rival the 
1955 cleanup? To a man, the re- 
sponse was “that will be like child’s 
play compared to what we face 
today. Why think of it, there are 
over a million cars in stock and 
the factories continue to build out 


Sunday Closing 
Voted by Dealers 
In Kansas City 


KANSAS CITY.—New and used- 
car dealers in the metropolitan 
area have voted to close on Sun- 
days, according to R. S, O'Neill, 
president of the Greater Kansas 
City Motor Car Dealers Assn. 

Sunday had been an open day 
since February, 1956. The new 
order affects more than 1,000 em- 
ployes of 85 new and 150 used-car 
dealers who are members of the 
association. 

O'Neill said the move was “in 
the best interests of the industry” 
and “will contribute to morale by 
giving the employes additional time 
to remain with their families.” 

The action by Kansas City deal- 
ers was prompted by remarks made 
before the GKCMCDA by R. Earl 
Burrows, executive vice-president, 
Cleveland Automobile Dealers Assn. 

William Egelhoff, association sec- 
retary-manager, said Burrows ex- 
plained that surveys in Cleveland 
showed that very little business 
was gained on Sunday, and that 
the increase in employe morale 
gained by closing more than offset 
the loss in Sunday sales. 





A Big Deal in the South— 


Dealers 


in huge quantities through June.” 

Each of the dealers in the 
group was selling, or trying to 
sell, a medium line. 

While the low and compact lines, 
for the most part, seem to be hav- 
ing a hay day, dealers for medium 
lines complain about customer re- 
sistance. 

“Why, all my customers are wait- 
ing to see the 1961 merchandise 
already,” one explained. “They have 
read and heard so much about the 
new 1961 compacts that they aren’t 
a bit interested in what we have 
to sell at the present time. 

“Frankly, can’t say that I blame 
them much, except that it’s killing 
me right now. But a man has to 
protect his investment, and that’s 
what these customers are trying to 
do. They know that by next year 
these big cars will, be passe, and 
they just aren’t going to take any 
chances with losing 50 percent of 
their money in one fell swoop.” 

Most dealers are extremely anti- 
bonus and anti-contest. “I wish 
every factory would do away with 
those things,” the majority say. 
“All they do is create an intensified 
competitive state in an already too 
competitive retail endeavor.” 

“All we do is give it away,” a 
dealer said, discussing his fac- 
tory’s bonus plan. “The minute 
we hear about it, we give it to 
the customer. If I don’t, the guy 
in the next town does, and then 
I have to follow suit. 

“It isn’t long before every cus- 
tomer knows about it, and who 
does it do any good for? Sure, the 
factory, but how long can I stay 
in business for the factory.” 

Almost every conversation today 
with a dealer starts thusly: “Did 
you hear about Jones? Closed his 
deal today.” The names vary, but 
the message remains the same. 

One dealer ventured to guess that 
within two years the “revolution” 
will be over, and the automobile 
business will have returned to the 
point from which it started in 1950. 

“I knew back in 1954,” he said, 
“when the medium cars started 
to go into the $4,000 bracket that 
we'd come to this day of no re- 
turn. But I think you will agree 
with me that by the end of next 
year every make will be featur- 
ing its compact model, and we 
will be once again selling a low- 
priced line, a medium-priced line 
and a luxury line. That’s the way 
it should be. 

“After all, when a man has $2,200 
to spend on a new car that doesn’t 
mean he has $2,600. He can go to 
22 and that’s it. By next year we'll 
be able to offer him his choice in 
that area again. This whole thing 
just went too crazy. And now we 
are reaping the results.” 

“Have you ridden one of these 
compacts? You know, they aren’t 

(Continued on Page 75, Col, 1) 





One of the South's largest and most modern dealerships was opened at Shreveport, 
La., by Howard Crumley Chevrolet, inc. This overhead view shows the seven-acre 
layout which the dealer has named “Chevy Land." The building itself covers five 
acres and has 51,000 square feet of floor space under roof. Highlights are a large 
showroom inside, lighted island for outdoor showing, offices, 54-stall repair and 
service area and an electronic scoreboard to keep track of work being done. There 
ore facilities for 700 cars. Charles H. Tooraen is president and general manager of 


the firm. 





Plan 'Rambler Plant on Malta— 

Officials of American Motors and the representative of the Maltese firm which will 
begin production of Ramblers this year discuss final details at the contract-signing. 
Rambler Automobile Assembly, Ltd., will be the first auto plant on Malta and will 


serve Rambler distributors in parts of the Middle East and Africa. Annual capacity! 


of the plant will be 6,000 cars. From left are E. T. Nowak, export service and planning 
manager; M. L. Hudson, export sales director; Will H. Pointer, president, Uni-Services 
Corp., the United States representative of the Maltese firm, and William S. Pickett, 
director of automotive export. The Maltese firm will assemble cars from components 
shipped from American Motors’ plant in Kenosha. 


Car Sales Drive a Success, 
Dealers in Miami Report 


MIAMI.—The Greater Miami 
Automobile Dealers Assn. reported 
that its MADA-Gras-Sales CARni- 
val Promotion, staged May 13-31, 
was an outstanding success. 

There were sharp gains in sales 
of new, domestic cars and used 
cars while the volume of auto 
paper bought by national finance 
companies which are associate 
members of the association in- 
creased. There was only one loser 
—the imported-car sales total de- 
clined. 

During the promotion period, 
sales of new domestic cars amount- 
ed to 2,196, up 25.1 percent from 
the 1,756 cars sold in the like pe- 
riod of last year. However, sales 
of foreign cars numbered 384, down 
from the 625 sold in the like period 
of 1959. 

Total new-car sales during the 
period were 2,580, up 8.4 percent 
from the 2,381 sold in the compar- 
able 1959 period. 

Figures on used-car sales for the 
entire month of May show 3,551 


Ford Reports 
On Success of 


Falcon and Comet 


DEARBORN, — Ford Motor Co. 
has issued a progress report on 
the compact cars which it intro- 
duced for the ’60 model year. In the 
seven-point report, Ford made the 
following claims for Falcon and 
Comet: 

“1. Falcon and Comet are out- 
selling all foreign makes imported 
into this country. Import sales for 
the first five months of this year 
are estimated at about 230,000 
units; Falcon and Comet sales 
through May totalled 239,900 units. 

“2. Falcon is leading the com- 
pact-car field in sales and has 
captured third place in the indus- 
try. For the first five months of 
1960, Falcon is leading its nearest 
competitor for third place by more 
than 6,500 units. 

“3. Although Comet has been on 
the market only 10 weeks, it has 
moved into fourth place in com- 
pact-car sales and into 11th place 
in the industry. 

“4. Falcon sales have averaged 
more than one a minute—24 hours 
a day—for every selling day in 1960. 
Through May 31, Falcon sales were 
194,600, or 1,521 units for each of 
the 128 selling days in 1960. 

“5. Comet, demand is consider- 
ably in excess of current supplies. 
On May 31, dealers had a 14-day 
supply of Comets, while the aver- 
age inventory for the industry was 
46 days. Accordingly, Ford an- 
nounced that it will begin pro- 
ducing Comets at its Kansas City 
plant July 11. 

“6. Since introduction dates, Ford 
Motors’ compact-car production 
schedules have been raised in seven 
consecutive months. 

“7. One out of 10 domestic cars 
sold in the United States in May 
was either a Falcon or a Comet.” 





units were moved, an increase of 
9.1 percent from the 3,254 used cars 
sold in May, 1959. 

The national finance companies 
reported a 63.5-percent boost in 
auto paper purchased in May 
over the like 1959 total. The com- 
panies reporting were Associates, 
Commercial Credit, General 
Acceptance, General Finance, 
GMAC and Ford Credit. 

As a part of the promotion, deal- 
ers held a slogan contest for those 
who purchased cars. There were 
seven prizes offered, topped by a 
$1,000 cash award. 


Banks Note Dip 
In Delinquencies 


On Auto Loans 


NEW YORK.—Delinquencies on 
auto loans from banks declined in 
April, a survey by the American 
Bankers Assn. shows. 

Of loans obtained through deal- 
ers, 1.36 percent were delinquent on 
April 30, compared with 1.40 per- 
cent a month earlier and 1.25 per- 
cent a year earlier. 

Of loans obtained directly from 
banks, 0.83 percent were delinquent 
on April 30, compared with 0.86 
percent a month earlier and 0.70 
percent a year earlier. 

There was a mixed pattern 
among the other classes of bank 
loans to consumers that were cov- 
ered by the survey. Delinquencies 
on personal loans and appliance 
loans increased. The rate for one 
class of home-improvement loans 
declined while a second class of 
improvement loans showed no 
change. 

The association said, in view of 
the large inventory of new cars 
and the “piling up of used cars,” 
that: “Extreme caution is indicated 
in flooring obligations and in retail 
credit selection for the foreseeable 
future.” 


VW Appoints 
New Dealer Aide 


ENGLEWOOD CLIFFS, N. J.— 
Appointment of B. F. Marnocha as 
manager of the newly established 
business management section of 
Volkswagen of 
America, Inc., has 
been announced 
by C. H. Hahn, 
vice-president. 

The new group 
will develop a 
management pro- 
gram to assist 
VW distributors 
in counseling 
their dealers on 

: how to make, re- 
B.F.Marnocha tain and increase 
their gross profits. 

Marnocha joins Volkswagen of 
America after holding management 
positions with both Chrysler Corp. 
and Cadillac. 





Jury Will Probe 


= : Cooke Collapse 


Bank Charges It Holds 
135 Forged Auto Notes 


LOUISVILLE, — A grand jury 
probe of the Thurston Cooke auto- 
motive collapse has been scheduled 
after the commonwealth’s attorney 
received a charge from one bank 
that it held 135 forged auto mort- 
gages and leases. 

The attorney, Laurence E, Hig- 
gins, said Liberty National Bank 
& Trust Co. had furnished evi- 
dence indicating that it held 105 
forged mortgages, amounting to 
$468,000, and 30 forged leases, 
amounting to $188,500, all of it 
paper obtained from Cooke con- 
cerns. 

The bank said that the cases 
reported are the result of still- 
incomplete check of business ob- 
tained from Cooke companies, 

A number of Cooke companies, 
including a Ford and a Mercury 
dealership here, closed May 21 and 
were assigned to the Louisville 
Credit Men’s Assn. for liquidation. 
As the case moved ahead, there 
were repeated charges of vehicles 
which turned up with more than 
one mortgage on them, much to the 
surprise of the owners involved. 

Higgins said that charges of 
forgery and obtaining money 
under false pretenses might be 
forthcoming from the grand jury 
probe. He termed the mortgage- 
lease situation “a deliberate crim- 
inal scheme” involving five per- 
sons. He did not name the five. 
The Cooke enterprises also in- 
clude two dealerships which were 
not closed, Girdler Motors, Louis- 
ville’s largest Ford dealership, is 
reorganizing its financial setup 
under Federal] Court supervision. 
Cooke Ford, Madisonville, was 

just assigned to the credit associa- 
tion last week. A Louisville busi- 
nessman, Rankin C. Powell, has 
agreed to pay $30,000 for the equip- 
ment and parts inventory of the 
Madisonville deal, if creditors agree 
and Ford approves the franchise 
change. 

The credit group would take 
over accounts receivable of the 
dealership and auction off its 
supply of used cars, The sale is 
expected to yield some money to 
pay off debts of other Cooke 
companies. 

In another action, Higgins 
warned all financial institutions 
here to check all credit business 
for evidence of forgery. 

“I feel that every lending insti- 
tution holding such paper is be- 
hooved to immediately establish 
the authenticity of such pledged 
collateral,” he said. 


New Wage Plan 
Drafted to Aid 
Low-Volume Deal 


WASHINGTON. — If efforts of 
Republican members prevail, lower- 
volume franchised auto dealers 
would benefit under provisions 
written last week into the Senate 
Labor Committee’s new minimum- 
wage bill. 

It is expected that some sort of 
an expanded minimum-wage rate 
will be voted by both House and 
Senate before the present session 
of Congress ends, and there seems 
to be considerable sentiment in 
favor of exempting the smaller re- 
tailers. Hence, the adoption of an 
amendment offered by Senator 
Winston Prouty, Vermont Repub- 
lican. 

Prouty’s amendment, it was said, 
is designed to insure that dealers 
with smaller sales volume would 
not be swept into the net being 
spread for those with high sales. 

The House labor group is expect- 
ed to follow the same line, but there 
isn’t a great deal of certainty about 
what will happen on the Senate 
and House floors after the commit- 
tees have finished their work. 

Both committees were expected 
to complete their bills by the end 
of the week. 

There are many opponents of 
many features of the wage-expan- 
sion proposal as a whole, and a 
tough floor battle may ensue. And 
after that a White House veto is 
likely if the bill offered fails to 
meet the President’s views. 
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Rambler Dealer 
Profits 

Are Way Above 
Industry Average... 
SEE WHY! 


AIR MAIL CARD TODAY! 


BUSINESS REPLY MAIL 


Director of Dealer Development 
American Motors Sales Corp. 
Detroit 32, Mich. 


I i 


VIA AIR MAIL 








| With Biggest May Sales In Rambler History— 
Rambler Dealers 
Shatter 
| Sales Records For 
| 32nd Consecutive 
poe Month: 


2% YEARS, RAMBLER DEALERS’ 
SALES HAVE TOPPED 
THE CORRESPONDING MONTH 
OF ANY PREVIOUS YEAR! 














-_.. And Rambler Dealer Profits Are Wa y Above Industry Average! 








There Are Still A Few 
Rambler Dealer Franchises 
Available In Select Markets 


IMPORTANT! 





= LJ 

. Pm 

DO IT TODAY! .° 

° ae ee * eta 

Rambler Franchises Also Available in en ee e 
in Caneda, Write to: American Motors (Canede) Lid. ., Terante. j 
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Offer Best Opportunity, Salesman Says... 


Walk-ins Are His ‘Dish’ 





BALTIMORE. — Henry A. Sinar, 
who sells Plymouth cars for Penn 
Brothers, is rated one of the top 
new-car salesmen in the Philadel- 
phia sales zone. And much of his 
selling record ig based on the way 
he handles walkin traffic. 

Sinar said he has developed a 
formula for handling walkins 
that works consistently for him. 
He said this is how he operates: 

Sinar always greets a customer 
warmly just to let him know that 
Sinar is aware that he’s there. 


However, he doesn’t start to talk 
business immediately. He first in- 
troduces himself and asks prospec- 
tive buyers to call him “Hank.” He 
then lets the customer look around 
the showroom without exerting any 
pressure. 

When Sinar sees that the cus- 
tomer ig interested in a particular 
car, he approaches him again. He 
resumes the conversation by asking 
the prospect where he lives—in the 
neighborhood or not—to learn 
whether he has sold any of the 


prospect’s friends or whether they 
have any mutual acquaintances, 
Sinar said he approaches every 
prospect with the attitude that 
the prospect is going to buy a 
Plymouth from him that day. 
Sinar said his first question to 
most prospects is: Are you familiar 
with the 1960 Plymouth products? 
If the answer is no, Sinar said he 
then begins a thorough explanation 
of the product. If the answer is yes, 
he said he will say: “Then you 
know about the outstanding fea- 
tures (naming two or three) that 
Plymouth has to offer in 1960.” 
In any case, Sinar said, he always 
makes sure the customer is first 
sold on the product. He believes a 
customer should see the car he is 
interested in—not photographs or 
color charts. 
If necessary, he added, he will 
take the prospect to the Penn ware- 


house to show him the widest selec- 
tion of cars possible. At this point, 


with prospects he identifies as “loud 
mouthed” or “hard bargainer,” 


Sinar said, he starts his pitch on|Sinar said he usually adapts his 
the tradein and full price of the| approach on the basis of the indi- 


deal. 


Only on rare occasions has he 
taken a deposit from. a prospect, 
Sinar said, because he feels that 
after he has explained each step 
of the deal clearly he hag the cus- 
tomer’s confidence and that he has 
the deal locked up. 

Sinar said he sells himself by 
being courteous and pointing out 
what he personally and Penn can 
do for the car owner. He added 
that he promotes Penn service 
and always follows up on his cus- 
tomer’s cars when they are in 
for service. 

Sinar said he has a particular 
knack for making the timid cus- 
tomer feel at ease. When dealing 


Produces NATURAL High Gloss 








May 


Use 


only ONE thinner... 
PNT-90 SPRAYS FREE, WET and EASY 
to reduce polishing time to a minimum. 

Cuts costs. Cuts inventory. 


...When used with BOTH 
Lacquer or Acrylic Colors 





vidual. 

He said he has found that in 
many cases treating these people 
the same ag they would treat the 
salesman brings best results. He 
said he tries to keep the “shopper” 
received from other dealerships 
from mentioning prices and deals 
while he concentrates on the Penn 
deal. 


When he loses a prospect after 
thoroughly explaining the deal and 
making every attempt to sell him, 
Sinar said, he follows up with a 
phone call within the next day or 
two, He attempts to learn what ob- 
jection the prospect has, he con- 
tinued, and when he learns this, he 
sells to overcome that particular 
objection. 


In dealing with women buyers, 
Sinar said being courteous and 
acting like a gentleman pays off. 
The most important feature to 
women is vision, he added, say- 
ing he points out such features 
as safety, comfort, driving ease 
and trunk space. 

In 1959 Sinar sold 180 new Plym- 
ouths and 30 used cars. 

Of all prospects, Sinar said, he 
feels the walkin offers the salesman 
the greatest opportunity, and to let 
him get away without giving him 
a full sales presentation is a lost 
chance for the salesman. 





Cincinnati Mulls 
Mandatory 


Smog Burners 


CINCINNATI.—City Councilman 
Charles P. Taft has requested prep- 
aration of an ordinance that would 
require all new cars sold in Cin- 
cinnati after Jan. 1, 1961, to be 
equipped with an attachment to 
reduce emission of exhaust fumes. 

The device eliminates the breath- 
er pipe and feeds the gases back 
into the engine where they are 
burned up. 

The attachment, which costs ap- 
proximately $10, is credited with 
reducing hydrocarbons emitted by 
a car one-fourth to One-third, said 
Taft. 

Auto manufacturers have agreed 
to install the device on ’61 models 
to be sold in California and there 
is no reason why they shouldn’t 
perform the same service for Cin- 
cinnati, he said. 

The Jan. 1 effective date could be 
changed, Taft explained, noting 
that some time had to be written 
into the ordinance as a starting 
point for consideration. 

“Any little bit of air contamina- 
tion that can be prevented is 
worthwhile,” he added. 


Dealer Convicted 


Of Defrauding CIT 


CHICAGO. — Clarence Swets, an 
auto dealer from Lansing, IIl., has 
been convicted of defrauding Uni- 
versal CIT Credit Corp. of $124,- 
000. The case was heard by a Crim- 
ina] Court jury here. 

Assistant State’s Attorney Hor- 
ace Lund said Swets was accused 
of selling 73 cars held in a trust 
agreement with CIT in 1958 with- 
out repaying the credit company 
promptly, as required by the state’s 
trust receipts law. 

Swets has asked for a retrial. 
Conviction can result in a one to 
10-year prison sentence. 


Chrysler Trucks Rolling 


From Argentine Lines 


BUENOS AIRES.—At. a confer- 
ence with Argentina’s President, 
Dr. Arturo Frondizi, Lynn A. 
Townsend, Chrysler Corp. group 
vice-president — international op- 
erations, announced that the first 
Dodge, Fargo and DeSoto trucks 
have been produced by Chrysler 
Argentina, S.A. 

The joint manufacturing and as- 
sembly operation at San Justo was 
undertaken less than a year ago 








ACRYLIC COLORS, reduced with 
PNT-90, produce the same high 
gloss and outstanding durability 
of all original factory finishes. 


by Chrysler International and an 
Argentine company, Fevre & Bas- 
set, Ltd., S.A. “More than 50 per- 
cent of the parts and components 
for the trucks are made in Argen- 
tina, and this contribution by Ar- 
gentina’s industry will be expanded 
as rapidly as possible,” Townsend 
said. 


RINSHED-MASON COMPANY 
Detroit 10, Michigan * Anaheim, California 
Windsor, Ontario, Canada 


WOLVERINE FINISHES CORPORATION 
Morganton, N.C. *& Grand Rapids, Michigan 
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A NEW AND SENSATIONAL FRENCH SPORTS CAR 





J600 


THIS ENTIRELY NEW FACEL-VEGA IS A LIGHT 

AND FAST SPORTS CAR POWERED BY 

A TWIN CAM HIGH PERFORMANCE 

FACEL-VEGA ENGINE AND FOUR 115 M.P.H. 
SILENT SYNCHRO SPEEDS 


The "Facellia" is the ultimate in sports car 
design. 


The "Facellia" is the most talked about sports 
car in France. 


The ''Facellia" is the only sports car in the 1600 
cc category with real comfort and luggage 
room. 


The ''Facellia" body types include the convert- 
ible, the hardtop and the coupe. 





The "Facellia" is the best finished sports automo- 
bile of Europe today. Nothing has been spared 


to attein highest quality. Fittings include Dun- THE MANUFACTURER'S SUGGESTED RETAIL PRICE FOR 


lop racing disc brakes on the four wheels, stain- THE “FACELLIA" WILL BE ABOUT $3 990 00 
less steel bumpers and trim, and beautiful up- UNITED STATES PORT OF ENTRY. ’ 
holstery. 
DEALER APPLICATIONS ARE STILL BEING 
The "Facelia™ specifications are ACCEPTED FOR SELLING AND SERVICING 
our cylinders—Overhead twin-cam 

Cubic displ. = 100 in. Length = 162 in. THIS EXCITING NEW AUTOMOBILE. 
Horsepower = 114 HP at Height = 491/, in. 

6400 r.p.m. Width = 62!/, in. Note: All dealers franchised will also be authorized to sell 
Max. r.p.m. = 7000 the famous FACEL-VEGA HK 500 and the EXCELLENCE, 
Compression = 9.4 to | both powered by Chrysler Typhoon 380 HP engines, which 


are already on the U. S. market. 


The "Facellia" is currently being delivered in 
France and will be exported to the United States 
next month. 


FACEL-VEGA AUTOMOBILES 


EXPORT DEPARTMENT 
1 VANDERBILT AVE., NEW YORK 17, NEW YORK 


The "Facellia" is a small FACEL-VEGA retaining 
all the unique features of the famous "HK 500" 
sports coupe. 


Name 

Makes now handled: Domestic Import 
Company Name 

Street 

City State 
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Can Auto Industry Elevate 
Selling Standards? 


A DESIRE close to the heart of many auto dealers is that 
of finding some method of elevating the standard of 
automobile retail selling. 
Aside from the human striving for improvement, such 
a development would be of untold value to the industry. It 
would help attract young e of high potential. It 
would set sales on a firmer foundation. 

The program, suggested by J. Saxton Lloyd, a former 
president of NADA, at the June NADA directors’ meeting, 
offers a good starting point. Lloyd pointed to strides the 
life-insurance industry has made in elevating its salesmen 
since the American College of Life Underwriters was estab- 
lished in 1927. 

The college, he says, performs three major functions in 
the Chartered Life Underwriter program: 

1. It establishes a curriculum which is the basis for 
C, L. U. examinations. This is the industry “standard.” | 

2. The college issues a suggested reading list of textbooks 
and materials available through insurance companies or 


book stores. It publishes a comprehensive study guide for 
examinations, and material for setting up and conducting 


study groups. 

3. It grades all C. L. U. examination papers. Exams are 
given in June each year in about 175 university centers 
throughout the country. 

Lloyd submitted that the auto industry, under leadership 
of NADA, well could set up a similar program. He also 
suggested that a retirement program for salesmen could be 
tied in with this and help give stability to retail auto selling. 

Many details remain to be worked out. And there will be 
obstacles. Yet the promise is great, and the overall program 
deserves the interest and support of all auto dealers. 





Coming 
Events 


%& Enrror’s Norz: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


June 20-22—Pennsylvania Automotive Assn., 
Bedford Springs Motel, Bedford, Pa. 
June 23-26—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island. 
July 21-24—Automotive Trade Assn, Man- 
agers, Grand Hotel, Mackinac Island. 


Aug. 7-9—Georgia Independent Automo- 
bile Dealers Assn., Henry Grady Hotel, 
Atlanta. 


Ane. 14-17—Automobile Dealers Assn. of 
est Virginia, Greenbrier Hotel, White 
Sulphur Springs. 

Aug. 21-23—Colorado Automobile Dealers 
Assn., Harvest House, Boulder, 

Aug. 28-29—Wyoming Automobile Dealers 
Assn., Cody. 

Sept, 11-13—New Hampshire Automobile 
Dealers Assn., Farragut House, Rye 
Beach, N. H. 

Sept. 12-13—Minnesota Automobile Deal- 
ers Assn., Leamington Hotel, Minne- 
apolis, 

% Sept. 13-14—Federation of Automobile 
Dealers of Canada, Toronto. 

Sept. 16-18— Maine Automobile Dealers 
Assn., Samoset Hotel, Rockland. 

Sept. 18-19—Kentucky Automobile Dealers 
sn., Sheraton Hotel, Louisville. 
ons. 18-20—New York State Automobile 

~ The Concord, Kiamesha Lake, 

Sept. 19-20—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 

a 30-Oct. | — Montana Automobile 
es Assn., Rainbow Hotel, Great 

‘alls 


Oct. 10-12— Automotive Parts Rebuilders 
Assn., annual convention, Conrad Hil- 
ton Hotel, Chicago. 

Oct, 23-25—New Jersey Automotive Trade 
cin Chalfonte-Haddon Hall, Atlantic 

ity. 


Oct. 28-Nov, 2—Florida Automobile Deal- 
ers Assn., Cruise to Montego Bay and 
Port-au-Prince. 

Nov. 15—Connecticut Automotive Trades 
Assn., Hotel Statler-Hilton, Hartford. 
Jan. 15-19—National Independent Auto- 
mobile Dealers Assn., Eden Roc Hotel, 

Miami. 

Jan. 28-Feb. | — National Automobile 
Dealers Assn., San Francisco. 

May 21-23— Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene. 

e 2#-.-@ 


Auto Shows 


Oct. 15-23— National Automobile Show, 
Cobo Hall, Detroit. 

Oct. 19-23—International Foreign and 
Sports Car’ Show, Commonwealth Ar- 
mory, Boston. 

Nov. 12-19—Pittsburgh Auto Show, National 
Guard Armory, Pittsburgh. 

Nov, 9-12—Denver Auto Show, Coliseum, 
Denver. 

Nov. 23-27—Portland Auto Show, Memorial 
Coliseum, Portland, Ore. 
lov. 25-Dec. 3—Indianapolis Auto Show. 
Indiana State Fairgrounds, Indianapolis. 

Jan. 14-2I—Syracuse Auto Show, Syracuse 
War Memorial, Syracuse. 

Jan. 26-29—Birmingham Auto Show, Munic- 
ipal Auditorium, Birmingham, Ala. 

. 3-8—International Foreign & Sports 
car Show, Dinner Key Auditorium, 
iami. 

Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 

e-8 2@ 


General 


June 20-22—American Society of Mechan- 
ical Engineers, Applied Mechanics Con- 
ference, Pennsylvania State University, 
University Park, Pa. 

July 21-23—Automotive Trade Assn. Man- 
agers, summer meeting, Grand Hotel, 

lackinac Island, Mich. 

Sept. 616, 1960—Production Engineering 


ow, Navy Pier, Chicago. 

Sept. 6-16 1960—Machine Tost Exposition, 
nternational Amphitheatre, Chicago, 
Oct, 16-2i—American Trucking Assn. an- 
nual convention, Waldorf-Astoria Hotel, 

New York City, 

Oct. 19-22 — Automotive Wholesalers of 
Texas, Rice Hotel Convention and Booth 
Conference, Rice Hotel, Houston. 

Oct. 2426—Truck and Body Equipment 
Convention and Exhibit, Sherman Hotel, 
Chicago. 

Dec. 2-9—Automotive Electric Assn., Meet- 
ing and Manufacturers-Distributors Con- 
ference, Edgewater Beach Hotel, Chi- 
cago. 


budgets. 


dealers. 





The Big Stories 


34 Years Ago—1926 


A survey to determine the occupations of car buyers revealed that 
more cars were sold to foremen, machinists, mill workers, miners and 


laborers than to any other classification. 


20 Years Ago—1940 


Gasoline tax revenue of the states reached an alltime high of 
$816,433,000 in 1939, an increase of $49,580,000 over 1938... A study 
by the Federal Bureau of Labor Statistics indicated that transporta- 
tion outlaya ranked next to food, shelter and clothing in family 
Wensportation costs the 


10 Years Ago—1950 


The National Automobile Dealers Assn. launched a drive to clear 
up the legality of territorial security clauses. The move was designed 
to eliminate bootlegging of new cars, which had been a sore spot with 
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Automotive Cartoon 


Of the Week 














“Now, all those in favor of replacing the muffler 
signify by saying ‘aye.'" 











Letterbox 
‘Deal in Facts . . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. <* attention is given to unsigned 
assuran 


letters but you may sign your name with ice that it will not be 
woes it you 80 request. Address Editor, Automotive News, Detroit 7, Mich. 
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ple to come into their dealerships; 
having enough people to intelli- 
gently wait on them promptly and 
courteously; seeing that the work 
is done without losing the car or 
the repair order, and keeping the 
customer by the old-fashioned 
method of seeing that he gets what 
he buys. 

“Would Mr. Young be good 
enough to furnish the names of 
just one dozen successful operators 
who are practicing what he 
preaches? In fact, I would be glad 
to settle for the names of just 
two!” 

As a member of a national auto- 
motive organization with repre- 
sentatives covering every state, I 
can assure you that we will be 
glad to meet these dealers and ob- 
serve their operations. 

If, after due investigation by 
qualified people, I find these deal- 


Answer, Please 
May I apologize to your readers 
for giving Robert R. Young of 
Michigan an opportunity to let off 
another wordy blast; completely 
ignoring the issue, but concentrat- 
ing on another attempt to bolster 
his position and sell his theories. 
Mr. Young is to be complimented 
on learning one of the basic funda- 
mentals of selling, viz: “If you can- 
not overcome an objection, ignore 
it and concentrate on something 


another blast to divert at- 

tention from the fact that he | erships fit the entire operating pat- 
failed to answer the last two |tern described eee sae on Rao 
paragraphs of previous let- | original presentation, public- 
ter. sae ly eat crow via these columns. 


The only really important things Here is Mr. Young’s opportunity 
at issue were covered in those two | to deal in facts for a change, rather 
paragraphs. I repeat them here: than theories. If he can come up 

“T can show Mr. Young some/|with the names, would it be asking 
dozens of dealers who are success-|too much to request that they be 
fully merchandising service using | furnished without the tub-thump- 
the old-fashioned approach of ask-|ing, flag waving, sales talk and 


la ups of peo-| personal innuendos? — Ratpeu K. 
ee ee ee ee Grss, The John E. Wolf Co., 720 


W. Maple Ave., Fullerton, Calif. 
+ * 


Wrong Line Listed 
On page 66 of your June 6 issue, 
under the heading “3 Dealer 
Groups Elect in Virginia,” you 
show Norfolk Motor Co. as a Ford 
dealer, This is incorrect and should 
be corrected to read Cadillac and 
Oldsmobile.—F.. H. Hutrman, Exec- 
utive Secretary, Norfolk-Ports- 
mouth Automobile Dealers Assn., 
424 W. 21st St., Norfolk, Va. 
. e * 












Top Imports Run Monthly 

Why did you drop the feature, 
Top Imports, from your paper? 
Let’s see it again soon.—PENNSYL- 
VANIA READER. 

Eprror’s Note: We didn’t drop 
it. The figures are published once 
a month. 





average family $125 a year. 

















HERE’S WHAT THIS NEW “TWICE AROUND THE WORLD”- 
GUARANTY PROGRAM WILL DO FOR YOU! © you'LL SELL 
MORE NEW CARS e YOU'LL MAKE BIGGER SERVICE DEPARTMENT 
PROFITS @ YOU'LL GET OUTSTANDING PROMOTIONAL HELP 


FROM VALVOLINE — All this — without cost to you...and with Valvoline 
handling all the details of the reminder, follow-up program! Call your 
Valvoline distributor for complete details or contact Valvoline direct, today! 


VALVOLINE OIL COMPANY, Freedom, Pennsylvania e Division of Ashland Oil & Refining Company 













AUTOMOTIVE WASHINGTON 


What About Local Angle 
In Auto-Exhaust Battle? 
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By William Ullman 


Washington Bureau Chief 


ASHINGTON’S local government has stolen the jump on 
other cities.in a war against excessive motor-vehicle 


fumes. 


While Congress has been 
debating the exhaust problem 
nationally, and while California has 
tackled the job on a statewide basis, 

the power of 
municipalities to 
take corrective 
action has been 
overlooked. 

Now A. C. Wel- 
ling, engineer 
commissioner for 
the District of 
Columbia, has in- 
dicated that 
there is plenty 

‘that municipali- 
ties 





OO 
help themselves. Welling has di- 


rected his assistant, Charles A. 
MacVeigh, to concentrate on air- 
pollytion abatement. 

In a detailed memorandum call- 
ing for prompt action, Welling ob- 
served that Washington had the 
power to require all new cars made 
for sale in the District of Columbia 
to be factory-equipped with the 
new blowby device slated for use 
on cars destined for California. 

The device eliminates “blowby” 
vapors normally vented into the 
atmosphere from the crankcase. 

Welling also suggested that an 
inspector might patrol streets 


can do to! where fumes are heavy, reporting 


You can cut 
paint material 


costs 


by 4/3 


with 
Acme’s 
Color Eye 
System! 


tag numbers of vehicles which 
to emit heavy exhaust. 

The fumes problem in Washing- 
ton. drew special attention after a 
new study of cancer-causing agents 
pointed a suspicious finger at air 
pollution. Washington was cited as 
a city with a pollution problem. 

The exhaust investigation already 
is under study in the city by the 
voluntary Metropolitan Area Traf- 
fic Council. Welling is head of the 
Council, MacVeigh becomes its ex- 
ecutive director in July. 

If Washington is successful in 
its drive, other municipalities can 
be expected to follow suit, moving 
as far and as fast to combat the 
problem as state laws will permit. 
Motor vehicle exhaust is no great 
problem in rural areas, and it may 
be that cities are the proper juris- 
dictions to seek controls. 

a * ~ 


License Plan Spreads 


A NEW bill to provide for a na- 
tional register of names of 
drivers whose operator’s permits 
have been revoked has been offered 
by Senator Clifford Case, New Jer- 
sey Republican, and Senator Ken- 
neth Keating, New York Republi- 
can. The measure quickly picked 
up co-sponsors from both parties. 

The bill is similar to one already 
reported favorably by the House 


No wasted paint, “on-the-spot” color, 
and smaller inventories save you time and money 


With Acme’s Color Eye, you mix any color you 
need —just the amount you need—right in the shop. 
You never have to wait for paint delivery or hunt 
for colors . . . never have to throw away the unused 
portion of the can. You get jobs done on schedule 
and insure customer satisfaction. 

Color matching? . . . it’s laboratory accurate. The 
Color Eye even takes the guesswork out of those 


difficult faded jobs. 


Get the full story from your nearest Acme auto 
paint supplier. He’ll show you, in dollars and cents, 
how you can save up to 334% on paint material 
costs in your shop with Acme’s complete Color Eye 


ACME 


AUTOMOTIVE FINISHES 





8250 St. Aubin © Detroit 11, Michigan © TRinity 2-4800 


ACME QUALITY PAINTS, INC. 
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Last of Monroes 
Chevrolet Family Era 
Ends in Midwest 


permits could be maintained at 
the center, and state and munici- 
pal officials could draw on the 
information. 


Unlike the House measure, the 


FREEPORT, Ill.— With George} Case-Keating bill would permit the 


M. Monroe’s. retirement this month 
as the Chevrolet dealer here, a 
family era has come.to an end. 

At one time, nine Monroes were 
operating Chevrolet dealerships in 
Illinois and Iowa. Besides George, 
they included his father, J. B. Mon- 
roe, five brothers and two brothers- 
in-law. 

J. B. Monroe began in the auto 
business with an Orient Buckboard 
franchise in 1906 at Powelltown, 
Ill. He became a Chevrolet distribu- 
tor in 1915, later opening eight 
dealerships for his sons and sons- 
in-law. 

After 27 years in the business, 
George M. Monroe has sold Mon- 
roe Chevrolet Sales to Robert E. 
Zimmerman and his brother Rich- 
ard L. Zimmerman. A nephew, Paul 
Monroe, is connected with the 
Monroe-Hade Chevrolet agency at 
Princeton, Ill. 


Commerce Committee. It would es- 
tablish a Driver Records Clearance 
Center in the Department of Com- 
merce. 


Names of drivers who lost their 





System. So see your Acme paint supplier, write, or 
call any of the numbers listed below. 


Jim North, Vice President, North Brothers Ford, 
Garden City (Detroit), Michigan, says— 


“,..the Color Eye operation is a 
big time and money saver. 


“Before we switched to Acme’s Color Eye System 


we were writi 


materials. In 


off $1,200 a month in wasted 
first three months of operation, 


paint 


Acme cut our paint material costs 30%. Costly de- 
lays for delivery were completely eliminated, and 


our inventory cost is now 


Long Island City, N.Y..... 


Los Angeles, Calif... . 


Minneapolis, Minn....... . 





f lower.’ 


Diente Cb ii ek Ss TRinity 5-8676 
Burbank, Calif........... THornwall 2-7158 
I I Oss no nde Srewidn Victory 2-0264 
Dallas, Tex .......BRoadway 8-2158 


-STillwell 6-7010 
. Victoria 9-2405 


Commerce Department to make a 
modest start by limiting the regis- 
try to drivers who have committed 
major offenses and drivers of com- 
mercial vehicles. Later, the center 
could be expanded to cover other 
categories of offenses and drivers. 


The Senate measure also would 
authorize the Secretary of Com- 
merce to set fees or charges for 
the services of the clearance center. 

* * * 


$5 Billion in State Taxes 


—— state tax bite on highway 
users passed the $5 billion 
mark in 1959 for the first time, 
according to Federal Highway Ad- 
ministrator B. D. Tallamy. 


Total take for the year was $5.1 
billion, up 8.3 percent from 1958. 

As usual, taxes on motor fuels 
accounted for the lion’s share of 
the total. The adjusted amount 
was more than $3.2 billion. Motor- 
vehicle registration fees brought 
in $1.4 billion. Other motor-ve- 
hicle and carrier fees accounted 
for the rest. 


Seven states accounted for 43 
percent of all the gallons of motor 
fuel taxed last year. They were 
California, Texas, New York, Penn- 
sylvania, Ohio, Illinois and Michi- 
gan. California also led in vehicles 
registered, with 7.4 million versus 
New York’s 4.4 million. 


Tallamy noted that not all of 
the highway user tax receipts are 
dedicated to highway purposes. The 
cost of collecting the taxes must 
be deducted from the total, and a 
sizable proportion is used for local 
roads and streets. Even so, Tallamy 
added, some funds go for nonhigh- 
way purposes, . 

* * 


Log Jam in Congress 


A CONGRESSIONAL log jam of 
unfinished work may force law- 
makers into the unwelcome task of 
returning to Washington after the 
nominating conventions. Buried in 
the pile of bills is the Monroney 
“dealer area of responsibility” 
measure. 


Dealers who are anxious about 
their favorite bill should try to 
keep their perspective, as Con- 
gress digs in. 

Some of the other measures still 
to be acted upon this year include 
the school bill, housing, wheat sur- 
plus, minimum wage, pension tax 
allowances for the self-employed, 
medical care for the aged, sugar 
quotas, public works, highway aid, 
federal pay increases, picketing on 
construction sites and the omnibus 
judge bill. 

In addition, a lot of Federal agen- 
cies still don’t have their budgets 
approved for the fiscal year be- 
ginning July 1. 

+ a 


General Wins Patent Test 


FEDERAL District Court here 

has ruled that General Tire & 
Rubber Co. should be awarded a 
patent for developing a process of 
making tire treads. 


The court overruled the United 
States Patent Office Board of Ap- 
peals, which rejected the com- 
pany’s bid for a patent in 1957. 

An attorney for General Tire 
said most U. S. tire makers have 
been using the process during the 
last nine years. When General gets 
its patent, other firms will have to 
stop using the process or pay Gen- 
eral royalties. 

* s 


Inflation Warning 


ea bankers, meeting 
in nearby Hot Springs, Va., 
were told by the president of the 
American Bankers Assn. that “it 
would be rash if we were to assume 
once more that inflation has come 
to an end, simply because the 
consumer price index has leveled 
off for a few months.” 

ABA’s John W. Remington said 
“it ig more sensible to believe that 
the threat of inflation will remain 
as long ag its basic causes have 
not been corrected.” 

* * * 


Exhaust Study OK’d 
RESIDENT EISENHOWER has 
signed a bill calling for a study 
by the Surgeon General of causes 
and effects of auto exhaust fumes. 
A report will be due in two years. 








NEW PUNCH FOR FIAT! 


Tonight, Fiat co-sponsors the fight of the year—the return match between Ingemar 


Johansson and Floyd Patterson for the heavyweight championship of the world. This 


represents a big step in a new and expanded program to back Fiat dealers’ selling 
efforts with more advertising, more dramatic advertising, more sa/es-bui/ding adver- 
tising. You will be seeing and hearing this Fiat advertising in the country’s leading 


magazines and newspapers, on radio and television stations from Maine to California! 


Hal 


FIAT MOTOR COMPANY 
500 Fifth Avenue + New York 36,N.Y. 
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No Dealers Panic Over Stocks .. . 


St. Louis Sales Holding Up 


By Jack Bernstein 
Staff Correspondent 

ST, LOUIS.—Although a rainy 
May dampened buyer’s appetite for 
new cars, sales in the St. Louis 
area continued at a brisk pace. 

r, there were a few spotty 
exceptions. 

In cases, where the dealers were 
weak on advertising, there were 
below average performances, Many 
of the franchise owners interviewed 
in the latest survey outdid the 
other dealers as a result of a heavy, 
ee ad budget. 


to a brighter sea- 


son. 

Ralph Oliver, sales manager of 
Riesmeyer Ford in suburban Web- 
ster Groves, reported a “very good” 
May. He added that sales were 
very much ahead of April but that 
May orders were behind the same 
period a year ago. 

Oliver was pleased with the 


movement of Falcon 500 and Thun- 
derbird lines. The Galaxie, he com- 
mented, was moving well but “not 
our fastest,” which is contrary to 
last year. 

Most of the advertising at Ries- 
meyer Ford is done through the 
radio spots, with the exception of 
newspaper classified for used cars. 
Quite optimistic, Oliver said that 
the last two quarters would be bet- 
ter than the first two because the 
economic situation is very good in 
his particular area in St. Louis 
county. 

Dave Castles jr., sales manager 
and secretary of the Castles- 
Wilson Buick Co., a west end lo- 
cation, expressed pleasure with a 
“pretty good May.” Both new and 
used cars have done better than 
some time. But he wasn’t “hav- 
ing the same reports over town.” 

His inventory, about 25 new 
units, stood at a little less than nor- 
mal. Also down, he declared, were 
the Opel sales, In its newspaper 
advertising, mainly on the sports 


that it has “delivered over 34,000 
new Buicks and fine used cars dur- 
ing the past 40 years.” 

Di Salvo Rambler, in the south- 
ern part of the county, disclosed 
that it enjoyed “very good May’— 
far ahead of May, 1959, but a shade 
off from April, 1960. 

Jerry Blum, sales manager, list- 
ed these Di Salvo Rambler achieve- 
ments: Fourth in the nation, ac- 
cording to sales volume; first in 
the Midwest, first in Missouri and 
first in St. Louis. These accomplish- 
ments also appear conspicuously in 
Di Salvo’s large newspaper ads. 

Blum attributes the large sales 

to a combination of factors: 
“Popularity of the car growing; 
we’re pushing, believe me; selling 
them so cheap, less profit per car 
and more cars sold.” 


“Not bad...” 





compact-car conscious and then 


He is quite bullish for the rest people come to us because we're 
of the year because the trend is for| the leaders in the field,” he said. 


additional sales. 


H. A. Leathers, sales manager 


“Other compacts have helped us.| of L. M. Stewart, Inc., in suburban 
pages, Castles-Wilson mentions| They have made the public more Clayton, revealed a “good May but 





New product testing—without pressure! 


that SuccEssFuL FARMING has always had. 


Put on a new product test in any major 
market, and in twenty-four hours your 
competitors know all about it. They put on 
extra pressure to protect their own 
products—and play hob with your test. 


Stage your new product tests on Main 
Street, in a group of small towns. You get a 


normal reception, 


reaction, and sale rate. 


Now SvuccEssFUL FARMING opens for 
you Main Street outlets, in specific 
Central state markets—through its State 
and Regional editions. Select class 
audiences of any size you want, any 
place you want, to take advantage 
of local conditions or special situations. 


The localized editions permit dealer and 
agent listings, divert business directly to 
them. Prices can be used. Special promotions 
can be carried out during the test periods. 
And the advertising costs are peanuts! 


SUCCESSFUL FARMING has added new 
flexibility to a class magazine. The special 
editions are also helpful in testing sales 
programs and copy; introducing or supporting 
products market by market, The State and 
Regional editions have the same editorial 
content, fine reproduction, and long life 


Successful Farming 


.-- Des Moines, New York, Chicago, Atlanta, Boston, Cleveland, Detroit, 
Los Angeles, Minneapolis, Philadelphia, St. Louis, San Francisco. 


SUCCESSFUL FARMING families represent 
one of the world’s best class markets. Their 
farms are big—average 336 acres, fifty 
percent larger than in 1945. They are the 
country’s major producers of hogs, cattle, 
milk and poultry. For the past decade, 
their average farm cash income has been 
around 70% above the national farm average! 


And because for fifty-eight years 
SUCCESSFUL FARMING has helped the 
country’s best farmers save work, 
save waste, save time, save money, produce 
more and make more money—and has 
helped farmdamilies live better—this 
magazine has earned a degree of respect 
and confidence that gets extra attention 
and response for advertising in its pages. 


Iw the first six months of this year, 
SF State & Regional editions have carried 
187 advertisements from 77 advertisers 
—show strong symptoms of a success story. 
The ground floor is still open. Ask the 
nearest SUCCESSFUL FARMING office to show 
you the advantages of the ultra-flexible, 
highly localized, market-fitted, and low cost 
State and Regional editions. 











not ahead of April, which was the 
alltime high and a terrific month.” 

Stewart, which handles Chrysler, 
Plymouth and Valiant, said the in- 
crease was due to “more sales ef- 
fort and more interest.” Leathers 
stated that the Valiant was “selling 
above our expectations.” 

“There is a definite upturn in 
Plymouth and Chrysler sales are 
good, too,” he added. “The New 
Yorker and Windsor are both 
doing well. May sales of new cars 

50 percent higher than last 
May.” 

Inventory was no particular 
problem to Stewart, with some 
thinness in Valiant. Leathers com- 
mented that there was little adver- 
tising of Valiant “because there 
was no need to at this time.” 

Ed Debrecht, of South St. Louis 
County, who specializes in foreign 
cars, termed May “a pretty good 
month.” He sells the Rootes group, 
Volvo and Saab. 

“This May was a little better 
than average and 15 percent ahead 
of a year ago May. However, April 
was his third best month in five 
years.” 

Among his best sellers are: 
Sunbeam Alpine, automatic 
transmission Hillman and Saab. 

Debrecht doesn’t concern himself 
too much with inventories, since 
he has an average, but runs 
against floor plan limit, 

His European delivery plan en- 
ables St. Louisans to kill two birds 
with one stone: Take-a vacation 
and save about $600 in delivery 
charges. Most of the vacation deals 
are for Alpine or TR-3. 

“Business is definitely getting 
better,” Debrecht believes. So much 
so that he is putting on another 
parts man and another service 
man. 

“We have always been three days 
behind in service,” he added, “It’s 
by appointment only. The load’s 
getting heavier and it looks like 
business is improving. The Ameri- 
can compacts haven’t harmed us at 
all. I think the biggest competition 
has come from within the foreign 
car industry, the Renault and the 
Volkswagen primarily.” 

As to the recent sports car show, 
Debrecht said “it was good for us. 
We had 11 cars showing and the 
people were interested. Very few 
tire kickers asking: ‘What’s this.’” 

Weber Chevrolet, a midtown 
dealer, reported a “good May” 
which tied with April but slight- 
ly topped the year-ago May, The 
four-door Bel Air outdistanced 
the other models, Edward Dailey, 
sales manager, declared, This 
company, which uses only radio 
advertising, considered the used- 
car business stationary. It carries 
a big inventory, about 120 units, 
which was slightly above normal. 

McKelvey Oldsmobile, in North 
St. Louis County declared that 

May deliveries were “just average, 
being even with May, 1959, and 
April, 1960. The two-door 88 hard- 
top was No. 1 seller there. 

William Kessler, president since 
December, 1958 when his father-in- 
law W. I. McKelvey died, looked 
for a brighter future because of 
the “influx of floor play.” 

Bill] Beacham, sales manager of 
Ben Stepman Motor Co. in Page- 
dale, considered business “lousy 
with new and used cars way off.’ 
Stepman began with Dodge in Jan- 
uary. 

“We have a large and very 
healthy inventory—a nice selec- 
tion for delivery,” he said. 

But Beacham wasn’t completely 
pessimistic. “Our profit is above 
normal, per unit, While the volume 
is down some, we still have a 
healthy operation. We are happier 
with this franchise then with any 
other. Dodge Dart has been our 
carry; it attracts the people.” 

He said that May wasn’t as good 
as April and blamed the weather, 
which resulted in the loss of pay 
for many in the building trades and 
other outdoor enterprises. 

However, Stepman has been one 
of the six Dodge dealers who chalk- 
ed up a 247 percent increase for the 
first quarter of 1960, Not content to 
rest on their laurels, these six have 
been pushing Dodge Dart hard in 
joint full-page ads in the sports 
pages of the Post-Dispatch and 
Globe-Democrat. 

In addition to Stepman, the 
Dodge dealers are: Ray Rixman, 
Inc.; Vicart Motors, Inc.; Metro 
Motors, Kirkwood; St. Ann Motors, 
Inc., and Adams Motor Co., East 
St. Louis, Ill, 
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i Biggest service jack news in 3O years .. 
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$J-2 1% ton 


New high lift: Lift higher for more 
work room. New lifetime jacks give 
you from 18%, inches to 26 inches for 
greater lift. 


New stability: Wide-stance wheels are 
farther apart . . . stronger . . . to give 
you, slip-free sway-free stability when 
dollying. 





New deep reach: Get under the 
longest cars easily. Blackhawk's new 
lifetime jacks reach out from 63% 
to 89 inches. 


New mobility: You get to the job 
easier, move the load easier when 
dollying because of new, strong, free- 
turning wheels. 


a 


New bigger saddle: Up to 80% more 
saddle area to cradle transmissions and 
differentials solidly . . . makes dolly- 
ing easier and safer. 


easy pumping: 
strokes put the load high. New release 
lowers the load at the twist of your 
wrist. 





... sUre-footed ! 


* Blackhawk’s all-new lifetime jacks 


X, lift higher...reach farther...stand wider 


HERE’S THE MOST EXCITING news about service jacks you’re 
going to hear for years. Blackhawk’s new line will work 
circles around anything you now have in your shop. These 
new jacks are longer. They get under the longest cars 
farther ... easier . . . faster. They’re wider. They take the 
heaviest, widest new cars on a tip-free ride when dollying 
anywhere in your shop. They lift higher. They give the 
extra inches of lift needed to break low cars free . . . extra 
work room that keeps the skin on your knuckles. 


SADDLES ARE 80% BIGGER. They cradle transmissions 
solidly for slipproof dollying . . . safe, secure lifting. Wheels 
are stronger, bigger, roll free for easy mobility to the job 
. on the job. Handles give fast lift with rocking-chair 
ease . . . controlled let-down with hair-splitting accuracy 
at the twist of your wrist. New safety valves protect from 
overloading. Yes, these new Blackhawk jacks end the 
everyday problems you have with ordinary jacks. 


BLACKHAWK: 


AUTOMOTIVE DIVISION 


Milwaukee 46, Wisconsin 


THEY'VE GOT GUTS ENOUGH TO LIFT A LIFETIME, too. 

They’re built of tough, tested materials that will take a 

kicking around in the fastest, roughest shop. Every ma- 

terial used in these jacks, every jack-building technique is 

e — of years of experience in what should or shouldn’t 
one. 


THE FACT THAT THESE JACKS ARE HANDSOME is no acci- 
dent. It’s a result of experience in design. They are built 
as tools . . . with no extra frills or unfunctional devices. 
They’re designed “clean” to be easy to keep clean. Service 
jacks from Blackhawk’s new lifetime line can help you do 
the toughest job faster, easier, safer. 


TALK TO YOUR JOBBER TODAY. Ask to see — and use 
—these rugged new jacks from Blackhawk. See how 
Blackhawk’s “problem-in-mind” design gives you extra 
performance on any job in the shop. 


BIG ONE-END LIFT NEWS, TOO ® 
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BLACKHAWK’S new one-end lift 
rolls “golf-cart” easy... lifts all cars 


There isn’t another one-end lift on the market that gives you 

all these features: * Perfect combination of big-wheel mobility, 

light weight and finger-tip balance. *¢ Flexibility that lets you 

handle any car because you get the ideal blend of high lift, 

wide-spread saddles and deep reach. Try Blackhawk’s new one-end 
e lift on any job in your shop. 








DEEPER REACH: Biackhawk's new 
one-end lift reaches out 14 inches 
to move clear under the longest, 
lowest cars. 


—_ 


WIDER SPREAD: Covers any sad- 
die spread you'll ever need — 
from narrowest to widest cars on 
the road. Adjusts 14 to 52 inches. 


€=>> BLACKHAWK: 


BIG 6-INCH WHEELS: Tread light- 
ly wherever you go, over gravel, 
dirt or curbs. Get to the job 
easier, lift safely. 


PERFECT BALANCE: You get ma- 
neuverability that will startle you. 
Balance, light weight and big 
wheels speed your work. 


HIGHER LIFT: Lift any car higher. 
Here's the only one-end lift that 
gives you height like this 32 
inches, plus all other features. 


LIGHT WEIGHT: These new one- 
end lifts are 30 pounds lighter. 
The weight you push is all work- 
ing weight. 


AUTOMOTIVE DIVISION 


Milwaukee 46, Wisconsin 


Litho in U.S.A. 
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The Man Behind the Wheel... . 


Sales Testing the S-T Herald 


door glass. Rear windows do not 
move, so there is no chance of rat- 
tles from lift hardware. Cranks 





By William Carroll 
West Coast Editor 


Eprror’s Nore: This is another 
in a series of reports on the sell- 
ing features of imported cars. 

* + * 

‘WEST of the mass-produced 

imports reaching the United 
States in quantity are Standard- 
Triumph’s Herald models which in- 
clude 50-horsepower coupes and 
convertibles, plus a two-door sedan 
of 40-horsepower. Among the more 
cleverly styled cars from Europe, 
the Herald boasts a number of en- 
gineering innovations which place 
it in a class all its own. 

Features of the Herald which 
are outstanding in a car of its 
size include independently sprung 
rear wheels, utilizing a 
axle as found on some of the 
finest European racing cars. In 
addition, lubrication points for 
front suspension have been re- 
duced to almost nil through use 
of plastic bearings which have 
proved themselves through thou- 
sands of miles of African desert 
testing. 

The car’s standard equipment in- 
cludes a safety dash panel, wind- 
shield washers, and smooth oper- 
ating four-speed transmission. 

Among small imports, the Herald 
is one that is easy to get in and 
out of. Doors are wide and extend 
well into the roof section for plenty 
of head room. Front seats face an 
extremely deep floor pan which 
provides foot room. 

Seat adjustment is unique in that 
a total of 48 different seat positions 
are available for the driver. The 
driver’s seat can be shifted back- 
ward or forward, the front of the 
seat may be set at either of two 
heights, and the rear of the seat 
rests on movable rubber blocks 
which provide four positions of lift 


to the seat cushion. 
+ * 

| 2 ADDITION, the steering col- 

umn and wheel may be moved 
in or out. This latter adjustment 
is made at the time the car is de- 
livered as it requires a _ special 
wrench, 

Interior of the Herald is a sharp 
combination of styled carpet on 
the floor and vinyl upholstery. 
There is a small plastic tray on the 
transmission hump and rear seats 
— rotating ashtrays on each 
side. 

Instruments on the Herald in- 
clude a fuel gauge which indi- 
cates a reserve fuel arrangement. 

The speedometer has both an 
odometer and trip meter which can 
be set by a small knob to the right 
of the steering column. 

Right of the speedometer is a 
knob, controlling the heater. There 
also is a small knob labeled “Screen 
and Car’ which, when pulled out 
half way sends heat to both car 
and defroster vents. Pulled all the 
way, air is sent only to the wind- 
shield for rapid defogging. 

OK * * 


Easy to Handle 


TS choke is unique in that it 
should be pulled out only half 
* * # 


Lots of Room— 


The Standard-Triumph Herald 


feet and legs. The driver's seat adjust 
to any one of 48 positions. 
eS <rhiis 


handle. 


have it so well located. 

The Herald is outstanding for 
convenience of controls which 
support the large measure of 
comfort in a small car. 





size, 

The turning radius is breath- 
takingly sharp. And the Herald can 
be parked with greater ease than 
any other car its type that we have 
driven. From the driver’s seat, one 
can see both fins at the rear as 
well as the chrome-plated lids over 


the headlights. 

* 
errs points out that the 
car’s first gear need be used 
only for steep hills. Level ground 
starting can be accomplished eas- 
ily in second. The shift lever is ex- 
tremely short, which makes it easy 
for the most novice driver to throw 

a smooth shift. 

Demonstrations over rough 
ground and cornering at low speeds 
would be highly effective in sell- 
ing this car. There is practically no 
sway in turns. High-speed corners 
can be taken with all ease of a 
fully equipped racing car. 

In fact, a Herald deal could be 
cinched with a younger person by 
taking the car out and driving it 
as though all roads were straight. 

Triumph has 73 square inches 
of brake lining surface under a 
ear of slightly less than 1,600 
pounds. Brakes proved highly 
satisfactory for all stopping pur- 
poses. 

There was plenty of ventilation 
inside the car through use of the 
vent panes and large untrimmed 
* 


* 


* * 





Herald Test Car— 


This is the Standard-Triumph Herald test car, a two-door sedan. The car is cleverly 
styled and offers a number of engineering innovations. A rare feature on small cars 
is the independently sprung rear wheels on the Herald. 








is a 
roomy car as small cars go. The doors 
swing wide and the floor and driving 
pedals are arranged to give room for the 


way for most starts. The steering 
wheel is of good size and easy to 


A gearshift lever is mounted on 
the tunnel between driver and pas- 
senger. It falls so easily to hand 
it seems a shame most cars do not 


The engine starts quickly and 
runs without discontent. Driving in 
town proves the comfort of all 
around independent suspension 
which provides a ride not found in 
most small cars. Visibility is excel- 
lent and glass area of the Herald 
far exceeds that of most cars its 


positioned. 


the hinge area. 
~ * + 


| Whole Assembly Moves 


of front fenders and headlights to 
tilt forward off the engine. 


and station wagons. 

Opening the Herald trunk dis- 
closes a tremendous amount of 
space with a useful flat floor. 
The sound-conditioned rubber 
mat is buttoned to the floor 
panel. The trunk is lockable. 


sheet metal behind the bumper: 


for conventional cars. 
* * ® 


Car Tested: 
HERALD 


Body type: Two-door sedan. 


Engine: Four-cylinder, o v e r- 
head valve. 

Carburetion: Solex downdraft. 

Displacement: 57.8 cubic 
inches. Bore and stroke: 2.48 by 
2.99 inches, Compression ratio: 
8 to 1. Horsepower: 38.5 at 4,500 
revolutions per minute. 

Torque: 51 pounds feet at 
2,150 revolutions per minute. 
Running weight: .1,590 pounds 
without driver. Power-weight 
ratio: 41.3 pounds per horsepow- 
er. Brake-weight ratio: 21.8 
pounds per square inch of lin- 
ing. 

Transmission: Four speeds 
forward, Clutch: Single dry 
plate, 6%4 inches in diameter. 
Differential ratio: 4.875 to one. 

Steering: 35% turns, lock to 
lock. 

Dimensions: Length, 152% 
inches; width, 5911/16 inches; 
height, 52 inches; wheelbase, 
91% inches; tread, 48 inches. 

Suspension: Front, independ- 
ent or coil springs; rear, inde- 
pendent, swing axle, transverse 
leaf springs. 

Tires: 5.20 by 13, tubeless, 







Loan Company, 
Ford Firm Sue 
Calif. U.C. Man 


OAKLAND, Calif.—A grand theft 
warrant has been issued against 
John D. Lovern, operator of used- 
car and boat lots here and in Hay- 
ward. 

The warrant charges Lovern with 
the sale of a fictitious $2,604 con- 
tract to Mercantile Acceptance 
Corp. of California. Oakland police 
inspectors said an investigation 
into nearly $200,000 in similar con- 
tracts is under way. Bail on the 
warrant was set at $52,500. 

Lovern also faces a $12,250 suit 
filed by Jackson-Goldie Motor Co. 
(Ford). The suit alleges that Lov- 
ern purchased nine cars from the 
dealership and that the only pay- 
ment he made, a $9,700 check, failed 
to clear the bank. 


and levers on front doors are well 


An interesting rubber seal around 
door openings not only acts as in- 
terior trim but also does an excel- 
lent job of sealing the door. A 
strip of sponge at the front elimi- 
nates wind and water leaks around 


ERVICING the Herald would be 
a complete breeze. Two chrome 
plated latches on either side of the 
hood relax to allow the ne 


The engine is the famous Tri- 
umph four-cylinder overhead valve 
powerplant that has been used for 
so many successful years in sedans 


A most unique feature of the 
Herald, and one that caused great 
discussion in England, is its body. 
A Herald is basically composed of 
six units which are the hood as- 
sembly, cowl and windshield frame, 
complete rear end of body, roof, 
sills under the doors and front 


These are completely assembled 
in factory jigs, then bolted in place 
on a platform frame. When. the 
Herald was announced on the Eng- 
lish market, insurance rates on it 
were cut 12% percent under rates 














































































Campbell's Bluebird Rarin' to Go— 


This is a model of the “Bluebird,” newly designed $3 million gas-turbine car capable 
of speeds to 500 miles per hour, in which Donald Campbell of England will attempt 
to break the world’s land speed record this September at Bonneville Salt Plats, Utah. 
The present record is 394.196 miles per hour set at Bonneville in 1947 by the late 
John Cobb. The engine is a Bristol-Siddeley ‘‘Proteus," free turbine, modified to drive 
all four wheels. The finished car will weigh 8,000 pounds. The overall body dimen- 
sions will be 30 feet long, 8 feet wide and 4 feet nine inches high. The wheelbase 
and track will be 13 . six inches and 5 feet six —e pom ta 

o' * 


Campbell Builds New Car 
For Attempt at Speed Mark 


long, 8 feet wide and 4 feet 9 
inches 


The frame will be of light alloy 
foil formed into a “honeycomb” 
sandwich, with four longitudinal 
members and four main cross 
members which form separate com- 
partments for the driver, engine, 
transmission gearboxes, wheels. 

These main members will be sup- 
plemented by sheet alloy bulkheads, 
diaphragms and skinning to form 
a very light rigid structure, 

Brakes consist of two systems— 
air brakes to slow the car from 
peak speed to 400 MPH, and disc 
brakes on all four wheels to bring 
it to a halt, The disc brakes will 
bring the “Bluebird” from 400 MPH 
to a halt in 60 seconds. 


7 
Chrysler Is First 
- 
To Ship Cars by 
= * 
Rail Flexi-Vans 

NEW YORK.—Chrysier Corp, has” 
become the first automobile manu- 
facturer to ship new cars via the 
New York Central Railroad’s Flexi- 
Van service, It wag the first ship- 
ment of automobiles on highway 
carriers on flatcars from Detroit 
into the East. 

The shipment of 48 automobiles 
was handled by the Central on 12 
new, specially-designed Flexi-Van 
auto carriers, The Flexi-Vans car- 
rying 44 Valiants and four Dodges 
were unloaded at the Central's 
Flexi-Van Terminal in the Bronx. 

Chrysler and Centra! officials 
were on hand to participate in a 
ceremony marking the arrival of 
the first shipment, The automobiles 
were consigned to dealers in the 
New York City area; they were de- 
livered direct to the dealers by the 
Central’s vans during the day they 
arrived in New York. 

Paul G., Fritzching jr., director of 
traffic for Chrysler, said: “This is 
the first of a series of test ship- 
ments by Filexi-Van. If these move- 
ments prove successful over a per- 
iod of several weeks, we will 
consider further applications to 
New York and other areas.” 

Flexi-Van, pioneered by the Cen- 
tral, employs special vans which 
slide easily and quickly from their 
highway wheels onto specially-de- 
signed flatcars, with no need of 
special ramps or leading machin- 
ery. A maximum loaded height of 
13 feet, 6 inches eliminates all over- 
head clearance problems, 


Jeeps to Roll 
In South Africa 


TOLEDO—An agreement has 
been signed between Willys Over- 
seas, S. A. of Zug, Switzerland, and 
Willys Africa (Pty) Ltd., of Johan- 
nesburg, for assembly and distribu- 
tion of ‘Jeep vehicles in the Union 
of South Africa, it was announced 
today. 

The new firm has an initial ca 
italization of $420,000, and is 
owned by South African investors, 
At the start, assembly operations 
will include about 25 percent of 
South African made parts. This 
eventually will be increased to 70 
percent. 


LONDON.—Donald Campbell, of 
England, holder of the world’s 
water speed record, has announced 
that he will attempt to break the 
present world’s land speed record 
this September at Bonneville Salt 
Flats, Utah, in a newly designed 
$3 million gas-turbine car. 

The car, named the “Bluebird,” 
is designed to reach a peak speed 
of 500 miles per hour, The pres- 
ent world’s land speed record is 
304.196 MPH set by the late John 
Cobb at Bonneville in 1947. 

Campbell now holds the water 
speed record of 260.35 MPH which 
he set on Coniston Water, England, 
on May 14, 1959. 

The “Bluebird” must exceed 400 
MPH to break the existing record, 
but it is designed to attain a peak 
speed of 500 MPH. Work on the 
design of the car began in January, 
1956, It was designed by Norris 
Brothers, Ltd., the same consulting 
engineers who designed Campbell’s 
record-breaking boat. 

The engine is a Bristol-Siddeley 
“Proteus,” free turbine, modified to 
drive all four wheels, The finished 
car will weigh 8,000 pounds with 
an unprecedented power to weight 
ratio of less than two pounds to 
one brake horsepower. The engine 
develops over 4,000 brake horse- 
power. 

The wheelbase and track will 
be 13 feet 6 inches and 5 feet 6 
inches, respectively. The overall 
body dimensions will be 30 feet 


Smog Chaser? 


Batelle Scientists Work 


With Catalysts 


COLUMBUS, O. — Scientists at 
Batelle Memorial Institute have re- 
ported a possible breakthrough in 
efforts to develop an auto muffler 
capable of reducing smog. 

Their work is tied to develop- 
ment of a group of chemical cata- 
lysts—substances which help pro- 
mote and speed a reaction between 
two other chemicals without be- 
coming involved themselves. 

The chemicals would be placed 
inside a muffler to help eliminate 
unburned hydrocarbons from ex- 
haust gases. These hydrocarbons 
are said to be a major cause of 
smog. 

Batelle researchers said they 
have had promising results in lab- 
oratory experiments with a one- 
cylinder engine. 

They said the catalysts do not 
appear to be deactivated by lead 
additives in gasoline. They said 
their catalyst is unlike any re- 
ported by other scientists working 
on the smog problem, 







































Government to Sell 


Former Chevy Plant 

BUFFALO. — The General Serv- 
ices Administration hag set June 
27 for opening bids for the pur- 
chase of the huge former Chevrolet 
Aviation Engineer Division plant 
at 2450 Kenmore Ave., Town of 
Tonawanda. 

The government-owned plant 
now is vacant. It ig known that 
Chevrolet executives have inspect- 
ed the plant several times recently. 
It adjoing Chevrolet’s industrial 
complex on River Rd. 
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Dow Steps Up Campaign 


For More Plastic in Cars 
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By Joseph M. Callahan 
Engineering Editor 


LAND, Mich.—An informal declaration of war against 
other materials suppliers to the auto industry was made 
here recently by plastic engineers of Dow Chemical Co. 


The average domestic car 
uses six pounds of plastic this 


year, but this figure will rise to 15 
pounds by 1963, according to Ste- 
phen V. T. Mar- 
a Dow 
plastics serv- 


shall, 


ice engineer. 


made with coat- 
ings, foams and 
3. M. Callahan fibers 


“There are targets all over the 
place,” Marshall asserted enthusi- 
astically. “Some of the components 
that will be gradually switched over 
to plastic in the auto industry are 
heater ducts, instrument panels, 
decorative parts, kick panels on 
seats, inner door panels on less 
expensive cars and fresh-air valve 
bodies.” 

Dow’s success in this material 


The foot soldiers in this war are 
largely 125 plastic technical serv- 
ice engineers whose jobs consist of 
showing automotive and other cus- 
tomers “how to make plastic things 
work” and of basic technical work. 

Declaring that the “plastic thing 
has run away with us” on the 1961 
models, Marshall said it takes about 
three years after a new plastic is 
introduced before the engineers 
start to design for it. 

“As recently as 1958,” he said, “it 
was generally felt that the principal 
automotive plastic products were 
acrylics, nylon, vinyls and cellulo- 
sics (used for arm-rest bases). 
Now, a whole new variety of plas- 
tics has been developed with such 
names as high-density P.E., poly- 
propalene, polystyrene and A.B.C. 

* * 


Dow Stresses Thermoplastic 


INTING out that there are 

two basic types of molding pow- 
ders—thermosetting plastics (which 
can be softened only once with 
heat) and thermoplastics (which 
can be repeatedly softened with 
heat), Marshall said Dow concen- 
trates almost exclusively on ther- 
moplastics which are either extrud- 
ed or injection molded to produce 
products. 

He said the principal targets 


Electronic Road 
Does the Driving 
In RCA-GM Test 


PRINCETON, N. J.—A full-size 
electronic highway system, com- 
plete with “automatic pilot” for 
automobiles, was demonstrated 
ublicly for the first time here by 

io Corp. of America in coopera- 
tion with General Motors. 

Two specially equipped cars were 
guided automatically around a test 
track at RCA’s David Sarnoff Re- 
search Center—accelerating, brak- 
ing and maintaining safe spacing 
between each other, in response to 
electrical signals from the road. 

Simultaneously, road circuits 
were used to address the driver 
over his car radio, informing him 
of simulated road intersections, 
roadside service areas or hazardous 
conditions ahead. 

The complete system combined 
for the first time the electronic ve- 
hicle detection and guidance sys- 
tem developed by RCA Labora- 
tories for highway installation, and 
car control equipment developed by 
the General Motors Research Lab- 
oratories to respond to signals from 
the RCA road circuits. 


In this context, 
“plastic” refers 
only to items 
made from ther- 
moplastic molding 
powders and ex- 
cludes items 





























in the auto industry are applica- 
tions that now employ other plas- 
tics, as well as those that use 
metal, rubber and other conven- 
tional 


sistance to gasoline. 


a car. 


One of the company’s most suc- 
cessful efforts consisted in persuad- 
auto 
makers to use two new fresh-air 
valve bodies in each of its cars, 
saving 50 cents a car and 1.2 
pounds. These valve bodies were 


ing one of the Big Three 


made of Styron 440. 


3 Main Advantages 


ee speaking, the prin- 
cipal advantages of these plas- 
tics are lower price, weight reduc- 


tion and more corrosion resistance. 

In response to a query, one Dow 
engineer said the company was 
not making any price concessions 
to get its plastics established (as 
Dow is now doing with magne- 
sium), but the development engi- 
neers are told that such-and-such 


Dr. Porsche Gets 
U.S. Patent on 


Tiny Power Unit 


WASHINGTON. — A United 
States patent on a small power unit 
has been granted to Dr. Ferry 
Porsche, son of the designer of the 
Volkswagen. Even smaller cars are 
possible with this unit, it was said, 

The engine, differential and rear 
axle are combined in a single unit 
which is centered between the rear 
wheels, according to Porsche, and 
would make possible a rear-engine 
with a luggage compartment in 
back. 

The four-cylinder engine is air- 
cooled, with the cylinders horizon- 
tally opposed. The driving mechan- 
ism rides slightly below the level 
of the rear axle. 

The design will eliminate much 
of the noise and vibration found in 
current rear-engine cars, said 
Porsche. The entire power unit is 
enclosed, shutting off the passenger 
compartment from vibrating parts, 
he added. , 

The engine is directly behind the 
rear axle and the transmission is 
immediately in front of the axle, 
according to drawings accompany- 
ing the patent application, The pat- 
ent was assigned to Dr. Porsche’s 
development firm. 


Loofbourrow Gets 


OSU’s Lamme Medal 


COLUMBUS, O.—Alan G. Loof- 
bourrow, director of engineering 
for Chrysler Corp., has received the 
Benjamin G. Lamme medal, one of 
Ohio State University’s highest 
honors. 

The Lamme medal hag been pre- 
sented annually since 1931 to a 
graduate of the university for 
“meritorious achievement in engi- 
neering or the technical arts.” 


Evans (VW) Moves 
FORT WAYNE, Ind.—Evans Mo- 
tors (Volkswagen) has moved to 
a mew home at 3500 Brooklyn Ave. 
An airconditioned showroom and 
customer lounge are featured, 





of which are expected to be in the 
year, 


trying to produce products that 
will do one specific job. The auto- 
motive engineers are specifying 
more of what they want in the way 
of properties, also. 















materials. 

In a typical attack on the enemy 
recently, Dow engineers decided to 
see if they could uncover a better 
product than an acrylic which costs 
55 cents and is used for taillight 
lens and other parts because of its 
weather resistance, clarity and re- 


Behavior Closely Studied 
— Research engineers are 


why certain materials behave the 
way they do. (For instance, why 
certain materials are non-yellow- 
ing.) 


The result was Zerlon 150, con- 
sisting of styrene and another plas- 
tic, which hag all the above proper- 
ties and is six cents a pound 
cheaper, ag well as being easier 
and quicker to fabricate. The net 
savings to one auto maker: 20 cents 


















a product is only practical if it 
can be sold at a certain price. 
Earl L, tt, Dow’s staff 


manager of molding materials, out- 
lined these major plastic industry 
trends: 

1. Plastics sales are growing in 
volume 10 to 11 percent a year, 
probably reaching a volume of 6.3 
billion pounds this year. The three 
best sellers are polyethelene, poly- 
vinyl chloride and polystyrene, all 


billion-pound-a-year class next 


2. Plastic-development groups are 


“In the auto industry,” he said, 


“you now have to have something 
you know will perform before you 
show it. You have to be close to 
success.” 


aiming at more basic reasons of 


Kropscott commented “We’ve 


New Plastic Parts— 

Stephen V. T. Marshall, Dow's automo- 
tive coordinator for the plastics technical 
service department, holds a Styron fresh- 
air inlet valve—one of the new thermo- 
plastic parts on the ‘60 Oldsmobile. In 
the foreground are other thermoplastic 
applications, including a heating duct, 
taillight lens ond fresh-air inlet grille. 


learned more about polystyrene 
in the past year than we did in 
the previous several years.” 
4. More emphasis is being placed! cars. 


of plastics. 


other plastic. 











on methods of developing more 
efficient plants to reduce the costs 


5. More attention is being given 
the possibility of not having one 
plastic do all the job—combining 
a plastic with glass, metal or an- 


He asserted that he expects good 
growth in the auto industry in 
these areas, adding that with these 
combinations the engineers have 
to learn more about the surface 
characteristics of the products. 

In this respect, he said, “many 
people wonder when we're going 
to make an all-plastic car body. 

This won’t happen for some time 
because plastics have only one 4 
major weakness—they lack rigidity, 


unless they’re combined with an- 
other material. But we’re making 


progress. Fifteen years ago a plas- 

tic couldn’t stand in the sun.” 4 
The closest thing to a plastic 

body is the fiberglass body of the 

Corvette, which is 70 percent glass 

and 30 percent plastic. 
Dow engineers also are working 

on water-based paints for cars. A 

couple of the current unitized cars 

use water-based primers, but these 

engineers have used water-based 


paints for the entire finish of some 





NEED ENGINE TEST EQUIPMENT? 
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U.S. Islands Join 
4 Foreign Lands 
In Chevrolet Derby 


DETROIT.—Seven boy cham-| = 


pions from four foreign countries, 
Hawaii and Puerto Rico will add 
an unprecedented international note 
to the 23rd running of the All- 
American Soap Box Derby at Akron 
in August. 


The lineup of 168 contestants in 


the Chevrolet-sponsored competi- 
tion will feature the largest over- 
seas and foreign contingent in the 
history of the event. 

Featured will be new entries from 
Hawaii and Puerto Rico, plus re- 
peat appearances of racers from 
West Germany, Venezuela, the Phil- 
ippines and Canada. 

The boys, who will come to Akron 
as winners of local races, will com- 
pete Aug. 14 for $15,000 in college 
scholarships and other prizes. 

Open to boys 11 through 15, the 
amateur car-building and racing 
event is sponsored by Chevrolet in 
cooperation with newspapers, tele- 
vision and radio stations and civic 
service groups. 
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Pontiac Trains Dealer Personnel— 


Pontiac dealer personnel recently completed a seven-week dealership management 
training course at General Motors Institute, Flint, Mich. Presenting diplomas at the 
Pontiac home office, Pontiac, is Frank V. Bridge, fourth from left, general sales manager. 
From left are Keith A. Ervin, Vinton, la.; Dave A. Petersen, Mt. Shasta, Calif.; Chester R. 
Brown, Fort Madison, la.; Harold J, Gotelli, Carson City, Nev., and Murray C. Hartley, 
Girard, Pa. 


Dearing to Expand 
SAVANNAH, Ga.—A, K. Dearing); plans call for doubling the com- 
sr.. has announced an expansion| pany’s office space, doubling the 
program for the Dearing Chevrolet| parts area and adding 14 service 
Co., 201 W. Broad St. Tentative | bays to the present 80. 


Com 


tes with Dealers . . . 





Tough Finance Talk 


> \ From Insurance Firm 


Eprror’s Note: This is another |than 9,500 agents will offer its 


in a@ series on financing sources 


“Bank Plan” of financing and in- 


and their relationships with | surance, has sent the following in- 


dealers, 
* * * 


By L. H. Houck 
Travelling Correspondent 

HE well-informed automobile 

dealer needs to know what some 
of the larger institutions of the 
country are doing so that questions 
by prospects may 
be better under- 
stood. 

In this connec- 
tion State Farm 
Insurance Co, 
Bloomington, IIL. 
the largest auto 
insurance com- 
pany, which has 
embarked on a 
cooperative fi- 
nancing program 
in which its more 





L. H. Houck 















J—-kocram ...sets you 


CUARANTERD| 


Up as 


never before to cash in on Engine Service 


Now...only Sun gives you a program 
that enables you to cash in on the magic 
selling words of “Satisfaction Guaran- 
teed.” Your customers get it with the 
Expert Engine Service you perform 
with Sun precision equipment. 


Model 510 Scope: Motor Tester (left), 
for instance, enables you to perform all 
the approved tests recommended by the 
A.E.A. Just one package contains all the 


units you need to spot trouble faster. 
You'll stop comebacks, increase your 
volume — and you'll be able to guar- 
antee customer satisfaction. 


You'll get “Satisfaction Guaranteed,” 
too, with your Sun equipment purchase 
...from your Sun representative and 
his 5-point plan below. Only Sun can 
give you these extras —and only Sun 
gives you “Satisfaction Guaranteed.” 


formation from the National Better 
Business Bureau to its customers 
and agents: 

“If you’re planning to buy a 
car, be sure you don’t trade in 
your State Farm auto insurance 
policy along with your old model. 
It could cost you a lot of money. 
“Many unsuspecting car buyers 
are urged to switch their auto in- 
surance by the dealer making the 
car sale. Frequently, the finance 
and insurance charges are lumped 
together in the time payment con- 
tract which the buyer signs. In such 
cases, the buyer may not know 
what kind of protection he is get- 
ting nor how much he is paying 
for it. 

* + * 
HIS practice is part of the 
‘pack’ and the National Better 
Business Bureau warns car buyers 
to beware of it. Here is the way 
the ‘pack’ works, according to the 
Bureau: 

“xcept in a few states, fi- 
nancing rates are not 
by law. Accordingly, unscrupu- 
lous dealers and 


the car dealer in on excess profits. 
“In many cases in the past,’ 
reads the Bureau report, ‘the in- 
surance protection afforded has 
been so limited that the dealer has 
been reluctant to break down the 
financing and insurance charges be- 
cause he knows that the cost of in- 
surance as against the cost of 
financing is so small in comparison 
that it would instantly brand the 
transaction for what it is—a brazen 
attempt to cheat the public by 
packing his contract with hidden 
finance charges.’ 
* * * 
“ee PROTECT yourself against 
‘packing,’ the Better Business 
Bureau advises you to ‘insist on 
getting these fundamental facts 
separately and in writing: 
“1, Cash delivered price, in- 
cluding specified extras. 
“2, Exact amount of downpay- 
ment and tradein allowance, if any. 
“3, Finance charge and for how 
long. 
“4. Cost of insurance and cov- 
erage provided.’ 
tJ * ok 
HE best safeguard against the 
‘pack,’” the insurance bulletin 
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continues, “is State Farm Mutual’s 
Bank Plan which has saved thou- 
sands of car buyers up to $125 and 
more. Under the Bank Plan, you 
save two ways: 

‘1. Your State Farm agent will 
arrange for financing at low bank 
rates, through one of 9,000 cooper- 
ating banks, 

“2. You save additional money 
by keeping State Farm’s low cost 
insurance, and you get added 
peace of mind in knowing that 
you’re protected by State Farm’s 
famous ‘Home Town Service 
Wherever You Drive.’ 

“When you choose that new car, 
determine how much money you'll 

need above the downpayment or 
tradein and then call your State 
Farm agent. He'll do the rest.” 
* * oo 


[a 9,500 State Farm agents 
have been trained in the insur- 
ance business and now in the 
finance business ag well as the re- 
tail automobile business. 

Last year, the company said, more 
than 1,700 State Farm employes 
were enrolled in compan y-spon- 
sored study courses aimed at devel- 
oping the wide variety of skills 
needed to operate a major insur- 
ance organization, 

Nearly 2,000 persons won pro- 
motions last year at State Farm. 
Some of these courses require as 
long as five years to complete. 
These courses are taught in com- 
pany classrooms, on the job and 
on college campuses in 15 cities 
in the United States and Canada. 

A spokesman for the company 
said that enrollment this year is 
substantially larger and there will 
be more graduates. : : 


en 





EASY PAYMENT PLAN—Your Sun man has a 
tailor-made purchase plan for you. He'll be able 
to set you up in profitable business that will 
actually pay for your equipment as you use it. 


DELIVERY and INSTALLATION —The same Sun 
man from whom you buy the equipment will 
expedite the delivery...then organize the instal- 
lation in your shop so it’s right! 


EQUIPMENT SELECTION HELP—Your Sun rep- 
resentative will analyze your business and 
your present equipment to help you determine 
which models best suit your needs. 





EQUIPMENT TRAINING — He'll train you and 
your men so that you can IMMEDIATELY getthe 
full value from your equipment. He'll provide 
you with all the “know-how” and technical infor- 
mation that will make you a real expert. 


MERCHANDISING and SALES AIDS — And you 
get more than just equipment! Your Sun repre- 
sentative has exciting new merchandising pro- 
grams for you. The sign pictured (at right) will 
be seen by millions in a full-page ad in Popular 
Mechanics...and soon in the POST. 


This colortul poster... and national consumer 
advertising sells you and your services to the 
motoring public. ..télis them you're the man to 
see for “Expert Engine Service” with “Satisfac- 
tion Guaranteed.” 

And new Sun magazine, “Sunrays,” helps you 
build your business with profit-making tips. 


Get the details now on why r 
‘j ad th Sun! > MAIL THIS COUPON 
jou re Way a2nead..,. wit un | Yes sir, I’d like to learn more about Sun's 


ELECTRIC CORP. | iow ivcin benett me. Sond me the dels 


(please write name and address in margin below) 
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6327 N. Avondale Avenue + Chicage 31, lilinois 
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| these features alone 
should convince you 












Borroughs sliding dividers 


20 gauge, in 1%”, 3%”, 4%” and 
heights. 3” 
Dividers snap over front and rear 


shelf flanges and hold by spring 
tension. Label holder attached. 


Sliding label holders 


Travel with dividers. 20 gauge steel. 
Holders snap over shelf at any point, 
utilizing spring tension. 
oxide label holder attached. 


6%” 





The reason there are more BORROUGHS BINS in use today than all other 
sliding-shelf bins combined is pure and simple . 
far more value. BORROUGHS BINS have the most desirable features to 
meet any immediate alteration or space requirement. For greatest ease and 
versatility in the storage of parts and bulky items, you can’t go wrong when 
you buy BORROUGHS BINS. . 


base flange. 


3” black 


are your best b 


pierced at 


label holders. 





Borroughs standard trays 


22 gauge 
hemmed 


strength. Formed pull. Lanced label 
and partition 
gauge back stop spot welded to 
back of tray. 


holder 


. the bin value of them all. 


Borroughs sliding shelves 

18 gauge steel. 35%” long with 7%” 
front and rear flange. Front flange 
has a %” 





return flange, and is 
each end to receive 3” 


one-piece flanged and 
body, for maximum 


slots. 20 


. - BORROUGHS BINS offer 





buy 


Choice of green, gray, buff, 
white or cascade, electrostati- 
cally baked-on enamel. 


send for 
Borroughs 
Bin Catalog 
TODAY! 





These Borroughs warehouse distributors are at your service.... 


ALEXANDRIA, VA.: 
Anchorage, Alaska: 
ATLANTA: 
BROOMALL, PA.: 
BUFFALO: 


FARGO: 

FORT WORTH: 
FRESNO: 
HONOLULU, Heweii: 





Universal Equipment Co. 
2420 Oakville St. 

Fred J. Snyder 

425 E, Sth St. 

Bins & Equipment Co., inc. 
1918 Buford Highway, N.E. 
East Coast Distributing Co. 
2010 Boxwood Dr. 


Automotive Bin Service Co., Inc. 


20 East North St. 


Felix F. Loeb., Inc. 
8810 S. Vincennes Ave. 


Automotive Bin Service Co., Inc. 


1220 Richmond St. 


Automotive Bin Service Co., Inc. 


8905 Loke Ave, 

W. W. Cannon Co. 
9739 Denton Dr, 
Sparkman-Barker Co. 
421 Santa Fe Dr. 


Automotive Bin Service Co., Inc. 


10040 Freeland Ave. 
Adams, Inc. 

6 North 13th St. 

W. W. Cannon Co, 

P. ©, Box 464 

Healey & Co. 

2302 Tulare St. 

Hunters’ Office & Industrial 
Equipment Co, 

538 Reed lane 


HOUSTON: 
INDIANAPOLIS: 
JACKSONVILLE: 
KANSAS CITY, MO.: 
LOS ANGELES: 
LOUISVILLE: 
MEMPHIS: 
MILWAUKEE: 
NEW ORLEANS: 
NEW YORK: 
OAKLAND: 
OKLAHOMA CITY: 
OMAHA: 


PHILADELPHIA: 


OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH BURDICK ST. ain. KALAMAZOO, MICHIGAN 


W. W. Cannon Co, 
1901 Winter St. 


Automotive Bin Service Co.,Inc. SACRAMENTO: 
54 West 30th St. 
Bins & Equipment Co., Inc. SALT LAKE CITY: 
2610 Ligustrum Rd. 
aes Co. ST. LOUIS: 
706 id 

ee ST. PAUL: 


Green-Penny Co. 
4180 E. Noakes St. 


Automotive Bin Service Co., Inc. SEATTLE: 
204 Builders Bidg. 

Metal ProductsCo. SEATTLE: 
359 Madison Ave. 

Felix F. Loeb, Inc, STERLING, ILL.: 
864 E. Birch Ave. 

Edco Metals, Inc. TACOMA: 
73 S. Wren St. 

Borroughs Mfg. Corp. TOLEDO: 
121 Varick St. WA Own 

Williom A. Gore Co. rent , Mass.s 

Adeli t. 

eee PUERTO RICO: 
W. W. Cannon Co. 

P. O. Box 7317 CANADA: 
Siggins Co. 

1236 S. 13th St. MEXICO, D. F.: 
East Coast Distributing Co. 

780 S. 52nd St. 


PORTLAND, Ores The Brower Co. 


1633 N. W. 21st Ave. 


Paul W. Roeder Co. 

1721—13th St., P.O. Box 1552 
Business Equipment Co. 
902 S. Main St. 
Siggins Equipment Co. 

1410 Pierce Ave. 

Borroughs Mfg. Co. 

Factory Branch and Warehouse 
809 Hubbard Ave. 

The Brower Co, 

114 Virginia St. 

William A, Gore Co. 

214 3rd Ave., S. 

Felix F. Loeb, Inc. 

1708 Avenue F 

Tacoma Asbestos Co. 

25th and Holgate 
Automotive Bin Service Co., Inc. 
518 Jefferson Ave. 

Alexander Stee! Products, Inc, 
264 N. Beacon St. 

Automotive Specialties, Inc. 

252 Ponce de Leon Ave., Hato Rey 
Wickware-Stackbin, Ltd. 

P.O. Box 740, Perth, Ontario 
Mr. John De Young “EIMISA”, 
Dr. Lucid 270, Esq. Dr. Pasteur 
Aptdo. 21842 


BORROUGHS MANUFACTURING COMPANY 





Salesmen mentioning reasons for 
buying from his dealership 

Salesmen taking address and/or 

phone number of shopper 


Corvair-Falcon Shopping Survey 


(Survey conducted in December, 1959) 


reasons 
for buying his make of car .......... 


Chicago Denver San Francisco 

Ne. Pet. No. Pet. No. Pet. 
. 14 68.6 4 33.3 3 27.2 
. 4% 318 3 25.0 2 182 
. 8 18.6 4 33.3 3 27.2 
. 4 66 6 50.0 6 54.5 
pee Se ies, beaten 2 182 
. ll BA 6 50.0 5 












‘Harder Sell’ on Compacts 
Reported in 3-City Survey 


CHICAGO.—Auto salesmen are 
doing a better selling job on com- 
pacts than they used to do on 
standard models, but there’s still 
plenty of room for improvement, 
according to Dr. Allen F. Jung, 
of the University of Chicago's 
Graduate School of Business. 

Jung reported on a shopping 
survey of selling tactics of Cor- 
vair and Falcon salesmen which 
was made last November, Decem- 
ber and January. He said that in 
December, Chicago salesmen 
were utilizing about 40 percent 
of the points included in his 
study. 

In an earlier survey, he found 
that Chicago Chevrolet and Ford 
salesmen were using only about 20 
percent of the points in pushing 
standard models. 


He said that the December study 


Pontiac Honors 


27 Parts Chiefs 
As Contest Victors 


PONTIAC.—Parts managers who 
won the “Belt of Champions” con- 
test in each of Pontiac’s 27 sales 
zones were honored during a two- 
day visit to division headquarters. 

The men toured Pontiac and 
General Motors facilities and were 
awarded leather belts with gold 
and silver diamond-studded buck- 
les. A. L. Drury, national parts 
and accessories manager, said the 
awards were based on management 
ability, sales promotion, inventory 
control, display, neatness, efficiency 
and initiative. 

The winners were: Alfred Zar- 
ella, Regine Pontiac, Inc., Provi- 
dence; William Butcher, Myrtle 
Motors Corp., Maspeth, N. Y.; S. P. 
Hoffman, Mrozek Auto Sales, Lin- 
den, N. J.; Robert R. Adams, Shore 
Brothers Pontiac, Inc., Philadel- 
phia; Wm. E. Patterson, Kelly Pon- 
tiac, Inc., Baltimore; Leo J. Pinto, 
Brown Motor Sales, Inc., Buffalo; 
Richard Marino, Bauman Pontiac, 
Inc., Wilkinsburg, Pa.; Richard L. 
Maters, Paper City Motor Sales, 
Kalamazoo, Mich., and Alfred B. 
Moore, Newman Motors, Inc., 
Cleveland. 


C. Russ Berry, Paddock Pontiac 
Co., Dayton; Tom Ginn, Quality 
Motors, Inc., Florence, S. C.; Rob- 
ert Roberts, Moody Pontiac, Inc., 
Ft. Lauderdale, Fla.; William A. 
Mays, Beaman Pontiac Co., Nash- 
ville; John Williams, Kittle Pontiac 
Co., Memphis; Melvin M. Haugan, 
Al Abrams Motor Sales, Chicago; 
C. F. Woodie, Badger Pontiac, Inc., 
Milwaukee; Ronald Freeman, 
Thomas Pontiac, Inc., St. Louis; 
Carl Rodine, Sumner Pontiac Co., 
Des Moines, and R. A. Korn, Han- 
son Pontiac Co., Eau Claire, Wis. 

Paul Swann, Andy Klein Pontiac, 
Inc., Overland Park, Kan.; Jack 
K. Smith, Cashon Pontiac, Inc., 
Tulsa; R. L. Harper, Taylor Pon- 
tiac, Inc., Dallas; Bill Washburn, 
Mid City Motors, Inc., Beaumont, 
Tex.; Bob Martin, Boas Pontiac, 
San Francisco; John H. Clark jr., 
Pat Clark Pontiac, Las Vegas; Al- 
fred J. Johnson, Totem Pontiac, 
Inc., Seattle, and Lee Hume, Seifert 
Pontiac-Cadillac, Inc., Denver. 


Molander Sells to Trio 


RAWLINGS, Wyo.—F. G. Molan- 
der, who has been in the auto busi- 
ness here for 30 years, has sold his 
company to W. E, Garrison, T. J. 
Garrison and Orville Kluver. The 
firm will be known as Uptown Mo- 
tors. 
























of Falcon and Corvair salesmen in 
Denver and San Francisco disclos- 
ed that they were utilizing slightly 
less than 32 percent of the points. 

The sales points included in 
Jung’s study were: 

1, Did the salesman offer a dem- 
onstration ride? 

2. Did the salesman offer any 
literature? 

3. Did the salesman try to sell 
you additional accessories? 

4. Did the salesman mention 
any reasons for buying his make 
of car? 

5. Did the salesman mention any 
reasons for buying the car from 
the dealer he represented? 

6. Did the salesman take your 
address and/or phone number? 

Jung said the survey included 11 
Ford and 11 Chevrolet dealerships 
in Chicago and all Ford and Chev- 
rolet dealers in Denver and San 
Francisco, The results are shown 
in the table accompanying this 
article. 

Much of his study was devoted 
to prices. He reported that prices 
were lower in Chicago than the 
Western cities, even after allowing 
for differences in freight charges. 

The same models were priced in 
each city—deluxe four-door sedans 
with radio, heater, automatic trans- 
mission and two outside mirrors. 

Dealers would be amused by 
some of Jung’s price observa- 
tions. In wide-eyed wonder, he 
noted that several Chicago deal- 

ers were offering discounts of 
$100 or more last November “de- 
spite the newness of the car, the 
early date in the model year and 
the great shortage of supply due 
to the steel strike.” 

He also found it worthy of note 
that “no Corvair dealer in January 
offered a price as high as the No- 
vember average.” 

And he seemed to be amazed 
as he reported that a dealer who 
had offered a price of $2,250 called 
the next morning to offer an addi- 
tional $100 discount. 

“This is the first time in over 
300 buying contacts that this has 
happened,” he said. 


Mistrial Ordered 
In Case of 4 Held 
On Fraud Charges 


DETROIT.—A mistrial was de- 
clared by Federal Judge Frank 
Picard after four days of testimony 
in the trial of four New York men 
charged with 11 counts of mail 
fraud. A new trial will be held in 
September, Picard said. 

The four men were accused of 
obtaining $300,000 from customers 
for a “turbojet converter’ which 
they contended would permit a car 
to operate on half air and half 
gasoline. 

The Government charged that 
the device was worthless and that 
advertising placed in newspapers 
and magazines throughout the na- 
tion was fraudulent. 

The defendant are David L. 
Ratke, Hartsdale; Monroe Caine, 
Scarsdale; Louis S. Wolf, Levit- 
town, and Abraham Wolf, New 
Rochelle. The Wolfs are cousins. 

During the trial, attorneys for 
Ratke and Caine admitted that the 
ads had been inserted and paid for 
by their clients, but they said there 
was no intent to defraud. 

The mistrial was ordered after 
the Wolfs’ attorneys contended that 
the admissions by the other two 
lawyers appeared to apply to all 


of the defendants, causing the jury 
to be misled. 
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It Started in 1954... 


Phone Selling Pays in Georgia 


we would probably have cleaned 
those cars out a lot faster. We 
stumbled through a lot of con- 
versations until we got the rou- 
tine or technique the way we 
have it today,” he said. 

The method is simple. When the 
party called answers, he is told that 
it is understood he is in the market 
for a new car, 

This is done before the caller 
identifies himself as a usual thing, 
unless the party called is known 
to the company or the salesman. 

By following this procedure, usu- 


By Robert H. Brown 
Staff Correspondent 

MARIETTA, Ga.—The travelling 
Salesman leaned back in his chair 
in front of a motel and said: 

“When it comes to auto- 

mobiles by telephone, those Kelly 
boys at Marietta must do a lot 
of it. Every time I go in there, it 
seems someone is on the tele- 
phone talking to someone about 
buying a car.” 

It was back in 1954 that the 
Kelly boys first learned the results 
that can be had from telephone 
selling. 

Then they had 15 Dodges on hand 
at cleanup time. It was the first 
time in years that Kelly Motor Co. 
had had that many cars left over 
toward the end of the season. 

“We went to the telephone and 
started calling customers, prospects 
and names taken out of the tele- 












Hattiesburg (Miss.) Assn. 
Elects Smith President 


HATTIESBURG, Miss. — George 
Smith, Auto Service Co., has been 
elected president of the Hatties- 
burg Automobile Dealers Assn., 
succeeding Roscoe Moore, Roscoe 


ally one gets a direct answer and 
then the identification can follow. 
The conversations are casual] and 
no high-pressure is used on the 
telephone. There are no gimmicks. 
Just plain every day conversation, 
all slanted’ on the angle that the 
party may be in the market for a 


the number of prospects 

ed, The party may not be in the 
market for a car, but he may 
know someone who is. 

“We've often got as high as three 
or four names of people who are 
interested from one of these cold 
telephone calls,” he said. 

Following a procedure day in and 
day out of making 15 calls per 
a is producing results, Kelly 
said, 





NCADA Offers Reward 


For Arson Tipsters 


RALEIGH, N. C.—The North 
Carolina Automobile Dealers 
Assn. has a statewide 
drive to crack down on persons 
who wilfully burn automobiles or 
trucks with the intent to collect 
insurance. 


ist, according to Clarence W. 
Wickham, 





busy around lunch time to be 
bothered. 

In the afternoon, they are 
started again and broken off at 
3 o’clock, No calls are made be- 
tween 3 and 6 p.m. 

In the evening, calls are started 
at 7 o’clock and broken off at 8:30 
p.m. 

Located at Marietta is a huge 
Lockheed aircraft plant and there 


late at night offers a good potential 
for successful calls between 7 and 
8:30 at night. There is another shift 
that goes to work at 3:45 p.m. So 
these people are called in the early 
afternoon. 


“We have been having exception- 
ally good results from the 1955 reg- 
istrations this year, indicating 
these people are getting their 
minds set on trading,” Kelly said. 

The senior Kelly explained a case 
of how effective the telephone can 
be 


A man had been looking at a 
truck. He was undecided. Due to 
trim and other items, it was a little 
higher than he had wanted to pay. 
He walked away. 

“The other day we called him. 
We chatted a rr ae We 
suggested maybe solution 
was to take a model a little lower 
in price, He said no, he liked 


“So we talked a bit more, and 


Se a 


phone directory. You know, in 10 
days we had moved those 15 cars 
and at good deals,” said Walter 
Kelly jr. “That showed us what 
could be done with the telephone 
and we've stuck with it.” 
Handling the Chrysler line in 
‘Marietta, Kelly Motor Co. was 

formed in December of 1945 by S. 

Walter Kelly sr. Today, the Kelly 

boys are Joe, Walter jr., and the 

founder. 

Two companies handle the en- 
tire Chrysler line, one being Kelly 
Motor Co., which sells Chrysler, 
-Iimperial and Dodge. 

Down the street a few blocks, 
they recently opened Kelly Plym- 
outh, handling Valiant, DeSoto and 
Plymouth. 

Walter Kelly jr., who was gen- 
eral manager of Kelly Motor Co., 
has become general manager of 
Kelly Plymouth, 

he Kellys have a standing 
rule regarding the use of the tele- 

Phone to sell cars: Each man 

should make at least 15 calls a 

























day. 

“This includes not only the sales- 
men but the officials, too. I make 
calls myself and so do the others. 
It’s not a case of telling someone 
else to do something while the ex- 
ecutives sit back and wait,” he 
said. 

The Kellys have followed the 
Chrysler program of selling as 
taught by the training school] in 
Atlanta, The school makes a strong 
point of using the telephone, he 
ee 
Getting back to that time in 1954 
when they had the 15 Dodges left 
over, Kelly said four salesmen were 
on the telephone for the 10-day 
period until the cars were sold. 

“We learned a lot during those 
10 days. Our technique for tele- 
phone selling was developed dur- 
ing that time. Had we had our 
talks in line better at the time, 


Accident Plot 
Against Trucks 


Nipped in Mo. 


FREDERICKTOWN, Mo. — Au- 
thorities believe that with the 
arrest here of Bernard Overstreet, 
of Memphis, a planned accidents- 
for-cash ring, which collected al- 
most $50,000 in the last three years, 
has been broken up. 

Overstreet was convicted here of 
attempting to obtain money by 
false pretenses by a jury which 
deliberated only 30 minutes, and 
sentenced to three years in the 
Missouri penitentiary. 

Prosecution attorneys said Over- 
street or another member of the 
ring would drive along the highway 
until they spotted a tractor-trailer. 
They would pass the truck and 
then slam on their brakes, causing 
the truck to crash into the back of 
their car. 

A dozen similar cases in the 
Midwest and South were presented. 
Overstreet collected about $3,000 in 
these cases alone. Roberts esti- 
mated that the ring had collected 
a total of $50,000 in all. 

The evidence was compiled by 
the Assn. of Casualty and Insur- 
ance Companies, representing the 
trucking industry, and its report 
said it has records of at least 
80 accidents in which three Over- 
streets were involved—Bernard, his 
wife Betty and an uncle Joseph. 







Moore Pontiac, 

Paul Martin, Martin Motors, was 
elected vice-president and Henry 
Richmond, Joe Morris Motors, was 
reelected secretary-treasurer. 


The company has a system and a 
time each day for calls. They start 
at 9:30 a.m. and continue until just 
before noon. Then they are broken 
off because people are usually too 


are a lot of swing workers. Calls 
are timed to catch them at home| with us before and to get the truck 


between shifts, Kelly said. 
For example, a shift going on 


e man said he had done business 


ready for delivery and he would 
pick it up.” 


SELLING SLANT OF THE MONTH! 


oe 





capture bigger prorits wit 
NEW AC CAP CABINET : ASSORTMENT 


FAST TURNOVER—FAST PROFITS 


Dealer cost for the assortment of 29 AC radiator 
caps and 14 gasoline caps is only $29.85—the all- 
metal cabinetcomesat nocharge. Withasuggested osat 
retail value of $49.85—you can make a whopping your 

$20.00 profit on an investment of only $29.85. your profit 


ORDER YOUR CAP CABINET AND ASSORTMENT CA-1 NOW! 





reel value $49.85 


29.85 
$20.00 


This attractive cap cabinet is yours 
at no cost—when you purchase the 
cap assortment! That’s right. All you 
buy is 29 radiator caps and 14 gasoline 
caps in this fast-moving assortment 
at the usual price —and this attractive 
cabinet is yours. This sturdy, all-metal 
cabinet provides display space on the 
cover for | gas tank cap and | radiator 
cap. You can use it as an attention-getting 
counter display — or mount it on your 
lube bay wall. Its spacious interior ac- 
commodates the full cap assortment, plus 
your present cap stock — with a special 
compartment for your cap tester or 
hydrometer. Here’s the ideal way to 
keep your complete cap inventory in a 
convenient spot—and build cap sales, too! 
Your cap assortment fills the bill for over 
put.of 10 customers. This fast-moving 
ent covers practically all requirements. 

e 29 radiator caps in the assortment cover 


96% of all pressure cap applications; the 14 
gasoline caps, 90%. This can’t help but add to 
your profits. 

Ahandy specification chart is also included 
—located inside the cabinet cover, handy and 
protected from dirt. This up-to-date chart will 
help you find the right cap for all applications. 
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Roundup from State Capitals ae 


By Bethune Jones 
Legislative Correspondent 
RUCK-WEIGHT restrictions were liberalized this year 
by Legislatures in Kentucky and Mississippi, while 
South Carolina lawmakers authorized longer and higher 
trucks. A bill was enacted in 


Kentucky at the recommen- 
dation of Gov. Bert T. Combs to 
permit five-axle, 73,280-pound 
trucks to operate 
on designated 
state highways. 
The top weight 
limit had been 
for four-axle 
trucks weighing 
no more than 59,- 
640 pounds gross. 

The new law 
includes provi- 
sions for a com- 

es bined weight and 

Bethune Jones registration fee 
of $750 a year for trucks within 
the weight bracket of 59,640 to 
73,280 pounds. This feature is ex- 
pected to yield between $200,000 and 
$250,000 for the state road fund 
during the next two fiscal years. 
The bill was amended prior to pas- 
sage to exempt coal trucks weigh- 
ing 39,001 pounds or more from 
weight taxes of more than $300 if 
they operate only within a radius 
of 50 miles. 

The Kentucky measure also au- 
thorized the State Highways Com- 
mission to designate roads that 
may be travelled by heavy trucks 
of all classes. 


The bill repealed an “urban 
limits” exemption, formerly in 


the law, for private and for-hire 
moto: 





















































the new industry the state hopes to 
attract. 

The South Carolina Legislature 
enacted a bill increasing the truck- 
height limit to 12% feet and boost- 
ing the combination-length limit 


to 55 feet. 
- * > 


Kansas Beats Weight Hike 


[ Kansas Legislature defeated 
a controversial bill which 
would have increased permissible 
truck weights. It died in the Senate 
after having passed the House in 
a form which would have held 
truck length to 50 feet and two 
units, but would have allowed an 





r carriers from the added 
weight taxes. This change is ex- 
pected to yield about $2.5 million 
during the next two fiscal years. 
Also repealed was a separate 
statute that formerly taxed hire- 
drive vehicles. 

The former scale of weight fees 
for vehicles was left unchanged 
otherwise, except for vehicles in the 
89,001-to-59,640-pound category. The 
fee for these vehicles was boosted 
from $300 to $325 a year. 

The Mississippi Legislature ap- 
proved a bill to increase the load 
limit on state highways from 56,000 
to 64,650 pounds. It calls for placing 
an additional axle on truck trailers 
and redistributing loads. The new 
limit was urged as a means of al- 
lowing larger trucks to serve better 


Jones & Laughlin 
Plans Network 
Of Steel Dealers 


DETROIT. — A new marketing 
concept for stainless steel, based on 
a@ program of sales support for 
steel service centers throughout 
the country, has been announced 
by the Stainless and Strip Division 
of Jones & Laughlin Steel Corp. 

M. K. Schnurr, president of the 
division revealed details of the 
program which is considered by 
the company to be unique in the 
history of steel sales. 

“To my knowledge, this is the 
first time a producer of the size, 
stature and capability of J & L has 
declared itself, as a matter of basic 
policy, to be allied to the steel dis- 
tributor,” Schnurr said, 

The service centers or ware- 
houses are set up much like auto- 
mobile dealerships. There will be 
250 to 300 of them throughout the 
country, Prices will be the same at 
the centers and at the mill, 

Highlights of the program, called 
Project 60, include: 

A $500,000 advertising campaign 
in leading business and trade pub- 
lications. 

Use of Western Union Operator 
25 service for the first time with a 
strictly industrial product, to chan- 
nel advertising inquiries directly to 
stee] service centers. 

A $1 million expansion program 





Legislation Affecting Auto Industry 









overall weight increase from 64,000 
to 73,280 pounds. 

New York State bills which 
would have set a 13%-foot height 
limit for auto transporters and 
exempted ornamental tree haul- 
ers from a 50-foot length limit 
were vetoed by Gov. Nelson 
Rockefeller. 

Among other legislative and ad- 
ministrative developments affecting 
truck regulation, the Hawaii Legis- 
lature failed to enact a proposal 
to place truck regulation under the 
State Public Utilities Commission. 

The Delaware Public Service 
Commission, acting under its exist- 
ing statutory powers, decided to 
start active regulation of motor 
carriers engaged in intrastate 
transportation. It directed all firms 


tionnaires detailing their activities 
and routes, 

It was further provided that no 
new such firms could start business 
without first obtaining from the 
commission certificates of conven- 
ience and necessity, 

oe + * 

T= Pennsylvania Public Utility 

Commission said a new ruling 
by an Interstate Commerce Com- 
mission examiner marked a major 
victory for Pennsylvania truckers. 
The ruling held that truckers oper- 
ating between Philadelphia and 
other points in Pennsylvania by 
way of New Jersey were, in fact, 
engaged in intrastate transporta- 
tion subject to state PUC regula- 
tion. 

The Pennsylvania agency had 
claimed that the firms were using 
an interstate permit to evade 
state jurisdiction. The commis- 
sion had previously ordered them 
to stop operating between Penn- 
sylvania points because they did 
not have a state permit. It was 
estimated some 50 truck lines 
would be affected by the decision. 


Illinois State Public Safety Di- 


engaged in such transportation as| rector Joseph Bibb announced re- 
of March 16 to file verified state-| sumption of enforcement of a 1959 
ments and answers to special ques-|law to require use of either con- 





176 Cars Turned Down 
After Acid Damage 


ST. LOUIS.—Chrysler Corp. 
and Ford Motor Co. have rejected 
more than $500,000 worth of new 
cars by sulphuric acid 
while in piggyback transit on the 
Frisco Railroad. 

A Frisco spokesman said 176 of 
the 225 cars were turned down. 
The cars included Lincolns, 
Chryslers, Imperials, Mercurys, 
— DeSotos and Val- 

ts. 





tour or straight splash guards on 
trucks, 

The latest Illinois splash-guard 
law went into effect Jan. 1. It lost 
its effectiveness, however, when an 
injunction was granted Jan. 30 in 
the city court of Granite City after 
15 truck companies challenged its 
constitutionality. The law’s validity 
subsequently was upheld. 

Protesting truckers, engaged in 
hauling materials in dump trucks 
and ready-mix concrete trucks, had 
contended the splash guards could 
not be used on their trucks, that 

(Continued on Page 29, Col, 5) 


SELLING SLANTS 


many years! 


PRESTO FRY PAN 


Big 11-inch model will give your 
wife plenty of room to easily 
and assuredly prepare perfect 
meals every time she uses it! 
Fully automatic! Ends scorching 
and burning! Can be submerged 
in water for quick, easy washing! 
A gift she'll treasure for many, 





Give the little 
otfered with AC'S new 


AC’s newest, value-packed FUEL PUMP PROMOTION is your 
call to fuel pump sales action and profit—and the immediate 
ownership of a brand-new, fully automatic PRESTO FRY PAN, 
PRESTO CONTROL MASTER and PRESTO RECIPE BOOK! 













(patral Maite. | 


APPLIANCES 
RECIPE BOOK 





i 
ONES HEED SEEM me me om 












lady 


PRESTO RECIPE BOOK 


Eighty pages that take your wife 
through carefully prepared recipes 
for delicious food specialties. In 
addition are instructions on the care 
and use of her new Presto Fry Pan 
and Control Master Unit. She'll find 
@ new joy in cooking—the Presto 
way! 


USE THIS PROMOTION TO 


providing additional production fa- 
cilities and storage space, to in- 
sure prompt deliveries to steel 
service centers. 

Ready-made direct mail pro- 
grams to be provided with imprints 
of the steel service center only. 








Actually puts an electric range in the palm of her hand—by operating 
eight different Presto appliances to perfection. Easily attaches to her new 
Fry Pan to assure completely accurate control of heat. Features large, 
easy-to-operate temperature selector dial. The seven other appliances 
are available through your local Presto dealer. 


STIMULATE EMPLOYEE SALES ACTION! 
The Presto Fry Pan and Control Master Unit makes a per- 
fect prize for an employee Fuel Pump Sales Contest. 


Offer them as the reward to your service men selling eight 
AC Fuel Pumps during this big profit-making program. 









oe 
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In the Spotlight— 


A feature of the grand opening of the new Feder Pontiac dealership in Shaker 





Heights, O., was this mink-trimmed Pontiac convertible, complete with mink-trimmed 
blonde. The dealership has an unusual layout in that one building is provided for car 
sales and a second building houses the parts and service departments. Parking space 
was provided between the buildings. 


this automatic 


| Fuel Pump Promo 









HERE’S THE 


FIRST—order any 6 fast-moving, profit-making AC Fuel 
Pumps of your choice—and include only an additional 
$17.40 for the promotion package. 


SECOND — you'll receive the new AC Promotion Package 
that includes: 


@ Big 11” Presto Fry Pan 
@ Presto Control Master Unit 
@ Eighty-Page Presto Recipe Book 


@ Two AC Fuel Pumps (#4460, Single Action, 
Chevrolet V-8, 1955-57) worth $17.40. 


THIRD —by selling the. two fast-moving AC Fuel Pumps 
included in the package, you automatically recover 
$17.40. Thus, your profit from the sale of the two pumps 
pays for the promotion package. The Presto Fry Pan, 
Control Master Unit and Recipe Book offer years of 
“dining at the Ritz”—at home! 


PROMOTION! 






SHAKER HEIGHTS, O. — The 
new home of Feder Pontiac differs 


from the usual dealership layout 
with the salesroom in the front and 


the service department in the rear. 


The Feder operation has one 
building for car sales and an ad- 
joining building for the parts and 
service departments. Space for 
parking is provided between the 
buildings. 


President Marcus Feder jr. ex- 
plained: “We took a tip from mid- 
town New York City dealers, who 
always separate their sales from 
the service facilities because of the 
high office costs, noise and un- 
avoidable congestion.” 

In preparing to move from a 
crowded downtown Cleveland loca- 
tion to what is becoming a subur- 
ban auto row, Feder and his archi- 
tect worked with Pontiac and 
General Motors officials on the two- 
building layout. 

“Most of our people hated to 





ion | 


AC SPARK PLUG ¢ THE ELECTRONICS DIVISION OF GENERAL MOTORS 


ORDER YOUR FPM-69 FUEL PUMP PROMOTION PACKAGE—NOW!? 


Feder’s New Location Offers .. . 7 
A Change in Design 


Fry Fan 









Geiger-Sirl Pontiac dealership in 
1954, 

Feder’s new service facilities 
are a distinct change from the 
old. According to Clarence Let- 
terle, veteran service manager, 
the company will be able to serv- 




















leave our old Euclid Avenue loca- 
tion,” Feder continued, “but we 
simply outgrew the space available 
there. Parking was a nightmare, 
and our service facilities were far 
too cramped for customer and em- 
ploye: convenience. 

Feder’s new facilities cover 50,- 
000 square feet at 3620 Lee Rd. 
Space is no longer a problem. 
Even the doors to the service 
department are king-size: 18 feet 
wide. 

The showroom and sales offices, 
which include offices for Feder’s 
Federal Car Leasing subsidiary, are 
completely air conditioned. 

Feder has come a long way since 
he took his first job in the auto- 
mobile business, selling Velie autos 
for Euclid Motor Car Co. in 1919. 
Since then he has sold Maxwells, 
Clevelands, Chryslers and now, of 
course, Pontiacs and Vauxhalls. 

For 30 years a partner in Dowd- 
Feder, Feder took over the old 


“We've always been able to hire 
the best mechanics,” says Letterle, 
“but our old facilities were so 
crowded that it was physically im- 
possible to move cars around very 
easily. Now watch ug go.” 

A mink-trimmed 1960 Pontiac 
convertible competed for attention 
with mink-covered “Miss Office Gal 
of 1960” during Feder Pontiac’s 
open house at the new location. The 
model’s mink stole was given away 
to one of the visitors when the 
grand opening ceremonies were 
completed. 





(Continued from Page 28) 
they were not easily obtainable 
and that penalties were indefinite. 
* 


‘Cheater’ Brakes Ordered 


|= Iowa attorney general’s of- 
fice ruled earlier this year that 
truckers using the state’s high- 


ways must have brakes on their 
“cheaters,” the truckers’ name for 
extra axles and wheels suspended 
near the regular rear axles. The 
cheaters usually are rigged so the 
tires ride off the pavement when 
the truck is empty, but carry part 
of the truck weight under a heavy 
load. 

Backing up a warning by the. 
Iowa State Safety Department, 
the opinion said Iowa law makes 
no exception for cheater axles 
in 


has increased rapidly, raises the 
rear-end weight limit from 18,000 
to 32,000 pounds. 

The New Jersey Assembly passed 
and sent to the Senate a bill to 
require automatic brakes on most 
truck trailers. It would require 
brakes that can be “automatically 
and promptly” applied if the trailer 
works loose from its towing vehicle. 

The measure also would provide 
that after next Jan. 1, every truck 
and trailer equipped with air 
or vacuum brakes would have to be 
equipped with a second braking 
device and an audible or visible 
warning signal to indicate brake 
failure. 

Three other bills aimed at reduc- 
ing truck accident fatalities were 
introduced in the New Jersey Leg- 
islature, Two would duplicate pro- 
visions which the Interstate Com- 
merce Commission already requires 
of trucks bearing ICC licenses. 

One is for protection of auto 
occupants who may be involved 
in a rear-end collision with a truck 
which has a very high clearance. It 
would require that all trucks, other 
than truck tractors, pole trailers, 
and road tractors, whose body or 
chassis assembly has a rear-end 
clearance of more than 30 inches 
from the ground, be provided with 
bumpers to reduce the clearance 
to that height. 


ANOTHER bill would offer pro- 
tection to drivers of trucks 
with certain types of cargo. It 
would require that vehicles carry- 
ing beams, pipes, sheet metal and 
heavy rolls must not only have the 
load securely fastened or braced, 
but also must have header boards 
or similar devices strong enough 
to prevent the cargo from penetrat- 
ing or crushing the driver’s cab. 
The third bill would increase from 
100 to 200 feet the minimum dis- 
tance at which a truck may follow 
behind another truck. 

Laws enacted by the Michigan 
Legislature included a measure giv- 
ing the State Highway Reciprocity 
Board added authority in dealing 
with the problem of truck-licensing 
rates among the states. P. H. Van 
Lopik, board secretary said it 
would permit the board to exercise 
greater flexibility in dealing with 
other states on rates for trucks in 
interstate commerce. 

Bills enacted by the New York 
State Legislature included a meas- 
ure to require two amber reflectors 
on the front of trucks. | 
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Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

THE past, I received inquiries 
from auto dealers regarding 
likelihood of damage liability aris- 
ing from defect in tires. I have 
located late and 
outstanding high- 
er-court decisions 
which very satis- 
factorily answer 
this important 

question. 

The law is now 
established by a 
new decision that 
any negligence of 
a tire rebuilder 
or recapper who 
sells a defective 
tire may result in heavy damage 
liability. 

See Smith v. Frontier Tire Co., 
3387 Pac, (2d) 299, The testimony 
in this case showed that an em- 
ploye of an auto dealer told one 
Smith that “recaps” are just as 
good as new tires and have the 





same guarantee. Smith bought the 
recapped tires and had them 
mounted by the dealer's employe 
on the two rear wheels of his auto- 
mobile. 

After driving about 850 miles 
one of the capped tires blew 
out, Smith lost control of his au- 
tomobile and ran. into a ditch, 
suffering severe injuries. 

Smith sued the dealer for heavy 
damages and proved that the ac- 
cident happened when a large sec- 
tion of the rubber tread separated 
from the cords, thereby throwing 
the car out of control and off the 


During the trial Smith proved 
that the tires had been stored by 
the dealer for some time where 
they got wet. The higher court de- 
cided that the separation of the 
tread from the cords was caused 
by the tire having been wet during 
the storage, Hence, the higher 
court held the dealer liable in 
heavy damages to Smith, saying: 

“The evidence of the appellant’s 


GMAC 


» | GENERAL MOTORS ACCEPTANCE CORPORATION  € 


TIME PAYMENT 


(dealer’s) negligence igs related to 
the manner in which he stored the 
tire so that it got wet, thus creat- 
ing a steam hazard in the tire due 
to heat generated in normal] driv- 
ing.” 
* * + 
At: the higher court held the 
dealer responsible for the oral 
guarantee of his employe that the 
recapped tires are “just as good as 
new.” The court said: 

“The record is clear that Smith 
in buying recapped tires relied 
upon the warranty that they 
Were as good as new.” 

This higher court went on to ex- 
plain that the dealer and seller of 
the recapped tires may have avoid- 
ed liability in damages for Smith’s 
injuries if he had proved that his 
employe made no statement likely 
to induce Smith to believe that re- 
capped tires are as “good” as new 
tires, and that the dealer had stor- 
ed the tires in a dry and reasonably 
cool location, oe 


Salesman’s Guarantee 


A Cosnine to a late higher 
court decision either an auto 
dealer or a tire manufacturer is re- 
sponsible for tire guarantees or 
representations made by an agent | 
or salesman. | 
For illustration, in B. F, Good- 








Veteran Dealers Honored— 
H. R. McNeil, left, McNeil's Plymouth 


Center, East Los Angeles, Calif., and 
Bill Mead, right, Mead Motors, San 
Gabriel, Calif., receive silver trays to 


commemorate their 25 years as Plymouth- 
DeSoto dealers. The presentation was 
made by Jack Sparkes, Plymouth-DeSoto- 
Valiant Los Angeles regional manager. 


rich Co. v. Hammond, 269 Fed. 
Rep. (2d) 501, the testimony 
showed that a man named Ham- 
mond purchased four Goodrich 
Premium “Life-Saver” tubeless 
tires for his automobile. 


The tires were installed on the 





Winning MORE TIME BUSINESS comes from better Time Sales 


Management. A 5-Step Program is used by General Motors 


Dealers who are “stepping up” results from time sales control. 


Ask your GMAC representative for complete information. 


Available to Dealers in CHEVROLET » PONTIAC « OLDSMOBILE « BUICK »* CADILLAC new cars and used cars of all makes 





wheels of the automobile by an em- 
ploye of the tire store. The sales- 
man who sold the tires represented 
to Hammond that the tires were 
blowout proof and that if there was 
an injury to a tire, as a hole 
through the casing into the air 
chamber, a sealing substance would 
enter the hole and partially close 
it and thereby cause the air to es- 
cape from the tire slowly, thus 


i} avoiding a quick blowout and en- 


abling the driver to keep control 
of the automobile. 

After Hammond had run his au- 
tomobile approximately 3,000 miles, 
after purchasing the tires, he was 
killed when the right rear tire 
blew out and the car left the high- 
way. Hammond’s wife was killed 
in the same accident. 

* +. + 
AMMOND’S $$ administratrix 
sued B. F. Goodrich Co. to re- 

cover heavy damages for death of 
Hammond and his wife. 

During the trial convincing testi- 
mony was given by another motor- 
ist who was driving in the same di- 
rection as the Hammond automo- 
bile, and in the rear thereof, He 
testified that the right side of the 
Hammond automobile sank below 
its normal position and that its 
rear end began to swerve back and 
forth on the paved highway. The 
automobile finally left the highway 
and overturned. 

Skid marks on the pavement 
indicated that one rear tire must 
have blown out, After overturn- 
ing, the automobile came to rest 
in an upright position on its four 
wheels. The right rear tire was 
blown out, The other tires were 
still inflated. 

In view of the testimony, the 
higher court held B, F. Goodrich 

Co. liable in heavy damages for 
death of Hammond and his wife. 
The court said: 

“The tires sold to Hammond, as 
designed and manufactured, were 
intended to afford protection 
against sudden blowouts and were 
purchased to be used as tires pro- 
tected against sudden blowouts. In 
the manufacturing process there 
was inadequate bonding between 
the liner and the rayon cord. That 
defect caused the puncture sealing 
compound to fail to function as in- 
tended and caused the sudden 
blowout. Here, the right rear tire 
which blew out was defectively 
manufactured, in that the liner 
was not adequately bonded to the 
rayon cord in the area where the 
blowout occurred. Such defect ren- 
dered the tire inherently dangerous 
when used for its intended pur- 
pose. Accordingly we hold that 
there was an implied warranty of 
fitness on the part of B, F. Good- 
rich Co., that such warranty was 
breached, and that the administra- 
trix was entitled to recover for the 
wrongful death.” 


Imports Rate Tops 
In Purchase Plans 
Of Sports-Car Fan 


NEW YORK.—A survey of read- 
ers of Sports Car Illustrated re- 
vealed that 51.2 percent of those 
planning to buy a car in the next 
12 months said they will consider 
an imported make only, the maga- 
zine said. 

The magazine said 19.9 reported 
they plan to buy a domestic car 
only, while 21.1 percent said they 
plan to purchase both. Another 7.8 
percent said they didn’t know 
which type they will buy. 

Of those contacted, 56.5 percent 
said they are planning to buy a 
car within the next 12 months, the 
magazine reported, and 43.5 percent 
said they had no such intentions. 

A new car Was specified by 62.1 
percent of those who said they 
would consider an import only, 
while 16.2 percent reported they 
planned to get a used car. 

Among those who favored the 
domestic only, 63.7 percent said 
they would buy a new car and 23.5 
reported they preferred a used ve- 
hicle, Fifty-eight percent of those 
considering both indicated they 
would buy new, while 19 percent 
Said they would go for a used car. 


Campbell Adds Lark 


SANTA FE, N. M.—Collin W. 
Campbell has been appointed Stu- 
debaker dealer. In the auto busi- 
ness since 1939, Campbell is also 
franchised dealer for Pontiac- 
Buick. 











Air Flo Wheelcovers Lyon Whitewalls 





MAKE LYON YOUR PROFIT-PACKAGE 
FOR THE BIG COMPACT CAR MARKET! 


Over 1,500,000 compact cars will be sold this year 
... and nothing dresses up a compact like Lyon 
Air-Flo Wheelcovers and ‘‘Whitewalls!’’ Cash in 
on this big small car boom with the Lyon profit 
package! Mail coupon today for complete infor- 
mation and illustrated literature. 





I@yon 
AIR FLO WHEELCOVERS 


Reflecting ten years of continuous research, new Air-Flo 


Wheelcovers prove again Lyon leadership . . . Lyon quality in 
the field of wheel trim products. A remarkable new concept 
in wheelcover design, the Lyon Air-Flo combines beauty, style 
... and, for the first time, practical utility as well. Fashioned of 
nickel-alloy stainless steel, Air-Flo Wheelcovers help dissipate 
excessive brake, wheel and tire heat generated by faster 
speeds, higher horsepowers, and the industry trend to smaller 
wheels. Lyon Air-Flo Wheelcovers are spring steel strong— 
will not jar loose under the severest road conditions! 


‘ 


Patented 
Construction 


LYON WHITEWALLS 


LYON AIR-FLO WHEELCOVERS 
WORK LIKE A POWERFUL FAN 


Friction causes heat—the friction of 
tires against the road at high speeds, 
the friction of brakes against the brake 
drums when stopping. All of this heat 
must be dissipated quickly. 

With every revolution of the wheel, 
air is scooped up by the wheelcovers at 
velocities reaching a maximum of twice 
the speed of the moving automobile . . 
forcing cooling air across the entire 
brake drum area without whistle. 


SUGGESTED RETAIL 
13” Size..... kia tert ant . $22.95 per set 


EWU cits ok oe alercom een wes $24.95 per set 
of the Rockies) 





New Lyon “Whitewalls’’ attach under 
the wheelcover, providing a clean 
ow of white between tire and wheel- 
cover—concealing unsightly balance 
weights and rusty wheel rims. 


@ MADE OF NEWLY-DEVELOPED, HIGH DEN- 


SITY POLYETHYLENE! 


@ WILL NOT CRACK, CHIP, PEEL OR DiS- 


COLOR! 


@ HIGHLY RESISTANT TO OIL, GREASE AND 


ROAD TARS! 


@ EASIEST WHITEWALL ON THE MARKET TO 
ATTACH—NO NEED TO REMOVE WHEEL 


OR DEFLATE TIRE! 


© FASTEST, EASIEST WHITEWALL TO CLEAN! 
©@ LIGHTWEIGHT, SELF-CENTERING— WILL NOT wy 


THROW WHEELS OUT OF BALANCE! 


SUGGESTED RETAIL 


@ WILL FIT ALL LYON, AND MOST FACTORY- 
INSTALLED WHEELCOVERS! $4.95 PER SET 


(Slightly higher West of Rockies) 


LYON INCORPORATED 
13881 W. CHICAGO BLVD., DETROIT 28, MICHIGAN 


Please send complete details on: 
[_] air-FLO WHEELCOVERS ["] :;wHirewatis"’ 


NAME 
ADDRESS 
CITY 


Type of business 








Sales Conditions in Various Areas... 


uto Market Reports 





Dayton, O. 


Compact cars walked off with 
22 percent of the new-car sales in 
Montgomery County (Dayton), O. 


in April. 


Falcon, Corvair, Valiant, Ram- 
bler, Lark and Comet accounted 


for 529 of the 2,420 new-car sales 


The breakdown: Falcon, 131; Ram- 


bler, 125; Corvair, 114; Valiant, 75 
Comet, 72, and Lark, 12. 


There were 129 imported-car 


sales, 


Dealers found significant the fact 
that Valiant sold only five fewer 
than the 80 of its big brother, 
Plymouth, and that Comet was only 
eight below the 80 for Mercury. 
And Dart, with 146, far outstripped 
the standard Dodge, which sold 11. 

Chevrolet had 733, followed, in 
order, by Ford, 299; Pontiac, 198; 
Oldsmobile, 159; Buick, 100; Mer- 
cury, 80; Plymouth, 80; Cadillac, 40, 


and Volkswagen, 37. 
—James A, MOFFAT 


* * * 


Minneapolis 


New-car registrations in Henne- 
pin County (Minneapolis) totalled 
2,773, compared with 2,322 in the 


year-ago month. 

For the first five months, 
total was 20,682 this year and 18,413 
last year. 

Chevrolet again set the pace in 
May with 499 registrations. Ford 
was second with 373 and Pontiac 
took third with 197. 

Other registrations: Rambler, 
191; Oldsmobile, 181; Dodge, 169; 
Buick, 157; Falcon, 141; Plym- 
outh, 127; Comet, 101; Valiant, 
98; Cadillac, 79; Goliath, 76; Mer- 
cury, 61; Studebaker, 58; Volks- 
wagen, 41; Chrysler, 39; Renault, 
37; Corvair, 35; Fiat, 10; Austin- 
Healey, 9; Austin, 8; Triumph, 8; 
Hillman, 7; Peugeot, 7; Lincoln, 
6; DeSoto, 5; Simca, 4; Vauxhall, 
4; Mercedes-Benz, 3; Volvo, 3; 
MG, 2; Morris, 2; Willys, 2, and 
miscellaneous, 33. 

New trucks delivered in Henne- 
pin County during May totalled 333, 
compared with 234 in the year-ago 
month. 

A breakdown by makes follows: 
Ford, 107; Chevrolet, 96; Interna- 
tional, 59; GMC, 19; Dodge, 11; Reo, 
9; White, 5; Mack, 4; Willys, 4; 
Diveo, 3; Diamond T, 1; Stude- 
baker, 1, and miscellaneous, 14. 


—Donatp M. Lyons 
* cg * 


Washington, D. C. 


May new-car sales in the Nation- 
al Capital area totalled 2,366, com- 
pared with 2,394 a month earlier. 

By makes, registrations were: 
Chevrolet, 481; Ford, 278; Ram- 
bler, 183; Plymouth, 170; Pontiac, 
137; Dodge, 133; Oldsmobile, 133; 
Falcon, 130; Valiant, 92; Corvair, 
85; Cadillac, 73; Buick, 55; Comet, 
53; Volkswagen, 49; Chrysler, 46; 
Mercury, 40; Studebaker, 37; Re- 
nault, 35; Mercedes-Benz, 16, and 
Fiat, 15. 

Lincoln, 15; Peugeot, 12; Au- 
stin, 10; Imperial, 10; Metropoli- 
tan, 10; Jaguar, 7; English Ford, 
6; Hillman, 6; Morris, 6; Opel, 5; 
DeSoto, 4; Taunus, 4; Triumph, 4; 
MG, 3; Sunbeam, 3; DKW, 2; 
Saab, 2; Simca, 2; Vauxhall, 2, 
and miscellaneous, 12. 

New-truck registrations number- 
ed 217 in May, compared with 231 
the previous month. By makes: 
Chevrolet, 114; Ford, 45; GMC, 19; 
International, 12; Willys, 6; Divco, 
4; Dodge, 3; White, 3; Mack, 2, 
and miscellaneous, 9. 


—WILLIAM ULLMAN 


* * * 


Youngstown, O. 


New-car registrations in Mahon- 
ing County (Youngstown), O., in 
May totalled 1,396, compared with 
1,339 a month earlier and 1,076 a 
year earlier. 

Volume, as compared with the 
previous month, was up 6.2 percent 
for domestic cars but was down 
40.3 percent for imports. 

By makes, registrations were: 
Chevrolet, 298; Ford, 205; e, 
156; Rambler, 116; Pontiac, 109; 
Falcon, 67; Oldsmobile, 65; Plym- 
outh, 59; Buick, 55; Comet, 43; 
Corvair, 41; Mercury, 41; Valiant, 
39; Cadillac, 22; Studebaker, 17; 





the 
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Chrysler, 11; Volkswagen, 11; De- 
Soto, 5; Lincoln, 1; Edsel, 1, and 
miscellaneous, 23. 

Used-car sales totalled 2,156 in 
’| May, compared with 2,179 a month 
earlier. 

New-truck registrations num- 
bered 89, compared with 105 the 
previous month. By makes, regis- 
trations were: Chevrolet, 33; Ford, 
31; International, 7; Dodge, 6; 
GMC, 4; Willys, 3; Volkswagen, 2; 
White, 1; Mack, 1, and miscellan- 
eous, 1. 


* * 


Houston 


A total of 4,346 new cars were 
sold in the Houston area in May, 
compared with 4,944 a month ear- 
lier. 


Volume of domestic makes de- 
clined 11.3 percent, while imports 
were down 19.1 percent. 

By makes, registrations were: 
Chevrolet, 1,208; Ford, 754; Pon- 
tiac, 307; Oldsmobile, 246; Ram- 
bler, 238; Falcon, 203; Buick, 187; 
Dodge, 161; Corvair, 116; Renault, 
114; Cadillac, 102; Plymouth, 87; 
Valiant, 81; Comet, 76; Volks- 
wagen, 61; Studebaker, 54; Mer- 
cury, 41; Opel, 30, and Austin- 
Healey, 27. 

Chrysler, 26; Triumph, 22; Peu- 
geot, 21; Metropolitan, 19; Mer- 
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Highways 





Brian Rootes, managing director 
of Rootes Motors, Ltd. has warned 
Britons that their roadbuilding pro- 
gram is dangerously inadequate. He 





Dart Conquests 


Outside Chrysler 
Top 48 Percent 


DETROIT.—More than 48 per- 
cent of the tradeins on the ’60 
Dodge Dart are non-Chrysler Corp. 
makes, says J. B. Naughton, Dodge 
general sales manager. 

Naughton said 23.6 percent of the 
tradeins on the 118-inch-wheelbase 






Reasons Why 
AMALIE; 
Pennsylvania Motor Oil 
Lubricates Better: 





cedes-Benz, 17; Volvo, 16; Imperial, 
14; DeSoto, 12; English Ford, 12; 
Lincoln, 12; MG, 12; Datsun, 11; 
Sunbeam, 11; Fiat, 10; Hillman, 10; 
Morris, 6; Vauxhall, 5; Jaguar, 3; 
BMW, 3; Willys, 3; Simca, 2, and 
miscellaneous, 6, 

New-truck registrations totalled 
662, compared with 747 a month 
earlier. By makes, registrations 
were: Chevrolet, 273; Ford, 229; 
International, 63; GMC, 22; Dodge, 
13; White, 13; Willys, 11; Volks- 
wagen, 9; Mack, 8; Diamond T, 6; 
Studebaker, 6; Datsun, 4; English 
Ford, 2; Reo, 1; Autocar, 1, and 
miscellaneous, 1. 

+ 








1 Amalie is refined from the 
finest Pennsylvania Crude 
Oils. And, as you know, Penn- 
sylvania Crudes are acclaimed 
by engineers as the best lubri- 
cating of any crude known. 













Birmingham, Ala. 


New-car sales in Birmingham 
numbered 1,675 in May, compared 
with 1,526 in April, 

By makes, they were: Chevrolet, 
499; Ford, 238; Falcon, 168; Pantiac, 
118; Dodge, 87; Oldsmobile, 84; 
Buick, 79; Rambler, 56; Plymouth, 
46; Comet, 45; Valiant, 42; Volks- 
wagen, 39; Cadillac, 37; Studebaker, 
20; Mercury, 19; Corvair, 18; Chrys- 
ler, 15; DeSoto, 8; Renault, 7; Fiat, 
5; Metropolitan, 5; Triumph, 5; 
Austin-Healey, 4; MG, 4; Borgward, 
3; Volvo, 3; Imperial, 3; Opel, 3, 
and miscellaneous, 15. 

—Srvuart Rippie 






Amalie refines this pre- 
cious crude through a slow, 
gentle, low temperature proc- 
ess. Each stage of refining is 
controlled closely to protect 
the natural lubricant from 
high heat or high pressure 
damage. 
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3 Because of this careful re- 
fining method, Amalie Oil lasts 
longer, costs less per mile. 
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Ask your Amalie Distributor about 
the Amalie 30,000 mile new 







cor guarantee. It will help you 
“*close’’ more prospects, and it 
will build your service business. 







Member Pennsylvania Grade Crude 
Oil Association Permit No. 12. 


& Safety 







AMALIE DIVISION £-6 Sonneborn Chemical and Refining Corp., Franklin, Pa. 
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said Britain should look to the 
United States as an example of 
how to handle the problem of keep- 
ing up with road requirements. 


Unless Britain drastically in- 
creases its roadbuilding program 
immediately, he stated, the country 
will soon find itself commercially 
throttled by traffic congestion. 


Rootes pointed out that even 
though the government embarked 
on a special four-year roadbuilding 
program in 1958 with a budget of 
$784 million, this amount is barely 
enough to stand still, much less get 
ahead of the problem of rapidly 
increasing road congestion. 

“It looks,” he said, “as though 
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Dart have been Dodges; 27.9 per- 
cent, other Chrysler-built cars, and 
48.5 percent, cars manufactured by 
other auto companies. 

He said 54.1 percent of the trade- 
ins on the 122-inch-wheelbase 
Dodge have been Dodges; 18.8 per- 
cent, other Chrysler Corp. makes, 
and 27.1 percent, cars built by 
other companies, 

Naughton reported that 44.7 per- 
cent of the tradeins on all models 
of the 60 Dodge cars—both Dodge 
and Dart—were non-Chrysler Corp. 
makes. This compares with a per- 
centage of 37.1 last year, he said. 






Money Tree in Texas— 


Money-tree promotion pulled traffic to 
Texas Motors (Ford), Fort Worth, for dem- 
onstration rides. Any adult over 21 was 
invited to the showroom to have a ride 
in a demonstrator. At its conclusion, he 
was permitted to select an envelope from 
the money tree. Money in the envelopes 
ranged from a minimum of one dollar 
to a maximum of $100. A display ad 
and radio spots did the pulling. The tree, 
envelopes and the decoration on each en- 
velope were painted in gold leaf. The tree 
was placed in the showroom where it 
could be seen by passing traffic. 




















the condition of our roads, relative 
to the volume of traffic at the end 
of the government’s four-year plan 
in 1962, will be worse than it is 
today.” 
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o* 
Traffic Safety Council 
Set Up in New Hampshire 
State Rep. Charles W. Kimball 


GREYSIRON®GASTINGS 


* 


ONEOF THE NATION'S 
LARGEST "AND MOST MODERN 
PRODUGTION FOUNDRIES 


director of the New Hampshire 
Citizens’ Traffic Safety Council, a 
new organization which will set up 
a specific highway-safety program. 

The council has the support of 
Gov. Wesley Powell and Motor Ve- 
hicle Commissioner Frederick N. 
Clark, both of whom played a major 
part in formalizing its aims and 
purposes. 
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* * * 
Auto Seat-Belt Campaign 


Is Planned in Connecticut 


Connecticut’s State Safety Com- 
mission has appointed a special 
four-member committee to develop 
a statewide public-education pro- 
gram on the use of seat belts in 
motor vehicles. 

Commission Executive Director 
James K. Williams said the. com- 
mittee, headed by Charles Mitchell, 
regional manager for Esso Stand- 
ard Oil, would formulate a policy 
statement on use of the belts and 
recommend an appropriate public- 
education program. 

” oh 
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Schwartz Ford Cited 


For Decatur Trainer 

Principal Hugh J. Andrews, of 
the Decatur (Ind.) High School, 
has presented a plaque to 
Schwartz Ford Co,, Inc., Decatur, 
for supplying a driver-training 
car for the 1959-60 school year. 

The plaque was provided by 
the Chicago Motor Club, sponsor 
of the behind-the-wheel driver- 
education program. 

































“CHILDERS CARPORTS HAVE HELPED INCREASE OUR USED CAR 
SALES and gross profit per unit,” says Bob Berry of Bob Berry Ford, Fort 
Wayne, Ind. “Childers Carports save us about $50 a month on clean up 
costs—this is enough to pay for the carports.” Read how Childers Carports 
can increase your profit, pay for themselves on Page 55. 
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4 Permanent colors — DAY & NIGHT 
Get up to 100% more light on your cars 
Portable decorating system 

Permits use of smaller bulbs 

CUT electric bill & bulb cost up to 40% . 


<i om 
Eo 


“WE PURCHASED CHILDERS CARPORTS TO HOUSE AND DISPLAY 
new cars outdoors at a minimum of capital expense. After 30 days of use, 
we are convinced that we could not have spent our money more wisely,” is 
bow H. P. Buck of Buck Buick, Rock Island, Il., rates bis Childers Carports. 


Read all about Childers Carports on Page 55. 
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CLAMP-ON, 
PERMANENT 
REAR DECK TYPE 
Type 12 Shown 
Fits VW Sedan 
and Kermann Ghia 
LIST $24.75 
DEALER COST: 
$14.85 









og ALL ALUMINUM we 


AGE RACK 


For All Station Wagons & For 

























Distributor Inquiries Invited 


eign Cars 


62 S&S. State St., Hackensack, N. J. 
HUbbar 


(Racks for compact cars, too, at lowest prices) 
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Capsule Reports sae 


Auto News in Brief 


LOS ANGELES.—A plant for the 
manufacture and fabrication of 
flexible polyurethane foam—a cush- 
ioning material widely used for au- 
tomobile seats and padding—has 
been placed in production here by 
Armour Alliance Industries, a divi- 
sion of Armour & Co. 


Housed in a recently constructed 
wing of the firm’s Los Angeles 
cushioning plant, the new Armour 
facility has a capacity of 9,000 
pounds of foam an hour—enough 
to fill 1,000 mattresses or 4,000 sofa 
cushions, 4 

aa + 


Armstrong Rubber Plans 


Plant in Hanford, Calif. 


WEST HAVEN, Conn. — Arm- 
strong Rubber Co. has announced 
plans for a $25 million tire produc- 
ing plant to be built in Hanford, 
Calif. 

The proposed one-million-square- 
foot plant will be located on 320 
acres in Hanford. Except for the 
section set aside for raw material 
and finished goods storage, the 
plant will be 8 one-story structure. 

* * 


Abbott-Glass Represents 


GM Diesel in Utah Area 


SALT LAKE CITY. — Abbott- 
Glass GM Diesel, Inc., has been ap- 


“:|pointed distributor for engines 


manufactured by Detroit Diesel 
Engine Division. 

The. new company, located at 56 
W. Seventh South, will handle GM 


| Diesel sales, service and parts in 
#|Utah and in several bordering 
#| counties in Nevada, Oregon, Idaho 
#|and Wyoming, A branch has also 


been established at 900 E. Park 
Blvd., Boise, Id. 
* 


. 


| Sealed Power of Canada 
_ | Begins Plant Expansion 


STRATFORD, Ont. — Contracts 
have been let and work has started 
on a $250,000 expansion and mod- 
ernization program at the Sealed 
Power Corp. of Canada plant here. 

The expansion will increase plant 
area by about 40 percent, accord- 


Z ing to A. M. Bell, managing direc- 
#|tor. When the factory addition is 


completed, there will be approxi- 


¢| mately 50,000 square feet of unob- 





BIG PROFITS FOR DEALERS NOW! 


CHOICE DEALERSHIPS AVAILABLE 





The Porter—edds 24 cubic feet of safe, dust-free, weather-protected carrying capacity to small cars. 


new! neat! and nimble! 





MASTERCRAFT SPORTZTA DLE 


it’s Three trailers in one! The spanking-new Mastercraft Sportable 1000 is a Porter... 

a Hauler... and a Sleeper. You get a sturdy basic utility trailer (HAULER) and by adding a 
lock-equipped fiberglass top, you have a safe, luggage-carrying PORTER ... or add 

the complete, specially-designed cover with slide-out canvas compartment and you have the 
SLEEPER. A larger capacity utility-sleeper combination, the Sleeper 1500 is ideal for heavier loads. 





PREE sales-building literature 
back a hard-hitting advertis- 
ing campaign to your cus- 
tomers. 


. FEATURES: Precisely-balanced construction + Full width tail gate * Welded steel body « 


8” demountable auto wheels * and many more engineering and design advances. 
Designed and engineered by Mastercraft—makers of America’s favorite boat trailers. 


MASTERCRAFT trailers, inc. 


Subsidiary of Cadre Industries Corp. 





MIDDLEFIELD STREET * MIDDLETOWN, CONNECTICUT + P.O. BOX 398, LOS GATOS, 
CALIFORNIA « 525 NORTH ANDERSON ST., ELWOOD, INDIANA 





structed manufacturing area in the 

plant, he said. 
oa * * 

General Contract Finance 


Opens Three More Offices 


ST. LOUIS.—Three more loan 
and finance offices have been estab- 
lished by General Contract Finance 
ae bringing the total number 

‘o 64, 


Newest locations include a second 
office at Birmingham, Ala., and 
others at Huntsville, Ala. and Kan- 
sas City, Kans. 

+ * + 
Experimental Racing Car 
May Go into Production 


ROCHESTER, N. H.—Great Falls 
Products Co, may start manufac- 
turing the Pacer, a small racing 
car, it has been announced by 
Kenneth Denton, general manager. 

Employes of the plant have been 
building the vehicles on their own, 
he said. The car will be tried out 
on an experimental track to be 
constructed in back of the plant. It 
then may be decided to turn out the 
cars on a commercial basis, Denton 
said. 

* * + 
Tulsa Teacher Acquires 


Assets of Old Auburn Firm 


TULSA.—Glen Pray, Tulsa school 
teacher and sports-car enthusiast, 
has purchased the assets of the 
Auburn (Ind.) plant in which the 
old Auburn, Cord and Duesenberg 
were built. He acquired parts, blue- 
prints, dies and patterns for the 
cars, which went out of production 
in the ’30s. 

Pray said he would establish 
manufacturing facilities in Tulsa to 
supply parts to the 600 owners of 
the three cars. He indicated that 
many of the owners helped him 
finance the purchase. 

a * * 


American Zinc Institute 


Moves to New Quarters 


NEW YORK. — American Zinc 
Institute, Inc., has occupied new 
and larger offices at 292 Madison 
Ave., New York 17, N. Y. 

According to John L. Kimberley, 
AZI executive vice-president, the 
institute’s expanded facilities will 
enable it to serve more efficiently 
and expeditiously those industries 
producing and using zinc and zinc- 
coated products. The facilities will 
be occupied by the institute, the 
full administrative staff of AZI’s 
expanded research program, and 
the Lead Industries Assn., Kimber- 
ley said. 

* * 
Argentine Firm Formed 


To Turn Out Auto Parts 


CLEVELAND.—A new corpora- 
tion has been established to manu- 
facture valves and other automo- 
tive parts for the Argentine auto- 
motive industry. 

The new company, Productos 
Thompson Argentina (PTA), was 


Pontiac Trainees Graduate— 








formed by Thompson Ramo Woold- 
ridge, Inc., Cleveland and Indus- 
trias Kaiser Argentina (IKA), an 
affiliate of Willys Motors, Inc., 
Toledo. The initial capitalization of 
about $2 million was contributed 
in equal shares by the founding 


companies. 
* * 


Firestone of Canada Plans 


One-Piece Tire Molds 


HAMILTON, Ont. — Tooling up 
will begin soon at Firestone of 
Canada’s plant here for the use of 
a new type of tire molding which, 
according to the company, will 
eliminate the seam around the cen- 
ter of tire treads where the two- 
piece molds met. 

T. M, Mayberry, Firestone presi- 
dent, said the unbroken ring of 
tread design will produce virtually 
perfectly round tires with improved 
traction. Firestone’s new Calgary 
(Alta). branch plant will be 
equipped with the molds when pro- 
duction is started there later this 
year. 

* * + 


Chemstrand Aids Drive 


WASHINGTON. — Chemstrand 
Corp. of New York has joined the 
ATA Foundation. The grant by 
Chemstrand made it the 30th par- 
ticipating member of the public in- 
formation, education and research 
organization for supplier coopera- 
tion with the trucking industry. 

* * * 


Kansas City, Boston Districts 


Established by Dayton Tire 


DAYTON.—Two new tire sales 
districts with headquarters in Kan- 
sas City and Boston have been 
established by Dayton Tire & Rub- 
ber Co., a division of Dayco Corp. 

The Kansas City district will 
serve Northwestern Missouri, 
Northeastern Kansas, Eastern Ne- 
braska and Southern Iowa. M. A. 
Drey jr. is manager. The Boston 
district will serve all six New Eng- 
land states. It is managed by John 
K. Loughlin. 


* * * 


B-O-P to Supply Cars 


For Kansas Centennial 


KANSAS CITY, Kans.—Buick, 
Oldsmobile and Pontiac will sup- 
ply official and parade cars for the 
Kansas Centennial which is to be 
observed in 1961, according to a 
General Motors spokesman. 

The first fleet of nine all-white 
automobiles has been delivered. The 
cars will be replaced as they ac- 
cumulate 3,000 miles. The second 
fleet will consist of nine all-gold 
cars, to be delivered when the ’61 
models are available. 

* *~ ak 


H. K. Porter Purchases 


Tulsa’s Allied Paint 


PITTSBURGH.—H. K. Porter Co., 
Inc., has purchased Allied Paint 
Mfg. Co., Tulsa, according to C. L. 
Holbert, Porter president. Allied 
now is the Tulsa Works of Porter’s 
Paint Division. Ainslie Perrault, 
former president of Allied, is man- 
ager. 

Purchase of Allied Paint follows 
Porter’s acquisition last January of 
Patterson -Sargent Co., Cleveland, 
manufacturer of the “BPS” paint 
line. 





Five graduates of Pontiac's Dealership Management Training Program met with L. 





W. Walker, third from right, administrative assistant to Pontiac's general sales mana- 
ger, following intensive study at General Motors Institute in Flint. From left are 
Ronald B. Miller, Miller Pontiac-Cadillac Corp., Rahway, N. J.; Larry Louviere, Lovisiana 
Motors, Lafayette, La.; Elbert J. Peneger, Peneger Motor Co., Rockingham, N. C.; 
Walker; Reese Belshee jr., Hedvick Auto Co., Salisbury, N. C., and John P. Praides, 
Montauk Pontiac, Inc., Bay Shore, N. Y. 





“One. out of 3 TV Guide families will buy a car this year— 


that’s about 244 million prospects for us.”’ 
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Service Management 


{ Regular Monthly Section for Those Who Maintain America’s Motor Vehicles 





U. C. Survey Points 
To Need for Better | 
Conditioning Setup 
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Chevrolet Honors Its Outstanding Service Managers— 


Each year Chevrolet recognizes its outstanding retail service managers in an effort to help the dealers and service managers 
in building better, stronger customer relations and to have a smoother, better trained organization. Shown are service managers 
from Chevrolet's North Central region touring the Corvair engine plant in Tonawanda, N. Y. From left, front row, are John 
DeMusy, North Canton, O.; Russell Allen, Williamsville, N. Y.; Tom Stewart, Mogadore, Ore.; Jim Findley, Hudson, Mich.; Earl 
Cavender, Mason, Mich., and Ted Steede, Alliance, O. Second row: Joe Morris, Churchville, N. Y.; R. M. Kelly, Chevrolet repre- 
sentative, Detroit; Martin Bayliss, Defiance, O.; Russ Lewis, Mt. Pleasant, Mich.; Arthur Snyder, Alabama, N. Y., and Edmund 
Huffman, Archbold, O. Third row: Phil Finewood, East Rochester, N. Y.; Harry Doehring, Bay City, Mich.; Harry Fillmore, Fremont, 
O.; Alex Lidell, Flint; Russ Rutherford, Rittman, O., and E. O. Groetshel, Chevrolet representative, Cleveland. Fourth row: Chev- 
rolet Representatives H. S. Bock, Buffalo; E. S. Cobb, Detroit; H. D. Didama, Detroit; H. Kassin, Detroit, and J. P. Wilburn, Flint. 


Poor Fluids Peril Transmissions 


UBSTANDARD automatic-trans- | 


some substandard fluids are sold | oiliness, low pour points, some EP 


mission fluids now can be as at a cut price, some of those that) properties and a very high viscosity 


costly to the car owner and nearly 
as dangerous as substandard brake 
fluids, if a recent Ford Motor Co. 
test can be a criterion. 

In this test a nationally mar- 
keted substandard fluid was run 
in an automatic transmission for 
300 hours, which is equivalent to 
about 18,000 miles of normal op- 
eration. 

At only 100 hours the transmis- 
sion-shift mechanism failed and at 
300 miles, the working parts of the 
transmission were frozen beyond 
compare. 

Perhaps one reason why more 
dealers and factory service men 
have not been as conscious of this 
damage is that total failure usually 
results after the policy period of 
12,000 miles and normally when the 
car is in the hands of the second 
or third owner. 

However, results of the Ford test 
and subsequent research indicate 
that dealers are missing a potent 
sales argument for keeping owners 
of older cars coming back to them 
for protective service. 

* * * 


OT all transmission fluids label- 
led Type A are “right” for mod- 
ern automatic transmissions. While 


Inspection Shows 
One Car in Two 
Needs Shocks 


IL. CITY, Pa.—Evidence to sup- 

port the claim that every other 
car needs new shock absorbers 
was produced recently in a free 
checkup at Weaver Buick here. 

For years the shock absorber 
industry hag used figures based 
on the age of cars on the road, 
replacement sales and other data 
to support one-in-two or one-in- 
three figures. 

Out of 44 cars checked in the 
two-day clinic, 24 sets of shock 
absorbers and three sets of load 
levelers were sold or replaced. 

In addition, 15 sets of spark plugs, 
21 battery cables, 10 tuneup jobs, 
six air filters and one body repair 





index so necessary to maintain the 
proper viscosity through a wide 
temperature range for best opera- 
tion, particularly when hydraulic 
controls are actuated by the fluids. 

However, as automatic-trans- 
mission complexity and engine 
horsepower continued to increase, 
some instances were encountered 
in which fluids fully qualified 
under the existing Type A speci- 
fications resulted in sludge for- 
mation under severe service con- 

(Continued on Page 38, Col, 1) 


failed in the tests sell for the same 
price as recommended fluids. 
It is hard to determine whether 
the wrong fluid has caused the 
failure of an automatic transmis- 
sion. Even quality transmission 
rebuilders say that while most 
transmissions they get show evi- 
dence of sludge and gumminess, 
it is difficult to say whether sub- 
standard fluid caused the trouble 
or whether the transmission was 
run too long with the old fluid. 
However, these men say that to 
avoid the exceedingly high cost of 
transmission trouble, owners should 
be warned to use only fluids label- 
led “Automatic Transmission Fluid 
Type A, Suffix A,” and to have the 
transmission fluid changed at least 
every 20,000 miles if the car is sub- 
jected to extremely hard usage. 

The original Type A specification, 
issued in 1949, was based on exist- 
ing satisfactory products, and 
many automatic transmissions for 
cars designed and developed since 
then have been using such a fluid. 

Under this specification, fluids 
were subjected to extensive engine 
and transmission tests by an inde- 
pendent laboratory, and each fluid 
that met or exceeded the test re- 
quirements was assigned an indi- 
vidual qualification number which 
was embossed or stencilled on each 
container. 


By George E, Toles 

Staff Correspondent 
RADFORD, Pa.—A free “life- 
time lubrication” program is 
producing excellent business re- 
sults at Johnston Oldsmobile, Inc., 
here, according to Paul B. John- 

ston, dealership president, 

Shortly after Johnston bought 
out Robertson Motors last year, 
he launched a revitalizing pro- 
gram centered around the lubri- 
cation deal. Johnston worked out 
arrangements for the program 
with a local oil company, 
According to Johnston, results of 
the program are these: 

1. It brings in new customers. 
2. It igs building confidence in the 
dealership’s products and in the 
organization itself. 

3. It is helping promote service 
and parts business. 

4. It is creating goodwill faster 
than any similar program in John- 
ston’s long experience. 

5. It provides the firm with 
word-of-mouth advertising — the 
most difficult for a new dealer 
to achieve. 

Johnston said that in December, 
1959, service absorption wag 19 per- 
cent. By March, 1960, it rose to 50 


* * 


Fluids Rated High 


LUIDS of this type had high 
oxidation and foam resistance, 


Ontario Drafts Rules 
On Brake-Fluid Sales 


TORONTO.—The first regula- 
tions to be made under amend- 
ments to the Highway Traffic 
Act, passed by the Ontario Parli- 
ament during the last session, 
will control the sale of brake 
fluid. 


Transport Minister John Yar- 
emko will draft the regulations 
after the amendments become 











a surveys indicate that 
the market is spotty and that 
many dealers are getting a little 
worried about the impact of the 
compacts on this year’s market. 
They note that buyers with limited 
funds can purchase compacts for 
less down and longer terms, which 
means lower monthly payments. 

But smart car merchandisers 
across the country are still work- 
ing successfully on the proven 
principle that there isn’t anything 
wrong with the used-car market 
that good reconditioning and 
selling won’t cure. 

While it is true that the market 
is spotty and that dealers who do a 
fairly good reconditioning job may 
find the market weak while dealers 
less than 100 miles away are hav- 
ing good selling, the local condi- 
tions often can be overcome by 
smart merchandising. 

For instance, a Boston dealer 
reported that he had a 32-day stock 
a@ year ago and now he is down to 
17 days and his vehicles are moving 
nicely and at good profits. A Wor- 
cester (Mass.) dealer who had a 
68-day stock a year ago now is 
operating on a 15-day basis, and 
a Providence dealer who had a 45- 
day stock a year ago now has a 
19.5-day supply. 

* * ” 


Must Finish the Job 


= answer to the changes in 
these dealers’ operations is the 
manner in which they are present- 





For Service-Minded Dealer .. . 


Free Lubrications Pay Off 


year. The card states that the 
holder is entitled to the free 
monthly chassis lubrication only 
as long as he owns this automo- 
bile. The card must be presented 
to the service writer for credit. 

The card lists the motor number, 


serial number, ignition key number 
(Continued on Page 40, Col, 1) 











ing their merchandise to the public. 
In each case, they wholesale their 
stuff unless it is sharp—clean inside 
and out, good rubber and an engine 
that starts quietly when the starter 
switch igs turned. 

Good used-car merchandisers 


like these say that far too many 
(Continued on Page 72, Col, 1) 


Backshop 





HE General Motors Guardian 

Maintenance summer program 
kicked off with a page in Saturday 
Evening Post, June 4, a page in 
Life June 13 and will be followed 
by a page in Look July 5 and the 
July Reader’s Digest. In addition to 
this national promotion, advertising 
was scheduled for weekly newspa- 
pers and Sunday supplements on 
through Aug. 1. 

Besides this written promo- 
tion, the corporation is hitting 
the biggest automobile driving 
audience in the world with radio 
commercials on six network pro- 
grams that will be carried in 212 
of the nation’s major markets 
and a spot radio schedule in 79 
leading markets, all during the 
13 weeks of the prime vacation 
period. 

It is estimated by radio folks 
that this will increase the GM pro- 
gram’s penetration to the American 
driving public by approximately 170 
percent. 

With approximately 55 million 
cars and 10.5 million trucks on the 


road and with approximately 47 
(Continued on Page 39, Col, 1) 


law this month. The amendments 
give the government power to 
control the sale of dangerous 
automotive materials and acces- 


percent. He expects it to reach 65 

percent or better during June. 
Focal point®of the free lubrica- 

tion program is a customer identi- 


Contest Recruits Future Mechanics— 


Chrysler Corp. dealerships throughout the country dipped into one of the best “minor 
league” mechanic organizations in the industry this spring and came up with a large 


number of potential “big league" service technicians. The “minor leaguers” were i 
high school students who participated in the 1960 Trouble Shooting Contests, cospon- | 
sored by dealers in 16 cities. Of the 68 boys who participated in last year's Detroit 
event, 25 are presently working for Chrysler Corp. dealers. This year, all 56 con- 
testants in the Philadelphia contest were offered jobs by dealers prior to the event. 

Many of the boys have already accepted. 


fication card which entitles the 
holder to a complimentary monthly 
chassis lubrication. 

On the back of the card are 12 
punch areas where the card may 
be punched each month of the 


job resulted from the clinic. eories. 


“Some retail outlets are a 
dumping ground for inferior 
brake fluid from United States,” 
Yaremko said. 
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fhe conaliet tn havens Gage Dealers Expected | 
To Get 4 Percent 


ments. 
This helps the order writers esti- a 

mate the time needed to service a 

particular unit and prevents them Of Sp ring Up keeps 

from promising completed work NEW YORK.—A seasonal peak in 
the auto maintenance industry is 
expected this month when the first 
warm days of spring send some 20 


when it can’t be handled during the 
million passenger cars to local serv- 


dealership’s work day. 
ice staff, Richmond Motor Co., Inc.| frames back into factory toler- eae ae 

ice stations and garages to have old } 

antifreeze drained and summer | 








Richmond Motor in New Home .. . 


Service Showplace Opens 


ICHMOND, Va.— With a new|machine enables mechanics to 
dealership and a 52-man serv-| bring all but totally wrecked 


ot ne 





(Ford), believes it has one of the/| ances. TIRE salesroom and tire-repair 
most efficient backshop operations| There’s also a wheel-alignment department have been inte- 
in the South. machine which, according to Rich-| grated into the service department. 
_ A feature of the new setup is |mond Motor, “not only diagnoses There is an office for insurance maintenance performed. 
the separation of facilities for car |the problem but suggests needed| adjusters and another office for - 
and truck repairs to expedite the | remedies to correct the car’s align-| the handling of customer war- The Good Car-Keeping Institute 
handling of both types of units. | ment.” ranty and polley claims. A loung AEA Wins Award— estimates that dealer service shops 
The service department has six An intercom system keeps the | for truck drivers is another fea- The Automotive Electric Assn., Detroit,| Will handle 40 percent of this auto 
underground lubrication pits, 19} shop control manager in touch ture of the operation. received an award for outstanding maintenance this year and local 
mechanical lifts, 37 service stalls,| with all facets of the service op- achievement from the Chamber of Com-| Service stations, 56 percent. The re- ; 
three body stalls, three new-car| oration, while order writers are The truck service en i5| merce of the United States at the cham-| maining 4 percent will be handled 
get-ready stalls, three used-car re- advised of the service load by a independently heated an F CON"! ber's award meeting in Washington. The| by miscellaneous establishments, in- 
conditioning stalls, eight truck and all isbeinean wg ms om ditioned so that all-night service org was presented to J. Howard Reed, cluding tire and accessory shops | 
’ tractor stalls, five paint bays, two lig — Panel Walch indi |operations can be conducted when |i. sca executive secretary, and Ray B.| and al sto 
ss —————— | neCeSSary. Tow trucks, capable of Roberta, eoater, ABA décor, by Erwin and gener res. 


trucks, a steam-cleaning rack and| F; B handling heavy trucks and trac-//, ; y award| Zncreased interest in preventive 
S red Bauer Chevrolet tors, are part of Richmond Motors’ Se eee > par wal el te maintenance has increased the auto 


an undercoating lift rack. > i 
Expands Service Area service fleet. ment in education, training, technical in-| UPkeep industry by more than 30 


The shop can service 56 cars and 
10 trucks at one time. PORTLAND, Ore.—F red Bauer; The dealership carries a $250,000) formation, industry understanding and| percent since 1952, and auto manu- 
* * ¢ Chevrolet is constructing an addi-| parts inventory which is housed | public and industrial relations in the auto-| facturers estimate that this interest | 
} 


wash racks for cars and one for 


= technical service department | tion to its service department, The/in a bin storage system that re-| motive service industry. in preventive maintenance hag in-. 
is equipped with the latest test-| dealership is adding 8,150 square| portedly cost $55,000 to install. All; ——_—————---- | creased the life expectancy of the 
ing devices, and the dealership | feet of floor space—7,200 for service | parts are catalogued, cross-indexed| 4... iignt on dealer thinking, read Dealer | 2VeTage Car to six years, the Insti- 
claims that its frame-straightening'and 950 for the parts department. | and controlled, Forum each week on Page 3. tute reports. 


HOW TO SPOT AN UNTUNABLE ENGINE IN LESS THAN A MINUTE! 


"sO DO mye 


Dealer Training 
and Service in 


nYNA-VISION | 


Weare prepared to sell and train deal- 
ers on a national basis through the 
following Dyna-Sales companies (ad- 
dresses indicate store and warehouse 







. locations): 
Belleville, N.J. 
500 Cortlandt St..PLymouth 1-2222 
} Boston, Mass. 
s 7 Jersey St........... COpley 7-3159 


Chicago (Oak Park), lil. 
666 W. Madison St....EUclid 3-5950 


Cincinnati (Deer Park), Ohio 
3980 Superior Ave... TWeed 1-3748 


Cleveland, Ohio 
7413 Memphis Ave. 
SHadyside 9- 
Dallas, Tex. eer 


5523 Dyer St....... EMerson 8-8155 


Denver, Col. 
1217 California St..... TAbor 5-5066 


Detroit, Mich. 
15827-31 Plymouth Rd. 


BR 3-5144 
Houston, Tex. 
6821 Academy St...MAdison 3-1442 


Indianapolis, ind. 
6060 E. Washington St. 
FLeetwood 9-9026 


pQWER-CHEN (ame 


F 
AN EXCLUSIVE FEATURE 0 


THEYER] 


Los Angeles, Calif. 
833 E. Sixth St.....MAdison 7-9377 


You can’t tune an engine properly if valves are 
sticky, burned or out of adjustment, rings bad or 
gaskets leaking. All tune-up procedures used to in- 
clude a compression test to check these parts. Today 
this is seldom the case because of the prohibitive 
amount of time and labor involved in making the 
test on modern overhead-valve V-8 engines. Yet 
these engines are affected far more by mechanical 
faults than were the older low-compression engines. 

Power-Chek, exclusive with Heyer Dyna-Vision, 
now solves this problem electronically. Using the 
same three connections as the Dyna-Vision ignition 
test, it instantly spots bad valves, rings and gaskets, 
even bad camshafts or wrong valve timing. A Power- 
Chek is actually better than a compression test, 


ee ey 


Heyer Industries Incorporated, Dept. AN-6 ! 


Belleville 9, N.J. 

[_] Send complete data on Dyna-Vision with Power- 
Chek, including details of easy payment plan. 

(_] Arrange a demonstration at my convenience. 


OIG nsnisrsspiimenicinabiiiiantetinnatiincads ae 
Company 
Address 


No. of mechanics employed 


in siicilseicibpe ee aetiataalindienentnsiiensaeaiveanensamisiuemiietsimnsian 


ee 


because it checks power produced by each cylinder 
while the engine is running. With any other equipment 
of any type, a comparable test takes up to 114 hours. 
Power-Chek does it in less than 1 minute. 

Power-Chek insures you against trying to tune an 
engine that first needs mechanical repair—and 
10-15% of all engines fall in this category. Thus you 
save time and labor, get fewer comebacks, improve 
your customer relations, and sell more parts and 
services. So why buy a scope that checks ignition 
only. Dyna-Vision with Power-Chek provides the 
100% diagnosis you need for really profitable tune-up 
and does the whole job—ignition, carburetion, low 
voltage and compression—in less than 15 minutes. 
Mail the coupon for complete details. 





HEYER INDUSTRIES INCORPORATED 
Belleville 9, NJ. 


Milwaukee, Wis. 
3222 National Ave. 
EVergreen 4-0787 
Minneapolis, Minn. 
5456 Nicollet Ave.....TAylor 4-0430 


New Orleans, La. 
7202 Washington Ave...... GA 2214 


Philadelphia, Pa. 
831-33 N. Broad St...POplar 3-2973 


Pittsburgh, Pa. 
22 Diamond North..FAirfax 1-1234 


Rock Island, Iii. 
2823-8 1/2 Ave. Rock Island 8-6598 


San Francisco, Calif. 
183 Utah Ave........ JUno ..9-5363 


Seattie, Wash. 
3155 Elliott Ave.....ATwater 3-5345 


St. Louis (University City), Mo. 
7523 Olive St. Rd. PArkview 1-2562 


Dyna-Vision Representatives 


Atianta, Ga........+.6 MElrose 4-4959 
Burlington, N.C........JUniper 4-7239 
Gadsden, Ala........++. Liberty 6-0100 
Kingsport, Tenn......... Circle 6-2667 
Nashville, Tenn.........ALpine 5-3574 
Phoenix, Ariz......... Amherst 5-6786 
Richmond, Va...........Milton 3-7708 
Tampa, Fla............Tampa 47-2494 
HEYER INDUSTRIES INCORPORATED 
Belleville 9, N.J. 
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ditions in the new transmissions. 

Improved products were devel- 
oped to alleviate these conditions 
and a modified specification identi- 
fied as “Automatic Transmission 
Fluid ‘Type A, Suffix A” wag issued 
in November, 1957, to cover these 
improved products, 

The test requirements of the new 
specifications are more severe. To 
qualify, fluids must possess im- 
proved high-temperature oxidation 
stability in addition to the original 
specifications, Most of these also 
remain wholly fluid at much lower 
temperatures. 

In addition to oxidation, it was 
found that the original fluid did not 
allow proper operation at low tem- 
peratures, which eliminated much 


Ford Gives School Equipment 

MINNEAPOLIS. — Ford Motor 
Co, has presented $1,000 worth of 
mechanical training equipment, in- 
cluding a diesel engine, to the high 
school at Owatonna, Minn, 
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Unit Ruined After 300-Hour Run in Ford Test. . . 


Poor Fluids Peril Transmissions 


of the band wear found in some| for their heavy-duty torque con- 
erters. 


transmissions when operated under 
severe conditions in cold weather. 

Although suitable for most auto- 
matic transmissions, “Suffix A” 
products are generally recommend- 
ed for cars and light delivery 
trucks. 


1955, General Motors’ Allison 
Division introduced a specifica- 
tion for a fluid for their automatic 
transmissions for heavy-duty 
trucks, buses and earth-moving 
vehicles. In these applications, 
Type A and Type A, Suffix A prod- 
ucts show exceptionally ‘satisfactory 
performance, However, the service 
does not demand all of the charac- 
teristics of these fluids. By reducing 
the fluid requirements, less costly 
ingredients can be used. 
Fluid designation Hydraulic 
Fluid Type C-1 has been assigned 


Vv 

Dealers and owners should avoid 
fluids or additives which profess to 
eliminate transmission leakage and 
which contain chemicals which 
cause swelling and hardening of 
the transmission seals and soften- 
ing of clutch material, engineers 


say. 

Some additives have been found 
to contain moisture and acids 
which result in sludge and corro- 
sion, eventually causing sticky 
valves and erratic shifting. 

Some additives are known to con- 
tain cleaning agents which remove 
the protective oil coating from fric- 
tion surfaces, which cause excessive 
wear. 

Additives, depending upon their 
viscosity, will cause thinning or 
thickening of the transmission 
fluid, affecting pressures and re- 
sulting in erratic: shifting. 

* * * 


New Seals Soften Oil 


co new high-temperature rub- 
ber seals used in some Chrysler 


Death of a Transmission— 


These are the components of an automatic transmission which was ruined during 
operation with a substandard transmission in a 300-hour lab test conducted by Ford 
Motor Co. At the end of the test, the equivalent of 18,000 miles, the transmission was 
so filled with sludge gna samish that it no longer would operate, the company said. 


Corp. transmissions have a _ tend- 
ency to soften in Type A oil. If 
certain additives are used, they 
may cause oversoftening of the 
seals and premature failure. 

One factory service manager 
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SOAPLESS 


QUICK SAFE EASY 


A-P Special D-5 Vinyl Cleaner 
cleans new fabric of a synthetic 
nature, such as Vinyl, Nylon, Or- 
lon, Cotan and Naugahyde. It is 
excellent for Vinyl interiors. 
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AN: ANER SYNTHETICS 


VINYL 
NYLON 
ORLON 
COTAN 

NAUGAHYDE 


el finishes. 
ible Tops. 


A-P Special D-5 Vinyl Cleaner ‘is 
non-injurious to lacquer and enam- 


Excellent for Convert- 


ARNDT-PALMER Laboratories, Inc. 
17730 Dora St. - Melvindale, Mich. 


Gentlemen: 


Ship to 


Quarts of A-P Special D-5 Vinyl Cleaner @ $ 1.25 qt. 


F.O.B. Melvindale, Mich. 


| have deducted my 2% and am enclosing check [] or ship open acct. [_] the following order: 
(for dealers with D. & B. rating) 


5 Gallon Cans A-P Special D-5 Vinyl Cleaner @ $14.00 (5 gal. can) $ 


$ 


Via 











Dealer 





Address 


Dealer’s Order No. 








City 


State 








sums up the use of additives in 
automatic-transmission fluids by 
saying: “The only spurious fluids 
that we (his company) have en- 
countered are the leak-correction 
additives. Most of these additives 
swell the seals temporarily, and 
then cause more severe leaks due 
to permanent damage to the seal 
materials, These ‘snake-bite’ rem- 
edies are a hoax, but unfortu- 
nately some people try them be- 
fore they learn.” 

What makes the use of these 
substandard fluids so shocking is 
that they are merchandised widely 
throughout the United States, 
which means they may be used in 
many thousands of vehicles, 

The Ford test which resulted in 
the failure is part of the firm’s 
manufacturing-standards test for 
Automatic Transmission Fluid 
Type A, Suffix A, which all Ford- 
recommended automatic-transmis- 
sion fluids must pass. 

This phase of the test, called the 
Automatic Transmission Oi] Oxida- 
tion Stability Bench Test, consists 
of operating a current automatic 
transmission with an oil-sump tem- 
perature of 175 degrees F. for 300 
hours. This is equivalent to about 
18,000 miles of driving. 

Visual inspections are made at 
100 and 200 hours. Filter-paper spot 
tests are taken every 25 hours. At 
the end of this test, the transmis- 
sion is disassembled and rated for 
both varnish and sludge, using the 
industrywide sludge-and-varnish 
rating technique. 

* * 

N THE Ford Motor test, the 

transmission was found to be 
varnished at the 100-hour inspec- 
tion. It was difficult to get the 
transmission to shift into the se- 
lected range. This condition wors- 
ened during the remainder of the 
test. After 200 hours, the selector- 
cable connector sleeve and output 
shaft were stuck tight with de- 
posits, 

After 300 hours, the transmis- 
sion was dissassembled and found 
to be in worse condition than 
those tested previously with other 
fluids. Most main-shaft compon- 
ents could not be disassembled by 
regular means, and large’ tools 
such as pry bars and hand pres- 
ses were required for disman- 


All components were heavily var- 
nished and sludged, and the control 
system was inoperative because of 
stuck spools in the valve body. 
Clutch, and servo mechanisms were 
inoperative because of heavy var- 
nish deposits. The transmission as 
a whole was impossible to operate 
because of the high deposits of var- 
nish and sludge. 

The only protection the dealer 
and owner have against these sub- 
standard fluids is to buy fluids that 
carry the “Type A, Suffix A” label 
on the can, and to" buy from sources 
whose reputation for putting out a 
quality product is well known. 

Dealers, however, can save their 
customers, especially those who buy 
used cars, considerable annoyance 
and money by suggesting that they 
bring the vehicle to the dealer for 
transmission-fluid changes at least 
every 20,000 miles or less. 

They also can save the owners 
money and trouble by warning 
them to keep their transmissions 
in perfect adjustment, Many trans- 
mission rebuilderg claim that much 
excess wear is due to allowing the 
transmissions to be operated when 
not in proper adjustment. 
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percent of all of these vehicles in 
the five-to-nine-year age bracket. 
General Motors dealers are going 
to be exposed to the hardest hitting 
barrage ever aimed at developing 
service work and profits, 

+” * * 


TT big questions now are: Will 
the dealers for whom this hard- 
hitting promotional effort has been 
created, be in shape to take care of 
the customers it will send to their 
shops for tuneups, brake and front- 
end work and appearance condi- 
tioning? 

And will the majority of the 
dealers realize that this is an 
opportunity to win back many of 
the customers they used to have 
but who have gone elsewhere for 
many reasons? 

If there ever was a time in a 
dealer’s history when he and his 
shop force should go all out to be 
extra courteous and painstaking to 
take care of their customers as 
they would like to be treated if 
they were preparing to go on their 
vacations or were miles away from 
home while on vacation, it is this 
summer. 

Much can be done to either in- 
crease the popularity of the prod- 
uct and the status of the dealer or 
conversely, to widen the breach in 
customer-dealer relations, 

* + * 


es it is a daring move 
on the part of General Motors 
officials. In setting up this vaca- 
tion-time barrage, they have shown 
that they have the utmost confi- 
dence in the great majority of their 
dealers to step up to the task. 

The entire summer program is 
aimed at the two most important 
things people think about when 
they go on a motoring vacation, the 
safety of their family and the pride 
they take in their car’s appearance. 

The program stresses the need 
for complete lubrication and tire 
rotation, front-end adjustment to 
insure easier steering and safety, 
brake inspection and adjustment 
and appearance services. 

Display materials are furnished 
all dealers in the program to iden- 
tify the dealers the public has been 
reading about and hearing about. 

The corporation is telling its 
dealers that much of this service 
will belong to the man who ells 
it on his contacts with the car 
owner. 

* + + 2 
G* IS POINTING out that many 
other sales can be made to 
those who come in to the dealer- 
ship in response to the campaign, 
such as tires to the man who comes 


.in for a front-end check and who 


has bald rubber on his wheels. It 
takes little selling to put safe rub- 
ber on those wheels, if the owner 
is getting ready to start out on a 
long driving vacation. 

Circle service is also being pro- 
moted which only means that the 
order writer take a 20-second 
walk around the car as he is 
writing the R.O., noting the other 
needed work that means a more 
safe and enjoyable vacation trip. 
Most every motorist who has 
taken a touring vacation has 
memories of the things that went 
wrong on some other trip miles 
from home. 

Such a circle trip and the sug- 
gestions the order writer will be 
able to offer will at least let the 
owner know that the dealer and his 
crew are thinking about him and 
his pleasure on his upcoming vaca- 
tion, even if he doesn’t buy at the 
time. 


And dealers can take a tip from 
the pages of the oil marketers in 
seeing to it that the shop is clean 
and inviting, that it is easy for the 
owner to drive in and that his work 
will be done when promised, These 
are the things that make lasting 
good impressions. 

* + * 


Pointer on Filters 


PUROLATOR comes through 
with a bit ‘of advice that should 
be of value to not only these GM 
dealers but all dealers at this time 
of the year when all of us use our 
automobiles more. The point is the 
loss in gas mileage that ig experi- 


‘ 


enced when one drives with a clog- 
ged air filter. 

In a recent test, the company 
found that three 1959 Mercury 
cars gained an average of 3.6 
miles per gallon when a new 
filter was installed in place of the 
dirty one used in the first test. 
The cars got an average of 13.6 

miles per gallon on the clogged 
filter and 17.2 on the new filters. 
Three Plymouths given a similar 
test produced 14 MPG on the dirty 
filter and 16.4 MPG on the clean 
filter for an average gain of 2.4 
MPG. Both sets of cars were run 
at an average speed of 60 miles per 
hour, into and with the wind and 
over the same terrain. 
+ * * 
ACCELERATION tests were 
given both sets of cars from a 
standing start to 60 MPH. The 
Mercurys with the clogged filters 
took an average of 17 seconds 
while, with clean filters, they did it 


Wi 


he 
ps 


in 12.26 seconds and showed a sav- 
ing of more than 4 seconds. 


ms, 
This certainly points up the im- 
portance of calling the air filter 
and its need for cleaning to the 
attention of every customer, espe- 
cially in the summer time when 
dusty roads and other dust areas 
are more bothersome. 
+ * * 


Andy Althouse Retiring 


AX DY ALTHOUSE is retiring 
from the Detroit school system 
Sept. 1, I just learned. 

That may not make sense to 
many of my readers but, to any- 
one who has been identified with 
automotive instruction in the vo- 
cational school system of this 
country, it will mean that one 
of the pioneers in automotive- 
mechanic instruction in voca- 
tional high schools is getting out 
of the harness, We are all going 
to miss him. 


teaching career at the University of 
Michigan when he took over the 
job of teaching mechanics for the 
army in World War L 


1920, he was called to Detroit 
to develop the first automotive 
vocational course in the Detroit 
public school system, The first class 
was started in Cass Technical High 
School, This was followed shortly 
after by a similar class in Wilbur 
Wright High School. 

By 1929, the automotive classes 
had been spread to six schools and 
Andy had been brought in to the 
central office to supervise the auto- 
motive vocational program. 

Andy was one of the first to 
put on “trouble-shooting” con- 
tests. He instituted such a pro- 
gram on a small basis back in 
1985 and ran it until 1941, In his 
competition, however, he used 
three boys to a car with a boy 
who acted as captain of the team 
sitting in the driver’s seat. 

He has been active in all of the 
Ford vocational-school competitive 
programs as well as the Plymouth 
trouble-shooting program. He re- 


Andy started his automotive! tires as assistant director of voca- 


PADS ADJUST TO 
THREE HEIGHTS 


ARS LOBE 


. 


Sa 





Handles cars easier, faster, safer... 


tional education of the Detroit 


school system. 
* * * 
Rebuilt Engines 


I UNDERSTAND on good author- 
ity that the MoPar Division of 
Chrysler is investigating the rebuilt 
engine field with an eye to devel- 
oping its own group of engine re- 
builders, These would rebuild all 
Chrysler engines so that dealers 
would be able to sell a guaranteed 
rebuilt engine on an exchange basis 
similar to the way Ford has been 
operating for a number of years. 

Talking with leading engine re- 
builders, some of whom are inter- 
ested in this move, I learned that 
there is a movement on foot now 
among a group of the better re- 
builders to give a new engine war- 
ranty on rebuilt engines. Every 
engine rebuilt by this group would 
carry the quality insignia and the 
warranty. 


Felt Distributes Overdrive 


ROSEBURG, Ore.—Floyd Felt, 
3441 W. Harvard Ave., has been ap- 
pointed distributor of an overdrive 
for four-wheel-drive Jeep vehicles 
in Oregon, Washington, Idaho and 
Northern California. The unit is 
assembled by a Los Angeles firm. 





makes service and repair work more profitable 


The Rotary Two-Plunger Frame Pick-Up 
Lift was designed for car ‘dealers and 
service shops. Better than any other lift on. 
the market, it has the flexibility required 
to lift the many car shapes, sizes and 
body styles now on the road. 

This ‘“‘octopus-like” reach and posi- 
tioning feature is important to faster, 
safer, better service and repair work. 

With plungers and runners placed side- 
by-side, wide open accessibility extends 
from bumper to bumper and all undercar 
parts requiring mechanical work are ex- 
posed to easy reach. Other features of 


this new lift include: 





off-center loading 


draulic operation 


e Width at jacks only 39”... compact 
and foreign cars can straddle lift easily 


e Heavy-duty 814” jacks permit greater 
e Safe, maintenance-free Rotary Full-Hy- 


e Rotary’s exclusive Hydra-Seal packing 
insures*smooth, dependable jack action. 


e Exclusive cable-and-strut equalizing 
system . . . keeps both runners level at all 
heights, whether moving or stopped. 


e/Fool-proof manual safety locks pre- 
vent accidental lowering of lift 


e Two-position wheel spotting dish 
e Low-cost installation in any location 





LIGHTER, STRONGER ARMS 


PIVOT EASILY 


DOD hieentcenes 
Company 
Address ___ 


Instead of the usual heavy, solid stock, 
Rotary has developed a stressed steel arm 
with welded interior reinforcing bar. This 
type construction combines strength with 
the light weight necessary for easy posi- 
tioning. A super-smooth milled pivot end 
also insures ease of movement. Rounded 
contours prevent tire damage. 


a 
MAIL COUPON FOR COMPLETE DATA | 


Rotary Lift Company 

1184 Kentucky / Memphis 2, Tenn. 

Please send information on the Rotary Two-Plunger 
Frame Pick-Up Lift Model FP28H to: 
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and license number of the car, and 
has a line for Johnston’s signature. 

“Our daily followup mailings and 
regular orders have a lot to do with 

success of this program,” Johnston 
said. “Also it takes only two hours 
per day from the parts assistant’s 
time,” 

The cost per lube is about 86 
cents per customer. But the repair 
order increase is good for $8 over 
what the firm was doing previously, 
for an average repair order of 
$16.06, Johnston said. 

“We fully anticipate within our 
franchise sales area a market pen- 
etration of 45 to 50 percent by July, 
1960,” Johnston said. “It used to be 
about 15 percent, or below zone 
average. 

“All it takes is followup, team- 
work by the personnel, thorough- 

ly reconditioned used cars, and 
free lifetime lubrication.” 

Johnston formerly was vice-pres- 
ident and general manager of 


Warranty Work 
For Fleet Units 
Outlined by Ford 


DEARBORN.—Ford has pre- 
pared for fleet operators a brochure 
outlining Ford policy for the fleet 
owner to follow on warranty and 
policy procedures. 

This booklet puts into compact 
form all data that any driver of a 
fleet car should know so that he 
can take care of emergency repairs 
properly. 

Ford is the second corporation to 
do this. Chrysler Corp. prepared a 
similar bulletin nearly a year ago. 

Contents of the Ford booklet 
cover fleet service adjustments; an 
outline of claims handling proced- 
ures; an outline of warranty and 
policy claims handling procedures; 
the names, addresses and telephone 
number of regional service man- 
agers, district service managers 
and service instructor representa- 
tives, and a map of the United 
States showing Ford Division, re- 
gional and district office bound- 
aries. 

The booklet informs the fleet men 
how to proceed in case of trouble 
in an area where there may not be 
a nearby Ford dealer, or during the 
hours when most Ford dealerships 
are closed. 

Terms outlined in this fleet serv- 
ice booklet are no different in their 
application than those extended to 
any owner of a Ford product, The 
booklet clearly states: “The adjust- 
ment policies as outlined above are 
both liberal and equitable and Ford 
Motor Co. expects its dealers to ex- 
tend these policies uniformly to all 
Ford owners.” 

Fleets are instructed that “Fleet 
units should be returned to the 
selling dealer for service whenever 
possible. Since thig is not always 
practicable, fleet units operating 
outside the selling dealer's area 
may obtain service under the com- 
pany’s ‘Visiting Owner’ policy from 
any authorized Ford dealer, Deal- 
ers performing warranty and policy 
service on a gratis basis submit 
their claimg to their district sales 
office service department for ap- 
proval and subsequent payment.” 


Garages Get Repair Code 


MINNEAPOLIS. — The newly 
printed summary of the “Code of 
Professional Ethics” for the Min- 
nesota automotive repair industry 
is being distributed by the Inde- 
pendent Garage Owners of Minne- 
sota. The code wag distributed to 
members here at a recent meeting. 









Swiss Watches For Premiums 








Mens | J sport watch ..... 95 each 
Mens | J water resistant . . . . $4.25 each 
Mens | J rhinestone dial .. . $4.75 each 
Ladies | J sport watch..... 80 each 





Ladies | J water resistant ... 
Min, | dozen, leather straps . . . i 
Expansion bracelets, 60c ea. Free catalog. 


TRANSWORLD, 565 Sth Ave., N. Y. C. 17 





For Service-Minded Dealer . . . 


Free Lubrications Pay Off 


(Continued from Page 36) 














Miner Oldsmobile, Buffalo. He also 
operated an Oldsmobile deal] in 
Flint for 3% years, prior to acquir- 
ing the local dealership. 





Modern Lube Department Attracts Business— 

Shown are the before-and-after pictures of the lubrication department at Johnston Oldsmobile, Inc., in Bradford, Pa. At left 
is the lubrication area before modernization program was launched by the dealership. At right is the modernized area which 
is playing an important role in the overall increase of the dealership's service business. The dual racks enable the firm to 
handle two units in the time formerly taken to lubricate one car. The entire operation is handled by one man. 





Colorado Dealers 
Sponsor School 
Shop Training 


DENVER.—An automobile me- 
chanics training program has 
started at the Colorado Industrial 
School for Boys at Golden. The 
course is sponsored by the 300- 
member Colorado Automobile Deal- 
ers Assn., of which Clive Bradford 
is general manager. 

Equipment for the program is be- 
ing donated to the school by the 
dealers and the nation’s car manu- 
facturers. Harold Gray, chairman 
of the association’s public relations 
committee, and his committee 
started several weeks ago to round 
up the equipment and already has 
delivered truckloads of engines, 
transmissions and other automobile 
parts to the school. 

One of the first dealers to send 
parts and equipment to the school 
was Day Chevrolet Co, Aurora, 
which not only contributed engines 
and parts, but an entire car. 


Don’t miss the Auto Dealer Changes col- 
umns,. They'll keep you abreast of what 
is happening in the field. 
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Service Schools in Field. (aes aes 


ville, Boston, Charlotte, Chicago, 
Milwa' Dallas, El 

Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


DETROIT.—Here is the schedule | cover all phases of service work 
of field service schools for the next | on the battery, generator or alter- 
month—a regular feature of AUTO-| nator, generator or alternator regu- 
motive News. lator, charging indicator, and cir- 


Se ig aun TRUCK & COACH DIVI 
| AMERICAN MOTORS SALES - 
CORP.—Five service-training mo-| S{ON—Instruction in the approved 
| bile units will be holding schools| Overhaul, maintenance and diag- 
lin the following states June 27-|0Sis procedures using the —— 
| July 14: Unit 101, Maryland and/|tools and equipment is available 
Georgia, Lester F, How instruc- 
tor; Unit 102, New py Dela- | 8onnel sponsored by a GMC truck 
ware and Massachusetts, LeRoy | de#ler, or a GMC truck fleet opera- 
Roberts, instructor; Unit 103, Ohio tor. The following courses are 
and Michigan, Harvey Dittberner, |e eee res “automatic teans- 
' : oe ae sees | instructor; Unit 104, Oklahoma and | - <5 (Ho aia-Ulatia.” tele 
se Harry Rowe, instructor; Hydra-Matic, "ona torqmatie) 4 
Putting Worn Out Tires to Good U: Unit 106 , Texas and California, | Hvdre-Matic, and torgmatic), 4 


A novel use for worn-out tires has been introduced by Bear Mfg. Co., Rock Island, Gus SET te ring. the class or two-week overhau)D), 5. 


Hl. d th two “ " tire signs that graphically demonstrate the 
soudin ad teal eh butane ack. The aie consist of — _— A — sean Fan oh 27 - rag) 14, — eaeie eee 4 canis ace 
smiling Bear head, a panel that fits inside the tire, and a tire stand t offers “free nstru: ame a . 8 ce crn 
ion.” ed f with tires worn out by out-of-line or| Will be conducting service courses booster type), 8. 
ahetaaseil chad Ons ah . penile aie the waaay “Bear Wheel Balance| on car air conditioning and car | tion, HA four-wheel oon - toot 
Could Have Saved This Tire,” the other states, “Bear Wheel Line-Up Could Have Saved | and truck electrical systems, Also| suspension, 11, hy c es. 
supply system courses which will|GMC maintains classrooms in the 


SPOT ANY IGNITION TROUBLE 
IN 3 TO 5 MINUTES 



























ER—Technical training centers 
located in Atlanta, Dallas, and 
Harrisburg, Pa, are conducting 
training for dealer and fleet serv- 
icemen. Five different courses are 
offered. They are: Dealer service- 
men, dealer service management, 
diesel service, light-duty fleet serv- 
icemen and heavy-duty fleet serv- 
icemen. Correct diagnosing, main- 
tenance and service procedures are 
emphasized in each service opera- 
tion. For further information, con- 
tact your nearest International 
truck district or branch. 
STUDEBAKER - PACK ARD— 
Technical training centers in New 
York, South Bend, and Los Angeles 
have scheduled courses on all 
phases of the 1960 Lark and Hawk 
models ag well as Mercedes-Benz 
and DKW passenger cars for June 
27-July 14. Training will be con- 
ducted at New York by F. X. Cogh- 
lan, at Los Angeles by L. J. Young, 
and at South Bend by A. S. Kidder. 


For All Servicemen 





Meet Ce 





course, cov- 
ering diagnosis and electrical 
performance troubles, includes 


TACH 


NO CALCULATIONS NEEDED—direct reading from color-coded dials 


tune-up jobs 


Educational Department, Allen 
Electric & pment oo N. 
ich, 


AMMOO TOOLS, North Chicago 
Sovensun, Amme> Toss tan, S308 
nson, co 2150 
Commonwealth Ave., North Chi- 
cago, Ill. Clinic type instruction 
facilities available through 33 mo- 
bile units manned by factory-train- 
ed technicians. Five-day, —— 
brake servicing course a le 





balance, steering J 

(B) Advanced wheel Seema 
power steering, advance suspen- 
sions and minor frame straighten- 
ing, June 20; (C) Collision service 
of front suspension, frame straight- 
ening and body alignment, June 27; 
(D) Brake servicing, July 11. Com- 
bined courses are also offered. 
(ABC), June 18-July 1; (AB), June 
13-24; (BC), June 20-July 1; (DA), 


wean 

_MFG, OO., Rock Island, 

Iil.—School offers training in align- 

ment, balancing and frame 
tening for four-week pe- 


WITH THE NEW 






INSTRUMENTS 
FOR IGNITION SYSTEM TESTING 


Anytime you have access to a customer’s car . . . for lubrication, oil change, washing, minor 
repairs... you can boost your profits by running a Quick-Check on the ignition system. 


In just 3 to 5 minutes, you will check: 


e Points condition e Ignition output Coil, secondary wiring, Co., 2101 oss Ave., St. Louis 6, Mo. 
e Engine idle speed e Ignition reserve distributor cap and rotor, South Sombie — are offered on 
e Dwell (points spacing) spark plugs and timing Bendix power brakes and Strom- 


Just a glance at the Vista-View dials on the Dwell-Tach and the Ignition Tester tells the story. 
The procedure is so simple that your customer can immediately see whether a tune-up is needed 
or not. It’s a source of many extra tune-up jobs and parts sales for you, plus a tremendous 


good will booster. distributor te meet local, needs and 

‘ . sok. i e length individual course 
Light weight, portable Quick Check ae wrt -—— is three or some evenings = one 
are precision engineered, yet you will be pleased a LINCOLN ENGINEERING COMPANY full day. No tuition fee is charged. 


4010 Goodfellow Bivd., St. Lovis 20, Mo. (Continued on Page 42, Col, 3) 


Please send me a copy of your Lincoln Quick-Check instru- 
ments Ol. 


Send cnet fr Bln 301d ott yo Uns wht) oe 


Company. 
UI cca carrer 
i ciccenecresitniditerecreternneeninces ce ND 


their modest cost. 




















MASTER 


DEFIANCE: OHIO l®@ 
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IH Sales Staff Returns to 'School’— 


Sixteen members of International Harvester Co. truck sales management “returned 
to school” recently for a condensed course at the IH Motor Truck Technical Training 
Center here in Harrisburg, Pa. Most of the students are managers and assistant man- 
agers at sales districts in the East-Central region. They reviewed the latest service tech- 
niques developed to assist International truck operators in maintenance and replace- 
ment procedures. From left are, front row, A. L. Metz, Buffalo; R. W. Harmon, Buffalo; 
C. T. Ensor, Cleveland; G. E. Hetrick, J. E. Biden and H. R. Leibold, school instructors; 
C. L. Sears, Harrisburg; W. W. Johnson, used-truck sales manager, Chicago general 
office; W. G. Schendel, Baltimore. Back row: J. H. Coats, merchandising supervisor, 
Chicago general office; D. H. Gummerson, Pittsburgh; V. |. Pearson, Baltimore; R. C. 
Brown, East-Central region manager; W. W. Allen, Buffalo; A. M. Fitzgerald, Cleveland; 
J. W. Young, Cleveland; G. M. Hallock, regional parts and service manager; A. G. 
Wingard, Pittsburgh, and T. R. Moulder, Harrisburg. 










MY CARS’ 
AUTOMATIC 


IS LEAKING- 
IT'LL PROBABLY 
COGT ME A FORTUNE.. 78 


CIR. WHAT (— 
YOU NEED IS...) 



















EVEN ONE DAY 
WITHOUT MY 
CAR |S... 


at 


CIR, ALL 
YOU NEED IS... 


YOU MEAN 
THOCE WYNN’S 
FRICTION PROOFING 
PRODUCTS WILL 
STOP THE LEAK ? 





Automatic transmissions are more likely to leak in the hot 


Additional information may be ob- 
tained by contacting a Bendix dis- 


'|tributor or writing to the Bendix 


training director in South Bend. 
OARTER CARBURETOR CO., 
St. Louis—Starting June 6 for two 
weeks, Class 336 will be held. 
DeVILBISS OO., Toledo.—At fac- 
tory and at field schools, company 
instructors will give a complete 
course of instruction in spray 
painting, with emphasis on use of 
the new airless equipment, on 
spraying catalysts and other ad- 
ditive materials, on use of the re- 
mote cup spray outfit and other 
new systems and products, Indus- 
trial, auto refinishing, maintenance 
and jobber schools have all been 
scheduled at the factory and field 
schools for jobbers have been 
scheduled in the Midwest and on 
the West Coast, Attendance at the 
factory school in Toledo is without 
charge for instruction or equip- 


Best forleaky transmissions... and tempers too! 


IT'S GONNA TIE- 
UP THE CAR 
FOR THREE 


DAYS 


THEY FIX ITAND.. 


AUTOMATIC TRANSMISSION 


TREATMENT ! 


THE JOB WHILE 
YOU DRIVE ! 












MISTER, THIS 
WYNN'S AUTOMATIC 






THE LEAK WITHIN 100 


MILES OR IT WON'T 
COST YOU A CENT! 


weather months than during any other time of the year. This WYNNS 


means most of your customers are ready for the guaranteed 
Wynn’s Automatic Transmission Treatment right now. Be sure 
you’re ready for them — it’s a fast way to profits and a sure way to 


building satisfied customers. 


THE Turf, IS IN THE Forformance,/ 


Wynn Oil Company, Azusa, California. Affiliated companies in: Toronto, Canada; St. Nicolas Waes, Belgium; Caracas, Venezuela 


| MOTOR 
, CLEANER 


* n 
ae shad 


Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 41) 










Omaha 2, Neb., for additional in- 
formation. 


OKLAHOMA STATE TECH., 
Okmulgee, Okla, — An 80-hour 
course in specialized auto air con- 
ditioning is being offered. The 
course will include both theory and 
practical experience on the instal- 
lation and repairing of the latest 
equipment, George Mitchell will be 
the instructor. 

RAYBESTOS DIVISION, Bridge- 
port—A complete brake service 
course will be held at the Raybestos 
Brake Service School and Work 
Shop located in Stratford, Conn. 
This course will consist of five con- 
secutive daily sessions, each session 
going from 8 a.m, to 4 p.m. All 
phases of brake service work such 
as major adjustments, minor ad- 
justments, and complete brake 
overhauls of all types of both new 
and old brake systems will be cov- 
ered. Personal instruction is aug- 
mented by a technical sound, 
color, motion picture showing ad- 
justment procedure and _ trouble 
shooting procedure as well as 
changes Made in 1960 brakes. 
Individuals who successfully com- 
plete the course will receive a cer- 
tificate showing that they are qual- 
ified to work on all types of auto- 
motive brakes, The course will be 
conducted by A, D’Andrea, director 
of service training. For further in- 
formation, write to J, W. Hefferon, 
Raybestos Division, Bridgeport 2, 
Conn. 

SUN ELECTRIC CORP., Chicago 
—Training courses are available in 
test equipment operation and 
tuneup. Two 32-hour evening 
classes are to be held each month. 
Courses will be conducted in Sun’s 
Automotive Division Training 
Center, Harlem and Avondale Aves., 
Chicago, Ill. For further details, 
write R. C. Heidrich. 

SUNNEN PRODUCTS CO., St. 
Louis—Specialized phases of engine 
rebuilding instruction for servicing 
pistons and connecting rods regard- 
ing pin fitting and reconditioning 
and alignment of rods. Cylinder siz- 
ing and finishing instructions also 
available. Instruction offered by 
factory engineers with service units 
completely equipped, For details on 
instruction available without obli- 
gation throughout the nation, con- 
tact A. Del Pico, Sunnen Products 
Co:, 7910 Manchester, St. Louis, Mo. 

UNITED MOTORS SERVICE— 
Instruction in factory-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
(3) electronics (Delco auto radio (4) 
automatic transmissions (Hydra- 
Matic), (5) New Departure bear- 
ings. United Motors Service Class- 
rooms operate in these cities: 
Detroit, Cleveland, Boston, New 
York (two centers), Chicago, Wash- 
ington, Jacksonville, Fla.; El Paso, 
Tex.; Portland, Ore.; Dallas, Los 
Angeles, Memphis, Atlanta, Phila- 
delphia, Charlotte, N. C.; Denver, 
San Francisco, St. Louis, New Or- 
leans, Houston, Buffalo, Minneapo- 
lis, Oklahoma City, Milwaukee, 
Kansas City, Salt Lake City, Oma- 
ha, Pittsburgh and Cincinnati. 

WALKER MFG. CO., Racine, 
Wis., is conducting clinics through- 
out the country designed to help 
independent dealers build their 
muffler business and obtain maxi- 
mum profits from _ installations. 

































ment. However, a nominal charge 
is made for attendance at field 
schools. 

ELECTRIC AUTOLITE CO., To- 
ledo—Specialized electronic s em i- 
nars are offered for students at 
leading schools across the country. 
They are devoted primarily to the 
impact of semiconductor technology 
upon the design of ignition and 
electrical systems, related compon- 
ents and accessories. For further 
information, write to the Electric 
Autolite Co., 511 Hamilton St., 
Toledo, O. 

INLAND MFG. CO., Omaha — 
School teaches all aspects of radia- 
tor repair and takes one to two 
weeks to complete, depending upon 
the student’s prior knowledge. No 
charge for training course to grad- 
uates who buy or whose employers 
purchase equipment — $200 other- 
wise. Write to Inland Mfg. Co., De- 
partment TS-20, 1108 Jackson St., 


WHILE 


IT DOES 


TRANGMICSION Harry Liebendorfer is conducting 
TREATMENT WILL STOP WEAVER MFG. 0O.—Spring- 






field, IIL, offers a complete wheel- 
alignment instruction course. 
Classes are conducted in the com- 
pany’s laboratory garage the first 
full week of each month. A one- 
week advance notice is required. 
Address all inquiries to the Weaver 
Mfg. Co., (Division of Dura Corp.), 
2171 S. Ninth St., Springfield, Il. 


Weaver Offers 


2 New Courses 


SPRINGFIELD, Ill, — Two new 
series of classes in product opera- 
tion are being offered by Weaver 
Mfg. Co. 

A five-day course in wheel-align- 
ment service igs held in the com- 
pany’s laboratory garage during 
the first week of each month, the 
firm said. Open to certified service 
employes of dealerships, garages 
and service stations, the course in- 
cludes both classroom instruction 
and practical training. 

The second series is a field 
course, 
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ideas, but I don’t think anybody| the only way you make money, but 


Q and A Session with NADA Chief... 
All to Sell in Same Price Class? 


I don't want to do business in that| been worried about my friends in 


(Continued from Page 1) 


working with the people in the 
community. You make progress. 
People are getting better, I think, 
and I think dealers are getting 
better. 

I don’t think the situation is en- 
tirely as bad as it was years ago. 
I think we keep on improving. I 
don’t expect to live long enough 
to see it be a perfect business. I 
don’t know what is the most ethical 
business in the world. Do you? I 
think I can cite you some excep- 
tions. 

FINLAY—I hesitate to do this. 

GORDON—The Ford Dealer 
Policy Board told us when we 
interviewed them that they don’t 
get enough complaints about of- 
fensive advertising. Should deal- 
ers complain more about offen- 
sive ads to their factories or to 
NADA? 

WuttamMs—Well, with the limited 
knowledge that I have of what the 
various policy boards have done— 
they have been fairly effective. 
Where the instance was a flagrant 
violation of good business custom, 
they have moved in pretty effec- 
tively. You see, there is no definite 
line. You can’t draw a line and 
say, “Everything that is on this 
side of the line is OK, and every- 
thing on the other side of the line 
is bad.” It isn’t that good. 

What makes nice weather? What 
makes good weather? This is a 
nice day. Now, when it is raining, 
it isn’t so nice, but it isn’t all sun- 
shine and rain in the world. There 
is a lot of stuff in between. What 
do you call that? 

FINLAY—The problem is de- 
ciding what is— 


WittiamMs—You can get into some 


awful fuzzy cases. 
* * * 


Major Problems Ahead 

LIENERT — Would you say, 
then, that merchandising is the 
major problem the dealers are 
facing—merchandising and mer- 
chandising methods? 

Wituiams—Well, it certainly is one 

of the major problems. I think we 
have got some others. I think we 
have got some problems that we 
haven’t really encountered yet 
which are going to be terrific prob- 
lems. 

GORDON—What are they? 

Wittiams—One of them is going 
to arise this fall when everybody, 
with the possible exception of the 
Cadillac dealer, is selling cars at 
the same price class with every- 
body else. That has never happened 
before in the 45 years I have been 
in this business. 

GORDON—Do you think that 
is going to have a big effect on 
the market? 

WittiaMs—It is going to be the 
most intense, the keenest competi- 
tion we have ever known. 

LIENERT — This will bring 
everything back again to the 
ways and methods of merchandis- 
ing. 

WittiaMs—It is going to make 
them mighty important. The deal- 
er who expects to survive this era 
of intense competition ahead better 
have his house in order now or 
get busy awfully quick to put it 
in order because if he doesn’t, he 
is going to find that he hag real 
trouble. 

In other words; the fellow that 
is going to come out best in this 
deal, assuming everything else to 
be equal, is the man who has 
his operating costs under control, 
who has his whole business opera- 
tion under control, so that he 
knows right where he is all of the 
time, and if he doesn’t know what 
is costs him to sell one automobile 
and how far he can cut the price 
without getting to the point where 
he is losing money selling it, he 
is going to be in trouble. 

Now, I go on the theory that if 
I want to make a donation of a 
sizable amount, I don’t want to 
give it to some individual who has 
the privilege of doing the same 
thing I am doing, working for a 
living. Let him get it that way. 
I want to give my money to the 
Red Cross, the Salvation Army, the 
United Appeal, folks like that, and 
I want to know what it is costing 
me to do business, and if I can’t 
get something above my cost back, 


one instance. 

Does that make sense? 

LIENERT — You mentioned 
that the dealer had better get his 
house in order. What do you 
recommend the dealers do and 
look at to get their house in order 
with big new competition? 

Wir.uaMms—Well, if he hasn’t re- 
viewed his financial statement to 
find out where his trouble is, the 
first thing I would recommend is 
that he peruse it very carefully, 
study it very carefully, find out 
what department in his business is 
causing him trouble, and just like 
a leak in the roof, get busy and 
fix that particular spot because if 
he waits till he is in this intensely 
competitive situation, it may be too 
late. 

FINLAY—What is going to 
happen to the whole range of the 
market now when everybody 
starts selling in one price class? 
Wir.uamMs—That is what I want 


this business who knew what they 
were doing, who knew what it costs 
them to do business, who knew 
where they were trying to go and 
how they were going about to get 
there. They don’t worry me. They 
are going to make out all. right. 


I have never been bothered by 
my competitors who knew those 
facts. The fellow that bothers me 
is the fellow that doesn’t know it 
and while his capital lasts, does 
things that are unsound business- 
wise, goes broke himself and makes 
trouble for everybody else while 
he is doing it. 


GORDON — The factories say 
that there is a growing market 
for all of these new cars. Will the 
problem be in what to do with 
all of the used cars that come in 
on the new compacts—or do you 
disagree that there IS a grow- 


knows. We have never had that 
situation. We are going into a com- 
pletely new era in automobile sgell- 
ing. Everybody selling a car in the 
same class—35,000 of us. 
FINLAY—W hat do you sup- 
pose causes this? I mean, why 

did this situation develop? 

WruAms—Oh, golly. I would 
rather you asked some other ques- 
tions. We don’t build them, the 
manufacturers do. Our job is to 
sell them. 

+ * * 
New Market Arose 

FINLAY—You are close to the 
market, and I think you are a 
lot closer than the manufactur- 
ers are. Has the demand shifted 

so greatly, or what has hap- 
pened? 

Wruams—I don’t know whether 
the demand has shifted or not, but 
the manufacturer certainly found 
out that there was a market for 
a car that they didn’t realize ex- 
isted. Maybe the demand was 
there all of the time and we didn’t 
know it. 

FINLAY—One that they had 


ing market for more new cars | sort of stepped away from grad- 


in the lower-priced ranges? 
WruuMmMs—I would hate to try to 


ually, year by year? 
WiuiamMs—Well, I am sure they 


to know. It is going to be rough.| answer that. I don’t think any-| would always like to build what 
It can’t be otherwise. I have never| body has that answer. We have got|the public wants to buy. That is 
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when they did come out with it, it 
went with a rush. 

GORDON—With this new mar- 
ket developing and all of this 
competition that you speak of, 
how will the territory sales bonus 
affect it? Will that help the deal- 
ers to prepare for this increase 
in competition, do you feel, if it 
goes into effect? 

Wruums—I have never had an 
opinion on that subject, and I tell 
you that honestly. Now, you can 
find a lot of people who have some 
very definite opinions on one side 
or the other. I have never had an 
opinion on that subject. 

FINLAY—On how this would 
affect it or whether we will have 
such a thing? 

WiuuMs — Well, how did you 
word your question? Helpful to the 
dealer? 

GORDON—Helpful to the deal- 
er with this new competition 
coming? 

Wituums—I don’t have an opin- 
ion on that subject. I never formed 
an opinion on it. I am stil] open- 
minded on it. I am willing to listen. 

GORDON—Of course, you are 
in favor of permissive legisla- 
tion? 

Wr.t1Ms—I am in favor of it, be- 

(Continued on Page 48, Col, 1) 
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THEY’ 


LL BUY 


Guide-Matic Power Headlight Control . . . with its trend-setting 
Safety Salute . . . is the exclusive GM option that will ease any 
prospect behind the wheel of the 1960 GM cars you sell. 


1960’s NEWEST There’s never been anything like Guide-Matic 
with its new slim-line styling, new efficiency, exclusive new 
features, and new low price. 


CAPTIVATING PERFORMANCE Prospects will be amazed when 
you show them the exclusive Safety Salute dimming sequence 
on your showroom floor. This newest of GM contributions to 
night-time driving safety is an easy clincher for any sale. 


NIGHT FLIGHTS Night-time’s:the proof time for Guide-Matic 
and the exclusive Safety Salute. Feature a Night Flight in your 
1960 car and give yourself more profitable selling hours. 


LOOK FOR PRESOLD WALK-INS Starting with four-color ads 
in Life and the Post, Guide will keep pre-selling your prospects 
through winter and spring. And you can tie in with the Guide 
furnished window displays and customer brochures. 


DEVELOPED 


BY GUIDE 


LAMP DIVISION ° 


GENERAL 


GUIDE-MATIC 


HERE’S HOW IT WORKS Energized by the beams of an oncoming 
car, Guide-Matic softens the brights OO 1 OO to a glare- 
free glow @@ 2 @@. Here's the first signal for oncoming 
drivers to dim their brights. A split second later, the inboard 
beams wink off @@ 3 @@, restating .. . with greater ur- 
gency ...a Safety message that can’t be ignored. When the cars 
have passed, in perfect safety, Guide-Matic makes sure the 
brights come back on OO 4 OO, instantly. Guide-Matic is 
always there with the right light for every driving problem. 


QUICK PROFITS Guide-Matic is in the same price class as white 
sidewall tires. Both are easy to sell, both are high profit extras 


that sweeten the profit on any deal. 


AVAILABLE ONLY ON 1960 CHEVROLET + BUICK 
PONTIAC + OLDSMOBILE AND CADILLAC CARS 


GUIDE-MATIC 


POWER HEADLIGHT CONTROL 


MOTORS CORPORATION 


~ ANDERSON, IND, 
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HALF A MILLION; 


In Dearborn’s spectacular Ford Rotunda, our dealers share a 


national ‘‘showroom’” unique in the industry—one that will host 


upwards of 500,000 visitors between June 15th and Labor Day. 


As a Ford Motor Company dealer, you have 
already seen the Ford Rotunda—you know its 
many attractions. Now, consider for a moment 
its impact on ordinary visitors, many of them 
possibly from your own state or town. How does 
the Ford Rotunda work for you? 


First, most of these people arrive by car—from 
every state in the union and from 92 foreign 
countries to view what has become one of the 
largest, most widely praised tourist attractions 
in the country. 


Thousands of active prospects are given an 
opportunity to view Ford Motor Company 
products in unique display settings centered on 
current events. For example, this summer’s 


showing will feature a colorful “Salute to Hawaii”’ 
as its central theme, with numerous subsidiary 
displays to attract varied interests. So, in one 
sense, the Ford Rotunda is a colossal showroom 
for the cars you sell. 


Many visitors supply us with invaluable market 
research data. This is obtained through the 
Consumer Research Booth set up in conjunction 
with the Rotunda simulated test track. From 
time to time, stylists and product planning 
groups come in with seat bucks, upholstery 
fabrics, and new components to test car-owner 
reaction on the spot. This is the Rotunda at 
work to learn more about producing what your | 
customers will want to own. 











N/VISITORS TO YOUR SHOWROOM! 
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The Ford Rotunda does a public relations job, 
also. This summer, visitors will learn the Ford 
Motor Company quality story firsthand as they 
view an operating scale-model Company plant. 
This huge animated display graphically shows 
an entire production cycle in miniature—with 
seven sub-assembly lines depicting a Ford 
assembly plant in full swing. In addition to 
seeing this novel display, nearly 200,000 Rotunda 
visitors will tour the Rouge plant, where they 
will witness quality actually being built into 
the cars. 


This is but a brief view of the Rotunda at work 
for you. Another reason why it’s great to be a 
dealer in the Ford Family of Fine Cars. 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
Ford © Falcon © Thunderbird ¢ Comet * Mercury @ Lincoln ¢ 
Lincoln Continental ¢ English Ford Line * Taunus « 

Ford Trucks © Farm and Industrial Tractors and Equipment ¢ 
industrial Engines * Aeronutronic—Products for the Space Age * 
American Road Insurance Company * Ford Motor Credit Company 


Scale-model Ford assembly plant graphi- 
cally portrays production cycle and moving 
assembly line system first developed by Ford. 





MOTOR COMPANY 


‘In a visual salute to our 50th state, Ford Motor Com- 
pany products are highlighted in this Hawaiian setting 
—the central theme of new summer Rotunda show. 





Visitors see dramatic proof of built-in product quality as 
they ride with test drivers over the Rotunda “‘test track.” 





Flower gardens of the past, present and future form 
fascinating showcases for the Ford Family of Fine 
Cars, and attract huge numbers of visitors. 


The American Road, Dearborn, Michigan 
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Maintenance Tips es 


Here’s How Experts Do It 


Oil Filter Chatter 


T HAS been determined that a 
chattering relief-valve type noise 
heard and felt in the crankcase 
oil pan originates from the type of 
gpd that has eight holes in its 


This noise can be affected by 
turning the retaining nut on the 
oil pressure relief-valve spring. 
The condition can be corrected 
by replacing the eight-hole filter 
with one having only four holes.— 
PiymovutsH Service INForMATION BuL- 
LETIN 

* « * 


Removing Stuck Locks 


T° AVOID bending the valve 
stems when removing stuck 
locks and sleeves from 1960 Falcon 
engines, a tool should be fabricated 
from a piece of %-inch OD, %-inch 
ID steel tubing, 3 inches long. 
To use this tool, compress the 








valve spring and install the tool 
over the valve stem, squarely 
against the sleeve surface, Then 
dislodge the locks and sleeve with 
a sharp tap of a hammer, By using 
this method, the sleeve can be 
tapped without bending the stem.— 
Forp Service Lerrer 


+ + + 

Torque Specification Change 
7 spark-plug torque specifica- 

tion on 1959 models has been in- 
creased from 22 foot pounds to 
25-30 foot pounds, The reason for 
this change is that it was found 
that the old torque specification of 
22 foot pounds was riot always 
adequate to obtain proper gasket 
compression due to gasket-seating 
area and thread friction, 

If the gasket is not seated 
properly, it can cause the plugs 
to operate hotter than n 
thereby 


and possible piston failure. Also, 
a false torque reading will be ob- 
tained if the socket is not prop- 
erly aligned in the bore during 
plug installation. 

If the socket is binding against 
the bore wall, most of the torque 
is lost due to the interference. It 
is, therefore, very important to 
torque spark plugs accurately so 
that the heat is dissipated through 
the properly compressed plug gas- 
ket. It is equally important not to 
over-torque the plug, which could 
result in broken insulators. — 
Buick Moror Division 


Fuel Leak at Carburetor Inlet 


OUBLE: In-line fuel filter im- 

properly installed. Cause: Gas- 
ket not sealing, Remedy: Install 
new gasket, 

It has been found in some in- 
stances that complaints of fuel 
leakage in the area of the fuel 
filter to carburetor connection on 
the 292 and 352-cubic-inch en- 
gines were the result of failure 
to install a new gasket when re- 
placing the fuel filter assembly. | gasket replacement in carburetor 
In accordance with previously | assemblies and/or other related 





“T liked the old cars ... A body 
had the parking problem solved 
and could do half a day’s shop- 
ping while having them greased!” 





ormal, 
causing shorter plug life | established procedures regarding | fuel-system components, we reem- 


Flew TRUCKMASTER TOWING-HITCH 
Simplifies HEAVY-DUTY Work > 


‘The New HOLMES Towing Hitch was designed 
for Extra Heavy Duty work and, when installed on a 
suitable Wrecker provides a very FAST, SAFE means 


of handling—even the largest and heaviest trucks. 


The TRUCKMASTER greatly simplifies the hooking- 
up and towing of Big, Bulky Trucks, Busses, and Trailers 
that are now extremely difficult to handle. With the new 
HOLMES Towing Hitch, the initial positioning of the 
wrecker to a disabled vehicle is not critical, and the hook- 
up can be made with considerable speed. This is made 
possible by Heavy Duty, Telescopic Spacer Bars which 
automatically snap into locked position as the truck is 
raised, thereby assuring extra security and mobility of 


action for Towing. 


HOLMES 


A Power-operated, Heavy Duty Wrecker with a rated 
20 Ton Capacity. Built with two speeds of opera- 
tion: SLOW for Heavy Trucks and Busses— 
FAST for light cars and Trucks. Handles 
Wide Variety of Work and is 
capable of Earning Big Profits. 

For installation on. trucks of 

3 to 5 ton capacity. Send for f 


Full Details. 





650 WRECKER 


e---4 


HOLMES Provides for 
FASTER, SAFER, Handling 
of DISABLED TRUCKS! 


wet 











Assures Maximum Security and 
Manevuver-a-bility for TOWING 


When in-tow, the disabled vehicle is forced 
to track perfectly without swaying or jamming 
into the tow truck. Towing from an apex be- 
hind the wrecker provides a sharp turning radi- 
us which permits the disabled vehicle to be 
backed into close places with the same ease as 
a trailer. The TRUCKMASTER is furnished 
with V-type Spacer Bars, Mounting Brackets, 
and a set of 8 ft. chains with hooks. Send today 
for full details. 












ERNEST HOLMES COMPANY 


Chattanooga 7, 





e Tennessee 


phasize the importance of install- 
ing a new gasket (part number 
8CM-9229) at the fuel filter to car- 
buretor connection. whenever the 
in-line filter is removed, be it for 
replacement of the filter assembly 
or any other reason.—Epse. SErvice 


BULLETIN 
* * * 


New Connecting-Rod Bolt 


A NEW connecting-rod bolt, 
identified by a small projection 
at the center of the bolt head, is 
available to replace an obsolete 
type used in certain 1959-60 Ford 
car, truck and Thunderbird en- 
gines. 

When performing service opera- 
tions that require removing the 
connecting-rod bolts from one of 
these engines, all bolts should be 
checked, and any bolt that does 
not have the projection should be 
replaced by the new type. The part 
number, B8A-6214-A, is the same 
for both the new and old bolts. — 
Forp Service Letrrer 

+ * * 

Testing Tips 
ie ORDER to assure an adequate 

quantity of fuel and constant 
fuel level under all driving condi- 
tions, it is necessary that both 
pressure and volume be within spe- 
cifications. It has been established 
that the only reliable pressure test 
is one that is made under actual 
operating conditions (ie., with 
pump supplying fuel to the car- 
buretor and gauge located within 
six inches of and connected to the 
fuel line.) 

1, Adjust engine speed to ap- 
proximately 500 revolutions per 
minute unless specified other- 
wise. 

2. Note operating pressure on 
fuel-pump tester and compare with 
specifications, 

3. Insert volume test hose into 
graduate container, and open 
clamp. When fuel level reaches 
four-ounce level, submerge end of 
hose in fuel and observe for bub- 
bles. 

4, Note time required to pump 
one pint of fuel and compare with 
specifications, 

CauTIOn: Be sure to close clamp 
securely and dispose of fuel in 
graduated container to avoid fire 
hazard. 

Tr: When engine is stopped 
after test, observe gauge reading. 
Diminishing pressure indicates a 
leaking carburetor float-needle 
valve and seat, This can cause hot 
engine, hard starting or erratic idle. 
—Sun Evectric Corp. 

oe x om” 


Power Steering Lubrication 


7 following service procedure 
is recommended by car manu- 
facturers when providing chassis 
lubrication on the 1960 models of 
Edsel, Ford, Lincoln, Mercury and 
Thunderbird cars when they are 
equipped with power steering. 

When lubricating the power- 
steering valve, the two clamp 
screws retaining the protective 
boot on the sleeve end of the valve 
should be removed to allow escape 
of the chassis lubricant, Failure to 
loosen the clamp can: cause the 
boot to rupture, deestroying its 
sealing capacit y.— CHEK-CHART 
Service BULLETIN 

ao 7. + 


Differential Pinion Flange Nut 


Cr IS important that the differen- 
tial pinion flange nut on all Val- 
iant cars built before Jan. 1, 1960, 
be checked for proper tightness. A 
minimum of 240 foot pounds must 
be applied to this nut to prevent 
damage to the differential assem- 
bly. 
If the nut is found to be under 

240 foot pounds minimum, it will 

be necessary to check the drag 
torque of the axle assembly after 

the nut torque is brought to speci- 
fications. The drag torque should 
be measured at the pinion yoke~ 
nut. Care must be taken to in- 
sure that the brakes are not drag- 
ging when this check is made. 

If the drag torque exceeds 30 
inch .pounds, the axle must be re- 
adjusted as outlined in the 1960 
Valiant Service Manual. — VALIANT 
Service INFORMATION BULLETIN 

* * + 


Point Oxidation Possibilities 


r YOU’RE running into badly 
oxidized distributor breaker con- 
tacts, check for high resistance or 
loose connections in the condenser 
circuit. Oil and other foreign mate- 
rials on contact surfaces also may 
cause this condition—CHAMPION 
Spark Piue 
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make contact and keep it 


Don’t walk, run to your nearest customer. 
He has new cars on the brain or he wouldn’t be in 
the showroom. So he does “just want to look around.” 
Give him the full tour anyhow. You may just 
get him interested enough to go for a demo drive. 
Do this and you’re halfway home. Whatever happens, 
get the vital statistics. With them you can keep 
in touch. Without them, you can ring up a “no sale.” 


sell those features 


Keep putting across the big comfort features 
of your car. SOLEX, for example. Bigger windshields, 


bigger rear windows make SOLEX even more important 


today. Tell your prospects how the green tint of SOLEX 
reduces the sun’s heat by 50%, makes it more pleasant 


to drive on the hottest summer days. SOLEX is an easily 


demonstrated feature. It will help sell cars for you, 


help insure repeat business. Order your cars with SOLEX. 


, Pittsburgh Plate Glass Company 


Paints + Glass - Chemicals + Fiber Glass 


In Canada: Canadian Pittsburgh Industries Limited 


AVC SWILLUNG 





*. All PPG Automotive Safety Glass complies with every recognized safety code. 
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remember to remember 


A good memory is an asset to anyone in selling. 
And there’s nothing like a good tickler file 
to make a good memory. Besides the usual statistics, 
it should contain all the odds and ends 
you can pry loose from a customer ; history like 
birthdays, anniversaries, number and names of 
children or whether grandma prefers bonbons or taffy. 
A little remembering like this can turn a customer 
into a full-blooded “bird dog” and keep an old 
“bird dog” on the scent. 


SOLEX® the best glass under the sun 
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Q and A Session with NADA Chief a6 
All Dealers to Sell 


In Same Price Class? 


(Continued from Page 43) 


cause I see no harm that can come 
out of it. It is like giving me a 
permit to go to a saloon or a gam- 
bling joint or to church or go 
swimming or something else. That 
doesn’t mean that I have to go. 
GORDON—If the law is pass- 
ed, how would you like to see it 
implemented by the factories? 
Wuuiums—I have never thought 
that one through. I don’t have an 
answer for that. I believe General 
Motors said, did they not, if it were 
passed, they would implement it. 
Am I correct in thinking that? 
FINLAY—Well, I think that 
they said that they favored the 


system. 
Wuuiums—I never thought that 
one through. 
GORDON — The penalty bill — 
they went on record for that. 


volved for me to have all of the 
answers. I would be very much 
surprised if the factories thought 
it through. 

FINLAY—What is going to 
happen to the used-car market 
when all of the dealers are sell- 
ing in the same price class? 
Wiu1Ms—If you won’t write this 

down, I will tell you what I think. 
May I say this off the record? You 
can put it in the way you want to. 

FINLAY—Well, you know, it 
might be well to label it off the 
record, and then, have it so that 
we know what you said. 


Wriru1Ms—I will put it in another 


Chevrolet Deal Formed 


COKATO, Minn. —Cokato Motor 
Sales is a new Chevrolet dealership 
here. Partners in the firm are 


Wuuiams—This thing is to in-| Howard P. Hess and Jacob Wynia. 


way that will be less expressive. 
It will take more words to say. 
FINLAY—We would rather 
have it that way, Birkett, 
* * * 


Model A Recalled 


Wr.uuMms—Well, the compact car, 
the low-priced car igs bound to have 
an effect on the used-car market. 
Go back, if you want, and think 
of the time when the old Model A 
was introduced. Most of you are 
too young to remember too much 
about that because that was in 
1928. Here came along a car for 
$500 that was a lot of automobile, 
and we had a lot of $700 and $800 
used cars at that time which also 
were pretty good automobiles, but 
here all of a sudden, you started 
selling a new car that would do 
everything that these higher priced 
used cars of that day would do 
and some things they wouldn’t do. 
What was the result? It was in- 
evitable. The prices of the used 
cars went down. 

Now, in my opinion, anything is 
worth what it will sell for, whether 
it igs an automobile, a hat, a suit 
of clothes, a tire, a horse, whatever 
you want, and there is a market 
for practically everything at a 
price. 

That isn’t true, of course, of 


things where you build an enor- 
mous surplus like you do farm 
products at the present time, but 
I think that within bounds, there 
is a market for the used cars that 
we have at a price. 

Now, you say: What is the price? 
I don’t know. There is one thing 
that I am convinced of very def- 
initely, and that price isn’t going 
to be any higher than it is now. 
It will be lower. 

As a dealer, I am interested in 
moving those used cars and mov- 
ing them promptly. A used car in 
a dealer’s inventory is in exactly 
the same situation as a fish in a 

fish dealer’s inventory. If he 
doesn’t get those things out 
pretty fast, they start to smell, 
and a used car will start to 
smell if you don’t move it pretty 
fast. 

In my own case, we lost some 
money on used cars in the month 
of February and I said to the used- 
car man in March when I was 
looking at these figures, I said, 
“What happened?” 

And he said, “We carried over 
some used cars from January and 
we had to sell them in February, 
and we lost money on them. It hap- 
pens sometimes.” 

I said, “Isn’t it a fact that you 











MT-630 Battery Charger. 
Yours on easy payments. 


SNAP-ON asked shop owners and mechanics all over the country what features 
they wanted most in a top-quality battery charger. Then SNAP-on built 
these features into the new MT-630 battery charger. Here they are: 


Simple to Operate Even your greenest mechanic can operate it with ease. General 
instructions are printed on control panel. Complete instructions in easy-to-read 
booklet. 


NEW Sxap-on 


6- or 12-volt 





Double Duty Use it for a quick charge or a slow, overnight trickle charge. Han- 
dles 6- or 12-volt batteries. 


Automatic Thermo Breaker Protects charger from overheating. 


Rugged and Waterproof Completely encased for outdoor use. Cover protects 
controls from weather and from damage if heavy object falls on charger. Fan 
sucks in air from side instead of top— no excessive moisture intake. 


Automatic Timer with 4 Charging Rates Set it and forget it — high, medium, 


and low for fast charge; trickle for slow charge. 


Color-Coded Ammeter Green and red zones show normal and excessive charging. 


Replaceable Inserts for Clamps Solid copper (not just plated) inserts can be 
removed and replaced — saves cost of replacing entire clamp. 


Guarantee SNAP-ON selenium-type charger is guaranteed a full year against de- 
fective materials and workmanship. With proper use, it should last for years. 


Get in on that big-profit battery charging business with this top-quality SNAP-ON 
charger. If you’ve only got one charger — add an extra one. Customers tell us 
it pays for itself over and over. Get all the facts from your SNAP-ON man. 


SERVICE-BACKED SHOP EQUIPMENT 


KENOSHA, 


8082-F 28TH 


AVENUE e 


WISCONSIN time, 


Battery Charger 


NOW! 


the charger 


you 


asked for 





MT-340A Battery Tester. 
For 6- and 12-volt systems. 
Automatic relay system pro- 
tects battery from overload 
during testing. 





KRA-440 Cart. Heavy-duty 
unit that holds both a bat- 
tery and the charger. Saves 





sold some used cars in February 
for $50 or $100 less than somebody 
offered you for the same car in 
January?” ° 

He said, “Yes.” 

In other words, we kept them in- 
stead of selling them. 

Now, you can’t keep a used car. 
Every factory has hammered hard 
on this. Don’t keep a used car over 
30 days. You can say, if you want 
to, “How do you move them in 30 
days?” 

Well, all I can say is if you 
have got to take a loss on a used 
car, the quicker you take it, the 
less it will be because it is a con- 
tinuously declining market. The 
used car seldom ever goes up. 
There may be a little rise in the 
price of used cars for 60 or 90 
days in the spring, but the rest 
of the year, that price is always 
going down, down, down. 

A dealer can trade in a year-old 
car which might have a cash value 
of $1,400; let us just use that as an 
illustration, and suppose he gets 
that car in the month of Decem- 
ber. Now, suppose he keeps that 
threugh January and February, 
up to March; he keeps it three 
months, 

Experience has taught us—you 
can go back to any set of used-car 
figures that you want of Plymouth, 
Chevrolet, Ford—the car is going 
to depreciate in those three months 
approximately $300, so that thing 
is going down $100 a month. Say 
it goes $300 in four months, if you 
want to. That is still $75 a month. 
That is $2.50 a day, every day it 
sits there. 

Now, unfortunately, like this boy 
of ours I was talking about, you 
wake up some day and the damn 
thing went down $100. Those things 
have always gone down in price, 
and there is only one thing in the 
world that you can do, and that is 


move them. 
+ +” + 


The Quicker the Better 

LIENERT—Do you think that 
perhaps the old idea of the 30- 
day car might be too optimistic? 
Should a dealer aim at a 15-day 
turnover or possibly 107 
Wituuams—I say the quicker you 
get rid of them the better off you 
are. Of course, you have got prob- 
lems in doing that which aren’t 
so easy to solve. You can’t sell a 
used car until you get it in shape 
to sell it. Now, some dealers do 
that pretty fast and others do it 
slowly. Certainly, the fellow that 
does it quickly is in a much more 
advantageous position than the fel- 
low who sells it slowly because he 
has got it ready to sell more 
quickly. 

LIENERT—Do you think there 
is a chance that merchandising 
might take a turn to the point 
where new-car dealers will get 
completely out of the used-car 
business? 


WiuuumMs—No. That would be 
wonderful, I think that is about 
as close to heaven as we could ever 
get and stay on earth. 

LIENERT — You don’t think 
that the current used-car prob- 
lem will push dealers into that 
situation, or would the factory 
let them? 

Wutitams—No, you can’t. I will 
tell you why. Because the average 
individual has no outlet for his 
used car and this is the only way 
to get rid of it, to sell it to a dealer 
when he buys a new one. 

FINLAY—He can’t depend on 
anybody else doing this job for 
him? 

WiuumMs—That is right. The 
dealer has got to do it for him. 

It has become a part of the busi- 
ness. He may not like it, but it has 
become just as much a part of the 
business as the showroom or the 
shop. The used-car operation is a 
part of the automobile retail busi- 
ness. 

LIENERT—To get back to this 
revolution that you spoke about 
earlier—of everyone selling cars 
in the same price class for the 
first time in history, will this, 
do you think, aggravate some of 
the current problems, the un- 
ethical advertising? Will the in- 
tensified competition aggravate 
the bad things of the business 
now? 

WiuuMs—This isn’t the answer 
that you would like to have me 

give, but I will say it: It won't 


help it any. 


LIENERT—Is there an answer 
to this? Can the factories help? 
WiuuMs—I don’t think anybody 
(Continued on Page 49, Col, 1) 
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Q and A Session with NADA Chief... 


All to Sell in Same Price Class? 


creased factory help through the | to go to the factory and talk about) ¢,, my consideration some of the 


(Continued from Page 48) 


has got the answer at this time. 
I don’t think that the factory 
knows it. I don’t think the dealers 
know. I would like to be able to 
look in a crystal ball and know 
what is going to happen. 

The only thing that I know is 
that it is going to be rough and 
somebody is going to get hurt. Now, 
the fellow that is on his toes, com- 
ing back to what I said at the out- 
set, who knows what he is doing, 
I am not worried about him, but 
the fellow who is running by gee 
and by gosh, he is going to find it 
rough. 

GORDON — Birkett, are these 
factory bonus and incentive pro- 
grams harmful in the long run 
to the dealers? 


Quota Bonuses Harmful 

Witu1Ms—Not if they are set up 
right and are equitable. I think 
those things have been harmful in 
instances where the conception of 
them or the format of them was 
such that some deaiers gained an 
undue advantage on other dealers. 

Let us say it is based on some 
kind of a quota system. Well, how 
do you arrive at the quota? You 
have got to have some basis for 
doing it. 

Now, if that is an equitable 
basis, it works fine. But if it is 
on a basis that works a hardship 
on some dealers, well, then, it is 
rough, 

Let us assume that normally you 
sell 300 cars a year—you sell 600 
cars one year due to the fact that 
you had a chance to get a particu- 
larly large chunk of business dur- 
ing a month on which the quota 
might be based (maybe you sold 
Detroit Edison 60 cars that month 
which is more cars than you sell 
in two months ordinarily)—well, 
then, let us say you get this bonus 
after you sold a certain percent- 
age, whether it might have been 
50 percent or 200 percent of what 
you did that particular month. 

But that is rough on you. You 
haven’t got a rabbit’s chance, and 
here you are, going along on a per- 
fectly normal basis or maybe below 
normal for some reason and maybe 
you had a bad month, and you 
sell a few cars; you are getting the 
bonus, and here, you are competing 
with this poor devil on a basis 
which is just murder to him. You 
can sell cars and make money, 
whereas he beats you and loses 
money, assuming that your costs 
are the same. 

But bonuses in themselves are, 
I would say, generally speaking, 

a very helpful thing. They are 

only bad when the basis of them 
is not fair, and, of course, that 

is a hell of a job. The factory has 
been trying to arrive at a basis 
that is fair to everybody. 

During the war, I was in OPA. 
Well, in order to establish a base 
price, you just froze all of the 
prices as of right now. 

Well, maybe you had some—not 
hidden costs, but some new costs in 
your business that had made you 
feel, well, we have got to raise 
these prices, and we let it ride until 
the first of July when our new cat- 
alogs go out or something of that 
sort. 

But before you got that thing 
done, they froze you, selling at a 
loss. Well, maybe you are selling 
something that is an essential com- 
modity in the lives of people. So 
you come in and apply for an in- 
crease and show a hardship, and 
you get the increase and sell the 
stuff all right, but maybe I can’t 
show that same situation. Maybe 
I am not selling something that is 
essential, so I get hurt because I 
am frozen with a losing price under 
the same set of circumstances that 
you got it. 

That is the same thing with this 
bonus thing, if you could just get 
it equitable, but that is a tough job. 

I am not even sure that you 
can ever devise a system that is 
100 percent equitable. I don’t think 
the factory means these things to 
be unfair. It is just in the applica- 
tion of it, of any plan; 5,000 deal- 
ers or 7,000 dealers, you are bound 
to find some inequities, and the 
fellow that gets hurt, he hollers 
like hell. I have been hurt. I can 
make as much noise as anybody. 

LIENERT--Do you look for in- 

















































cleanup period? 

Wiru.ums—Put it the other way 
around. It would be very welcome. 

LIENERT—I mentioned this 

because many makers have al- 
ready had incentive contests this 
year that are almost. cleanup- 

time-type things. 

WittumMs—Well, we are certainly 
in a position where a lot of deal- 
ers are in the cleanup right now 
and don’t know it. I ran into a 
dealer a few days ago who sells 
100 cars a month, and he has got 
300 cars on hand. He is in the 
cleanup right now. I am not sure 
that he realizes it, but he is in it. 

FINLAY—Birkett, how about 
the whole area of factory-dealer 
relationships since you have been 
in office? How have things been? 

Wriruims—I am glad you asked 
that question. I have never seen 
a time when I thought the factory- 
dealer relationships were as g 
as they are right now. In the 
NADA, for instance, we are able 


ood| anything offhand that they have 





is, we wanted to get what you | relationship, but this Dealer Policy 
Boar 


would think. 

Wruams—Well, I was trying to 
get you to name some things so I 
could pick out the one. It isn’t that 
I am trying to get you answer the 
question. I am just trying to get 


anything which is proper for us that they have done. 
to discuss with them, and that ap- > ~4 you eae the five-year 
plies to all of them. franchise. The one that I think of 
rset sansa just offhand is the assumption by 
the factory of the full labor rate 
on warranty work, 

Let us get them all out here on 
the table, and then, try to pick out 
the one. 

FINLAY—Of course, I was 

thinking of the whole area of 
working together, rather than 


Review of Reforms 
FINLAY—The boss had one 
question that he wanted us to 
ask you, and that is: What is the 
most important policy change or 
program put in effect by any 
factory in the last five years? 
Wiuams—To name a few of 
them, that is a big question. I don’t} working apart. 
know what all they put into effect} Wim.iams—When were the Dealer 
in the last five years. Now, I| Policy Boards established? 
haven’t got a very good memory. GORDON—1956. 
GORDON—The five-year fran- Wiuuams—That is within five 
chise? years. That certainly is important. 
Wittums—That is very construc- GORDON—On an elected basis 
tive, certainly. amongst the divisions. 
FINLAY—Has there been any- WituiumMs—I am not talking about 
thing of major significance re- | the dealer councils. 
cently that you recall? GORDON—You mean the deal- 
Wiruiams—Well, can you think of| er relationships? 
WrtiuMs—Well, the Lealer Pol- 
done recently? icy Boards they call them, don’t 
FINLAY—You see, the thing | they? They always had a dealer 


d— 
GORDON—Like the General 
Motors Umpire, or the Ford 
Dealer Policy Board. ; 
Wuiams—That is right. That is 
a topflight group of. people with 
apparently a lot of muscle. That 
was certainly important. What else 
can you think of that was in there? 
I am stumped to remember all of 
the things that have happened. 
LIENERT—This may not be a 
policy change, but it came about 
because of the Good Faith Law, 
and that is the tolerance of the 
factories towards inter-corporate 
duals in the last couple of years, 
where a Buick dealer could deal 
with Rambler, and so on. 
Wirttums—Well, you might have 
a situation there which will present 
some problems. What is going to 
happen to the Buick-Rambler setup 
when Buick comes out with a small 


will happen? 
Wruams—I am not running the 


business. 
~ * x 


No Franchise Action 


same 
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economical a car in America as|through. We are going to have 


Q and A Session with NADA Chief. . . 


All to Sell in Same Price Class? 


(Continued from Page 49) 


relations, what does NADA look 
for in the new franchise that is 
coming up this fall? 
WruuuMms—That has not been dis- 
cussed in the (NADA) board meet- 
ing. 
GORDON — Will NADA have 
do you think, 
at that time? 


Wruums—They have so far done 
nothing along that line. There has 
been no action taken nor has there 
been any on the record, discussion 
of the matter. There might have 
been some discussions among in- 
dividuals, but I have heard none. 

GORDON—Are there major 
areag of improvement that you 
would like to see in the new fran- 
chises? 

WuiuMms—You are talking to the 
poorest guy in the world to answer 
that question. I am ashamed to tell 
you that I have never read a Ford 
franchise. I don’t know what the 
hell is in it. 

I realized when I signed it that 
if I didn’t like it, they weren’t go- 
ing to change it, that if I didn’t 
want to sign it, I wasn’t going to 
be a Ford dealer. I wasn’t eating 
very well at the time, and I was 
very anxious to be a Ford dealer. 

I signed what they handed me. 
I don’t know what was in it. I 
have signed several since that 
they brought out, new ones. I 
have never read any of them. 

I have always gone on the theory 
that as long as I did a good job 
for them, they wouldn’t want to 
fire me, and ag long as I could 
make money and have good health, 
I didn’t want to quit, and I have 
been fortunate in never having a 
year when I didn’t make a profit. 

I only made $300 in 1932 for my 
whole year’s work, but I figured 
that was $600 better than losing 
$300, and most of my friends that 
year lost money. 

FINLAY—How do the imports 
fit into this new revolution in the 
product? 

Wiu.uMmMs—They are to blame for 
it, aren’t they? They got going too 
good, and they © ecg it. 

FINLAY — y seemed to 
have given people some different 
ideas. 


Wiuuams—Well, I think the im- 
ports are here to stay; not all of 
them, of course. They will prob- 
ably go through the same cycle 
that the American manufacturer 
went through. There were many to 
start out and there are a very few 
left. I can conceive very easily of 
the imports going through a some- 
what similar situation. Am I cor- 
rect in thinking that the only two 
that show an increase this year are 
Volkswagen and Renault? 

LIENERT—The two major 


Wuiiums — Well, now, what is 
going to happen to them? Some of 
them are probably going to go out 
of the picture. 

LIENERT —In line with the 
new market, where everyone is 


Ford product that had a 100-inch 

wheelbase or smaller? In other 

words, a cut below? 
GORDON—Below Falcon. 


Wit.uams-—Apparently there are 
a lot of people that want that kind 
of an automobile from the number 
of Volkswagens that have been 
sold. How many have they sold this 
year, so far, do you know? 

LIENERT — About, something 
more than 50,000 now in the first 
four months. 

Wru.usams—That is a sizable mar- 
ket. : 

LIENERT—They are currently 
selling 15,000 a month. 

WiruMs—15,000. That is a siz- 
able market. We have got a lot of 
makes that aren’t making 15,000 a 
month, haven't we? 

LIENERT—Yes. Would you 
like to have this Ford in your 
stable? 

Wuiams—I never gave any 
thought to that. If it is going to 
be a car that the American people 
will buy, I would certainly like to 
have it. I am not sure what the 
volume of business would be, but 
they are going up, aren’t they? I 



















































mean, their volume is up this year? 


LIENERT—Yes. 
Wi.uMms—lIndicating that the de- 


mand for that kind of a car ig on 
the increase. 


LIENERT—Well, probably not. 
They are up because their pro- 
duction ig up. 

Wruums—In other words, per- 


centagewise, they are not up? 


LIENERT—Well, they are up, 
but it is not up apparently be- 
cause demand is up. Demand has 
always been up. They have 
brought the production up. 
Wiu.amMs—I see what you mean. 


They are up because they were able 
to ship more cars in? 


Of course, you have got two 


kinds of people buying a car like 
that. You have got people who buy 
them for reasons of economy, and 
then you have got another group 
of people who feel that it makes 
them distinctive. 

How many are buying in which |to do is cut down on the horse- 
group, I don’t know, but I sup- | power, and take out some more 


pose you would be 


you can build in Europe.” 

As far as the mechanical parts 
of the car go, I am one of the 
people who feels that the Ameri- 
can man 


safe to assume that you have got 
a 50-50 deal there. 

Now, the outfit that wants to be 
distinctive, I am not so sure that 
they would feel that an American- 
make car was distinctive enough. 

* + + ° 


Now, if you want to get into the 
part of it that involves upholstery 
and trim and something like that, I 
think you can probably get more 
out of the European market where 
labor is low than you can here, but 
mechanically, nobody can beat us. 

LIENERT—Do you think the 
day of the 4,000-pound, 300-horse- 
power car ig numbered? 

WirutuMms—I wonder. I wonder. 
You see some of these young bucks 
driving with one hand on the wheel 
and the other hand around some 
girl; they seem to like that stuff, 
and by “stuff,” I don’t mean what 
they have got in the other arm. 

FINLAY—What about the 
whole trend of the dealer body; 
do you see a growing dealer body 


Competitive Edge 
LIENERT--You don’t feel, 
then, that when everybody is 
competing with you on Falcon, 
you don’t feel that you would 
have a competitive advantage if 
you could offer a car for a few 
hundred dollars less that would 
be slightly less automobile? 
WuiusMs—You would with the 
fellow who ig buying for reasons 
of economy. 
I had a fellow the other day say 
to me, “Why should I buy a Fal- 
con? I can get 32 miles to a gallon 


with my Volkswagen.” or has been diminishing? 
I said, “If you want that kind| Hasn’t it? d you expect it to 
of a car, the American manufac-| continue? 


Wiruams—Well, dealer trend is 
going through exactly the same 
thing that the drug store went 
weight and you can build just as| through, the grocery store went 


turer can build it. All you have got 


fewer dealers and stronger dealers. 
That is inevitable. That is inevi- 
table. You can’t change that. 

FINLAY—Is that largely a 
metropolitan thing? 

Wruams—No. 

FINLAY—Or does it extend to 
the rural area, too, the small town 
area? 

Wiuuams—I think so. You are 
getting a fellow who can operate 
through his efficient operation for 
10 percent of his volume of busi- 
ness; he is in a hell of a lot better 
shape than the fellow that is cost- 
ing him 12 percent. 

Let us say the price of the car 
is $3,000; the fellow with the 10 
percent, he has got a $60 bulge. 
If he can stretch that to 9 percent 
or 8 percent, he ig just increasing 
that bulge that much. 

FINLAY—So you see the 
future dealer as becoming more 
efficient and larger? 

Wu.uaMms—That is just the sur- 
vival of the fittest. It ig like any 
other business. 

What shoe store is successful? 
The one that does the best job of 
merchandising. 

What restaurant is successful? 
Why is Stouffer’s for instance, able 
to operate all of these stores every 

(Continued on Page 51, Col, 1) 
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Q and A Session with NADA Chief... 
All Dealers to Sell 


In Same Price Class? 


(Continued from Page 50) 


place and have people stand up, 
waiting for a seat? 

They serve you food that tastes 
good; they serve it to you in a 
very pleasant surroundings, The 
thing is done efficiently. It is 
done on a pretty economical basis 
compared with what you pay in 
the other places. Just every rea- 
son in the world that you can 
think of why it is a hell of a 
good place to go for a light meal. 

If you want a great big steak 
and you sit there and gorge your- 
self, they don’t have it, and they 
don’t cater to that kind of trade. 

* * * 


Physical Layout 
LIENERT—In this trend that 
apparently is making merchan- 
dising more important in a deal- 
ership, there have been some 
criticisms of the average deal- 


ership as being in the same physi- 
cal layout as it was in Model A 
days, where you had a showroom 
with two cars and a backshop. 
Should dealers start thinking in 
terms of creating more attractive 
showroom surroundings to dis- 
play the car? Should the whole 
concept of the dealership be 
changed? Is this an important 
part in improved merchandising? 


Wiruams—If I told you what I 


think about that, I would lose my 
franchise. 


LIENERT—Let us make it a 
theoretical question. Suppose a 
Chevrolet dealer— 

Wir.u1amMs—Well, you have got to 
keep up with the times. You just 
can’t do business in a mechanical 
age on a horse and buggy basis. 

Seven or eight years ago, we air- 
conditioned our showrooms, I don’t 


think it ever brought one more per- 
son in the place. I don’t think any- 
body comes in there because that 
is air-conditioned, but I will tell 
you this: On a hot day, after they 
get in there and stay put in that 
place, we have found that if we can 
keep a man in there for three 
hours, we will get an order. So you 
can’t be without air-conditioning, 
and everything else is the same 
way. 

We have just spent $4,500 for 

a motor analyzing set, to use in 
tuning motors, and put three 
men exclusively on that work. 
That is all they do. As a result 
of doing that, we have practic- 
ally eliminated all complaints on 
motor tuneups. 

Well, now, what is the result of 
the fellow who doesn’t have that 
kind of a facility? He is at a dis- 
advantage. 

Does that answer your question? 
You have got to keep up. 

LIENERT —I was thinking— 
when I asked the question—most- 
ly in terms of the type of build- 
ing the dealer operates out of. 

Wittiums—We have had a big in- 
crease in the number of cars on 
the road. According to all of the 
economists, we are going to see 
a much greater increase. I think 
they predict an increase of 24 mil- 


~ FAST LOCAL DELIVERIES 
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MoPar Parts and Accessories Division, 
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lion cars in the next 10 years and 
five million trucks, which would 
take us from the present 71 mil- 
lion to 100 million. Somebody is 
going to service those automobiles. 
The business is ours if we step up 
to it and do what it takes to take 
care of it. 

LIENERT—What does it take? 

WruuMms—Two things. Maybe 
three. First of all, it takes facili- 
ties, No. 2, it takes personnel, and 
No. 3, it takes a desire to get and 
to hold that phase of the business. 

I am one of these guys who 

doesn’t think you can run an 
automobile business successfully 
by just selling automobiles. We 
are in the sales business of new 
cars. We sell used cars, and we 
sell parts, and we repair cars, 
and we run a body shop, and we 
run a finance company, and we 
run an insurance company, and 
we run a leasing business, and if 
we can find something else in 
connection with the automobile 
business, that is a profitable part 
of it, we will get into it. 

I never saw a good dairy farmer 
yet, when he went out to milk, who 
didn’t milk every teat on the cow. 
In my opinion, if you are going to 
run a successful automobile busi- 
ness, you better get the milk be- 
because if you don’t it is costing 





51 


you just as much to board that 
cow if you milk three teats or if 
you milk four. 

LIENERT—What can the deal- 
ers do to improve the public re- 
lations? 

Wittiums—Oh, that is a tough 


one. 
* * * 


Dealers’ Public Image 


FINLAY—How about the deal- 
ers as a whole, Birkett? Is there 
anything that they can do to im- 
prove the whole public image? 
I think individual dealers, when 
they do a reputable job with their 
customers, their customers know 
this,- but on the whole, you often 
hear people speak disrespectfully 
of dealers, a lot of dealers. Is 
there anything you can do in this 
area? 

WittiuMs — Don’t they do the 

same thing of lawyers? 

FINLAY—Definitely. 

Witums—They say that lawyer 
is a shyster, don’t get mixed up 
with him. The Bar Assn. has got 
a damn sight tighter grip on them 
than we have, and yet, they can’t 


correct those things. They can dis-° 


bar a fellow, and they do it if it 
gets bad enough. It has got to get 
awfully bad, but we have no club 
at all as a group or as an organ- 
ization. Moral suasion. 

FINLAY—I was thinking about 
this new proposal for training 
salesmen. 


Witums—I hope something can 
be worked out on that. That would 
be wonderful. That is a big prob- 
lem, and in my opinion, it isn’t an 
insurmountable one. It is one that 
we certainly propose to work at. 
I don’t know why it can’t be ac- 
tivated. 

We are going to give a lot of 
thought to whom we put on that 
committee because we want to get 
people who will approach it with 
the thought in mind that this is 
a subject about which something 
can be done. 

Now, let us find ways to do 
it. In other words, we don’t want 
to get something negative in there 
because that isn’t the direction we 
want to travel. We want to ac- 
complish something. 

FINLAY—Birkett, I think this 
does a very good job of wrapping 

it up, unless you have something. 

WitimMs—No. Thank you. I have 
got a meeting back there that I 
ought to be in. I shouldn’t have 
come up here. 

FINLAY—I am glad you did. 


Peoria Revives 


Driver Training 


PEORIA, Ill. — Driver training 
classes for Peoria high schools— 
dropped during a 1953 economy 
wave—will be resumed next school 
term on a one-year trial basis, but 
outside regular school hours. 

The board of education voted, 
5 to 2, to.begin behind-the-wheel 
training again after years of op- 
position to such classes as “frills.” 

The Peoria Assn. of Insurance 
Agents has agreed to spend $2,000 
or more to furnish dual training 
cars and prepare them for instruc- 
tional uses. 


Leyland to Exhibit 


Diesel Trucks in U. S. 


NEW YORK.—The first British- 
made, heavy diese] trucks to be 
shown and offered for sale in the 
United States will be seen at the 
British Exhibition in the Coliseum 
here, June 10-26. 

The trucks will be a Leyland 
Chieftain, with gross vehicle weight 
of 24,000 pounds, payload of 15,536 
pounds, and four-cylinder diesel 
motor of 95 horsepower, and a Ley- 
land Clydesdale, with gross vehicle 
weight of 32,000 pounds, payload 
of 21,900 pounds and six-cylinder 
diesel motor of 110 brake horse- 
power, 


CHROME BAD?? HERE IS THE ANSWERI! 
We -are setting up a National Organiza- 
tion to market a simple, inexpensive 


method of resurfacing bad chrome. 

This is a tested and proven product that 
will duplicate good chrome at a small 
fraction of replacement cost. 


We are interested in individuals or or- 
ganizations who are capable of giving us 
oes hitting coverage on an exclusive 
asis. 

Ground floor opportunity for State and 
Regional . Distributors, 

NATIONAL CROME SERVICE 
Akron 8, Ohio — Phone BL 3-6635 














<A PRO 






C. J. Moore, former general sales 
and marketing manager of Exide 
Industrial Division, Electric Stor- 
age Battery Co., 
Philadelphia, has 
been promoted to 
marketing vice- 
president of the 
division. 

In his new po- 
sition Moore will 
continue to direct 
at the highest 
policy level all 
national sales 
and marketing 
activities for 
Exide industrial batteries, battery- 
charging equipment and related 
components, Moore joined Exide in 
1935. 





C. d. Moore 


* * ¥ 
Hoag Joins FWD 
Orville J. Hoag has been appoint- 
ed Southwestern regional! sales 
manager for FWD Corp. He had 
been a regional manager for 
White’s Reo Division. 


* * + 


Cosmo Names Gregan 
Cosmo Wheels, Inc., 1019 W. Ful- 
ton St., Chicago, recently establish- 
ed national marketing organization 


Auto Personnel 
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W. B. Prosser in the coordination 
of PC sales activities and will help 
assess sales potentials of new prod- 
ucts. 


Heitman Leaves Carter, 


Joins Bendix Executive Staff 


Charles E. Heitman jr., former 
president of the Carter Carbu- 
retor Division, ACF Industries, 
Inc., has joined the staff of 
George E. Stoll, executive vice- 
president of Bendix Aviation 
Corp. 

Heitman will be responsible for 
major manufacturing and organi- 
zational functions in the divi- 
sional and interdivisional areas, 
said Stoll. Bendix has 25 divisions 
and 16 subsidiary and affiliated 
companies, he added. 


* * * 


Brunn Joins Dealer 
Floyd Brunn, former Dodge pro- 
motion and merchandising man- 
ager in Los Angeles, has been 


named new-car sales manager for 
|L. D. Coffing Co, (Dodge), Santa 


Ana, Calif, 


+ * * 


McCarn Heads Region 
V. L. MecCarn has been named 


for Chicago Rubber Co., Inc., and} West Coast regional manager of 


the new Cosmo R-100 rubber con- 
tact wheel, has named J. Fred Gre- 
gan general manager. 

od * * 


Satterfield Named Aide 
To Perfect Circle Chief 
Richard W. Satterfield has join- 
ed Perfect Circle Corp., Hagers- 
town, Ind., as assistant to the pres- 
ident. He formerly was an account 
manager with Compton Advertis- 
ing, Inc., New York. 
Satterfield will assist President 






Gould-National Batteries, Inc., St. 
Paul. He formerly was Oakland 
(Calif.) Division manager. 

+. * * 


Ford Stamping Shifts 


Kaiander, Promotes Hunter 


Appointments of managers of 
Metal Stamping Division plants in 
Monroe, Mich., and Buffalo, have 
been announced by Ford Motor Co. 


Mark Kaiander, manager of the 








succeed Frank Wright, who is re- 

tiring. Charles G. Hunter, produc- 

tion manager of the Dearborn 

stamping plant, succeeds Kaiander. 
: * as 


Perfect Circle Appoints 


Assistant Sales Manager 


Perfect Circle Corp., Hagerstown, 
Ind., has named Harry May assist- 
ant sales manager for foundry 
products. 

A veteran of 17 
years with the 
piston ring man- 
ufacturing firm, 
May will super- 
vise sales of 
sleeve castings 
and other preci- 
sion castings to 
original equip- 
ment manufac- 
turers, He has 
served Perfect 


Harry May 
Circle’s original equipment custom- 
ers since 1955 as special sales rep- 
resentative for foundry products. 

* * 


Dana Unit Names Caney 


Dana Corp.’s Parish Pressed 
Steel Division, Reading, Pa., has 
named A. L. Caney manager of 
consumer products-sales, He for- 
merly was a regional sales manager 
for Mobile Products Division, 
Sperry Rand Corp. 

* * 


* 
AMC Moves Powers 


A. V. Powers has been appointed 
Buffalo zone manager for American 
Motors, He formerly was Boston 
zone manager. In Buffalo, Powers 
succeeds W. A, Fullerton, who now 


|is New York zone manager. 
+ * * 


Buick Names Roberts 
James R. Roberts has been ap- 
pointed used-car representative of 
Buick’s Cincinnati zone, William C. 
Curry, zone manager, announced. 
a * + 


Woodall Promotes 2 


Monroe plant since 1957, was} Woodall Industries, Inc., Detroit, 


named head of the Buffalo plant to| has appointed Norman G. 
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1959-60 DODGE 
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For trucks having rear coil spring suspension, here’s all you need to 
add up to 1000 lbs. extra capacity on 4 ply tires or up to 1500 lbs. on 
6 ply tires... quickly, safely and profitably! The new MOOG 
TRUCK-BUOY is designed of natural, live rubber... calibrated to 


1959-60 FORD 


(All models except Panel and 4-Wheel Drive) 


voc ae 
CH: BUOY 








prevent bottoming and help eliminate side-sway. Actually improves 


cornering and ride with load. Don’t confuse with “air bags’’, spacers or 
gadgets. Proven in use, the MOOG TRUCK-BUOY is a must for 
boosting payload capacity in new half- and three-quarter ton Chevy, 
GMC, Dodge and Ford trucks. Other applications coming soon. 

See your MOOG distributor or jobber for the hottest truck accessory 


on the market today! 


*AEON Hollow-Rubber Spring in Europe, Asia, Africa and Australia. 


Guaranteed by MOOG. 
Grips securely in place. A 
trouble- and maintenance- 
free installation. no-risk 


8 
tree trial for your customers. 


ANOTHER MOOG EXCLUSIVE! 


List price $29.95 per set 
with all attaching parts 

in this handsome, recessed 
shipping carton-display case. 





vice-president and assistant general 
manager and Earl A, Burns opera- 
tions vice-president, Currin for- 
merly was assistant treasurer and 
assistant secretary, and Burns was 
manufacturing manager of the De- 
troit plant. 
* * r 


L-M Names Shoemaker 


Sales Administration Chief 


John H, Shoemaker has been ap- 
pointed manager of the sales ad- 
ministration department of Lin- 
coln-Mercury. He succeeds James 
H, Barnes jr. 
who has been 
named Chicago 
assistant district 
sales Manager. 

Formerly Den- 
ver assistant dis- 
trict sales Man- 
ager, Shoemaker 
joined L-M in 
1946 and held 
« field sales posi- 

Pei tions in Seattle 
J. H. Shoemaker and Logs Angeles 
from 1947 to 1953, when he returned 
to Detroit to manage factory deliv- 
ery sales. He was made sales pro- 
motion manager for the Western 
sales region in 1956, and a year 





Financial 


Hoover Bearing 


Hoover Ball and Bearing Co., 
Ann Arbor, Mich., report for fiscal 
nine months ended April 30, 1960 
vs. 1959: Profit, $1,167,252 and $1,- 
136,714; sales, $24,894,139 and $20,- 
806,451. 

* * * 


Michigan Seamless Tube 


Michigan Seamless Tube Co., 
South Lyon, Mich., report for fiscal 
first half ended April 30, 1960 vs. 
1959: Profit, $943,165 and $936,842; 


Currin | sales, $11,903,609 and $10,280,757. 






Natural, live rubber is rug- 
ged, yet resilient. Fiexes 
contin: 





later was named to his Denver 
position. 


* * 


Sexton Named Fleet Rep 


Frank G. Sexton has been ap- 
pointed resident fleet representa- 
tive in Houston for Dodge. 

* + * 


Pontiac Transfers Ware 


John P. Ware, formerly assistant 
manager of Pontiac’s Charlotte 
(N. C.) zone, has been named as- 
sistant zone manager in St. Louis. 
He succeeds R. D. Coulter, who has 
been transferred to division head- 
quarters as organization and analy- 
sis Manager. - 

+ 


Whetstone Heads Chevy Zone 


V. P. Whetstone has been named 
Seattle zone manager for Chevro- 
let. He succeeds E. A. Snyder, who 
has been made manager at South 
Bend. 


* * * 


Wayne Pump Appoints 
Wayne Pump Co, Division of 
Symington Wayne Corp., Salisbury, 
Md., has named Charles K, Aaron 
assistant to the president of Wayne 
Pump Canada, Ltd., Toronto. 


* ” + 
Chevrolet Promotes 


Two in Field Sales Force 


Two appointments in Chevrolet’s 
Pacific Coast field sales force have 
been announced by K. E. Staley, 
general sales 
manager. 

D. R. Paul has 
been promoted 
from Portland 
(Ore.) assistant 
zone manager to 
Oakland (Calif.) 
city manager, 
and R. G, Jess, 
from Pacific 
Coast _ regional 
sales promotion 
manager to Port- 


D. R. Paul 
land assistant zone manager. Paul 
succeeds V. P, Whetstone, who has 
been made Seattle zone manager. 


GS FOR TRUCKS! 
ARY NEW OVERLOAD DESIGN! 







MOOG INDUSTRIES, INC., ST. LOUIS 33, MO. 


MOOG MEANS MORE UNDER-CAR BUSINESS! 








Chevy works to win new customers by keeping those it already has 


A satisfied Chevy owner is the best prospect a 
Chevrolet dealer has for a new car. That’s why 
Chevrolet carries on programs to maintain 
owner loyalty and make repeat sales easier for 
the dealer. The conduct of Owner Meetings, 
part of Chevrolet’s new Department of Owner 
Relations, is one step being taken to help make 
certain that every customer is a satisfied one. 

During the informal Owner Meetings, held in 
cities all across the country, Chevrolet owners 


At this meeting in Cincinnati, Ohio, the 
owners talk over Chevrolet with W. H. 
McGuire, Jr., Assistant Manager of the 
Owner Relations Department. The 
owners, selected at random, are typical of 
the more than 17,000,000 Chevy owners 
throughout the country. 


% adios 


are encouraged to air any and all favorable 
or unfavorable comments about Chevrolet 
and to tell what they want in their next 
Chevrolet. These comments might take 
the form of praise or constructive criticism 
of their dealer or factory in addition to 
suggestions or questions on product and 
operations. Owner Relations Department 
representatives take note of the remarks 
and pass them on to the various Chevrolet 


departments which might benefit from them 
in their future programming. 

Realizing that responsibility to owners begins 
at the time of purchase and continues as long 
as the car is on the road, the Department of 
Owner Relations makes a full-time job of keep- 
ing Chevy owners happy— paving the way for 
future sales of Chevrolet cars, trucks and parts. 


Chevrolet Division of General 
Motors, Detroit 2, Michigan 


* . 
: 7 ae Sere: ; 


Chevrolet dealers are No. 1 with customers because customers are No. 1 with Chevrolet dealers 
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White's Distributor Council Meets— 

‘eased etration of the heavy-duty and multistop truck markets in the 
aaa half a Wie we the goals cited by members of the national distributor council 
of White Motor Co. during its 11th annual meeting at Cleveland with, from left, stand- 
ing, Noah O. Gresham, wholesale operations vice-president; J. N. Bauman, president, 
and H. J. Nave, executive vice-president, White Truck Division. Distributor council 
members, each representing White and Autocar distributors in a sales region of the 
United States or Canada, are, from left, seated, E. R. Kinnebrew, Memphis; R. D. 
Hughes sr., Dayton, O., council chairman; J. C. Wright, Paterson, N. J., outgoing chair- 

7 R. W. Cochran, Phoenix; Morris Krouse, Wichita; Robert James, Washington, Pa.; 


S. G. Sealey, Regina, Sask., and Jack Erickson, Gary, Ind. 


for new 
paint 
touch-up ~~ 


Across the Nation ... 








Auto Dealer Changes 


PORTLAND, Ore.—Gerry Alford,| has opened here. Bob Dares heads 


Lake Oswego Imports, has taken 
on Toyopet. Alford also handles 


»| BMC and operates a second firm at 


another Oswego address—Lake Os- 
wego Rambler. 

4 + + 

Jarvis Studebaker 

PORTLAND, Ore.—Portland’s 
newest retail auto agency, Jarvis 
Studebaker Co., has opened at 615 
S. E. Hawthorne Blvd, Richard B. 
Jarvis, owner-manager, until re- 
cently was manager of Jarvis Jeep. 

*” * * 


Change at Greenfield 
DETROIT. — Greenfield Rambler, 
Greenfield and Schoolcraft, has a 
change in ownership, Genera] Man- 
ager is Naiff H. Kelel and sales 
manager, Bill Repper. 
* 


Dares Adds VW Deal 


DARTMOUTH, Nova Scotia. — 
Dares Motors, Ltd. (Volkswagen), 





profit... (Binks Wren Air-Brush) 


for new 
portability. .. 


Gr 





‘if (¢] cain (Binks aa. Pak) 


Binks Wren Air-Brush is a spray gun in miniature . . . tailor- 
made for applying small amounts of standard factory- or 


custom-matched touch-up colors. Spray control accuracy is 


so good that masking is seldom needed. 


Binks Wren Pak is a unique, canned air supply . . . so portable 
it fits in your hand. It provides spraying air for up to 30 


minutes of intermittent operation. 


Ask your jobber to show you both. . . the Binks Wren Air- 
Brush and Binks Wren Pak. Complete details in Bulletin 
A59-1R1. Get a copy from your Binks jobber, or write direct. 


Ask about our spray painting school 
Open to all... NO TUITION . .. covers all phases 








Binks Manufacturing Company 


3124-34 West Carroll, Chicago 12, Ill. 
REPRESENTATIVES IM PRINCIPAL U.S. & CANADIAN CITIES * SEE Your CLASSIFIED 49 inectony 


the firm which also operates a 
Volkswagen dealership in Elder- 
bank, Nova Scotia, 

* * 


Davis in New Quarters 


HOUSTON.—Chuck Davis Chev- 
rolet, Inc., has moved to 3555 Old 
Spanish Trail. The firm is headed 
by Chuck Davis, who operated 
dealerships in Enid, Okla., Dallas 
and Fort Worth before opening a 
Chevrolet outlet here. 

od * * 


Turpin Joins Volvo 
WILMINGTON, Calif—Don Tur- 
pin Motors, 946 N. Avalon Blvd., 
has been named Volvo dealer. 
* * 


10 Dealers Add 
Auto Union-DKW 


SOUTH BEND. — Mercedes-Benz 
Sales, Inc. has signed 10 new Auto 
Union-DKW dealerships. They are: 

Jack Wheels, Inc., 22623 2nd St., 
Hayward, Calif; Joy Bros. Motor 
Car Co., 199 Smith Ave., St, Paul; 
Penny Motors, Inc., 8839 N, Main St., 
Dayton; Colonial Motor Sales, Inc., 
1246 N. Main St. Providence; 
Keith Ware Studebaker and Pack- 
ard on Main, 2735 Main St., Kansas 
City. 

Barksdale Motors, Inc., 801 
Barksdale Blvd., Bossier City, La.; 
Jaremko Motors Autohaus, 2020 N. 
Monroe St., Spokane, Wash.; Gard- 
ner Motors, Inc., 118 Morristown 
Rd., Bernardsville, N. J.; Pivero’s 
Auto Sales, 169 Wahconah St., 
Pittsfield, Mass, and M. B. Motor 
Co., Inc., 1410 Morehead St., Char- 
lotte, N. C. 


Brown Auto Sales Moves 


SILVER CITY, N. M—Brown 
Auto Sales (DeSoto-Plymouth-Stu- 
debaker-Willys) has moved from 
W. Broadway to College Ave, and 
Texas St. The W. Broadway garage 
will continue to handle service, The 
firm is operated by A, J, Riggs and 
Ernest Brown, 

* ” + 


Ranker for Renault 


FORT MYERS, Fla.—Ranker 
Motor Sales, with a new 9,000- 
Square-foot sales and service fa- 
cility, has become a Renault dealer 
in Fort Myers. 

7 


Pioneer Volkswagen Opens 
In Watertown, Conn. 


WATERTOWN, Conn.—Pioneer 
Automobiles, Inc, (Volkswagen), 
has opened at 600 Straits Turnpike. 
J, Whitaker is owner. 

The dealership’s new building, 
situated on a 40,000-square-foot 
plot, covers 8,500 square feet, There 
are 12 working stalls in the service 


department. 
- - - 


Casner Renault 


EL PASO, Tex.—Casner Renault 
Co., formerly Motor France, Inc., is 
in business at 601 Wyoming St. 

- ” * 


Chevrolet Deal Moves 


MILWAUKEE.—East Side Chev- 
rolet has moved to 2239 N. :Pros- 
pect, the building formerly occu- 
pied by Bob Black Oldsmobile. The 
Chevrolet deal, headed by Charles 
Kotovic, formerly was located at 
2260 N. Prospect. 

+ 


* * 


Olds Dealer Retires 


CHARLESTON, W. Va.—Scott 
Camp sr., president of Camp-Bur- 
dette Motor Co. (Oldsmobile), has 
retired and has sold the operational 
assets of the dealership to Britt 
Oldsmobile Co. Scott Camp jr. has 
opened a Renault-Peugeot dealer- 
ship at 40 Virginia St. 

*” + ” 


Porter VW Opens 
JOPLIN, Mo.—Porter Motor Co. 
(Volkswagen) has opened at 1704 
W. 7th St. 


Renault for Allen 
SUFFIELD, Conn.—Allen Import 
Co. has been awarded a Renault 
franchise. 


Dominion in New Home 
RICHMOND, Va.—Dominion 


Chevrolet has moved to 4400 W. 
Broad St. C, F. Johnson is presi- 
dent of the firm, and Vernon P. 
Linhart is general manager. 

* * * 


Hervey Plymouth Opens 


CORSICANA, Tex. — Hervey 
Plymouth has opened at US-75 and 
E. 6th Ave. The dealership, which 
also will handle Valiant, is headed 
by Claude Hervey. 

+ * * 


Thrall Opens Deal 


FULLERTON, Calif—Joe Thrall 
has opened Thrall Motors at 722 W. 
Commonwealth Ave., the former 
home of Renfree Motors, Thrall 
will handle MG and other sports 
cars. 


* * * 
Walker Sells to Trio 
DETROIT.—Glenn Walker has 
sold his Plymouth-DeSoto-Val- 
iant-Willys dealership on De- 
troit’s east side to two former 
officials, Edward Start and Eric 
Commes, and a third partner, 
Angelo Ricci jr. The new dealer- 
ship, at 13333 E, Warren, is called 
Start, Commes and Ricci, Inc. 
* a * 


Fine Gets Fiat Franchise 


ALBANY, — Fine’s Auto Sales, 
1025 Central Ave., has been appoint- 
ed Albany-area dealer for Fiat. 
Dave Fine is president. 

cd + * 


Adler in Indianapolis Deal 


INDIANAPOLIS.—Leo Adler, De- 
troit DeSoto-P ly mou th-Renault- 
Peugeot dealer, has opened a Re- 
nault-Peugeot dealership at 1250 W. 
16th St. Don Wilson is manager. 

* * * 


New Triumph Firm 


HOUSTON.—Fine Cars, 2152 Post 
Oak Rd., has signed a franchise to 
handle Triumph. 

* 


Add Volvo, Borgward 


NEW ORLEANS.—Brian Import- 
ed Cars, 420 N. Rampart St., has 
added Volvo and Borgward. 

* + * 


Elton Buys Rambler Deal 


Elton Ellis has purchased Bragg 
Levers Motor Co. (Rambler) in 
Roswell, N. M. The firm will be 
known as Elton Ellis Motor Co. 

* * 7. 


Campbell Adds Lark 


SANTA FE.— Campbell Pontiac- 
Buick, College at Manhattan, has 
added a Studebaker franchise. 

*~ * * 


Johnson Joins Midway 
GRANTS, N. M.—Jack Warren, 
president of Midway Motors, Inc. 
(Rambler), has appointed Ken 
Johnson secretary-treasurer of the 
dealership. 


Buys Out Brother 


SAUK CENTRE, Minn.—Jim 
O’Gara has bought out the interest 
of his brother, Dewey, in O’Gara 
Motor Co. (Pontiac-Buick). 

~ * 


Gunderson Chevrolet 


OSSEO, Minn. — Gunderson 
Chevrolet is a new dealership 
here. Partners in the firm are 
Alfred M. Gunderson and his son, 
Arthur. 


* ” * 


Sproat Sells Ford Deal 


MERIDAN, Id.—Owen Sproat 
has sold his Ford dealership to 
Kenneth E, Gibson, Boise, and Rob- 
ert Welker, Meridan. The company 
name has been changed to Gibson- 
Welker Ford Sales. 

+ ” 


* 


Coos Bay in New Home 


COOS BAY, Ore.—Coos Bay Mo- 
tors (Jeep-Hillman) has opened its 
new building at 358 S. Second. 
Owners are Dale Hurley and Cliff 
Hall. 


Lark, Mercedes 
Sign 10 Each 


SOUTH BEN D.—Studebaker- 
Packard and Mercedes-Benz have 
signed 10 new dealerships each. 
They are as follows: 

Studebaker — Weidenbacher Olds, 
Decatur, Ill.; Bob Olson Motor Co., 
Stillwater, Minn.; Hack Brothers, 
Covington, La.; Harbison Oldsmo- 
bile, Inc., Morrisville, Pa.; Ace Ga- 
rage, Chicago; Petite Motors, Fre- 
mont, Calif.; Campbell Pontiac- 
Buick, Santa Fe, N. M.; Beach 
Cities Motor Co., Redondo Beach, 
Calif.; A-1 Motors, Chambersburg, 

(Continued on Page 55, Col, 1) 
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Auto Dealer Changes 


(Continued from Page 54) 


Pa., and Palm Spring Imports, 
Palm Springs, Calif. 

Mercedes — Metropolitan Motor 
Co., Inc., Cincinnati; Manning Im- 
ports, Inc., Des Moines; Topping 
Motors, Inc., Tacoma, Wash.; Mi- 
lano Motors, Inc., Mount Kisco, 
N. Y.; Murray Motor Co., Salt Lake 
City; Stone Buick, Inc., Bedford, 
O.; Ken Brown, Inc., Detroit; Keye 
Motor Sales Co., Inc., Chicago; M. 
B. Motor Co., Inc., Charlotte, N. C., 
and Texas European Motors, Inc., 
Houston. 

* * 


Fiat Appoints 
29 More Dealers 
Throughout U.S. 


NEW YORK.—Fiat Motor Co., 
Inc., has appointed 29 dealers, They 
are: 

Santa Catalina Island Sales, 201 
Catalina Ave., Avalon, Calif.; H. W. 
McKevitt Co., Inc., 2611 Shattuck 
Ave., Berkeley, Calif.; Italian Im- 
ports, 2564 Slauson Ave., Hunting- 
ton Park, Calif.; Cambridge Motors, 
Inc., 2545 Marconi Ave., Sacramen- 
to, Calif.; Joe Towick, Inc., 60 
Santa Rosa Ave, Santa Rosa, 
Calif.; Jay Chamberlain Auto, Inc., 
11647 Ventura Blvd., Studio City, 
Calif.; Don Turpin Motors, 946 
Avalon Blvd., Wilmington, Calif.; 
Midwest Auto Imports, Inc., 44 N. 
Laramie Ave., Chicago; Dan Truck 
& Motor Co., Inc., 2710 State St., 
E. St. Louis, Il. 

Forest Imports, Inc., 7700 Caron- 
delet Ave., Clayton, La.; Stafford 
Motors, 116 Washington St., Frank- 
linton, La.; Farnof Motor Co., 1810 
Barrow St., Houma, La.; Michigan 
European Car Corp., 424 S. Main 
St, Ann Arbor, Mich.; Stratton 
Sports Cars Corp., 1915 E, Michi- 
gan Ave., Lansing; W. H. Stephens 
Co., 1301 Harmon Place, Minnea- 
polis; Griffith Oldsmobile, Inc., 1308 
E. 63rd St., Kansas City; World 
Cars Import, Ltd., 3636 S, Kings- 
highway, St. Louis; Sports Cars, 
Inc., 900 St, Louis St., Springfield, 
Mo.; Fine’s Auto Sales, Inc., 1025 
Central Ave., Albany. 

Murray Oldsmobile, Inc., 105 Mer- 
rick Rd., Amityville, N. Y¥.; Ross 
Pontiac, Inc., 17 E. Jericho Turn- 
pike, Huntington Station, N. Y.; 
Carr Motor Co., 528 Person S&t., 
Fayetteville, N. C.; Juhemo Motors, 
Inc., 111 S. Swigart St., Bucyrus, 
O.; Park Auto Sales, 7315 Vine St., 
Cincinnati; Reserve Motors, Inc., 
27 Woodland Rd., Painesville, O.; 
Stevens Auto Sales, Inc., 505 N. 
Central Ave., Medford, Ore.; George 
C. Reinoehl, 8038 Germantown 
Ave., Chesnut Hill, Pa.; Berman 
Imports, Inc., 5989 Centre Ave., 
Pittsburgh, and Burford Buick 
— 200 N, King St., Hampton, 

a. 





















































Ozan Motor Opens 
LONGVIEW, Tex.—Ozan Motor 
Co. (Comet-Mercury-Lincoln) has 
opened. R. F. Yarbrough, Pres- 
cott, Ark., is president, and V. C. 
Bright, is general manager. 
* ” a 


Helm Opens Import Deal 


McKEESPORT, Pa. — Carl] A. 
Helm has opened C & E Motors 
(Renault-Peugeot) at 2120 Fifth 
Ave. Helm formerly was in the 
transportation business, 

* * + 


Daniels Opens Deal 


SAN ANTONIO. — Earl Daniels 
Austin-Healey has opened at 3510 
S. W. Military Drive. 

” ” ” 


Diamond T Signs Up 


Dozen More Dealers 


CHICAGO.—Diamond T has 
franchised 12 new dealers. They 
are: 

V & E Equipment Co., Casper, 
Wyo.; C. L. Tyrrell, Inc., Sterling, 
Colo.; Morris County Truck Sales 
& Service, Whippany, N. J.; Eggi- 
man Motor & Equipment Sales, 
Inc., Madison, Wis.; Twin Ports 
Truck & Equipment Co., Duluth, 
Minn., and Bair’s, Inc., Idaho Falls, 
Id. 

Carey Truck Sales, Inc., Wauke- 
gan, Ill; David W. Whiteford, 


South Bend; Smith Truck and 
Equipment, Joplin, Mo.; Bluebonnet 
Distributing Co., Tyler, Tex.; Rob- 
ert Williams Truck Sales, Youngs- 
ville, Pa., and Mauer Motor Sales 
Corp., Garden City Park, N. Y. 


= * * 
Roberts-Nyssa Adds Jeep 
NYSSA, Ore. — Roberts-Nyssa, 

Inc, (Buick), has been named a 
Jeep dealer. 


* * * 
Dealers Elect Siler 
CLOVIS, N. M.—A. J. Siler, Rier- 
son Pontiac Co., has been elected 
president of the Clovis New Auto- 
mobile Dealers Assn., succeeding 
John Parker, Parker Motors. Merle 
Watson, Watson Motors, was 
named secretary-treasurer. 
* * + 


McBride Buys Wood Pontiac 

BIG SPRING, Tex.—K. N. Me- 
Bride, Brownfield Pontiac dealer, 
has purchased the Pontiac dealer- 


ship here from Marvin Wood. Mc- 
Bride said he will sell the Brown- 
field dealership. 

* 


Lloyd Arabella 
Adds 20 Outlets 


NEW YORK.—Appointment of 21 
more Lloyd Arabella dealers in six 
states has been announced. They 
are: 

PENNSYLVANIA: Tony Maurer’s 
Cars, Reading; Foreign Cars of 
Butler, Inc., Butler; George C. 
Dewar, Inc., Homestead; Parillo 
Motor Sales, Ellwood City; Evans 
City Motors, Evans City; Drexel 
Motors, Inc., Drexel Hill; Foreign 
Motor Distributors Co., Harrisburg; 
Plaza Auto Sales, Erie. 

New Yorx: Walt’s Car Exchange, 
Jamestown; Octavia Motors, New 
York; Best Wholesalers, Inc., 
Brooklyn; Martin C. Miller, Ame- 
nia. 

Connecticut: Community Auto 
Sales, Milford; Norman Motor 
Sales, Hartford. 

New Jersey: Garion’s Auto Ex- 
change, Little Ferry; Mark Motors, sarrey. ee 
South Boundbrook; Markham Mo- 
tors, Ltd., Bernardsville. 

MaryYLaNnp: Peery Industries, Inc., 
Easton; H. C. Summers, Jefferson. 






“Sure, ’'ve slowed down lately— 
ever since I took that course in 
efficiency I’m much more effici- 
ent, and that takes time.” 





Kentucky: Dublin Autos, Inc., 


Hallmark Sells to Gores 


FPOWLER, Colo.—Robert Hall- |Economy Cars, 1112 Indiana St., 
mark has sold Hallmark Motor | Wichita Falls, Tex. 


(Ford) to R. R. Gores, South 
Boone, Colo. Gores will retain the 
firm name. 

+ * * 


Wilhelm Adds VW Deal 
BISMARCK, N. D. — Don Wil- 
helm, who operates Courtesy Mo- 
tors (Volkswagen-Porsche), has 
purchased Import Motors, Inc. 
- - kswagen-Porsche), Minot, 


New Names, Sites 
For 7 Fiat Deals 


NEW YORK.—Corrected listings 
for seven Fiat dealers, who have 
recently changed names or ad- 
dresses, are: 

Wood Economy Motors, 1800 S. 
Fourth Ave., Birmingham, Ala.; 
Colonial Imports, Inc., 1625 Canal 
St., New Orleans; Merit Motor 
Mart, Inc., 176 Broadway, Fall 
River, Mass.; Bob Rourke Motor 
Sales, 344 W. Main St., Owosso, 
Mich, 

Jer Vic Motors, Inc., 325 Boston 
Post Rd.; Larchmont, N, Y.; Olmet- 
ti Motors, Inc., 215 E, Pittsburgh 
St., Greensburg, Pa., and Hudiburg ° 











with colorful Panorama Trim give your lot 


Saamenios 
a ing look of stability and permanence. Si 
night 


letters can be attached 


. A carnival-gay day or 


showcase. Childers Carports also available in other 
trim styles. (See photos below.) 
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Now! Make Your Lot A Profitable 365-Day ‘Showroom’ 


bor eae 


ee i ie | 


With Childers Carports That Pay For Themselves 


By slashing expensive clean up costs and light bills, eye-catching 
Childers Carports easily save you their small cost of as little as 5c per car per day! 


For their beauty alone, Childers 
Carports are one of the best invest- 
ments you can make to increase sales 
and profits. 

But Childers Carports do far more 
than turn an ordinary-looking lot into 
an inviting, exciting outdoor showroom. 


Childers Carports actually pay for 
themselves in savings on clean up costs 
and light bills. 


Clean Your Cars Only Once 

Childers Carports shield your cars 
from rain, sleet, snow and dust. As a 
result, you often clean your cars only 
once before they’re sold. 

The money you now spend to wash, 
clean and wax your cars over and over 
again can quickly amount to more than 
the small cost of your Childers Carports. 


Cut Light Bills Up To 50% 


At night, when most car buyers are 
looking, Childers Carports concentrate 


NO DOWN PAYMENT! 
NO CARRYING CHARGE! 


Take advantage of Childers special 
ayment plan for car dealers. Pay 
or your Childers Carports in four 
equal monthly payments! 





our lights directly onto your cars. 

ight bills are cut up to 50%. Profits 
go up. 

Attract More Prospects 

Just look at the photo above and 
you can see why more prospects are 
attracted to this outdoor showroom. 
More prospects mean more sales. More 
sales mean more profits. 


Why Dealers Praise Them 


Here are some additional reasons 
why hundreds of dealers in 40 states 
consider Childers Carports one of the 





Choose The Trim That You Prefer: 





Continental Trim on Childers Carports adds 
a distinctive a ance to your lot. Trim 
finished in white enamel or factory 
Bonderized—ready to paint! 


Thinline Trim on Childers Carports gives a 
ae modern look to your lot. Easy 
to install. America’s lowest cost perma- 
nent outdoor protection! 


investments any dealer could 


. Make every day a selling day. 

. Let prospects trade in comfort. 

. Bring higher prices for cars. 

. Increase turnover. 

. Lowest cost “showroom expansion.” 
. Easy to move and re-assemble. 

. Quick, low-cost installation. 


Call Two Dealers, Free! 


Childers will send you a list of 400 
happy dealers who have turned their 
lots into year-round, all-weather show- 
rooms, increased sales and decreased 
costs with Childers Carports. 

After you receive this list, call any 
two dealers. Let them tell you about 
Childers Carports in their own words. 
Send the bill for these calls to Childers. 
You'll be reimbursed promptly. No 
obligation. Mail coupon below, today! 


WE PAY FREIGHT TO ANY 
DEALER IN CONTINENTAL JU, S. 


poem MAL THIS COUPON TODAY ———— 


Childers Manufacturing Co., 

Dept. AN-10 

3620 West 11th Street 

Houston 8, Texas 

Send me complete information and list 
of 400 dealers who have installed 
Childers Carports. 


PE cecincsicsinctrdiiababetiiint tl teats 
Name & 
Title 
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‘Golden Harvest’ Ahead 
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Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Speaking as an “unabashed 
champion of advertising because it 
provides revenue that helps a free 
press stay free and the power- 
thrust that helps a free economy 
to grow,” Secretary of Commerce 
Frederick H. Mueller told the 56th 
annual convention of the Advertis- 
ing Federation of America that it 
ig the advertising profession's role 
to make the public “fully under- 
stand the value of the profit system 
and have the wit and will to use 
free enterprise right.” 

The next few years should see 
the “golden harvest of plenty 
which advertising will distribute 
for the betterment of mankind,” 
Mueller said, “but if this dream 
is to come true—and stay true— 
more than an aptitude for com- 
mercial success will be required 
of the advertising profession. 

“The stout bulwark that protects 
freedom of enterprise is a public 


that understands private enter- 
prise, appreciates its priceless 
worth and fights tooth and claw for 
its preservation.” 

* * € 


S-P Again Wins Crisis Award 


Studebaker-Packard Corp. has 
been presented the Steel magazine 
Cost Crisis Award. for the second 
consecutive year. It is the only 
company ever to have won it two 
years in a row. 


The award this year went to 
the auto firm’s stamping plant, 
while the 1959 award was won 
by its foundry. 

Winners are chosen by a panel 
of 40 metalworking managers rep- 
resenting a cross-section of the in- 
dustry. 


+ *~ * 
S-P Signs for Jazz Series 
Studebaker-Packard Corp.’s pur- 
chase of the “World Jazz Series” 
has been described by CBS radio 
network as the largest single pack- 


age sale of special programs in net- 
work radio history. 

The stepped-up Studebaker sales 
program was announced by S. A. 
Skillman, general sales manager. 
Five internationally acclaimed 
summertime jazz festivals are 
scheduled from New York, New- 
port, R. L.; French Lick, Ind.; De- 
troit, and Philadelphia. 

+ * * 


Marketers Pick Officers 


The Industrial Marketers of De- 
troit, local chapter of the Assn. of 
Industrial Advertisers, has an- 
nounced its officers for the 1960-61 
year. 

They are: President, John Van 
Wagoner, advertising supervisor of 
Wolverine Tube Division of Calu- 
met & Hecla; first vice-president, 
Robert A. Loepp, assistant adver- 
tising and sales promotion manager 
of BullDog Electric Products Divi- 
sion of I-T-E Circuit Breaker Co.; 
second vice-president, Roland J. 
Berkol, advertising and public rela- 
tions manager, Stainless & Strip 
Division of Jones & Laughlin Steel 
Corp.; third vice-president, Jack T. 
Steelman, district manager of Pur- 
chasing magazine; secretary, Brad- 
ley J. MacKimm, district manager 
of Automation magazine, and sec- 


1960 


retary, Marvin E. Olson, district| tising and sales executives of the 


manager of New EHquipment Di- 


gest. 
+. 


* + 
AIA Cites Bick, Clymer 

Edward H. Bick, merchandising 
manager, and. Donald J. Clymer, 
advertising manager for Detroit 
Diesel Engine Division of General 
Motors Corp., were joint recipients 
of one of 10 awards presented an- 
nually by the Assn. of Industrial 
Advertisers for production of out- 
standing industrial advertising 
campaigns. 

The campaign that Bick and Cly- 
mer devised with the cooperation 
of W. Mack Abbott, account execu- 
tive, of Kudner Agency, Inc., was 
to introduce a new series of gen- 
eral power-supply Diesel engines, 
and gain penetration in markets 
not heretofore covered by present 
engine lines. 

* + * 


Tire Advertising Berated 


Guy Gundaker jr., replacement 
sales vice-president, B. F. Good- 
rich Tire Co., says much recent 
tire advertising is “a mess of con- 
fusing gobbledygook” that gives 
tire buyers erroneous ideas about 
tires. 

Addressing a meeting of adver- 





FIRESTONE DRIVE-WHEEL TIRES BEAT TRACTION 
TORTURE TO BRING YOU DOUBLE MILEAGE 


Look at the extra benefits built into Firestone’s Super Mileage Trans- 
port Cross Bar tire: (1) 81% deeper tread that doubles original tread 
mileage on drive wheels—and regrooves for 25% more miles; (2) exclu- 
sive Firestone Cross Bar design that puts more of your truck’s power 
to work on the road; (3) all-Nylon Firestone Shock-Fortified cord that 
resists impact, heat blowouts and flex breaks; and 
Rubber-X, the longest-wearing rubber ever used in Firestone tires. 
They’re four dependable reasons why only Firestone gives you torque- 
toughened tires for double duty on drive wheels. Get alot more mileage 
with Firestone tubeless or tubed Super Mileage Transport Cross Bar tires 


at your Firestone Dealer or Store. 


ALWAYS SPECIFY FIRESTONE TIRES ON NEW TRUCKS 


Firestone 


Firestone 


(4) 





Super Mileage Transport® 
Cross~Bar 


BETTER RUBBER FROM START TO FINISH 


Copyright 1960, The Firestone Tire & Rubber Company 








company, Gundaker rapped adver- 
tising that attributes unlimited 
safety to the lowest priced tires. 
“It is a threat to both the tire in- 
dustry and the buying public,” he 
said. 

“We are seriously concerned 
about the damage that can be done 
by confusing advertising and mer- 
chandising methods,” Gundaker 
said. 

K a 


a 
FTC Guide for Advertisers 


The Federal Trade Commission 
has issued a 16-point guide to en- 
courage wide understanding by 
businessmen of the laws prohibit- 
ing the granting and receiving of 
illegal promotional allowances for 
advertising and special services. It 
deals with Sections 2(d) and 2(e) 
of the Robinson-Patman amend- 
ment to the Clayton Act. 

The FTC emphasized that the 
guides are being made public for 
the sole purpose of educating busi- 
nessmen and the public as to the 
requirements of the law. At the 
same time, the commission re- 
iterated its purpose to continue 
vigorous enforcement of the law by 
every means at its command. 


ad ‘* 
Castle Rocked 


Robert Castle, Syracuse, N. Y., 
who holds the sole U. 8. franchise 
for the Moskvich, a Russian car, 
has stopped—temporarily at least 
—his advertising and sales cam- 
paign. 

“To advertise a Russian car 
here now would be like asking 
donations to a Russian welfare 
fund,” Castle said. 


* oe * 
Spot TV Up in Ist Quarter 

Spot television advertising expen- 
ditures by national and regional 
advertisers in the first quarter of 
this year totalled $167,081,000 on 
a gross time basis, compared with 
$151,414,000 in the like period of 
1959, the Television Bureau of Ad- 
vertising reported. 

The automotive classification 
totalled $6,102,000, up 236 percent 
from the $1,816,000 spent during 
the January-March period of last 
year. 

Expenditures for gasolines and 
lubricants totalled $5,667,000 in the 
first quarter of this year, compared 
with $5,179,000 over the like period 
of 1959. 


a * * 
Dodge Dealers Campaign 

Sixteen Dodge dealers in the San 
Francisco area have joined forces 
to stage a sales jamboree during 
June and July with an expenditure 
of nearly $34,000 in advertising, 

Three newspaper ads will be run 
during June with every dealer’s 
local newspaper to be covered, in- 
cluding the three San Francisco 
dailies, the Oakland Tribune, and 
the San Jose Mercury-News. Sat- 
uration radio will also be used dur- 
ing June with spot announcements 
on 12 Bay Area radio stations. 

The campaign for July will be 
covered by bus posters in San 
Francisco, East Bay, suburban 
Greyhound and San Jose. 

A special dealer direct-mail pro- 
gram also is planned for July to 
supplement the transit advertising 
campaign. 

* o*” 
Larks in Giveaway 


Fifteen Lark station wagons and 
convertibles are among 1,000 prizes 
to be given to the best jingle writ- 
ers in a summertime contest spon- 
sored by A. E. Staley Mfg. Co. 

The five top entries in the con- 
test will each receive both a Lark 
convertible and a Lark station 
wagon. The remaining five winners 
in the top 10 will each win a Lark 
station wagon. 

* * * 
Personnel Changes 


Donald J. Dolen, copy director, 
to vice-president of Batten, Barton, 
Durstine & Osborn advertising 
agency ... Roy Fraser from Proc- 
ter & Gamble to Plymouth-DeSoto- 
Valiant account in N. W. Ayer’s 
San Francisco office. 

Richard J. Waterbury from ad- 
vertising manager of the New Eng- 
land editions to manager of TV 
Guide’s Wisconsin edition .. . Don- 
ald N. Werner from editor of 
Motor Life to editor of Motor 
Trend magazine, succeeding Walter 
A. Woron, who resigned to enter 
the public relations field ... Don- 
ald Stewart from Detroit cor- 
respondent for Motor Life to De- 
troit news bureau chief of all 
Petersen Publishing Co. 
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What's New... 


In Parts and Accessory Distribution 





TOWSON, Md. — Raymond G. 
Horner, Black & Decker Mfg. Co. 
marketing vice-president, has an- 
nounced five appointments in the 
sales and service field organiza- 
tions: 

Jack C, Jolley, Hardware Divi- 
sion sales representative in the 
Los Angeles District; James R. 
Moore, Hardware Division sales 
representative in the St. Louis Dis- 
trict, replacing Duane Kraeger, 
who has resigned. 

Edwin R, Hassell, Industrial-Au- 
tomotive Division sales representa- 
tive in the New York District; 
John H. Beaumont, San Francisco 
branch service manager, replacing 
Dan Morrison, who has resigned, 
and David S. Stevens, acting 
branch service manager at Seattle. 

* * * 


Gordon Sells Tire Outlet; 


Continues with Battery Firm 


PORTLAND, Ore.— Mel Gordon 
has sold Mel Gordon Tire Co. to 
General Tire & Rubber Co. He said 
the sale price exceeded $250,000. 

Gordon said he will devote his 
full time to Standard Batteries, 
battery distributor in Pacific North- 
west. Dan Baker has become man- 
ager of the new General Tire Store. 

+ * + 


Reliable Gets SBA Loan 


LONGVIEW, Tex.—Reliable Mo- 
tor Supply Co. has been granted a 
Small Business Administration loan 
of $90,000, 


* * * 
Terry Heads Store Operation 


DALLAS.—Floyd H. Terry has 
been appointed director of store op- 
erations for Terry Automotive Sup- 
ply, Inc. The firm has general of- 
fices and three branch stores in 
Dallas. 

ca * + 
Permatex Names Searles 


HUNTINGTON STATION, N. Y. 


Arvin Appoints 
New President, 
2 Vice-Presidents 


COLUMBUS, Ind, — Eldo H. 
Stonecipher was elected president 
and general manager of Arvin In- 
dustries, Inc., succeeding Glenn W. 
Thompson, president and board 
chairman since 1954. Thompson will 
continue as board chairman. 

Directors also named two men 





E. H. Stonecipher G. W. Thompson 
to vice-presidencies and member- 
ship on the Executive Committee. 

Eugene I, Anderson succeeds 
Stonecipher as vice-president and 
general manager of Arvin’s Auto- 
motive Division, Robert S. 
Schaerges, the other new vice-pres- 
ident, is general sales manager of 





E. I. Anderson R. 8. Schaerges 
the Automotive Division’s Detroit 
office. He has been a director of 
the company since 1956. 

E. William Luzius, Greenwood 
(Ind.) plant manager, was named 
to succeed Anderson as Automotive 
Division works manager. 

Jonas E. Markey, presently with 
the Columbus plant, will be trans- 
ferred to Franklin, Ind., as plant 
manager, and Rush Friddle, of the 
Franklin plant, will succeed Luzius 
as manager of the Greenwood 
plant. 


—Permatex Co., Inc., manufacturer 
of repair and maintenance chemi- 
cals for the automotive, industrial 
and marine fields, has named Glenn 
V. Searles district manager for 
Northern Ohio and Northern West 
Virginia. 

* - * 
Purolator Contest Offers 
$142,000 in Prizes 


RAHWAY, N. J.—The Purolator 
Prizarama Sweepstakes, offering 2,- 
400 prizes worth $142,000, got under 
way June 1. 

Employes of auto dealers, auto 
repair shops and service stations 
are eligible. First-round entries 
must be in by July 31. 

oe * + 


Baird Dynamic Names 
Nine Factory Reps 


HARTFORD. — Baird Dynamic 
Corp., maker of Fillerite plastic 


This ts the pump that 


puts 


your lube operation 


FAMOUS ARO AL-207 


WITH EXCLUSIVE 3-YEAR WARRANTY 


No other lube pump like it! You get fastest grease delivery with 
ARO’s amazing AL-207. Outperforms all competition—see chart 
at right. And the ARO Pump uses /ess air and fewer strokes to 
pump more lubricant. It’s ARO built to give you extra years of 


paste, has appointed nine factory 
representatives. They are: 

John Kedian, Arlington, Mass.; 
Jerry D. Logue, Joyce Co., Inde- 
pendence, Mo.; James R. Gagnon, 
Springfield, Mass,;.E. L. Crabtree, 
Dallas; Earl C. Fagles Sales Co., 
Cleveland; R. B. Pilkington, Inc., 
Jacksonville, Fla.; Lewis A, Felden- 
kris, Brooklyn, N. Y.; Albert John- 
son, Johnson Co., Ogden, Utah, 
and Tommy Tomlinson Co., Seattle. 

* * * 


Indiana Firm to Distribute 


Dayton Mobile-Home Tires 

DAYTON. — Schult Warehouse 
Distributors, 1800 S. Main, Elk- 
hart, Ind., and Dayton Tire & Rub- 
ber Co. have signed an agreement 
for the stocking and distribution of 
original-equipment mobile-home 
tires in the Elkhart area. 

Charles H. Hahn, general mana- 
ger of the tire company, said the 


profits into 


usage, big savings in time and operating costs. 


What’s more, nobody but ARO backs a Lube Pump with a big 3 
year warranty. Yes—performance of the AL-207 is so outstanding, 
ARO gives you an exclusive warranty on this Air Motor for 3 
years or 10,000 lube jobs. Get ARO’s unbeatable Pump, Warranty 
and Reels now—and you'll get unbeatable lube profits! 


or write for catalog. 


COMPLETE LINE OF AUTOMOTIVE SERVICE EQUIPMENT 





LUBE 


VACUUM 
CLEANERS RIGS 


a your lube department now for more ‘profit with 
Reels! Ask your ARO Representative for full details 





DRIVEWAY 
SIGNAL 


move ties in with the firm’s previ- 
ously announced plans to expand 
its tire sales and service activities 
in the mobile-home field. 

* * * 


2 New York Distributors 
Appointed for Dowgard 


NEW YORK.—Motorways, Inc., 
509 10th Ave., New York City, and 
Official Distributing Corp., 2255 
Westchester Ave., Bronx, N. Y., 
have been appointed distributor- 
agents for Dowgard, Dow Chem- 
ical Co.’s new fluid for automotive 
cooling systems. 

Dowgard is designed to replace 
antifreeze, water and rust inhibi- 
tors for summer-winter driving, 
thus eliminating the need for sea- 
sonal draining. 

om * + 


Arvin Enters Exhaust Market 


In Northern California 


COLUMBUS, Ind.—Arvin Indus- 
tries has entered the replacement 
automotive exhaust-system market 
in Northern California. 

Nor-Cal Distributors, Inc., 500 
Florida St., San Francisco, has 
been named the company’s ware- 
house distributor for the area from 
Tulare north to Oregon. 


















Dealers Warned 
About Prank on 
Gasoline Pumps 


PHILADELPHIA.—The Philadel- 
phia Automobile Trade Assn. warn- 
ed members that a new and danger- 
ous prank bears watching. 

After the business closes at night 
and the motor on an outside gaso- 
line pump has been shut off, prank- 
sters have taken the hose nozzle 
off its hook and turned it sideways. 
The trigger on the gag line is 
wedged in the open position. 

The next morning when ‘the un- 
wary operator turns on the~- pump 
motor, gas gushes out of the line. 
A hundred or more gallons can get 
away before the trouble is discov- 
ered. 

The association said the trick has 
been pulled off only a few times but 
there is fear that the idea may 
catch on and spread. Two methods 
of preventing the trouble were sug- 
gested: Padlocking nozzles to the 
pumps for the night and a daily 
check on nozzles before pump mo- 
tors are switched on. 









® 
LUBE EQUIPMENT 
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Aro of Canada Ltd., Rexdale (Torente), Onterie 
Factory Branches: Buffalo, Chicago, Cleveland, Detroit, Elizabeth, N. J. 
Los Angeles, New York City, Minneapolis-St. Paul, Sen Mateo, Calif. 
Offices ia All Principal Cities 
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50,000 Looks at the Consumer... 


A Key to Economic 


helps keep the economy on an 
even keel. 

Despite the sharp gain in common 
stock prices over the last decade, 
consumers still view this type of in- 
vestment as risky, U-M research 
shows. Government bonds and other 
types of fixed-value savings have 
lost purchasing power. But in- 
flation has neither sapped con- 
sumers’ will to save nor undermined 
their overwhelming preference for 
highly liquid, fixed value forms of 
saving. 

Although few families figure their 
budgets to the last penny, most 
American consumers have devel- 
oped ways of controlling their 
spending. 

The fairly large share of income 
used to pay fixed obligations—mort- 
gage installments and life insur- 
ance, for example—helps keep track 


of spending. 

Installment also reduces 
the amount of money available 
for other purposes, thus contrib- 
uting to self-regulation. While 





ANN ARBOR, Mich.—Consumers 
help stabilize the American econ- 
omy. 


This ig a principal conclusion 
of a new book on “The Powerful 















































Katona directs the SRC’s eco- 
nomic behavior program. His book 
summarizes interviews with 50,000 
consumers since 1946—the largest 
collection of basic information on 
consumers in this country. 

These interviews show that most 
consumers have no detailed under- 
standing of intricate economic ac- 
tivities. But they do have a good 
deal of economic “horse sense.” 

When their choice does not matter 
much, consumers may act without 
much information, be easily per- 
suaded, or slavishly follow what 
others do. But throughout the post- 
war period, Katona says, consumers 
have shown their economic thinking 
igs basically conservative and sane. 


In 1949, when many experts 


feared a dep consumers 
refused to panic. Again, in 1954, 
consumers stopped stag- 


Only twice in this period did con- 
sumers tend to rock the economic 
boat. At the outbreak of the Korean 
War, there was scare buying and 
hoarding. In 1955, consumer spend- 
ing for cars and other durables shot 
up sharply—boosted by liberalized 
credit from business. But in the fol- 
lowing two years, consumers re- 
fused to follow the lead of indus- 
try in raising their purchases still 
further. 

The fundamental conservatism of 
American consumers ig reflected in 
their interpretation of economic 
events. 

“What goes up must come down” 
is a common reaction to price in- 
creases. In boom times, consumers 
feel that “Trees don’t grow to 
Heaven.” The forces that generate 
economic trends are not thought 
inexhaustible; the longer a trend 
continues, the more the consumer 
watches for a reversal. 
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Stability 


high interest charges may make 
this kind of buying seem irra- 
tional, it serves a “super-rational” 
purpose for some families, Katona 
says. Taking their own personal 
shortcomings into account, many 
consumers who have the cash 
available or could accumulate it 
fairly quickly use installment 
credit as a way of forcing them- 
selves to save, he explains. 

Past buying practices, reinforced 
by satisfactory use of products, gov- 
ern many of the remaining pur- 
chases. To an expert observer, a 
consumer’s reliance on advertising 
or loyalty to a particular brand or 
store may seem exaggerated. But 
these habits may be broken if a 
new situation arises, the U-M ex- 
pert notes. 

Impulse buying, in the sense of 
whimsical purchases, is of less im- 
portance to the economy than occa- 
sional genuine decision-making and 
very frequent manifestations of 
habitual behavior, Katona notes. 

For years, the rich have been 
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widely regarded as the pace-setters 
in making new kinds of goods and 
services popular with American 
consumers. But in the past few 
decades, many new and generally 
accepted ways of living started out- 
side the upper-class homes, 
Families with incomes between 
$4,000 and $10,000 have been the 
style-setters in use of labor-saving 
household equipment, department 
store and supermarket shopping, 
vacation trips by car with stops 
at motels, and camping or fishing 
trips, U-M research indicates. 

Whether any new product be- 
comes popular with the public today 
depends not on the very wealthy but 
on innovation-minded middle in- 
come families. 

Acceptance by the innovation- 
minded largely determines whether 
a@ new product’s market remains 
limited to less than a fourth of a 
nation’s families or whether it 
spreads rapidly to cover virtually 
the entire population, Katona re- 

rts 


147 More Cabs Added 
In N. Y.; 72 Are Checkers 


NEW YORK. — Cab operators 
here added 147 more new models 
to their fleets in a seven-day pe- 
riod, bringing the total of ’60 
taxis on New York streets to 
3,398, according to the latest tally 
by Taxi Weekly. 

Checker was the big gainer 
during the period, with 72 units 
being put into service, Dodge 
was second with 36 and Stude- 
baker was third with 25, Ford, 
which leads all makes with a 
total of 1,424, picked up only nine 
units, the check showed. 





home, equipped with such “tradi- 
tional” appliances as a range, re- 
eo washing machine and 


Innovation-minded families also 
are apt to be more interested in 
new product features, and to buy 
more modern household appli- 
ances as a result, according to 
Katona. 

Perhaps the most widely watched 
innovations in this country are the 
annual model changes of the auto- 

(Continued on Page 59, Col, 1) 


About one in five families is in- 
novation-minded. In general, these 
families are middle-aged, married 
and have children. They have in- 
comes of $5,000 or more and have 
recently enjoyed or expect income 
increases. They own their own 





TAILOR YOUR TRUCKS 


1106991 EXTRA-OUTPUT D.C. GENERATOR —12 volts 
e 55 amperes e 12 amperes at idle—For cross-country trucks, 
school buses and other vehicles with extra electrical 


equipment. 


AMPERES OUTPUT 





GENERATOR SPEED, RPM 


1117070 SELF-RECTIFYING A.C. GENERATOR—12 
volts @ amperes @ 27 amperes at idle—For high-duty 
vehicles with heavy electrical loads . . . operating at ail 
—_—. ranges. Ideal for excessive low-speed operation and 
cur s 


AMPERES OUTPUT 





GENERATOR SPEED, RPM 


1106986 EXTRA-OUTPUT D.C. GENERATOR—12 volts 
e 50 amperes @ 14 amperes at idle—Short frame generator 
for difficult mounting applications. For vehicles in city and 
suburban use. Not for cross-country operation. 





AMPERES OUTPUT 





GENERATOR SPEED, RPM 
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50,000 Looks at the Consumer .. . 


Key to Economic Stability 


(Continued from Page 58) 


motive industry. U-M surveys have 
shown that only a few Americans 
regard these change-overs as forced 
obsolescence, or an industrywide ef- 
fort to diminish the value of cars 
in use. 

Many more people greet the new 
models year after year as repre- 
senting improvements in operation 
as well as appearance. This recep- 
tion was most enthusiastic in 1955. 
But when people like something, it 
does not follow that they will also 
like more of the same—as the auto 
industry learned in the years after 
1955. 

Similarly, growing sales of small 
cars in recent years do not indicate 
that people want nothing but small 
cars. In fact, the trend toward two- 
car families may be based on recog- 
nition of the different functions 
served by large and small cars. 

This and other facets of Amer- 
ica’s rising standard of living il- 


lustrate one basic psychological 
Phenomenon important to the 
economy. The achievement of one 
important goal—a new car or a 
home, for instance—does not 
make consumers content. Usu- 
ally it results in the creation of 
additional new needs—a second 
car, perhaps, or a summer cot- 
tage. 


Psychologically, World War II 
marked a clear break with the past 
in the minds of most Americans. 

The Employment Act of 1946 em- 
bodied two lessons widely learned 
by consumers—that depressions are 


not inevitable and that the govern- 


Bendix Shortens Title 


DETROIT. — Bendix Aviation 
Corp. has dropped the word “Avia- 
tion” from its title and henceforth 
will operate under the official name 
“The Bendix Corp.” 


ment can help maintain full em- 
ployment. . 

Well over half the 50,000 families 
interviewed since this act was 
passed have said flatly that nothing 
like the Great Depression could 
ever happen again. 

When asked why they felt this 
way, few people mentioned war- 
related production. Most talked 
in terms of public works and 
other types of government spend- 
ing. The public also credits Ameri- 
can business with power to help 
sustain prosperity, though to a 

somewhat lesser extent than the 
government. 

So far as their own personal eco- 
nomic situation is concerned, most 
Americans have held a highly opti- 
mistic view of their long-term pros- 
pects. Out of every 10 persons, five 
expect their income to increase over 
the next few years, four expect it 
will remain about the same, and one 
anticipates a decline. Older persons 
represent a sizable portion of the 
last group. 

During the last two decades, most 
Americans have felt inflation was 
bad. This conviction was not shaken 
by the fact that the years of infla- 
tion were good years, U-M surveys 
show. 

In discussing inflation, most peo- 


A Ghia Creation— 





Featuring a 1954 Chrysler frame and a body by Ghia, this car was one of the 
main attractions at the Columbus (O.) Autorama, sponsored by the Columbus Trotters 
Hot Rod Club. Called the Adventurer Il, the car is owned by Dale L. Grove of Dayton. 
Grove bought the car from an Arab chief who reportedly paid $35,000 to Chrysler 


Corp. for the car after Ch 
ple focussed their attention on ris- 
ing food prices, especially the price 
of meat. When asked about the rea- 
sons for price increases, they most 
frequently mentioned higher labor 
costs and sustained demand for 
goods. 

The proportion of people ex- 
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AMPERES OUTPUT 


AMPERES OUTPUT 


volts e 105 


1106986 EXTRA-OUTPUT D.C. GENERATOR—12 volts 
e 50 amperes @ 20 amperes at idle—For metropolitan trucks 
and school buses, with extra electrical equipment . . 

es at low "speeds and with engine idling most of 
the time 


GENERATOR SPEED, RPM 


GENERATOR SPEED, RPM 





1117116 SELF-RECTIFYING A.C. GENERATOR—12 
amperes @ 10 amperes at idle—For high-duty 
vehicles with extra-heavy electrical loads . . 
all speeds. A.C. voltage available for 110 V conversion. 


. operating at 





Delco-Remy offers a complete line of A.C. and 
A.C.-D.C. generators that are right for the job. 


Demands on the electrical systems of trucks vary with 
their use. For best performance, whether the vehicles 
be new or already in service, the electrical equipment 
should be job-matched to meet those demands. 


Do your trucks have extra electrical equipment? Operate 
cross-country, around town or off the road? Do they 
travel at sustained highway speeds, or with plenty of 


stop and go? Whatever their assignment, there are 
Delco-Remy extra-output generators and regulators 
job-matched to meet the electric power needs exactly. 


Delco -Remy ELECTRICAL SYSTEMS 


FROM THE HIGHWAY TO THE STARS 
( iM DIVISION OF GENERAL MOTORS ¢ ANDERSON, INDIANA 


finished the European show circuit with it five years ago. 





believed the U. S. faced a period 
of enduring price advances. 
When consumers expect small 
price increases, they tend to fight 
inflation by reducing the demand 
for cars, appliances, and other dur- 
able goods, Katona adds. Scare buy- 
ing and hoarding occur only when 
substantial price increases and 
shortages of goods are anticipated. 


Reno Pontiac-Rambler 


BOULDER, Colo.—Bill Reno Pon- 
tiac-Rambler held its grand open- 
ing at 1521 Pearl St. Reno assumed 
the franchise from Wes 
He was vice-president of Bill Reno 
Ford, Denver, owned and founded 

Bill Reno sr. The firm also han- 
dles GMC trucks, 





AUTOMATIC 
TRANSMISSION 
LEAKS! 


“Smith-0-Matic Seal” 
...a@ new product 
stops all bad leaks. 


Car dealers 
throughout California 
and the Midwest 
swear by 
“Smith-0-Matic Seal” 


Sold exclusively 
through 
CAR DEALERS. 


Comes in handy 
plastic containers. 


$10.80 per dozen. 
Retails for $1.95 ea. 


ORDER TODAY! 


SMITH & SON PRODUCTS 
step 


444 
San Pedro, Calif 
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TAIL PIPE RACK—inca Metal Products 
Corp., P. O. Box 398, Carrolton, Tex., has 
introduced a tail pipe storage rack. The 
rack is made from heavy-gauge steel. De- 
signed and constructed with extra storage 
shelves available, this unit is said to 
provide a complete department for tail- 
pipes and the necessGry accessories. 

6: ):Big 


Chrome-Metal Polish 


A chrome and metal polish, avail- 
able in half-pint, pint, quart and 
gallon cans, has been introduced 
by Burnishine Products Co., 8140 
Ridgeway Ave., Skokie, IIl. 





GASOLINE PUMP—The Sto Flo Gas 
Kart is designed to drain, store, filter and 
then refill gasoline from the tank of 
automobiles. The unit has been designed 
in two models, the model 200 for auto- 
mobiles with drain plugs and the model 
300 which with its suction action hose 
can draw gasoline directly from the tank 
fo the cart. Both models are made of 
steel, with dimensions of 30 by 30 by 8 
inches, and can hold 25 gallons of gaso- 
line. The piston type, double action pump 
can transfer up to 20 gallons of gasoline 
per minute to or from the cart, it is said. 
A protecto seal safety cap with flame 
arrestor provides added safety and con- 
venience. Ward Mfg. Co., 717 Woodcrest, 
Royal Oak, Mich. 





RADIATOR FILTER—The Protect-O-Core 
radiator and motor filter, designed for 
American Motors Corp. cars, has been an- 
nounced by Cal Corp., 2945 Coolidge 
Highway, Berkley, Mich, The self-cleaning 
unit is said to have a 2 to 5 degree cool- 
ing action. The unit is said to keep out 
excessive water spray, and protects by 
deflecting insects, stones, gravel, dirt and 
numerous other road hazards. 

Oe 


Windshield Adhesive 


Is Developed by PPG 


An adhesive applied to glass and 
rubber weatherstrip on automobile 
windshield and backlight, which 
creates a permanent bond, similar 
to vulcanizing in rubber, hag been 


NEW PRODUCTS 


developed by Pittsburgh Plate 
Glass Co. 

The new product, called Durib- 
bon, is said to be the first to pro- 
vide a permanent seal for the 
heavy, complex glazing of modern 
automobiles. It is capable of lasting 
the lifetime of the car, PPG said. 
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MAGNETIZED MASKS—tlarge magnet- 
ized masks for spray painting have been 
announced by Conforming Matrix Corp., 
363 Factories Bidg., Toledo 2, O. Masks 
up to 69 inches in length, such as would 
be employed on tailgates, are now in 
use. 

cao ae 


Oil-Filter Display 
A corrugated shipping carton 
that converts to an oil-filter dis- 
play is the latest sales-aid an- 
nounced by Wix Corp., Gastonia, N. 
C. It is 13% x 9% x 18 inches. 


* x * 





CHAIN HOIST—The Reading Hoist, an 
aluminum chain hoist featuring a patented 
noiseless load brake to permit faster, 
easier lowering has been introduced by 
Reading Crane and Hoist Corp., 2100 
Adams St., Reading, Pa. Easy operating 
features are said to include a light hand 
chain pull and a load chain guide that 
surrounds the load wheel so the chain 
cannot bind, regardless of the pulling 
angle. All operating ports, including the 
hand chain wheel, are enclosed in a 
shock-resisting aluminum alloy housing. 
The frame is made of the same aluminum 
alloy. Use of aluminum has enabled the 
manufacturer to produce a -ton capacity 
hoist that weighs 26% pounds—includ- 
ing 10 feet of chain—and a 3-ton ca- 
pacity model weighing 70% pounds. 
Hoists are available in seven sizes, 
ranging from Ye to 10-ton capacities. 

* + * 


Fiberglass Boat Offered 
By Johnsen in Florida 


Featuring molded fiberglass con- 
struction the “Star-Shell” boat is 
announced by Johnsen Boats, Inc., 
Leesburg, Fla. 

The “Star-Shell” is eight feet in 
length with 50-inch beam, 16-inch 
depth, and weighs 60 pounds, It 
comes complete with three molded- 
in safety flotation tanks, vinyl gun- 
wale guard, bronze bow-eye, row- 
locks and safety-grip gunwale. 








DIFFERENTIAL TOOL — A combination 
Corvair-Valiant differential filler plug tool 
has been announced by Herbrand Tools, 
Herbrand Division, Bingham-Herbrand 
Corp., Fremont, O. By flipping the drive 
end from hex to socket, the tool converts 
from Valiant to Corvair .applications. 
Identified as the No. 199, this tool re- 
places four other tools—socket, ratchet, 


Allen wrench and extension, it is said. 
oo. ee 





AIR LIFT—Large 10x2.75 rubber wheels 
are standard on the Ausco one-end air 
lift. Designed for use on all cars and 
light trucks, the Al0-7 Air Lift provides 
access to both front or both rear wheels 
at once for tire changing, brake service 
and similar jobs, it is said. The garage 
or service station air supply provides the 
power for effortless lifts, either perma- 
nently connected to the air supply or 
operated from the tire inflator. Air control 
valve and safety lock release are closely 
grouped for one hand operation. A 
safety lock is said to prevent accidental 
lowering. Adjustable lifting saddles and 
long reach permit use on all models at 
lifting points recommended by the car 
manufacturers, it is said. Auto Specialties 
Mfg. Co., St. Joseph, Mich. 





POINT INDICATOR—Arnold Mfg. Co., 
610 E. North Ave., Westfield, N. J. has 
marketed a cam-dwell distributor point 
indicator. Identified as the AmC Cam- 
Dwell distributor point indicator, the unit 
is contained in a pocket-sized, steel carry- 
ing case, Instructions are included with 
each unit as well as a specification chart 
showing the correct settings on all Ameri- 
can cars as well as imported cars. 


Bars for Compacts 


Initial marketing of a new cool- 
ing system tune-up and repair, es- 


pecially designed for sports, for- 
eign and compact automobiles, is 
announced by President Freq D. 
Barton, of Bar’s Leaks, manufac- 
turer of cooling system correctives, 
Holly, Mich. 


































RESURFACING TOPPING—Color-Top is 
a moisture-tight resurfacing topping, avail- 
able in colors, for all types of bituminous 
pavements. The coating is a heavy fibrous 
filled compound that is weather resistant, 
remains skid-proof and uniformly attrac- 
tive under all types of traffic, it is said. 
It is said to prevent the asphaltic sur- 
face of the pavement from oxidization, 
which creates loss of aggregate adhesion 
and surface disintegration. Revere Chemi- 
cal Corp., University Center Station, Cleve- 
land 6, O. 


ee es] 


BACK REST—The K-L Sit-Rite back rest, 
featuring a sprung steel frame and resili- 


ent woven fabric, has been announced 
by Kay-Leather Co., Ltd., 5 Urswick Road, 
London, England. The frame is said to 
provide free circulation of air between 
the car seat and fabric. Models are avail- 
able in four-colors for either bench or 
bucket seats. 


AUKILIARY GAP ; eee ai 
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EXTRA-HEAVY 
“POWER FINE” 
ELECTRODES 
(MCRRASES EFFICIENT 
Pam PLUS LR) 


ATTACHED GASKET 
(EASY WHST ALLA TOM) 


CORVAIR SPARK PLUG—A new spark 
plug, especially designed for the Corvair, 
has been announced by Champion Spark 
Plug Co., Toledo, O. Identified as UL-15Y, 
this spark plug has an auxiliary gap 
thta is said to minimize fouling tenden- 
cies due to carbon deposits. Operation 
is further improved by the projected core 
nose design, which permits turbulent com- 
bustion gasses to burn away deposits at 
low speeds and keep plugs cooler at high 
speeds, it is said. Other features in- 
corporated in the plug are a plated, 
rust-resistant finish and an attached gas- 
ket for easier installation and removal. 





BRAKE PISTON CLAMP—The No. 296 
brake piston clamp has been introduced 


by K-D Tools, Lancaster, Pa. The unit 
is said to hold the brake piston under 
compression when shoes are removed. 


Special design permits use on rounded 
end of cylinder in total contact brakes. 
* * & 


Flexible Shafts 


F. W. Stewart Corp. is announc- 
ing for the first time its new stand- 
ard flexible shaft assemblies. F. W. 
Stewart Corp., 4311-13 N. Ravens- 
wood Ave., Chicago 13, IIl. 

7 


ad * 





FLOOR DISPLAY—A _ four-color, wood 
floor display for merchandising power 
tools has been announced by Ram Tool 
Corp., 411 N. Claremont Ave., Chicago 
12, Ul. The unit displays a combination 
of tools and kits. Bottom shelf has room 
for display or stock. The mode! FD stands 
61 inches high and uses 3 feet of floor 
space. 

ee 

Data Transfer Device 


Announced by IBM 


A computer device to transfer 
data from punched paper tape to 
magnetic tape is announced by In- 
ternational Business Machines 
Corp., 112 E. Post Rd. White 
Plains, N. Y. 

The new IBM 7765 converter 
writes magnetic tape that can be 
read by a computer at 15,000 or 
22,500 characters a second. Com- 
panies transmitting data with 
paper tape devices thus can achieve 
computer input at several times the 
speed of the fastest direct paper 
tape input, it was said. 

+ os 





WINDOW GUARD SCREEN—The Sta- 
Gon rear window guard screen, designed 
to provide desirable back window pro- 
tection plus ventilation, has been an- 
nounced for the Valiant station wagon. 
Introduced by Cal Corp., 2945 Coolidge 
Highway, Berkley, Mich., the unit is 
said to slide in or out of the window 
channel, and does not hinder vision. 
When the back window is raised to meet 
the screen, the tailgate is automatically 
in a locked position. With the window 
in a down position, ample room is pro- 
vided for opening tailgate, it is said, 





) 
) 


(ee ta RIA = 





EAI NN 


2a nk a Cc, PORE He RT IN RIN 


A Sales 'Splash'— 

Plunge into eight-foot water tank from 
a 40-foot pole by Prentice Rowe signals 
another sale at Jackson Chevrolet Co., 
Pueblo, Colo. Rowe was a busy man, 
making the leap every time a new or 
used car or truck was sold during a 
special 10-day Splash-O-Rama at the 
dealership. Salesman Jess M. Thompson 
watches, attired in Bermuda shorts, “Uni- 
form of the Day" for Jackson salesmen 
during the event. 





Germans Claim 
Device Halts 


Exhaust Fumes 


BONN, Germany.—Two German 
scientists have demonstrated a de- 
vice they claim eliminates poison- 
ous exhaust gases by doing away 
with “turbulence” in the combus- 
tion chamber. 

Oscar Steinbach and Otto Dorn- 
hofer, who said they had worked 
10 years on the device, would not 
tell how the turbulence elimination 
was achieved, but they claimed it 
resulted in complete fuel vaporiza- 
tion and nearly complete combus- 
tion. 

As a result of this, they added, 
smaller jets can be used in the 
carburetor, with smoother running 
and a saving of some 20 percent 
in fuel consumption. 

They also reported they have de- 
veloped a system of filters which 
do not set up any eddies in the 
fuel intake. 

The device is a long, narrow 
metal chamber set horizontally 
across the intake between the car- 
buretor and the engine. It was 
demonstrated on a car in an en- 
closed garage, with no ill effects 
reported on three men who stayed 
with the car during the test. 

Impex Credit Corp., New York, 
has been appointed exclusive dis- 
tributor of the device in the United 
States and Canada, according to 
E. Lustfield, Impex president. 


Mack Sets Up 
Credit Subsidiary 


PLAINFIELD, N. J.—Mack has 
announced creation of a_ wholly 
owned subsidiary, Mack Financial 
Corp., to handle all installment 
credit operations presently carried 
on by Mack itself, 

The company will have funds of 
over $150 million available through 
term bank loans, long-term financ- 
ing, preferred and common stock, 
Mack said. 

Arrangements have been made 
by Mack Financial Corp. to place 
the senior securities and preferred 
stock with a group of leading 
banks and financial institutions 
with the expectation that the funds 
will be taken up gradually over the 
next year, the firm said. 






Burtrum and Woolston 


Add Texas Dealership 


PARIS, Tex.—Lamar Chevrolet 
Co. here has been sold to Charles 
L. Burtrum and Harry W. Wool- 
ston and renamed Burtrum-Wool- 
ston Chevrolet Co. 

Burtrum, Miami, Okla, and 
Woolston, Joplin, Mo., have been 
associated since 1946 and own 
seven auto dealerships in Okla- 
homa, Missouri, Kansas and Texas. 

Stevens Gets Volve 

MEDFORD, Ore.—Stevens Auto 
Sales, Inc., 505 N. Central St., has 
been appointed Volvo dealer. 
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How They're Pushing Sales... 


Dealer Ad Ideas 


Autos, Hardware Mix Well 


AN AUTO dealer and a hardware 
store may seem like strange 
bedfellows. But put them together 
in a well-planned and executed pro- 
motion, and it spells plus business 
for both. 
Plumpton Chevrolet and Conde 
Hardware, Watertown, N. Y., 
teamed promo- 


appeal of the old-fashioned tent 
show. 

In fact, the two merchants used 
a circus tent to stage the event, 
setting it up on the auto dealer’s 
property. 

As far as Plumpton Chevrolet 


was concerned, of course, the pro- 
motion was designed to sell autos. 
Conde Hardware was out to sell 
major appliances. 

Under the “Big Top,” more than 
75 autos were put on display, At 
the same time, Conde set up an 
extensive display of all kinds of 
major appliances. 

The auto dealer and hardware 
store figured the promotion as a 
family traffic puller, with special 
appeal for children. A large num- 
ber of toys were given as prizes 
for boys and girls who held lucky 
numbers. 

* * * 
also were free lollipops 
and balloons for the children. 


1960 


Because of the circus appeal, the 
promotion was a natural for chil- 
dren and a large percentage of 
adults who attended had children 
with them. 


The event was called a “Circus 
Sale-O-Rama” and this theme was 
projected in ad media, Steady traf- 
fic and buying interest were gen- 
erated over a three-day period and 
the promotion proved the value of 
having an auto dealer team up 
with another merchant to stage a 
cooperative venture, pooling pro- 
motional costs, Plumpton said. 

a * * 


Free Raincoats 

‘Ht get wet shopping for a 
used car,” urged Hoskins Ram- 

bler, Auburn, N, Y. The dealership 

offered a free raincoat to anyone 


BIG PROFIT WAYS to 
CASH IN on CAR FACTORY 
MAINTENANCE PROGRAMS! 


















safety service brings you the 
world’s most complete line 


Quick- as-a-Wink 
Alinement Tests! 


BEAR. 


..- the most famous name in car 


for Speed and 
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D the BEAR ON-A-CAR 
WHEEL BALANCER 
with the Exclusive “Jiggler” 


Accuracy! 


fast, easy and profitable! — 
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who test-drove a new or used car. 

There was a limit of “one to a 
family,” and the offer was good 
during a three-hour period on a 
Friday evening. 

* 7 * 
Jeepers! On the Spot 
= MOTOR CO., Gallup, 
N. M., put itself and owners 
of Jeep vehicles on the spot in a 
question-and-answer ad in the Gal- 
lup Daily Independent. 

“Should women be allowed to 
drive Jeep vehicles?” the dealer 
asked Jeep owners—three male and 
one female. The woman said yes, 
definitely; a mechanic said no, a 
baker and a salesman hedged. 

“We don’t want to start a battle 
of the sexes,” Central Motor said. 
“Why don’t you all just drop in to 
our showroom for a demonstration 
—and form your own opinion.” The 
ladies were invited, too. 

New Mexico, incidentally, is 
prime Jeep country. 












make BIG MONEY — Tie In 
with Factory Advertised Services! 


Current Factory Maintenance Programs urge car owners to see 


their dealers for expert front-end and wheel balancing service. Bear 


offers three units that make these Maintenance Programs pay off 
BIG MONEY! Use the Bear Drive-Over Tester to prove 8 out 

of 10 need alinement and to sell 4 out of 5 on having it done. 
The eye-appealing Telaliner gives you the finest method of doing 


accurate, fast, alinement. Wheel balancing is a real money maker when 


you use the Bear On-A-Car Wheel Balancer with the “Jiggler” 
that helps sell balancing and proves accuracy. See your 
Bear Jobber today or write for new Free Catalog. 


Rock Island, Illinois 
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BEAR MFG. CO., Dept. A-10, 


Rush my Free Copy of the New Bear Catalog 
describing the 3 Maintenance Program Units. 
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DETROIT.—The old maxim of 
credit which says, “An account 
properly opened is an account half 
collected,” is still sound advice for 
auto dealers and other businessmen 
who must make some of their sales 
on credit, 

That is one of the points made 
in a pamphlet on “Improving 
Collections from Credit Sales” 

SmaH Business 


The material deals mostly with 
credit sales where the retailer ex- 
tends the credit himself, carries 
the receivable on his own books and 
must do his own collecting. 

Such credit is usually backed only 
by the customer’s unsecured prom- 
ise to pay. Bills for auto repairs 
are an example of this type of cre- 
dit in the auto dealership, 

Phelps says that the first place 





Government Pamphlet Offers or 
Advice on Credit Problems 








to look, when bad results with cre- 
dit sales are noted, is at the man- 
ner in which the business grants 
credit and opens new accounts. 

He lists four pointers to a sound 
policy on granting credit: 

Select new credit customers 
carefully and only after thorough 
investigation. The dealer who 
makes credit sales to those known 
to others (as shown by credit 
bureau records) as slow-pays and 
won’t-pays can hardly expect any- 

but poor collections and 
bad-debt losses. 

Make sure that each applicant 
clearly understands all credit terms. 
The terms should be set forth 
clearly on each bill, The customer 
who never knew or has forgotten 
the terms of his credit purchases 
oe not pay according to those 


Limit each customer’s credit ac- 
cording to his ability tc pay. Those 
who are allowed to get overloaded 


30D 


SERIES 





Two New 


with bills are bound to become col- 
lection problems, 

Send statements promptly, People 
rarely pay until they get a bill. 
Many pay first the bills that they 
receive earliest. 

The company which properly 
handles the granting of credit 
will find that 55 percent or more 
ef customers will pay promptly 
when they receive a bill. For those 
who do not pay on time, the com- 
pany must have a set collection 
policy. 

This does not ‘imply that there 
must be no exceptions to the rules. 
The company must be firm, have a 

clear idea of what it will do next 
and still be flexible in meeting un- 
usual circumstances. 

The collection policy should in- 
clude a date on which bills are 
payable, a date for the first and 
subsequent notices, a date for sus- 
pending further credit sales to the 
delinquent customer until he makes 
his payment and finally a plan of 
action against those who simply 
won't pay. 

Proper records will help keep the 
collection program on schedule. 
Each step of the collection proced- 
ure should be recorded, each step 
should be called to the attention 





“And when he looks into my 
eyes and tells me what a good 
mechanic he is, I felt like going 
out and smashing up my car.” 





of clerks at the right time and the 
records should be kept up to date 
and guarded against undue duplica- 
tion and also loss and destruction. 


The steps toward collection 
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Two Million Eaton Axles 





TANDEM AXLES 


Provide Famous Eaton Design 
in a Wider Range of Sizes 


from Single Speed, 2-Speed, and Double Reduction 


Two new Eaton Tandem Axle models now extend 
the line of famous Eaton Tandems into a much wider 
range of vehicle capacities—from 38,000 Ibs. GVW to 


55,000 Ibs. GVW. 


Eaton Tandem Axles offer advantages not avail- 
able in other tandems. Included are important savings 
in weight and over-all length with no sacrifice of stam- 
ina, These operation-proven axles may be selected 


EATO 





in Trucks Today 





types. The 2-Speed and Planetary Double Reduction 
models provide the many advantages of Eaton’s ex- 
clusive planetary gearing design—substantiated by 
billions of miles of economical, trouble-free service. 

When they equip with Eaton Tandem Axles, haulers 
get 10 big benefits that make their trucking operations 


more profitable. 


CLEVELAND, 


AXLE DIVISION 
MANUFACTURING COMPANY 
OHIO 














usually are three in number be- 
fore the bill is referred to a col- 
lection agency or lawyer for final 
action. 

The customer is first reminded 
that his bill is past due. When a 
previously faithful customer fails 
to pay, there can be only one as- 
sumption—that he has simply for- 
gotten to pay. An impersonal form 
which merely restates what is owed 
and that the amount is past due 
usually works best. 

If this step fails, the customer 
is usually requested to get in touch 
with the creditor. The customer is 
assumed to have some good reason 
for failing to pay. He is mildly re- 
minded of the debt and asked to do 
something about paying or getting 
in touch with creditor. 

Should the customer respond by 
saying that some unusual circum- 
stance prevents him from paying, 
this ig the point where arrange- 
ments are made to stretch out the 
debt or omit a payment. 

The final step is to demand 
payment, The customer is assum- 
ed to be either unable or unwill- 
ing to pay the bill. The customer 
is told firmly that he must pay 
or face legal action and a bad 
report to the credit bureau. 

Several letters or persona] mes- 
sages may be used to insist on pay- 
ment. If this step fails, it is time 

for final action. It might be noted 
that final actions, no matter which 
one is used, usually result in some 
loss for the dealer. 

Where the credit is backed up 
by items of value such as cars, the 
goods can be repossessed and the 
customer can be sued for any debt 
not covered by the car. The cus- 
tomer can be sued outright for the 
debt, with attempt at repossession. 

Those who have “skipped” have 
to be found before any final ac- 
tion can be taken. Some method 
of settling for part of the debt 
may be advisable at times. The 
nature of the customer and the 


Phelps’ final note was that final 
action against the customer should 
be taken no later than six months 
after the businessman began his 
attempts to collect the bill. 

—KENNETH C. Kewiey Jr. 


Evans Succeeds 
Mullery as Head 
Of Chicago Assn. 


CHICAGO. — Maxwell S, Evans, 
Bel-Park Motors, Inc. (Oldsmo- 
bile), last week was elected presi- 
dent of the Chicago Automobile 
Trade Assn. He succeeds Don C. 
Mullery, Broadway Ford, who 
headed the group for three years. 

James V. Mancuso, Mancuso 
Chevrolet, Inc., Skokie, and Fred 
G. Litsinger, Litsinger Motor Co. 
(Ford-Lincoln-Mercury), were 
named vice-presidents, and Joseph 
L. Levy, Walton Motors (Chrysler), 
secretary. 

Walter A. Gerwig, Gerwig-Nelson 
Motors, Inc. (Buick), was reelected 
treasurer, and Edward L, Cleary 
was renamed executive vice-presi- 
dent. 

Three new directors were named 
and two others were reelected ear- 
lier in the week at the CATA’s 
56th annual meeting and golf out- 
ing. 

The newcomers are William 
Caley (Chevrolet), Richard Lynch 
(Buick) and William S. Mougey 
(Pontiac), Sam Caruso (Dodge) 
and Frank H. Yarnall (Chevrolet) 
were reelected. 


Linde Develops 


Smog Reducer 


BUFFALO, — Linde Co. an- 
nounces that its Tonawanda Lab- 
oratories had played a major role 
in the engineering development of 
a new system for removing smog 
producing and poisonous compon- 
ents from automotive exhaust 
gases. 

The new system is the result of a 
research effort begun about two 
years ago. Heart of the system is a 
unique engineering approach in 
which 80 to 90 percent of the harm- 
ful hydrocarbons and carbon-mon- 
oxide gases are burned instead of 
discharged out the exhaust pipe. 

This is accomplished, the com- 
pany said, by locating the device to 
take maximum advantage of en- 
gine heat and by employing special 
new catalysts. 
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Demonstration Roadway— 

Visitors to the 1961 Chicago International Auto Show will be taken for demonstra- 
tion rides in new cars over this roadway at the show's site, the south parking lot at 
Soldier's Field. More than a million people are expected to attend the outdoor show 


and the International Trade Fair, which will 
displays will dot the 20-acre show site. 


Factories to Use 
Tyrex-Cord Tires 
For Most ’6ls 


NEW YORK.—Tyrex tire cord 
will be in tires on nearly every new 
1961 American car, according to 
William Dalton, president, Tyrex, 
Inc. 

Dalton also reported that more 
than 98 percent of the 1960 cars are 
equipped with tires containing 
Tyrex tire cord. 

For the 1960-1962 period, Dalton 
predicted a substantial increase in 
the preferencé for Tyrex tire cord 
by trucking and commercial fleet 
operators to meet their replace- 
ment truck-tire needs. 

Tyrex recently completed a five- 
month program of truck-tire road 
tests. Dalton said “certified results” 
of these tests proved that standard 
truck tires made with Tyrex cord 
provided 16.8 percent greater tread 
mileage than truck tires made with 
nylon. 

Dalton also pointed to the re- 
placement tire market in the pas- 
senger-car field, where he said tires 
made with Tyrex tire cord were 
receiving increased acceptance by 
car owners, auto dealers and retail 
tire dealers. 


Sales by Dealers 
Run 5 Percent 


Above °59 Pace 


WASHINGTON. — Sales of new- 
car dealers amounted to $3,050 mil- 
lion, up 14 percent from February 
and 4 percent above the total for 
March of last year, the Commerce 
Department reported. 

Sales of all retailers in March to- 
talled $17,463 million, 10 percent 
above the February figure and a 
gain of 2 percent from March, 1959. 

March volume of tire, battery 
and accessory dealers was $184 mil- 
lion, up 12 percent from February 
and 2 percent above March, 1959. 

Service station volume in March 
was $1,382 million, 7 percent above 
the February total and 5 percent 
ahead of March, 1959. 

March sales of automotive whole- 
Salers amounted to $531 million, up 
5 percent from February and 6 
percent above the figure for March 
of last year. 


Calif. Police Order 
425 More Dodges 


DETROIT. — An additional 425 
Dodge police pursuit cars have 
been ordered by the California 
Highway Patrol, according to W, J. 
Bird, Dodge assistant general man- 
ager. The order was placed through 
John Drew, Inc. (Dodge), Sacra- 
mento. 

The new vehicles will bring the 
total number of CHP orders for 
Dodge police pursuits in the 1960 
model year to 721, Bird said. The 
state’s Class “A” pursuit fleet num- 
bers 1,004, of which 951 are Dodges, 
he added. 

The 1960 Dodge pursuit cars are 
equipped with 383-cubic-inch V-8 
engines. The power plant is rated 
at 325 horsepower and has a com- 
pression ratio of 10 to 1, It has a 
3.23 axle ratio, TorqueFlite trans- 
mission and heavy duty 12-inch 
brakes. 
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run at the same time. Numerous cafes and 


Wray Estate Put at $197,128 

BUFFALO.—Alfred I Wray, 
vice-president of Lamont-Wray 
Motors, Inc., who died in 1959, left 
a net estate of $197,128, according 
to a state tax appraisal filed in 
Surrogate Court, 


You can do more jobs with the 


AUSCD & 


D-8200 Transmission Handler 


IT MAKES SENSE TO BUY SHOP EQUIPMENT 
THAT YOU CAN USE FOR MORE THAN JUST ONE 
SPECIAL JOB. THAT’S WHY MORE SHOPS PREFER 
THE AUSCO D-8200 TRANSMISSION HANDLER. 








Ontario Faces U. C. Crackdown .. . 


‘Repo’ Racket Bared 


TORONTO.—Used-car dealers in 
Ontario soon may have to disclose 
the “family tree” of all used cars 
they sell. 

William Dennison, member of 
the Toronto Board of Control, 
made this announcement after a 
conference with John Yaremko, 
Ontario Minister of Transport, 
and representatives of the car 


The meeting followed an article 
in the Toronto Daily Star investi- 
gating classified ads by Toronto 
used-car dealers. 

The article said several dealers, 
mentioned by name and address, 
were misleading the public by ad- 
vertising cars as “just repossessed,” 
when in fact they had been taken 
in trade or acquired from other car 
dealers. 

Dennison said the Ontario Trans- 
port Department would distribute 
instruction booklets to motorists in 
June explaining how they can ob- 


Remove-replace 
Corvair engine 





With the Corvair Adapter on the Ausco D-8200 you 
have the fastest, safest and easiest method for 
removing and replacing the Corvair engine and 
power train in one unit as specified in the manu- 


facturer’s shop manual. 


Easy-to-maneuver on ball-bearing caster wheels. 


AUTO SPECIALTIES MANUFACTURING CO. 





tain information on past owners of 
cars. 

The department is prepared to 
provide information on a car’s own- 
ership background for the past five 
years, he said. 

The Star article detailed a re- 
porter’s visit to three used-car 
dealers’ lots in response to classi- 
fied ads. 

One dealer offered “a really 
sharp” 1959 Chevrolet—“you just 
make your offer.” 

The reporter, posing as a pros- 
Ppective customer, noted that the 
car appeared to be in excellent 

body condition, but had an engine 


sounded 

ment mixer turning over with a 
shovelful of dry gravel.” The 
odometer indicated 19,642 miles. 

A check with the Transport De- 
partment records showed the car 
had been used as a taxi. The previ- 
ous owner admitted driving it for 
“about 70,000 miles” in 1959, 

A second dealer advertised late- 
model used cars “with everything 


on them.” When the reporter ar- 
rived, one of the cars advertised 
had “just been sold.” The other had 
been sent to the paint shop—‘to 
= up a little spot on the fen- 
er.” 

Asked if there were any more 
repossessions, the salesman said: 
“All the cars on the lot are repos. 
We sell 150 a month—more than 
any lot in town.” 

A third lot tried to switch the 
reporter from one of the carg ad- 
vertised as a repossession to an- 
other car which was older and in 
poor condition, but higher in price 
than the so-called repo. (The De- 
partment of Highways files later 
showed it had been purchased by 
the-dealer from a new-car dealer.) 

The third dealer admitted: 
“Some of the cars we advertised 
are repossessions, some of them 
oes We've found use of the 


Commented M. Howarth, execu- 
tive secretary of the Federation of 
Canadian Finance Companies: 


“The reputation of all used as well . 
as new-car dealers is at stake when 
some dealers use these questionable 
advertising tactics.” 






Handle car and truck 
transmissions, 


differentials 





to 2,000 Ibs. 


By itself, the D-8200 is an all-around piece of shop equipment. 
You'll find daily use for it in handling car and truck differentials, 
transmissions and front and rear axle units. Easily handles 
units even on large over the highway trucks and weighing up 


Raises high enough to transfer work to bench or fixture. 


ST. JOSEPH, MICHIGAN 
WINDSOR, ONTARIO, CANADA 
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Saturday Isn’t What It Used to Be in South... 


Weekends Plague Auto Dealers 


By Robert H. Brown 
Staff Correspondent 


CLANTON, Ala.—Saturday night 
in town used to be a great Ameri- 
can custom in the small towns. 
Saturday was the day the head of 
the family gathered his flock to- 
gether, put them in the family 
vehicle and away they went to 
town to while away the day, meet 
friends, and visit the stores and 
see the sights. 

This was the day the automobile 
dealers in the small cities looked 
forward to, as did all the other 
merchants. 

Today, some of the small towns 
are still busy on weekends while 
others might just as well close 
up and join the people on the 
lake fronts. 

It’s affecting the automobile busi- 
ness, too, in a lot of these small 
towns. Some of them aren’t doing 
enough business to pay the cost 
of opening the doors; others are 
still having those good old Satur- 
days that they know so well. 

Basically, whether an auto dealer 
does any business on weekends in 
small towns depends on how much 
water there is around him. If there 
is a lake or a river or outdoor rec- 
reation, most dealers say, it’s good- 
bye business until Monday morn- 
ing. 

Take James Towles, of Towles 
Motor Co., Lawrenceville, Ga., for 
example. He’s a Pontiac dealer and 
Lawrenceville is just a few miles 
from a big artificial lake created 
by Altoona Dam. 

“We could close up here Thurs- 
day afternoon. Friday and Sat- 
urdays are dull. We’ve delivered 
only one car on a Saturday in 
many weeks. On the other hand, 
just the other day we delivered 
four; that was on a Tuesday,” he 
said. People just don’t come to 
town on Saturdays like they used 
to, Towles said. 

Thomag Nash, of Nash Chevrolet 
Co., Lawrenceville, said some week- 
ends are good while others are not. 
Much depends on the weather, he 
said, and whether the customers 
want to come into town or not. 

Lawrenceville ig one of those 
towns that used to be rural. Today 
it is in the suburbia class. On the 
outskirts of rapidly growing At- 
lanta, a metropolitan area with 
more than one million people, 
Lawrenceville igs now the residence 
of many people who have moved 
from the city to get away from the 
hustle and bustle. They have a 
little place out in the country. They 
may farm an acre or two and they 
work in Atlanta and commute 
daily. 

“We have very little business 
from what we used to call farm- 
ers,” Nash gaid. 

A habit of closing service shops 
at noon on Saturdays also is hurt- 
ing the sale of cars on weekends, 
he says. 

In another section of Georgia, at 
Marietta, this is the way Walter 
Kelly jr., general manager of Kelly 
Plymouth, describes it: 

“Just stand out on that high- 
way on a Friday afternoon and 
watch the cars go by. There’s a 
steady stream of them and near- 
ly everyone is pulling a boat. 
They’re headed for the lakes. 
That's where the weekend busi- 
ness is going. 

“There's another side to the 
weekend business, too. A man owns 
a home and with prices what they 
are he can’t afford to hire a yard 
man like he’ used to. So you'll find 
the property owner working like a 
mad man on a Saturday afternoon. 
He's cutting grass, painting and 





VW Denationalization 
Is Expected in July 

BONN.—The West German 
Government has announced that 
the Volkswagen factory probably 
will be denationalized in July and 
that VW shares likely will be 
offered to German investors be- 
fore the end of the year. 

The price of the stock has not 
been determined as yet, it was 
said, but the most-often men- 
tioned figure is 300 marks (about 
$75) for one share with a nominal 
value of 100 marks (about $25). 








doing things around the house. His 
wife is out there helping him. This 
takes place all around us on a 
pretty weekend, if he isn’t going 
to the lakes. 


“Those are the weekends when| be 


our business is slow. But if the 
weather is bad and the family can’t 
take off for the lakes and beaches, 
or they can’t work in the yard, 
then we can expect a fairly good 
weekend. They'll get in the car and 
come scouting around for a trade. 


On those days, we usually sell some 


Fisher Body’s Moyer 


Retiring After 35 Years 

DETROIT.—Carl W. Moyer, gen- 
eral factory manager of Fisher 
Body plants in the Eastern United 
States, will retire July 1 after 35 
years with General Motors. 

Moyer joined Fisher Body in 
1925 as a cost clerk in Detroit and 
had served in numerous engineer- 
ing and supervisory positions be- 
fore appointment to his present 
post in 1958. 


cars or at least add to our list of 
prospects,” Kelly said. 

But fifteen years in the business 
in Marietta has convinced him that 
weekends aren’t what they use to 


Clanton, Ala., 45 miles south of 
Birmingham, is another city that 
has felt the impact of the city 
commuter, but Clanton still does 
a big business on a Saturday. 

It is still a town where the 
farmer has the sway of things and 
they come to town for the big day 
of the week. Add to that the com- 
muter working in Birmingham who 
is having a Saturday off and there’s 
a good mixture. 

J. H. Stokes, of Stokes Chevrolet 
Co., still likes the Saturday busi- 
ness. And it is still good with him. 

“We get a lot of visitors in here 
on Saturday morning and we keep 
enough sales people on hand to 
talk with them,” he said. And Sun- 
days, Stokes said, would be a 
dandy day if he could just stay 
open. 

“Several times on Sunday I’ve 


come by the office to do a little 
work and people have kept me 
from doing what I wanted to do,” 
he said. However, he does not do 
business on Sunday. 

And Nash, the Lawrenceville 
(Ga.) Chevrolet dealer said he 
hoped it never comes to pass when 
he will have to open up on a Sun- 
day. “It’s just one of those things 
that I don’t believe in,” he said. 

In Sylacauga, Ala., a dealer 
said Tuesday is getting to. be his 
best day. Fridays are way off and 
Saturdays are fair. The Tuesday 
sales are a surprise to him. 

“Just try to deliver a car on Sat- 
urday and see what the customer 
says,” remarked Towles, the Law- 
renceville Pontiac dealer. 

“They want that car delivered 
not later than Wednesday. Some- 
times Thursday will be all right, 
but they’d rather have it on a Tues- 
day, if they bought it on Monday. 
By Friday, they want to be miles 
away from here,” he said. 


It’s all part of the great scheme 
of things involving long- weekends 
away from the job and plenty of 
leisure time. And sad to say, it 
may be bringing the end to a great 
American experience of “Saturday 





Car Buying Plans 
Hold to °59 Rate 


In Minnesota 


MINNEAPOLIS.—Minnesota con- 
sumergs expect to buy automobiles 
at about the same pace as they did 
in 1959, according to the Continuing 
Survey of Minnesota Living con- 
ducted by the Minneapolis Star and 
Tribune. 

Fourteen percent of the 1,196 
adult residents of the state ques- 
tioned said they plan car purchases. 
Seven percent said they expect to 
buy new cars, six percent used cars 
and one percent were undecided. 

In 1959 the comparable total was 
15 percent, but there was more in- 
tention last year to buy used rather 
than new cars. The “expectation” 
car-buying figure in both 1957 and 
1958 wag 11 percent. 

In the recent survey conducted 
between mid-January and March 1, 
almost 300 persons in greater Min- 
neapolis (Hennepin County) were 
questioned. 

Among them, 19 percent reported 
intentions of buying automobiles 
during the year. 
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Selling Imports in Cleveland ... 
She’s a Natural Dealer 


By Sanford Markey 
Staff Correspondent 


CLEVELAND.—It seemed only 
natural that Nancy Harrington 
open her own dealership. And it 
seemed just as natural that her car 
be an import. 

Both represent the new mode 
in automotive dealing: Women 
moving into the retail sales field, 
and imports catching the public’s 
attention. 

Mrs. Harrington, president of 
Harrington Auto Imports at 573 
East 185th St., Cleveland, is not 
the area’s only woman sales per- 
sonality, but is the only woman 
running a dealership that “will sell 
over 100 Saabs this year, and we 
anticipate doubling our objectives 
in the years to come.” 

It’s a challenging goal that Mrs. 
Harrington has set for herself but 
then that’s her way. 

“T’ve been around machines most 
of my adult life,” the charming, 
youthful mother - housewife - dealer 


said. “I worked as a cost account- 
ant for National Airlines, sold 
steam hammers and presses for a 
while and was a draftsman for 
Jack & Heintz during the war. 


“I was the coowner with an- 


Seneca Gets 35% 
Of Dodge Sales 


DETROIT.—More than 35 per- 
cent of all Dodge cars sold during 
the 1960 model year have been 
Senecas, the lowest-price Dodge 
“Dart, General Manager M. C. Pat- 
terson reports. 

Eighty-five percent of all Dodge 
sales have been in the three-series 
Dart line, Patterson said. The per- 
centage of total sales of ’60 Dodge 
cars by models is as follows: Dart 
Seneca, 35.4; Dart Pioneer, 29.3; 
Dart Phoenix, 20.9; Matador, 9.4, 
and Polara, 5.0. 





With Saab, Son— 


Nancy Harrington, Cleveland Saab deal- 


er, stands beside one of her cars and 
her 17-month-old son, Donny. The new 
dealership has sold 30 cars so far this 
year. 


other dealer as an accountant for 
about two years, and it only 
seemed natural for me to open 
my own dealership and utilize 
my own ideas,” she declared. 

Her ideas are those that have 


spelled success for the more expe- 








rienced dealers: Good service, hon- 
est operation, and the firm belief 
that the dealer must be on the 
scene to help in sales and promo- 
tion. 

She knows her product well, hav- 
ing been to Sweden to see the 
production of the Saab and she’s 
going back in October. Knowing 
the product is essential, said Mrs. 
Harrington, who quickly pointed 
out “it’s had front-wheel drive 
since 1949, the enamel finish is 
sprayed and rubbed out by hand, 
you can get 3% to 35 miles per 
gallon.” 

Mrs. Harrington finds no great 
obstacle in being a woman selling 
a foreign car. “In the first place,” 
she maintained, “men who come 


in to buy appreciate the fact that| — 


I can talk mechanical engineering 
with them, They may be suspicious 
at first—but not for long. 

“Most buys today are husband- 
wife transactions, and I can answer 
from my own experience on the 
workability of the Saab.” 

Mother of a 17-month-old boy, 
Mrs, Harrington knows the ad- 

vantages of her product as to 
economy, safety and convenience. 
Her service department is as 
complete as can be because “here 
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Available now...a new addition 
to the family of Wagner° Lockheed 
Brake Fluid containers...the 2'/2 
gallon can, which can be used 
for other liquids when emptied. 


Simple to store (they stack neatly) and made of 
sturdy steel, these convenient containers are colored 
a brilliant, wide-awake red. They can be used to 
hold other liquids when you’ve drained the last drop 
of Lockheed® Brake Fluid from them. Just clean 
them properly, remove the paper label, and they’re 
ready for duty in trucks, cars, boats and backyards 
...any place you need a handy, hardy carrier for 
gasoline, kerosene, oil, or water. (A flexible spout 
stored inside each can makes pouring a neat-as-a- 
pin proposition. ) 

You’ll empty them in jig-time, too, for Wagner 
Lockheed is the world’s largest selling, fastest selling 
quality brake fluid. And rightfully so, for it is 
chemically balanced to operate under high tempera- 
tures or in sub-zero weather. It provides proper 
lubrication for all parts of the brake system; absorbs 
moisture to prevent rust or corrosion; doesn’t cause 
rubber parts to swell. You’ll protect brake systems, 





Wagner Lockheed 


REUSABLE CONTAINER 





and the lives of ‘your customers, when you refill with 
Wagner Lockheed. 

By the way ... the cans are a $2.50 value. You 
get them for a fraction of that. So, next time you 
order brake fluid, specify Wagner Lockheed Heavy- 
Duty or Super Heavy-Duty 21B Brake Fluid in 
the 21% gallon container. 


Wagner Electric Corporation 


6393 PLYMOUTH AVENUE, ST. LOUIS 33, MISSOURI 





... Phe Lest known name in brake service 


WF60-7 


65 


is where we can help promote 
sales, and get return customers. 

“The person who talks about us 
favorably is our best advertise- 
ment,” she declared, adding, “both 
my husband and I drive Saabs, and 
our customers know it.” 

So far this year, 30 Saabs have 
been sold with emphasis on the 
lower-priced models, “We started 
slow since we are a new dealership 
and it is taking time for people to 
learn about us.” 





Meeting the Boss— 

Nancy Harrington, president, Harring- 
ton Auto Imports, Inc. (Saab), Cleveland, 
chats with Tryggve Holm, Saab president, 
during recent meeting in New York. Mrs. 
Harrington is the only woman running a 
dealership that ‘will sell over 100 Saabs 
this year." 


L-M Promotes 


Hoftman in Parts 


DEARBORN. -- Appointment of 
Paul B. Hoffman as Lincoln-Mer- 
cury parts and service marketing 
manager has been announced by 





D. A. Kuhn 


P. B. Hoffman 


Chase Morsey jr., general market- 
ing manager. 

Hoffman replaces Dennis A. 
Kuhn, who has been appointed L-M 
Dallas district sales manager. 

Hoffman formerly was purchas- 
ing administration department 
manager in Ford Motor Co.’s cen- 
tral purchasing office. He came to 
Ford as assistant director of parts 
and service in 1945. He became ex- 
ecutive assistant to the manager of 
parts and accessories operations at 
Ford Division in 1953. 


38-Year Career Closes 


For Chevy’s Underwood 


DETROIT.—One of the longest 
careers in the history of the Chev- 
rolet engineering organization end- 
ed June 1 with the retirement of 
Arthur J, Underwood after 38 years 
of continuous service. 

The veteran Chevrolet engineer 
joined the company at Flint follow- 
ing his graduation from the Uni- 
versity of Michigan in 1922, Four 
years later he was transferred to 
the central office staff in Detroit 
and served in various supervisory 
capacities in the test laboratory 
until 1953. 

For the past 7% years Under- 
wood has been chief test coordina- 
tor and liaison engineer with the 
production engineering group. 


ROCOL 


MOCYTSTece 


Lubricants Put 
NEW LIFE 

Into Every Automobile 

‘Used - Proved - Accepted 
‘ROUND THE WORLD 


price... $1.95 


Normal Trade Discounts 
Dealer inquiries invited 
ROCOL CORP. OF AMERICA 
Bloomfield Ave., Clifton, N. J. 
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2-dr., $965, $960, $935; Biscayne (8) 
4-dr., $1,105*, $1,050*, $1,030*, $965; 
Brookwood (8) 4-dr., $1,065*. 

57 Bel Air (8) sport coupe, $1,250* 
(ps); Bel Air (6) conv., $1,000* (ps); 
2-dr., $900*; Two-ten (8) 4-dr., $985"; 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. ae 2-dr., $655*: One-fifty (6) 2-dr., $500. 
56 Two-ten (6) station wagon, $765; 

FARGO N. D. Bel Air (6) sport coupe, $700. 
’ ’55 Bel Air (6) 2-dr., $445*; Two-ten 


(8) 4-dr., $350. 
'54 Bel Air conv., $110*. 


Tri-State Auction Co., Inc, Sale every 
Friday. Prices are for sale of June 10. 
Sale pickup up. Sold 75 cars from 126 
consignments, 

BUICK—’55 Special 2-dr. Riviera, $555*. 


CHEVROLET—’'59 Impala (8) sport sedan, 


$1,925* (ps); Bel Air (8) 4-dr., §$1,- 
595*, $1,550*, $1,475*; Bel Air (6) 
4-dr., $1,500, 


’58 Bel Air (8) 4-dr., $1,250*, $1,195*; 


Biscayne (8) 4-dr., $1,250* (ps), $1,- 
175. 

"57 Two-ten (8) 4-dr., $965*. 

"56 Bel Air (8) conv., $850*%; 4-dr., 


$735*, $705; Two-ten (8) 4-dr., $650*. 
"55 One-fifty (6) 4-dr., $530, $385; Bel 


Air (8) 4-dr., $440*%; Two-ten’ (8) 
4-dr., $490, 

54 Two-ten 4-dr., $335". 

63 Bel Air 2-dr, hardtop, $375; Two- ALABAMA 


ten 4-dr., $275. 
— ’'56 Firedome station wagon, 





$800* (ps). 
DODGE—’51 Coronet (8) Sierra, $160. JOHNSON AUTO 
FORD — ’'59 Fairlane (8) 4-dr., $1,570*, 


$1,565*, $1,540. 

’58 Fairlane 500 (8) 4-dr., $1,205* (ps); 
Country Sedan (8) 4-dr., $1,170*; 
Fairlane (8) 4-dr., $1,160*, $1,145. 

’57 Fairlane 500 (8) 4-dr., $850*; Cus- 
tom (8) 4-dr., $770. 


AUCTIONS 


Nashville, Tenn.—Tuesday 
Huntsville, Ala.—Friday 


100% Insured—No Registration Fee 





‘66 Fairlane (8) 4-dr., $695; Custom 
(8) 4-dr., $670. 
‘55 Custom (8) 4-dr., $580*%; 2-dr., 


$360; Fairlane (8) 4-dr., $565. 

’54 Crest (8) 2-dr. Victoria, $380*; Cus- 

tom (8) 4-dr., $225*. 

’63 Main (6) 2-dr., $225; Custom (8) 

2-dr., $125. 

'652 Custom (8) 4-dr., $165; Crest (8) 

2-dr, Victoria, $110. 
MERCURY—’'55 Custom 2-dr., $500*. 
OLDSMOBILE — ’'58 (98) 4-dr. Holiday, 
$1,575* (ps). 

’5T (88) 4-dr., $940* (ps). 

55 (88) Super 4-dr., $535* (ps). 
PACKARD—'58 (59L) 4-dr., $865* (ps). 
PLYMOUTH—’59 Suburban (8) 4-dr., $1,- 

710* (ps). 
‘57 Suburban (8) Deluxe 2-dr., $680; 
Savoy (8) 2-dr., $590*. 

’55 Belvedere (8) 2-dr., $375. 

53 Suburban 2-dr., $150. 

PONTIAC—'57 Star Chief 4-dr., $800*. 

‘55 Chieftain Safari 4-dr., $645*. 

’54 Chieftain 2-dr., $260. 

NEOUS—’57 Ford F-600 Van, 
$1,375; Courier, $480; Chevrolet 2-ton, 


COLORADO 





Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-782/ 


SALE EVERY MONDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, Genera! Manager 
Dealers Only 
Write for FREE Market Reports. 








811205. Denver Auto Auction 
Gee Se eematnnel || es Senth Sente Fo Littleton, Colo. 
0800. Phone: SU 1-6673, Ed. G. Smith 


'54 Chevrolet 2-ton, $835, $395; Ford 
F-600, $550; International 2-ton, $425. 


Auction Every Friday 
"53 Dodge 2-ton, $445; Studebaker 2-ton, 


at 11:00 A.M. 
Auctioneers: Geo, Workman—Bill Hauschildt 
Titles and Checks Guaranteed 
TWIN RING SELLING 


$380, 
*52 Chevrolet 2-ton, $480. 
’51 Chevrolet 1%-ton, $360. 
*50 Ford 2-ton, $255. 
’47 International \%-ton, $150. 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Thurs- 
day. Prices are for sale of June 9, Market 
firmed up here this week as a strong 80 
percent of all entries were sold, Rough and 








CONNECTICUT 








NEW ENGLAND'S OLDEST 


average cars find few takers, Sold 196 AND BEST 
cars from 248 consignments. 
BUICK—'58 Century 4-dr., $1,360* (ps); 
Super 4-dr, Riviera, $1,310* (ps); Dealers Auto Exchange in our |4th year 
Special 4-dr., $1,285*, $1,075* (ps); of continuous operation. 
4-dr, Riviera, 2 at $1,085°. Sale every Wednesday - 11:00 A.M. 
"57 Super 4-dr, Riviera, $1,150* (ps), 
$1,030* (ps); Century conv., $1,020* SOUTHERN AUTO SALES, INC. 


(ps); Special 2-dr. Riviera, $890* (ps). Warehouse Point, Conn. 


56 Super conv., $700* (ps); 2-dr. Rivi- 
era, $675* (ps); Special 4-dr, Riviera, 
$680* (ps); 2-dr. Riviera, $445* (ps); 
Century 4-dr, Riviera, $585* (ps). 





‘54 Century 4-dr., $350; 2-dr., $200. 

'653 Special 4-dr., $125* (ps). C d 

'52 Special 4-dr., $100. rossroa $s 

CADILLAC—'58 (62) conv., $2,600* (ps), 

$2,425* (ps); 4-dr., $2,570* (ps); 4- . . . Where they meet... 
dr, hardtop, $2,515* (ps); 2-dr, hard- 
top, $2,470* (ps). 

17 (00) Bpecte é-dr. hardtop, $2,085° buyers and sellers . . . new and 
(ps). 

56 (42) 2-dr. hardtop, $1,340* (ps),|| used car dealers. They meet at 
$1,325* (ps); (60) Special 4-dr., $1,- 
310* (ps). the dealer auctions of. the na- 


OCHEVROLET—'60 Impala (8) conv., §$2,- 


"58 '59 "69 °60 "69 *60 "59 
Dec. 


Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 







ee 





dan. Feb. 


’53 Bel Air 4-dr., $240; 2-dr., $180; Two- 


ten 2-dr., $235; station wagon, $185. 
’51 conv., $130*. 
CHRYSLER—’58 NY 4-dr., $1,550* (ps); 


Windsor 4-dr, hardtop, $1,390*, 
’57 Saratoga 4-dr., $1,030* (ps), 
’55 NY 4-dr., $300* (ps). 


’53 Windsor 2-dr, hardtop, $185*, $120*. 
DeSOTO—’58 Firedome 4-dr., $1,240* (ps). 


‘57 Firesweep 4-dr., $785* (ps). 
‘55 Firedome conv., $370, 


DODGE—’58 Sierra (8) 4-dr., $960* (ps); 


FLORIDA 


DAYTONA BEACH — Florida Auto 
City Airport. Tues., 10 


Auction. 
A.M. Dealer-owned. Dealers only. 


MARYLAND 





BEL AIR—Bel Air Auto Auction. Ti- 
‘oup- 


ed. Thur., 12 noon. Established 1947.| AUTO AUCTIO 


tles, checks guaranteed. Cars 


MICHIGAN 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


Aptco 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN. 
PHONE: DUnkirk 3-0150 


Aptco 


STATE FAIR AUTO AUCTION 


19600 Woodward, 
Detroit 3, TOwnsend 9-4660-61-62. Same loca- 


19745 Ralston in rear of 


tion—new facilities. 


EVERY TUES. & FRI. 12:00 NOON 


Conveniently located in the heart of the 


le center. 





NEW JERSEY 


AUCTION 


Every WEDNESDAY, 10:30 A.M. 
NATIONAL AUTO 


DEALERS EXCHANGE 














’ 

60 
March 
Prices of '60s added and '52s dropped in December, 1959. Prices of ’59s added and ’51s dropped in December, 1958. 
Figures alongside bars represent dollars. 
































300 (8) 4-dr., $945*. 

’S7 Fairlane (8) 2-dr, Victoria, $890*; 
Custom 300 (8) 4-dr., $800*, $650*; 
2-dr., $630*, $530*; Fairlane 500 (8) 
conv., $775*; Custom (8) 2-dr., $400*. 

'56 Country Sedan (8) 4-dr., $660* (ps); 
Country Squire (8) 4-dr., $575*; Fair- 





lane (8) 2-dr, Victoria, $505*; Main 
(6) 4-dr., $410; Custom (6) 2-dr., 
$290 


’55 Fairlane (8) 4-dr., $530* (ps); 2-dr., 
$360*; Custom (8) 4-dr., $450*; Ranch 
Wagon (8) 2-dr., $435* (ps). 

’54 Crest (8) 2-dr, Victoria, $250, $215*, 


$205; 4-dr., $230; conv., $125*; Cus- 
tom (6) 2-dr., $150. 
HUDSON—’55 Super (6) 4-dr., $155*. 
IMPERIAL — ’56 Imperial 4-dr., $890* 
(ps), 
LINCOLN — ’58 Premiere 4-dr., $1,810* 
(ps); Capri 4-dr., $1,690* (ps). 
55 Capri 2-dr, hardtop, $425* (ps). 
MERCURY—’58 Montclair 4-dr., $1,180* 


(ps); Monterey 4-dr., $1,120*, 
55 Montclair 2-dr., $380*; 4-dr., $265*. 
’54 Montclair 4-dr., $255*. 

53 Monterey 2-dr. hardtop, $275*. 
OLDSMOBILE — ’59 (88) 4-dr. Holiday, 
$2,050* (ps); 4-dr., $1,915* (ps). 
"58 (88) 2-dr. Holiday, $1,305* (ps); 
4-dr., $1,060* (ps). 

56 (88) 4-dr. Holiday, $605*, $500* 
(ps); 4-dr., $575*. 

’55 (88) 2-dr. Holiday, $500* (ps); 4- 
dr., $330* (ps). 

’53 (88) 4-dr., $175*. 





"59 °60 "69 =*60 









"59 =°60 
'52 (88) 2-dr., $135*. 
Aprtl May June PACKARD — ’55 Clipper 4-dr., $350*, 
to Date $240°. 
(Copyright, 1960, by Automotive News) ee Ge _ L a — ‘edn: 
Savoy (6) 4-dr., $1,020; Savoy (8) 


4-dr., $710*, $600*. 


Suburban (8) 2-dr., 
’58 Suburban (8) Custom 4-dr., $1,075* 


$730, 
’57 Royal (8) 4-dr., $900*. 


*56 Coronet (8) 4-dr., $345*. (ps), $925* (ps), $700*; Savoy (8) 
’55 Custom Royal (8) 2-dr, hardtop, 2-dr., $915*; 4-dr., $770, $700*. 
$300* (ps). 57 Belvedere (6) 4-dr., $570*; Savoy 
FORD—’59 Galaxie (8) 2-dr. Victoria, $1,- (8) 4-dr., $550*, $440*; Suburban 
750*; Fairlane 500 (8) 4-dr., $1,625* (8) 4-dr., $430, 
(ps); Country Sedan (8) 4-dr., $1,- ’55 Belvedere (8) 4-dr., $270. 
620*; Custom 300 4-dr., $1,275. ’54 Belvedere 2-dr., hardtop, $150*. 


PONTIAC—’59 Bonneville sport coupe, $2,- 
400* (ps); Star Chief 4-dr., $1,940*° 


(Continued on Page 67, Col, 1) 


"58 Fairlane 500 (8) 2-dr., $1,190* (ps); 
Fairlane (8) 2-dr. Victoria, $1,090* 
(ps); 2-dr., $940, $810*, $675; Custom 












NEW JERSEY 





Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 





INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Manheim Auto 
Auction’s 





Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY THURSDAY AT NOONI 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApito! 8-0100 for Reservations 


2 -DAY-A-WEEK 
SCHEDULE 


AUCTION EVERY 
TUESDAY & FRIDAY 


Now, in addition to Friday auctions, 
Manheim Auto Auction will be open 
on Tuesday of every week. Active 
buyers both days—hundreds of clean 
cars to choose from. 


The only 3-lane auction 
in the world. 
AUCTION CHECKS ISSUED 
GUARANTEED TITLES 
LADIES’ TV LOUNGE 


Restaurant with Lancaster 
County home cooking. 








NEW YORK 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 





NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Auto Auction 
Albany 5, N. Y. 


Every Monday — I! O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 












NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
‘ Sale, Re. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





Sore. Come to buy ... come fo sell 


Biggest Auto Auction in the World 


MANHEIM AUTO — 


AKRON—A-1 Auto Auction, U.S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 


600; Corvair (6) 4-dr., $1,000°, $1.-/1 tion . . . and on the pages of 
’69 Impala (8) conv., $2,015* (ps); . 

Parkwood (6) 4-dr., $1,670*, $1,490:|| Automotive News. 

Bel Air (6) 4-dr., $1,600* (ps), $1,- 

400*, $1,325, $1,300; Bel Air (8) 4- ‘ 

dr., | $1,425°; 2-dr., $1,375, $1,300; You will reach both groups 
Kingswood (8) 4-dr., $1,590* (ps); E 

Biscayne (8) 2-dr., $1,240. through an ad in Automotive 


'58 Impala (8) sport coupe, $1,405* (ps); 
Bel Air (8) sport sedan, $1,300*; sport 
coupe, $1,275* (ps); 2-dr., $930; Bis- 
cayne (6) 4-dr., $1,125*, $1,115* (ps), 
$1,100*, $1,075*, $1,025, $1,000*, $900; 


News. 











North-East-South-West — Automotive News’. . . 


- . “Leading Used-Car Auction Directory" gives the sale day and time of top 
Auto Auctions EVERY WEEK. 


AUCTION, INC. 


On Route 72, Manheim, Pa. 
MOhawk 5-2401 
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(Continued from Page 66) 


| (ps). 
156. Btar Chief 2-dr, Catalina, $875*. 
’55 Chieftain 4-dr., $320*; 2-dr., $225°. 
’53 Catalina 2-dr., $150*, $145* (ps). 
STUDEBAKER—’58 Scotsman (6) station 
wagon, $825. 
MISCELLANEOUS—’59 Chevrolet (6) %- 
ton, $875. 


’56 Chevrolet (6) $510, 


%-ton panel, 
$150. 

’53 Ford (6) %-ton, $280. 

"49 Willys Jeep, $285. 


CHICAGO 


yy : Greater Chicago Auto Auction. Sale every 
Thursday, Pfices are for sale of June 9. 

5 Sold 485 cars from 823 consignments. 
BUICK—’59 Electra 225 4-dr. Riviera, 

: $2,480* (ps); LeSabre 4-dr, hardtop, 

| $2,125* (ps); 4-dr., $1,875* (ps); In- 
victa 4-dr., $1,875* (ps). 

’58 RM 2-dr. Riviera, $1,700* (ps); Spe- 
cial conv., $1,505* (ps); 2-dr, Riviera, 
$1,300* (ps); Super 4-dr. Riviera, $1,- 
315° (ps). 


’57 Super 4-dr, Riviera, $1,210* (ps); 
Century conv., $1,100* (ps); 2-dr. 
Riviera, $1,000* (ps); Special 2-dr. 
Riviera, $1,050* (ps); $965*, $890* 


(ps), $860* (ps); 4-dr. Riviera, $820*; 
RM conv., $995* (ps). 

’56 Century 2-dr, Riviera, $750*° (ps); 
4-dr, Riviera, $570* (ps), $525° (ps); 
Super 2-dr. Riviera, $700* (ps); Spe- 

a cial 2-dr, Riviera, $700* (ps), $630°*; 

4-dr. Riviera, $700* (ps); 4-dr., $440*. 
: ’55 Century conv., $715*; Special 2-dr. 
Riviera, $500*, $490°; 2-dr., $350. 


Week oe yg 
ta eaten 


: OCADILLAC—’60 (62) 2-dr. hardtop, $4,- 
, I 425* (ps). 
} ’59 (62) 2-dr, hardtop, $3,875* (ps), $3,- 
) 425° (ps); 4-dr., $3,490* (ps), $3,- 
; 410° (ps). 
58 (60) Special 4-dr., $3,050* (ps); 


(62) 2-dr, hardtop, $2,850* (ps); Sedan 
de Ville, $2,575* (ps); 4-dr., $2,525* 
(ps); Coupe de Ville, $2,290* (ps). 


: 57 (62) conv., $2,115* (ps); Sedan 
‘ de Ville, $1,750* (ps), $1,720* (ps); 
j 2-dr, hardtop, $1,500* (ps); Coupe 


j de Ville, $1,350* (ps). 
: ’56 Eldorado Seville, $1,370* (ps); (62) 
Coupe de Ville, $1,355* (ps). 

j ’55 (62) 2-dr, hardtop, $850° (ps). 

: ’54 (62) 2-dr, hardtop, $300° (ps). 

5 OHEVROLET—’60 Impala (8) sport coupe, 

: $2,400*; Impala (6) sport coupe, §2,- 

| 280*; Biscayne (8) 4-dr., $2,160° 
(ps); Corvair (6) 4-dr., $1,450. 

: *59 Impala (8) conv., $2,015*; sport 
coupe, $2,010, $1,900%, $1,675*; sport 
sedan, $1,900 (ps), $1,825*, $1,790°; 
Impala (6) sport coupe, $1,760*%; No- 
mad (8) 4-dr., $1,900* (ps), $1,855*; 
Bel Air (6) 4-dr., $1,675*; Parkwood 
(6) 4-dr., $1,580; Brookwood (8) 4-dr., 
$1,490; Biscayne (6) 4-dr., $1,435, $1,- 
365, $1,320, $1,200; 2-dr., $1,375, $1,- 


; 
: 

11¢, 
i ’58 Impala (8) conv., $1,625* (ps), $1,- 
) 605* (ps), $1,565* (ps), $1,485°, $1,- 
400°; Bel Air © ae, sedan, —_ 
, $1,330", ’ ; sport . 
eteget 4-dr., $1,175*; Brookwood 
(6) 4-dr., $1,240; Biscayne (8) 2-dr., 

00. 

o Corvette (8) conv., $2,120%; Bel 
Air (8) sport sedan, $1,270* (ps), 
$1,055*, $645* (ps); 4-dr., $1,075°; 
2-dr., $1,015; sport coupe, $1,000* ; 
Two-ten (6) sport sedan, $1,100°, 
$785; station wagon, $1,000°, $835; 
2-dr., $880*%, $790; Two-ten (8) station 
wagon, $1,090°; 2-dr., $755°. ‘ 
56 Bel Air (6) sport coupe, $835*, $800 
(ps), $560; sport sedan, $720; 4-dr., 
$700*; 2-dr., $680°; Bel Air (8) sport 
coupe, $800* (ps); Two-ten (8) station 
wagon, $745*; Delray, $640°; 2-dr., 
$605; Two-ten (6) 2-dr., $680°; 4-dr., 


$580, $550. 

'55 Two-ten (8) station wagon, $590; 
sport coupe, $575*; Two-ten (6) 2-dr., 
$445; 4-dr., $325. 

54 Bel Air 4-dr., $280* (ps); Two-ten 
4-dr., $210°. 

CHRYSLER—’59 Windsor 4-dr., $1,815° 


(ps). 
’S8 Windsor 4-dr, hardtop, $1,385* (ps). 
’ST NY 4-dr., $1,040* (ps); Windsor ¢- 
dr, hardtop, $935* (ps), 4-dr., $755°. 
'66 NY 4-dr., $670* (ps); Windsor 4-dr., 


$625". 
DeSOTO — ‘58 Firedome conv., $1,230° 


(ps). 
°66 Firedome 4-dr., $575° (ps). 
’55 Firedome 4-dr., $565* (ps); Fireflite 
4-dr., $365* (ps). 
DODGE—’60 Dart (8) station wagon, §2,- 


095. 

'59 Coronet (8) 2-dr. hardtop, $1,600*° 
(ps); 4-dr., $1,600* (ps). 

’S7 Royal (8) 2-dr. hardtop, $935* (ps); 
Coronet (8) 2-dr. hardtop, $790*. 
’56 Coronet (8) station wagon, $700°; 
2-dr. hardtop, $435*. 
EDSEL—’58 Ranger conv., $825* 

Villager 4-dr., $725*. 
FORD — ‘60 Galaxie (8) conv., $2,415° 
(ps); Starliner, $2,235*; 2-dr., $1,990°; 
; Country Sedan (8) 4-dr., $2,075*; 
Fairlane 500 (8) 4-dr., $1,795*; Falcon 
(6) 2-dr., $1,665*; Fairlane (6) 2-dr., 
$1,640°. 

*S9 Thunderbird (8) conv., $3,025* (ps); 
Galaxie (8) 2-dr. Victoria, $2,005° 
(ps), $1,825, $1,800* (ps); conv., $2,- 
005* (ps), $1,950* (ps); Country 
Squire (8) 4-dr., $2,000° : 
lane 500 (8) 4-dr, Victoria, 
(ps), $1,650° (ps); 2-dr, Victoria, $1,- 
680* (ps), $1,665° (ps), $1,645* (ps); 
2-dr., $1,500* (ps); Custom 300 (8) 


(ps); 





Model Breakdown 
Of Auction Averages 


June, 1960 May, 
To Date 


April, 


1960 1960 


























































STUDEBAKER—'60 Lark (8) 4-dr., $1,- 


VALIANT—’'60 Valiant (6) station wagon, 


nesday. Prices are for sale of June 8. Per- 
centage of sales was better than previous 
week but prices seemed to stay about the 
same, 
ments. 
BUICK—’'60 Electra (225) conv., $2,430° 


2-dr., $1,300; 4-dr., $1,240*, $1,025*; 
Custom 300 (6) 2-dr., $1,080, 

’58 Thunderbird (8) 2-dr. hardtop, $2,- 
445° (ps), $2,000* (ps); Fairlane 500 
(8) conv., $1,500* (ps); 4-dr, Vic- 
toria, $1,190* (ps); Country Sedan 
(8) 4-dr., $1,210* (ps), $1,190* (ps); 
Ranch Wagon (8) 4-dr., $1,085*; 
Ranch Wagon (6) 2-dr., $960*; Fair- 
lane (6) 4-dr., $980*; Custom 300 (6) 


4-dr., $815*; 2-dr., $780*. 
’57 Fairlane 500 (8) 2-dr. Victoria, 
$965*, $920*, $775*; 4-dr. Victoria, 


$900*, -$770* (ps), $765* (ps), $635*; 
conv., $880* (ps); 2-dr., $840*; 4-dr., 
$800* (ps); Fairlane (8) 4-dr, Victoria, 
$795* (ps); 2-dr. Victoria, $790; 2-dr., 
$455*; Custom 300 (8) 2-dr., $715*; 
Ranch Wagon (8) 4-dr., $705; 2-dr., 
$685; Custom (6) 4-dr., $425*, $390. 

"56 Country Sedan (8) 4-dr., 
Fairlane (8) 4-dr., $770*, 
dr. Victoria, $670*, $615*, $565, $550, 
oa Country Squire (8) 4-dr., $725* 
Ps). 

’55 Fairlane (8) conv., $580, $545*; 
Crown Victoria, $480*; 2-dr., $335*; 
Country Sedan (8) 4-dr., $480*. 

"54 Crest (8) 2-dr. Victoria, $375*. 

IMPERIAL—’'57 Imperial 2-dr. hardtop, 
$1,350* (ps). 

"55 Imperial 2-dr. hardtop, $705* (ps). 

LINCOLN—’58 Continental Mark III 4-dr., 
$2,300* (ps); Premiere 4-dr, hardtop, 
$2,070* (ps); Capri 2-dr. hardtop, $1,- 
970° (ps). 


‘57 Premiere conv., $1,625* (ps); 2-dr. 
hardtop, $1,415* (ps). 
"56 Premiere 4-dr., $500* (ps). 


Se oe Monterey 4-dr., $1,600* 
Ps). 

*58 Voyager 4-dr., $1,525* (ps); Mont- 
erey 4-dr., $1,200* (ps); 2-dr., $1,060°. 

’57 Monterey conv., $890* (ps); 2-dr. 
hardtop, $715*; 2-dr., $715*. 

’55 Monterey 4-dr., $395°. 

OLDSMOBILE—’60 (88) Super conv., $3,- 
200° (ps). 

"59 (88) 4-dr., $1,940* (ps). 

"58 (98) 4-dr. Holiday, $1,875* (ps), $1,- 
650° (ps); 2-dr. Holiday, $1,430* (ps); 
(88) 4-dr, Holiday, $1,520* (ps). 

’57 (88) Super conv., $1,350*; (98) 2- 
dr, Holiday, $1,215* (ps); (88) conv., 
$1,150* (ps), 4-dr., $1,005 (ps); 4- 
dr, Holiday, $600*. 

"56 (88) 2-dr. Holiday, $1,050* (ps); 
4-dr. Holiday, $725* (ps), $625°; (88) 
Super 4-dr., $855° (ps). 

’55 (88) Super 4-dr. Holiday, $585* (ps); 
(88) 2-dr. Holiday, $560*; (98) 4-dr., 


$440° (ps). 
PLYMOUTH—’59 Fury (8) 2-dr. hardtop, 
$1,675* (ps), $1,435°; 4-dr., $1,470* 


(ps); Belvedere (8) 4-dr., $1,480. 
"57 Savoy (8) 2-dr. hardtop, $790* (ps), 
$650* (ps); Savoy (6) 2-dr., $425°, 
$395°; Belvedere (6) 2-dr, hardtop, 
$530°. 
"56 Belvedere (6) 2-dr. hardtop, $550*, 
$375*; Savoy (6) 2-dr hardtop, $475°*. 
PONTIAC—’60 Catalina 2-dr., $1,995*. 
’59 Bonneville conv., $2,705* (ps), $2,- 
450° (ps); 4-dr. Vista, $2,450* (ps); 
Safari 4-dr., $2,200*; Star Chief 4-dr. 















Vista, $2,000* (ps); Catalina Safari 
4-dr., $1,815*; $1,625*; sport coupe,’ 
$1,760* (ps). 


"58 Star Chief 4-dr. Catalina, $1,625* 
(ps); Chieftain 4-dr. Catalina, $1,400* 
(ps); conv., $1,200* (ps); 4-dr., $1,- 


160° (ps). 
’57 Star Chief 4-dr, Catalina, $1,270* 
(ps), $1,00° (ps), $885°*. 


"56 Star Chief conv., $700* (ps); 4-dr., 
(ps); Chieftain Safari 4-dr., 
; 4-dr,. Catalina, $650°. 

’55 Chieftain 2-dr. Catalina, $550°. 


RAMBLER —'59 Ambassador (8) Cross 
Country, $1,700*; Super (8) Cross 
Country, $1,450; Custom (8) Cross 


oun $1,400*; American (6) 2-dr., 

'58 Custom (8) 4-dr., $1,200* (ps); Am- 
eee (8) Cross Country, $1,110* 
ps). 

’57 Custom (8) 4-dr., $685°. 

’56 Super Cross Country, $355°. 

‘55 Super Cross Country, $225* 


600. 
"59 Lark (8) 4-dr., $1,270* 


$2,175°*, 


FLINT 


Flint Auto Auction, Inc, Sale every Wed- 


Sold 212 cars from 333 consign- 


(ps); 4-dr, hardtop, $2,255*; Invicta 
conv., $2,275* (ps); LeSabre 2-dr. 
hardtop, $2,200* (ps); 4-dr, hardtop, 
$2,150° (ps); 4-dr., $2,105* (ps). 
'58 Century conv., $1,575*; 4-dr., $1,355* 
; Special 2-dr, Riviera, $1,535° 
(ps); 4-dr., $1,515° (ps), $1,335*, $1,- 
215° (ps); 4-dr. Riviera, $1,300° (ps). 
"57 Special Estate Wagon 4-dr., $1,280* 


(ps); 2-dr, Riviera, $1,010*, $880*; 
RM 4-dr., $1,100*. 
°56 Special conv., $720*; 2-dr., $670*, 


$475°, $470*, $420°; Century 4-dr, Ri- 
viera, $615° (ps). 


"55 Century 2-dr. Riviera, $505* (ps), 
$295°; Special 4-dr, Riviera, $465°; 
4-dr., $465°. 


*54 Century 2-dr. Riviera, $380°; Super 
4-dr., $240°. 


CADILLAC—'59 (62) 4-dr., $3,390* (ps). 


’568 (62) 2-dr, hardtop, $3,000* (ps). 


"66 (62) 4-dr., $1,030° (ps). 


CHEVROLET—'60 Impala (8) conv., $2,- 


560° (ps); Corvair (6) 4-dr., $1,550*. 

’59 Impala (8). conv., $2,200* (ps), $2,- 
200°, $2,150%, §$2,100* (ps), $1,950* 
(ps); 4-dr., $2,080° (ps), $2,050* (ps); 
4-dr. hardtop, $1,790°; 2-dr., $2,015* 
(ps); 2-dr. hardtop, $1,910° (ps), $1,- 
900°, $1,675; Bel Air (8) 4-dr, hard- 
top, $1,850°; 4-dr., $1,580*; Bel Air 
(6) 2-dr., $1,475*, $1,310, $1,250°; 
4-dr., $1,450, $1,355. 

"58 Bel Air (8) 4-dr., $1,340*° (ps); 4-dr. 
hardtop, $1,235*, $1,005*, $1,075*; Im- 
pala (6) 2-dr, hardtop, $1,250°; Bis- 
cayne (8) 4-dr., $1,215*, $1,155*, $1,- 
000°; 2-dr., $1,070*, $1,050*, $1,010, 
$870°. 

‘57 Bel Air (8) conv., $1,290*, $1,200; 
2-dr. hardtop, $1,020*°; Bel Air (6) 
station wagon 4-dr., $1,100*; Two-ten 

(Continued on Page 68, Col, 1) 





This simple to operate ... easy to use DRUM-Dokter is the answer te 


added profits from brake servicing. Handles passenger car and light 
truck drums from 6” to 14” diameter over a 5” face. ONLY 4 simple 
adjustments for operation, ..No special training required. 


Keep the profit in your shop with your own Barrett DRUM-Dokter. 


WRITE FOR DETAILS 
*36 mos. Commercial Credit Contract As 


BARRETT EQUIPMENT CO. 2! 








More for 


your money 
in The 

San Francisco 
Examiner 


. . « more dealer acceptance, more reader confidence, more daily 
circulation, more Sunday circulation and naturally, more results for | 
your advertising money! The Examiner is first in one of America's lar- 


gest, fastest growing markets, 








REPRESENTED NATIONALLY BY HEARST ADVERTISING SERVICE, INC. | 
OFFICES IN PRINCIPAL CITIES 
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$1,640°. DeSOTO—'56 Firedome 4-dr., $380* (ps). 
Py: Rs (6) 4-dr., $910. ‘655 Firedome 2-dr, hardtop, $430*; 4- 
U C e e MISCELLANEOUS — '55 Chevrolet (8) o.oo", —". ‘ee 
%-top pickup, $400. "SA redome ed 5°, 
= ct p "49 Ford %-ton pickup, $175. DODGE—’58 Coronet (8) 2- -ar., $1,000°. 
sed ar Au ion rrices DDGE—'88 Coronel (8) 2dr.» $1,000°, | 
FONTANA, WIS FORD—’'59 Galaxie (8) conv., $2,025*, $2,- 
” 015*; Fairlane (8) 4-dr., $1,775*, $1,- 
Fontana Auto Auction, Sale every Thurs- 520°. 
(Continued from Page 67) day, Prices are for sale of June 9, Action '58 Thunderbird (8) conv., $2,395*; 
brisk, Sharp cars bringing top dollar, Country Sedan (8) 4-dr., $1,320*; 
(6) 4-dr., $935*, $735°; station wagon ‘SS Fairlane (8) 2-dr., $560*; Custom | BUICK—’59 Invicta 4-dr. hardtop, $1,- Fairlane 500 (8) 4-dr, Victoria, $1,- 
4-dr., $700; Two-ten (8) 2-dr., $775*. (8) 2-dr., $495*; Custom (6) 2-dr., 885* (ps). 040*; Custom 300 (6) 4-dr., $895*; 

’56 Bel Air (8) 4-dr., $745°, $720; 4-dr. $305; Country Sedan (8) 4-dr., $200°*. ’S7 Super 4-dr. Riviera, $905*, $825*. Custom 300 (8) 4-dr., $885. 
hardtop, $635*; 2-dr., $625*, $515*, 54 Custom (8) 4-dr., $220. '56 Special 4-dr., $645*. ’57 Country Sedan (8) 4-dr., $940*; Fair- 
$445*; Two-ten (8) 4-dr, hardtop,| MEROURY—’60 Montclair 4-dr., $2,400*. ’55 Century 2-dr. Riviera, $750*; Spe- lane 500 (8) 4-dr, Victoria, ‘$915°, 
$695*; 4-dr., $650*°; station wagon 4- ’57 Monterey 4-dr., $705*; 2-dr., $615. cial 4-dr., $370°*. $900; Fairlane (8) 4-dr., $780*, $745*; 
dr., $600, $535*; Two-ten (6) 4-dr., ’56 Monterey 4-dr., $605. ’53 Special 2-dr, Riviera, $130*; 4-dr., Custom 300 (8) 4-dr., $790*, $710*, 
$695*; 4-dr., $650*. 55 Custom 2-dr., $185*. $115*. $690*, $540; 2-dr., $640. 

'55 Bel Air (8) 2-dr., $630*, $400*; Two- | OLDSMOBILE—’59 (88) Fiesta 4-dr., $2,- | CADILLAC—’55 (62) Coupe de Ville, $1,- ’56 Country Sedan (6) 4-dr., $625; Cus- 
ten (8) station wagon ‘4-dr., $555°; 315* (ps); 4-dr., $1,906*, $1,810* (ps). 150*, $1,125* (ps). tom (8) 4-dr., $590; 2-dr., $495*; 
4-dr., $305*, $295°; Delray, $205. "58 (88) Super 4-dr., $1,575* (ps), $1,-| CHEVROLET—’'59 Impala (8) 4-dr. hard- Fairlane (8) 2-dr., $555*. 

°54 One-fifty 2-dr., $195; Bel Air 2-dr., 515* (ps), $1,405* (ps); (88) 2-dr. top, $1,940*, $1,785; Bel Air (8) 4-dr., ’55 Fairlane (8) conv., $830*%; 4-dr., 
$135*; Two-ten 2-dr., $115*. Holiday, $1,440* (ps). $1,440*; Biscayne (8) 4-dr., $1,370*. $490*; 4-dr, Victoria, $425*; Country 

’53 Bel Air 2-dr., $130. "57 (98) 4-dr., $1, 306° (ps); 2-dr. Holi-| ‘58 Brookwood (8) 4-dr., $1,180°; Bis- Sedan (8) 4-dr., $635, $610, $530; 

CHRYSLER—’55 Windsor 4-dr., $270°*. day, $1,075* (ps); (88) Super 4-dr., cayne (8) 2-dr., $1,175*. Custom (6) 4-dr., $485*; 2-dr., $475*, 
DeSOTO—’56 Firedome 4-dr., $440. $950* (ps), $905*, $700°. ‘57 Bel Air (8) conv., $1,380*; 4-dr., $425*, 
DODGE—'60 Coronet (8) conv., $2,700° ’56 (98) 4-dr, Holiday, $730* (ps); (88) $1,250, $1,075*; Bel Air (6) 2-dr., '54 Custom (8) 4-dr., $335, 2 at $275, 
(ps). 4-dr., $565°; 2-dr., $490*. $1,140; Two-ten (8) station wagon $235, 
FORD — '60 Galaxie (8) conv., $2,435° ‘55 (98) 4-dr., $380* (ps), $325*, $315*; 4-dr., $1,120*; 4-dr., 2 at $890*; Two- | LINCOLN—’56 Capri 2-dr., $770*. 
(ps); 2-dr, Victoria, $2,155. (88) 4-dr., $210*; 2-dr., $125°. ten (6) 4-dr., $885; One-fifty (8) 2-dr., ’52 Capri 2-dr, hardtop, $235*. 

’59 Thunderbird (8) 2-dr. hardtop, $2,- ’54 (98) 4-dr., $215* (ps), $110* (ps). $720, MERCURY — '59 Monterey conv., $2,025* 
900* (ps), $2,800* (ps); Galaxie (8) | PLYMOUTH—’58 Savoy (8) 4-dr., $815*. '56 Two-ten (8) 4-dr., 2 at $670, $620*, (ps). 
4-dr., $1,800*; 2-dr, Victoria, $1,750*, ‘57 Plaza (8) 4-dr., $450. $605*, $600; Two-ten (6) 2-dr., $525; 'ST Voyager 2-dr., $970*; Monterey 4- 
Custom 300 (8) 2-dr., $1,475; Custom ’56 Savoy (8) 4-dr., $425* (ps); 2-dr., Bel Air (8) 4-dr., $650; conv., $535; dr., $595*, 

300 (6) 2-dr., $1,320. $410*; Savoy (6) 2-dr., $345; Bel- Bel Air (6) 4-dr., $640*, $605*; One- ’56 Montclair 4-dr., $775*; Custom 2- 

’58 Thunderbird (8) conv., $2,250* (ps); vedere (8) conv., $400*. fifty (8) 4-dr., $635*. dr., $750°; Monterey 4-dr., $745*. 
Fairlane 500 (8) 2-dr., $1,410*, $1,-| PONTIAC—’59 Catalina 2-dr., $1,915°. ’55 Bel Air (8) conv., $890*; 2-dr. hard-| ‘55 Montclair conv., $505*; Custom 4- 
210°, $1,085*; Country Sedan (8) 4- ’58 Star Chief 4-dr., $1,230*; 2-dr, Cat- top, $690*, $625*, $345; 4-dr., $650*, dr., $405*; Monterey 4-dr., $315. 
dr., $1,185*; Ranch Wagon (8) 2-dr., alina, $1,225*; Chieftain 2-dr., $820°. $595*; Two-ten (6) 2-dr., $725, $365; ’53 Monterey 2-dr. hardtop, $245. 
$895, ’57 Chieftain conv., $1,085*; Star Chief 4-dr., $405, $395; Two-ten (8) 4-dr.,| OLDSMOBILE—’58 (88) 4-dr., $1,475*. 

’57 Fairlane 500 (8) conv., $1,000*; 2- 2-dr, Catalina, $885*; Super Chief 4- $560, $450; station wagon 4-dr., $470*; ’57 (88) Super 4-dr, Holiday, $1,270*; 
dr., $745* (ps); Country Sedan (8) dr. Catalina, $840*. 2-dr., $440*, $385, $370°. (88) 4-dr., 2 at $990*. 
4-dr., $915*, $785*; Custom 300 (8) ’66 Chieftain 4-dr., $135* (ps), ’54 Bel Air 2-dr, hardtop, $440; 4-dr., ’56 (88) 2-dr. Holiday, $650* (ps). 
2-dr, ,$700*, 2 at $450°, $390. "55 Star Chief 4-dr., $360. $300, $235; Two-ten 2-dr., $275*, $235, ’55 (88) 2-dr, Holiday, $525*; 2-dr., 

56 Fairlane (8) 4-dr., $545*; 2-dr., ’54 Chieftain 2-dr., $10C0*, $170; Delray, $265; One-fifty 2-dr., $370*; 4-dr., $465*, 
$545*, $340*, $170*; Custom (8) 4-dr., | RAMBLER—’'60 Custom (6) Cross Coun- $195. "54 (88) 4-dr., $330. 
$500, $255*; Country Sedan (8) 4-dr., try 4-dr., $1,880. ’53 Bel Air 2-dr hardtop, $300*. PLYMOUTH—’59 Fury (8) conv., $1,815* 
$500* (ps) . ’59 Custom (6) Cross Country 4-dr., $1,- | CHRYSLER—’55 Windsor 4-dr., $435*. (ps). 


CUSTOM-CRUSH* MEANS PERFECT 
SADDLE FIT, TOTAL HEAT TRANSFER 


CUSTOM-CRUSH is just one of the many features 
that make McQuay-Norris Bearings stand out. 
Longer engine life, less down-time are assured. 
CUSTOM-CRUSH means perfect saddle fit, com- 
plete heat transfer. 


*THE SPECIAL McQUAY-NORRIS CRUSH ALLOWANCE AT THE SPLIT LINES ASSURES PERFECT SADDLE FIT. 
ORIGINAL PRODUCTION BEARINGS HAVE A UNIFORM AMOUNT OF CRUSH BECAUSE ALL PARTS ARE 
NEW. REPLACEMENT BEARINGS SHOULD HAVE A SPECIAL CRUSH AT THE SPLIT LINES TO COMPENSATE 
FOR SADDLE WEAR AND DISTORTION. 


Wi McQUAY-NORRIS“Alum-lined”engine bearings are available 
EF W for late model engine applications. 


MORE THAN 6400 NUMBERS of all types 
a bearing for every need. 


They stand OUT because they stand UP! 


McQUAY-NORRIS MANUFACTURING CO., ST. LOUIS *« TORONTO 


57 Savoy (6) 4-dr., $590; Savoy (8) 
4-dr., $535*; Belvedere (6) 4-dr., $580. 
'55 Savoy (6) 2-dr., $175. 
"54 Belvedere 4-dr., $230*; Savoy 4-dr., 
$105. 
PONTIAC—’59 Catalina 4-dr. Vista, $2,- 
805*, $2,065*; Safari 4-dr., $2,105* 


(ps). 

"57 Chieftain 4-dr., $890*, $825*; 4-dr. 
Catalina, $840° (ps). 

56 Star Chief 4-Ir. Catalina, $820*, 
$710*; Chieftain 2-dr., $690*. 

’55 Star Chief conv., $710*, $650*. 
"54 Star Chief 2-dr, Catalina, $135°. 
RAMBLER—’60 Super (6) Cross Country 

4-dr., $2,025°. 

’59 Super (6) Cross Country 4-dr., $1,- 
645*, $1,605*. 

"58 Super (6) Cross Country 4-dr., $1,- 
220*; 4-dr., $990, 

’56 Custom Cross Country 4-dr., $660. 

*55 Custom Cross Country 4-dr., $230*. 


aaa — '55 Deluxe (6) 2-dr., 

495°. 

MISCELLANEOUS—’58 Chevrolet %-ton, 
$1,050, 


’57 Chevrolet %-ton pickup, $675. 

’56 Ford %-ton pickup, $645. 

’54 Ford %-ton pickup, $370. 

'53 Ford %-ton pickup, $420. 

’52 Chevrolet %-ton pickup, $315. 

*49 Chevrolet %-ton pickup, $270; GMC 
%-ton, $250, 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction, Sale every Tuesday, Prices are 
for sale of June 7. 

BUICK—’59 LeSabre 4-dr. hardtop, §$2,- 
235* (ps). 

‘58 RM 4-dr, Riviera, $1,670* (ps); Spe- 
cial 4-dr, Riviera, $1,420* (ps). 

’57 Special Estate Wagon, $1,405*; conv., 
$810* (ps); RM 2-dr, Riviera, $1,- 
010* (ps). 

’56 Special 2-dr. Riviera, $615*; RM 
4-dr. Riviera, $575* (ps); Century 
2-dr, Riviera, $535* (ps). 

’55 Special 2-dr. Riviera, $655*, $575*, 
$565* (ps), $375* (ps); Century 2-dr. 
Riviera, $560*; Super 2-dr, Riviera, 
$525* (ps). 

"54 Super 2-dr. Riviera, $355* (ps), 
$335°. 

’53 Special Estate Wagon, $290*. 

CADILLAC—’'59 de Ville 4-dr. hardtop, 
$4,385* (ps), $4,350* (ps), $4,025* 
(ps), $3,925* (ps); (62) conv., $4,- 
355* (ps). 

"58 (62) Sedan de Ville, $3,220* (ps); 
Eldorado conv., $3,160* (ps). 

"57 (62) Sedan de Ville, $2,270* (ps), 
$2,250* (ps); 4-dr., $1,975* (ps), $1,- 
900* (ps). 

"56 (62) Sedan de Ville, $1,575* (ps); 
2-dr, hardtop, $1,515* (ps), $1,180* 
(ps). 

"55 (62) 4-dr., $1,290* (ps); conv., $1,- 
175* (ps); 2-dr, hardtop, $1,980* (ps), 
$935* (ps). 

’54 (60) Special 4-dr., $845* (ps); (62) 
2-dr, hardtop, $790* (ps). 

CHEVROLET—’59 Corvette (8) conv., $2,- 
800; Impala (8) sport coupe, $2,265* 
(ps), 2 at $2,230* (ps), $2,200* (ps), 
$2,185* (ps), $2,085* (ps), $2,025* 
(ps), $1,925* (ps); conv., $2,130, $2,- 
085*; sport sedan, $2,060*%, $1,995* 
(ps); Kingswood (8) 4-dr., $2,150* 
(ps), $2,000* (ps); Parkwood (8) 
4-dr., $2,135* (ps), $2,105* (ps), §2,- 
085*; Bel Air (8) sport sedan, $1,825* 
(ps); 2-dr., $1,715*, $1,530°; 4-dr., 
$1,650*; Bel Air (6) 2-dr., $1,565*; 
Biscayne (8) 2-dr., $1,580*; Biscayne 
(6) 2-dr., $1,470, $1,400. 

’58 Impala (8) sport coupe, $1,705* (ps), 
$1,620* (ps), $1,550* (ps); conv., $1,- 
600*, $1,585* (ps); Bel Air (8) sport 
coupe, %$1,400* (ps); Brookwood (8) 
4-dr., $1,350*; Biscayne (8) 2-dr., 
$1,210*, $1,160, $1,110*, $1,100*; 4- 

7. 


'57 Bel Air (8) sport coupe, $1,360, $1,- 
360* (ps), $1,300*; sport sedan, $790; 
Two-ten (8) sport coupe, $1,220°*; 
Two- (6) 4-dr., $865; One-fifty (6) 
station wagon, $860; 4-dr., $650, $485. 

‘56 Bel Air (8) sport coupe, $985*, $780* 
(ps); 4-dr., $755*; conv., $700; Bel 
Air (6) sport sedan, $735; Two-ten 
(8) 4-dr., $685*; One-fifty (6) utility 
sedan, $335*. 

'55 Bel Air (8) conv., $785*; station 
wagon, $680*; sport coupe, $600*, 
$520*; 2-dr., $580; 4-dr., $515; Bel 
Air (6) 4-dr., $430; Two-ten (8) 
Delray, $700*; 4-dr., $680, $635°, 
$475*; station wagon, $625; Two-ten 
(6) station wagon, $485*. 

54 Bel Air sport coupe, $575*; station 
wagon, $375*; 2-dr., $375*; 4-dr., 2 at 
$335*; conv., $325°; One- fifty station 
wagon, $275. 

’53 Bel Air 4-dr., $370, $180; 2-dr., $360° 
(ps); Two-ten 4-dr., $260* (ps), $220, 
$170; 2-dr., $200. 

’50 Special 2-dr., $100. 

CHRYSLER—’'57 Saratoga 4-dr., $1,200* 

(ps); 2-dr. hardtop, $1,170* (ps). 

DeSOTO—'58 Fireflite 4-dr., $965* (ps). 

’57 Adventurer conv., $1,280* (ps); Fire- 
dome 4-dr, hardtop, $1,025* (ps). 

’56 Fireflite 2-dr, hardtop, $665* (ps). 

DODGE—’58 Coronet (8) 4-dr., $765* (ps). 

'57T Coronet (8) 2-dr, hardtop, $1,110* 
(ps); 4-dr. hardtop, $860° (ps). 

*56 Custom Royal (8) 2-dr, hardtop, 
$620*. 

EDSEL—’'59 Ranger 2-dr. hardtop, $1,485*. 

FORD—'60 Thunderbird (8) 2-dr. hard- 
top, $3,800* (ps), $3,715* (ps); Gal- 
axie (8) Starliner, $2,335* (ps); Fair- 
lane 500 (8) 4-dr., $1,955°. 

’59 Thunderbird (8) conv., $3,285* (ps), 
$3,160* (ps); 2-dr, hardtop, $3,100* 
(ps), $3,085* (ps), $3,060* (ps), $2,- 
975* (ps); Galaxie (8) 4-dr, Victoria, 
$2,090*, $1,905* (ps), $1,900*; 2-dr. 
Victoria, $1,975* (ps); Country Sedan 
(8) 4-dr., $2,060* (ps), $1,895", §$1,- 
835*, $1,750°; Fairlane 500 (8) 2-dr. 
Victoria, $1,750*; Fairlane (8) 4-dr., 
$1,535* (ps); 2-dr., $1,350*; Custom 
300 (8) 4-dr., $1,525°; 2-dr., $1,480; 
Custom 300 (6) 2-dr., $1,385*. 

"58 Thunderbird (8) 2-dr, hardtop, $2,- 
760° (ps), $2,730* (ps), $2,700* (ps), 
2 at $2,650* (ps); Fairlane 500 (8) 
Skyliner, $1,685* (ps); 2-dr, Victoria, 
$1,305* (ps), $1,285* (ps), $1,250* 
(ps); 4-dr, Victoria, $1,150*; 2-dr., 
$985*; Ranch Wagon (8) 4-dr., $1,- 
170* (ps); Fairlane (8) 2-dr., $1,- 
040°; 4-dr., $1,000*, $905*; Custom 
300 (8) 4-dr., $900; 2-dr., $900. 

’S7 Thunderbird (8) conv., $2,200* (ps); 
Fairlane 500 (8) 2-dr. Victoria, $1,- 
100* (ps), $1,000* (ps); conv., $1,- 
O75* (ps); 4-dr., $1,025° (ps), $955* 
(ps), $925* (ps), $800*; Country Se- 
dan (8) 4-dr., $1,030* (ps); Fairlane 
(8) 4-dr., $965* (ps); Ranch Wagon 
(8) 2-dr., $905*; Custom (8) 2-dr., 
$760; Custom 300 (8) 4-dr., $675. 

‘56 Country Sedan (8) 4-dr., $830", 
$650* (ps), $545*; Fairlane (8) 2-dr., 

(Continued on Page 69, Col, 1) 
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IMPERIAL — ’'58 Imperial 2-dr, 





RAMBLER—’58 American (6) 2-dr., 


sold better than usual. 
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$600* (ps), $545, $510; 4-dr., $400*; 
Custom (8) 2-dr., $560, $460*; 4-dr., 
$435*, $425, $400; Custom (6) 4-dr., 
$435*; Ranch Wagon (6) 2-dr., $525; 
Main (8) 2-dr., $500; Main (6) 2-dr., 
$340. 

’55 Thunderbird (8) conv., $1,600* (ps); 
Country Squire (8) 4-dr., $645* (ps); 
Fairlane (8) 2-dr, Victoria, $605", 
$500*, $365*; 4-dr., $480*%, $435°*, 
$400*, $380*, $345*; Country Sedan 
(8) 4-dr., $460; Ranch Wagon (8) 
2-dr., $425*; Custom (8) 4-dr., $405*° 
(ps), $350*; 2-dr., $385; Custom (6) 

$400*; Main (6) 2-dr., $350*. 

54 Custom (8) 4-dr., $315*, $215°*; 
2-dr., $285*, $185*; Custom (6) 2-dr., 
$305; Crest (8) 2-dr, hardtop, $285* 
(ps), $255* (ps); Ranch Wagon (6) 
2-dr., $270; Ranch Wagon (8) 2-dr., 
$155; Main (8) 2-dr., $150. 

’53 Ranch Wagon (8) 2-dr., $290*; 
(8) 2-dr, Victoria, $285°, $140*. 

’52 Ranch Wagon (8) 2-dr., $200. 


hardtop, 


Crest 


$2,050* (ps). 

‘59 Continental Mark IV conv., 
$3,885* (ps). 

’57 Premiere 2-dr, hardtop, $1,450* (ps). 

55 Capri 2-dr, hardtop, $645* (ps). 


MERCURY—’58 Park Lane 2-dr. hardtop, 


$1,785* (ps); Montclair conv., $1,135* 
(ps). 

‘57 Montclair 2-dr, hardtop, $1,075* 
(ps); Turnpike Cruiser 2-dr, hardtop, 
$775* (ps). 

’56 Montclair 2-dr, hardtop, $700*, $500*; 


conv., $685* (ps); Monterey 2-dr., 
$635*, $525* (ps); 4-dr., $575*; Cus- 
tom 2-dr., $500*. 

55 Montclair 2-dr. hardtop, $680* (ps), 
$630* (ps), $545*; 4-dr., $615* (ps); 
conv., $405* (ps); Monterey 2-dr., 
$545*, $535*°, $480°; 4-dr., $510* (ps). 


°64 Monterey station wagon, $385* (ps); 


2-dr., $300*; Custom 2-dr, hardtop, 
$285°. 
"53 Monterey 2-dr, hardtop, $300*. 


*562 Monterey 2-dr, hardtop, $265*, 


OLDSMOBILE—’60 (88) Super 4-dr. Holi- 


day, $3,800* (ps). 


"59 (88) conv., $2,385* (ps); 4-dr., 
$2,160* (ps), $2,000* (ps); 4-dr. Holi- 
day, $2,065*. 

"58 (88) Super 2-dr, Holiday, $1,800* 
(ps); 4-dr., $1,250*; (98) 4-dr, Holi- 
day, $1,800* (ps). 

"57 (88) Super Fiesta 4-dr., $1,440*; 
2-dr. Holiday, $1,250* (ps), $1,220* 


(ps); 4-dr, Holiday, $1,160* (ps); (88) 
4-dr., $1,025* (ps). 

66 (88) Super 4-dr, Holiday, $875* (ps); 
(88) 4-dr. Holiday, $795* (ps), $745*; 


(98) 2-dr, Holiday, $785* (ps). 

"65 (88) Super 2-dr, Holiday, $800°, 
$715* (ps), $690°; 4-dr., $685* (ps); 
(88) 2-dr, Holiday, $685*, $550*; (98) 
2-dr. Holiday, $680* (ps 

*54 (88) Super 2-dr. Holiday, $670* (ps), 
$395* (ps), $355*; 4-dr., $230* (ps); 
(98) conv., $605* (ps); 4-dr., $435* 
(ps); (88) 2-dr, Holiday, $450*, $410°; 
2-dr., $355°*. 

"53 (88) 2-dr, Holiday, $300* (ps), 
$165*; (88) Super 4-dr., $250°; (98) 
4-dr., $165* (ps), $165*. 

"51 (88) 2-dr., $175*. 

PACKARD — ’'55 Clipper 2-dr. hardtop, 


$455° (ps), $380* (ps). 


PLYM ae Suburban (8) Custom 4- 


$1,900°. 
8S " ‘teburben (8) 4-dr., $1,360* (ps); 
Belvedere (8) 2-dr, hardtop, $1,195*. 
"57 Belvedere (8) 2-dr, hardtop, $925*; 


4-dr, hardtop, $875*; Savoy (8) 4-dr. 
hardtop, $730*; 4-dr., $675*; 2-dr., 
$650*. 

"66 Suburban (8) sport 4-dr., $660°; 


Custom 2-dr., $565*, $550*, $500°; 


Suburban (6) 4-dr., $540°; Savoy (8) 
4-dr., $500°, $360 
’55 Belvedere (8) 4-dr., $390* (ps), 


$355, $310, $275°. 
°64 Plaza Suburban, 
'39 4-dr., $135. 


$235°. 


PONTIAO — ’58 Star Chief Safari 4-dr., 


$1,575* (ps); Super Chief 4-dr., §$1,- 
300° 


’S7 Chieftain Safari 4-dr., $1,055*. 

°656 Star Chief 2-dr, Catalina, $685* (ps), 
$585* (ps); Chieftain 2-dr, Catalina, 
$585*, $565*; 2-dr., $455. 

’55 Chieftain 2-dr, Catalina, $535* (ps), 
$470*; 2-dr., $460*, $450, $390°; Star 
Chief 2-dr, Catalina, $500* (ps), $485° 


(ps). 

°54 Star Chief 2-dr. Catalina, $310* om: 
220°, $950; Custom (8) 4-dr., $1,035. 

’S7 Super (8) Cross Country, $950°. 

"55 Custom Cross Country, $630; Super 
2-dr., $390°. 


STUDEBAKER—’59 Lark (8) station wag- 


on, $1,600; Lark (6) station wagon, 
$1,500. 

’57 Scotsman (6) station wagon, 

’56 Golden Hawk (8) 2-dr, 
$785* (ps). 

’55 Commander (8) 2-dr, hardtop, $470* 
(ps). 


$580. 
hardtop, 


WILLYS—’53 Aero Eagle (6) 2-dr., $195. 
MISCELLANEOUS—’59 Chevrolet (8) El 


Camino, $1,820; Ford (8) Ranchero, 
$1,775; GMC (6) %-ton LWB pickup, 
$1,520. 
‘658 Ford (8) Ranchero, $1,345* (ps); 


(8) F-100 %-ton pickup, $1,035, $975*. 

’S7 Ford (8) Ranchero, $905; (8) F-100 
%-ton pickup, $825*; (6) F-100 %-ton 
pickup, $800*, $760; Chevrolet (6) %- 
ton panel, $640°. 

’56 Chevrolet (8) %-ton pickup, $800; 
(6) %-ton pickup, $660*, $580; GMC 
(8) %-ton pickup, §650*; Dodge %-ton 
pickup, $500, $485; Ford (6) Courier, 

%-ton Cameo, 


$375. 

55 Chevrolet (8) $850; 
Dodge %-ton pickup, $385. 

54 GMC %-ton LWB pickup, $375*; 
Chevrolet %-ton pickup, $250. 

'53 Chevrolet %-ton pickup, $310. 

49 GMC (6) %-ton pickup, $145. 


ALBANY 


Tim Anspach Dealer's Auto Auction. 
Sale every Monday, Prices are for sale of 


June 6. Prices strengthened on top-clean 


ready to sell units, Even the older models 
Buyers turned their 
backs on battered up third graders regard- 
less of year model, Sold 142 cars from 173 
consignments. 
BUICK—’57 Special conv., $1,030*; 4-dr., 
$900*; RM 4-dr. Riviera, $950* (ps); 
Super 2-dr. Riviera, $875* (ps). 
'55 Century 2-dr, Riviera, $640*; Super 


2-dr., $460*. 
’54 Super 4-dr., $140*. 
CADILLAC—’58 (62) 4-dr., $2,590* (ps), 
$2,500* (ps). 
’56 (62) 2-dr. hardtop, $970* (ps); 4-dr., 
$900* (ps). 
'52 (60) Special 4-dr., $140* (ps). 


CHEVROLET—’59 Impala (8) 4-dr., $1,- 
760* (ps); Parkwood (8) 4-dr., $1,- 
690*, $1,680*; Biscayne (6) 4-dr., $1,- 


650; Kingswood (6) 4-dr., $1,375*. 


’58 Bel Air (8) 4-dr., $1,375*, $1,250*; 
Brookwood (8) 4-dr., $1,350*, $1,325*; 
Biscayne (8) 2-dr., $1,125*, $1,000; 
4-dr., $1,060*, $1,020*; Biscayne (6) 
4-dr., $1,050; 2-dr., $975, $920; Del- 
day (6) 2-dr., $910, 


‘57 Bel Air (8) 4-dr., $1,100* (ps), $1,- 
050° (ps); Two-ten (6) station wagon, 
$1,060; Two-ten (8) 4-dr., $960*, 


$835*, $760*. 

56 Bel Air (8) 4-dr., $860*; sport 
sedan, $700* (ps); Two-ten (6) sta- 
tion wagon, $750; 4-dr., $700; Two- 
ten (8) 4-dr., $710*, 2 at $660°. 

55 Bel Air (8) 4-dr., $580*, $510*, 
$460*; Bel Air (6) conv., $470; Two- 
ten (6) station wagon, $540*, $500; 
Two-ten (8) station wagon, $485*. 

'54 Two-ten 4-dr., $308, $190; 2-dr., 

00, $220. 

53 Two-ten 4-dr., $210, $120; Bel Air 

2-dr., $180*; 4-dr., $180*, $100°*. 

DeSOTO—’53 Firedome 4-dr., $100*. 

DODGE—’'58 Coronet (6) 2-dr., $500*. 
'56 Royal (8) 4-dr., §$600*; Coronet (6) 


2-dr., $430*. 


FORD—’60 Falcon (6) 2-dr., $1,630. 


*59 Fairlane 500 (8) 4-dr., $1,600*; Fair- 
lane (8) 4-dr., $1,520*, — (ps); 
Custom (8) 4-dr.,| $1,385 

"58 Fairlane 500 (8) 4-dr., si, 475* (ps); 
Custom (6) 2-dr., $1,000; Fairlane 
(8) 2-dr., $950*, $940. 

"57 Country Squire (8) 4-dr., $1,035°; 
Fairlane 500 (8) 4-dr., $835*; Coun: 
try Sedan (8) 4-dr., $740*; Custom 
en” $680; Custom 300 (6) 2-dr., 


$600. 

"56 Country Sedan (8) 4-dr., $840* (ps), 
$795* (ps); Fairlane (8) 4-dr., $725* 
(ps), 2 at $610*, $310; 2-dr., $680*, 
$600* (ps); Fairlane (6) 2-dr., $650; 
Ranch Wagon (8) 2-dr., $635*, $480; 
Custom (8) 4-dr., $500*, $450; Main 
(6) 4-dr., $410. 

55 Custom (8) $550; Fairlane 
(8) 2-dr., $280*. 

’54 Crest (8) 4-dr., .$410*; Crest (6) 4- 
dr., $160*; Ranch Wagon (6) 2-dr., 
$270*; Custom (6) 4-dr., $190°*. 

"53 Custom (6) 4-dr., $190. 


4-dr., 


HUDSON—’55 Wasp 4-dr., $390. 


’54 Hornet 2-dr., $120. 


MERCURY — '57 Montclair 4-dr. hardtop, 


$860°. 
‘56 Monterey station wagon, $650*. 
55 Monterey 2-dr, hardtop, $490*. 
*653 Monterey 4-dr., $110* (ps). 


OLDSMOBILE—’'59 (88) 4-dr., $1,850 (ps). 


PLYMOUTH—’58 Savoy (8) 4-dr., 


"68 (88) Super 4-dr. — $1,400* 
(ps); (88) 4-dr., $1,250 

"57 (88) Super 4-dr. Heitday, 
(ps); 4-dr., $1,011* (ps). 

56 (88) 2-dr. Holiday, $730*. 


"55 os 4-dr., $500° (ps). 


$1,011° 


$930°. 

‘57 Suburban (6) Custom 2-dr., $570. 

56 Belvedere (8) 4-dr., $600*, $450*; 
Savoy (8) 4-dr., $620*%; Plaza (6) 
Suburban, $395, 

54 Savoy 4-dr., $210; Belvedere 4-dr., 
$170°. 


’52 Belvedere 4-dr., $110, 
ora 59 Catalina 4-dr, Vista, $1,- 


‘ea Bi star Chief 4-dr., $295*. 
RAM ‘56 Super 4-dr., $550*. 
'54 Deluxe station wagon, $140. 
STUDEBAKER—’59 Lark (8) 2-dr, hard- 
top, $1,375. 
"58 Commander (8) 4-dr., $690. 
’54 Champion (6) station wagon, $340. 
MISCELLANEOUS — '60 Chevrolet %-ton 
pickup, $1,415. 
’54 Chevrolet 1-ton pickup, $400. 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for June 8. 
BUICK—’59 Electra 2-dr, hardtop, $2,375* 
(ps). 
*58 Century conv., $1,575* (ps). 
’57 Century 2-dr. Riviera, $1,000* (ps); 
Special 2-dr., $800*. 
56 Super 4-dr. Riviera, $675* (ps); 2- 
dr, Riviera, $600* (ps); Special 2-dr. 


Riviera, $670*, 
"BS Special 2-dr. Riviera, $395*, $300*. 


CADILLAC—’58 (62) Sedan de Ville, $2,- 


650* (ps). 
CHEVROLET —’60 Corvair (6) 4-dr., $1,- 
550. 

"59 Impala (8) conv., $2,065*; sport 
sedan, $1,990* (ps), $1,960* (ps); 
Bel Air (8) 4-dr., $1,650%, 2 at $1,- 
590*; 2-dr., $1,525, $1,450°. 

’58 Brookwood (8) 4-dr., $1,475", $1,- 

. 


190*; Impala (8) sport coupe, $1,350 
(ps); Bel Air (8) sport sedan, $1,250*; 
4-dr., $1,070*; sport coupe, $860*: Yeo- 
man (6) 2-dr., $1, . Biscayne (6) 
4-dr., $1,145*, $1,100 

’S7 Bel Air (8) 2-dr., $1,200*, $900*; 
Two-ten (6) 4-dr., $810; Two-ten (8) 
Delray, $805*; One-fifty (6) station 
wagon, $700. 

'56 Two-ten (8) station wagon, $715*; 
One-fifty (6) station wagon, $580. 


’65 Two-ten (6) 4-dr., $435*; station 

wagon, $385*, $375; 2-dr., _— 
One-fifty (6) station wagon, 

CHRYSLER—’57 Windsor 4-dr. hardtop, 


$875* ( 
DesOoTO 


Ps). 
— '87 Firedome 4-dr. hardtop, 
$840° (ps); 4-dr., $750* (ps). 
"56 Firedome 4-dr., $635* (ps), 
‘6S Firedome 2-dr, hardtop, $370* (ps). 


DODGE—’59 Custom Royal (8) 2-dr. hard- 


top, $1,875*. 

’58 Coronet (8) 2-dr, hardtop, $1,110* 
(ps); 4-dr., $900*. 

566 Coronet (8) 2-dr, hardtop, $680*; 
Coronet (6) Suburban, $420. 


FORD—'60 Thunderbird (8) 2-dr. hard- 


top, $3,310* (ps); 
Victoria, $2,185*; 
4-dr., $1,925°; 


Galaxie (8) 4-dr. 

Fairlane 500 (8) 

Fairlane (6) 2-dr., $1,- 
775; Falcon (6) 2-dr., $1,690*. 

‘59 Galaxie (8) conv., $1,800*; Fairlane 
500 (8) 2-dr. Victoria, $1, 630° (ps); 
ca (8) 2-dr., $1,500* (ps), $1,- 

$1,250*; 4-dr., $1,490* (ps). 

68 Pairlone 500 (8) conv., $1,330; 4-dr. 
Victoria, $1,070°; Fairlane (8) 2-dr., 
$1,100*; Ranch Wagon (8) 4-dr., $1,- 
060*, $900; Ranch Wagon (6) 4-dr., 
$930; Custom 300 (6) 2-dr., $910, 
$700; Custom 300 (8) 2-dr., $770. 

’S7 Fairlane 500 (8) 2-dr. Victoria, 
070; 4-dr., $760; 2-dr., 
(6) 2-dr., $790°, 
4-dr., $650; 
$780; Custom 300 (8) 4-dr., $750*; 
2-dr., $645* 

’56 Main (6) 2-dr., $500, $475; Custom 
(6) 2-dr., $475. 

55 Custom’ (6) 4-dr., $435; 2-dr., $400; 
Fairlane (8) 2-dr., $325°. 


LINCOLN—’58 Capri 2- dr, hardtop, $1,- 
850° (ps). 
'S7 Premiere conv., $1,525* (ps). 


*56 Premiere 2-dr, hardtop, $1,100* (ps). 
MERCURY—’59 Monterey 4-dr., 


$1,750°*; 
2-dr., $1,750*, 
(Continued on Page 70, Col, 1) 












Pep Carburetors— 
Engineered to Original 
Equipment Specifications 








Pep Carburetor Kits 
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Parts for Minor Overhaul ' 
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Tate, 


Genuine Holley 
ignition Equipment 





Genuine Holley 
Voltage Regulators 


QUALITY AND 
RFORMANCE 


They’re as alike as any two precision 
mechanisms could be, because Holley Pep 
Carburetors are engineered and built to 
exacting original equipment standards. 
Each Pep Carburetor for Ford-built or 
American Motors cars is brand new and 
meets the specific requirements of the car 
model and engine for which it was designed. 
It is built as an identical twin to the car- 
buretor it replaces. That’s why, when you 
sell a Holley Pep Carburetor—or use a 
Holley Pep Kit, containing genuine Holley 
parts, for a carburetor minor overhaul — 
you’re sure of a satisfied customer. 





Genuine Holley Generator 
and Starter Parts 


Original Equipment Manufacturers for over 55 Years e See your Holley Distributor—Check the Yellow Pages 









(Continued from Page 69) 
ae Monterey 2-dr., $1,250°; 4-dr., $1,- all, $1,050, $1,010°. 


56 Chevrolet delivery sedan, $380. 


‘ST Colony Park 4-dr., $1,200*; Mont- ence sites 
rr . , conv., 

$1/000; two-t > an a dr., $920, 

’ e ten 4- 

56 Monterey 2-dr., $750*; Montclair 4- every Wednesday, Prices are forsale of| ‘56 Bel Air te) 2% 


clair 4-dr., $1, 150°, $975* (ps); Mont- 
erey 2-dr., $775* 


BORDENTOWN, N. J. 


National Auto Dealers Exchange, Sale 


dr., $570* (ps). 
'S5 Montclair 2-dr, hardtop, $700*; Mont- ome D Sold 78 percent of 583 consign- a. 


erey 2-dr, hardtop, $340°. 


OLDSMOBILE—’58 (98) 4-dr. Holiday, (ps); 2-dr. hardtop, $1,950° (ps); Le- hardtop, , $540; 2-dr., $305*; Bel| °55 Fairlane (8) 4-dr., $425*, 
i ft575* (ps); (88) 2-dr., $1,175*. Sabre conv., $2,290* (ps). Air (8) a. $560*, $410. Custom (8) 4-dr., $390°; 2-dr., $220; 
’57 (88) Super 4-dr., $800° (ps). ’58 Special 2-dr. Riviera, $1,110* (ps). | CHRYSLER—’58 NY $2,200* (ps). Mata (6) 4-dr., $175; Main (8) 4-dr., 
56 (98) 4-dr. Holiday, $690° (ps). 57 RM conv., $1,160* (ps), $1,050*| 56 Windsor conv., $900* (ps), $665°. $145 
PLYMOUTH—'59 Fury (8) 4-dr., $1,500° (ps); 4-dr.' Riviera, $1,130* (ps);| °57 Saratoga 2-dr. hardtop, $1,125* (ps). | HUDSON—’55 Hornet 4-dr., $270°, 
(ps); Belvedere (8) 4-dr., $1,350° 2-dr. Riviera, $995* (ps); Special | DeSOTO—'58 Firesweep station wagon 4- ’54 Super Jet 2-dr., $190 
(ps), $1,320° (ps). conv., $1,085*; 4-dr. Riviera, $690°; dr., $1,200° (ps). LINCOLN—’ 58 Continental Mark III conv., 
"57 Savoy (8) 4-dr., $675*, $635*; Savoy Century 4-dr., $1,050* (ps). 657 Firedome 2-dr. hardtop, $1,165* (ps). $2,750° (ps); 4-dr, hardtop, $2,250° 
(8) 2-dr., $500°. "56 Super 2-dr. Riviera, $820* (ps); 4- ’56 Fireflite 2-dr. hardtop, $750* (ps). (ps); Premiere 4-dr. hardtop, $1,820* 
56 Plaza (6) 2-dr., $300. dr. Riviera, $775* (ps), $550° (ps); *53 Firedome 4-dr., $165*. (ps). 
BS Belvedere (6) 2-dr. hardtop, $350; Century 2-dr. Riviera, $650* (ps); 4- | DODGE—’60 Dart 4-dr., $1,925*. ’56 Capri 2-dr. hardtop, $860* (ps). 
4-dr., $265, =. Riviere, $530° (ps); Special 2-dr. * Bape (8) 2-dr. hardtop, $1,315* coe Mentelate 3g 3 
NTIA ° $450°; conv., ° ps onterey 
ae ee ee CADILLAG—'50 (82) conv. $3,050* (ps).| "58 Royal 2-dr. hardtop, $515*; Coronet | 'S6 ‘Monterey ‘station wagon " 4-dr. 
59  oliinn 2-ar. $1,775°. "58 (62) conv., $2,750* (ps); Coupe de (8) 4-dr., $340* Ppass.), $600°; 4-dr., $430°. 
’58 Chieftain 2-dr . Catalina, $1,160° gis, $2,750% TS vite, 1, 750 - Royal 4-dr., = p Montelair conv., $475°; 
“ a °. : : , Sedan * (ps);|  °53 Coronet 4-dr., -dr., $335 
© dr., $910°; station wagon Coupe de Ville, $1,700* (ps). EDSEL—’59 Corsair 2-dr. hardtop, $1,250*| ‘54 Monterey station wagon 4-dr. 


56 Cutattets Safari 4-dr., $375* (ps). "56 (62) conv., $1,565° (ps), $1,200° 


‘SS Star Chief 2-dr, Catalina, §$430°; (ps). 
Chieftain 2-dr., $410°. 60 Impala (8) 4-dr. hard- 


; $2,505* (ps); 2-dr. hardtop, $2,- $1,810 
RAMBLER—’59 Custom (6) Cross Coun- 310°; Parkwood (6) 4-dr., $2,050°. 59 ‘Thunderbird (8) conv., $2,750*; Gal- $2,555° (ps). 

try, $1,750; Super (8) 4-dr., $1,500,/ 59 Impala (8) 4-dr, hardtop, $2,080° axie (8) conv., (ps); '2-dr.,| °59 (88) 4-dr. Holiday, $2,500° 
$1,390; American (6) station wagon, (ps), $1,940*, $1,925* (ps), $1,895* $1,650*; Country Sedan (8) 4-dr., $1,- $2,420* (ps). 

$1,055. (ps); 4-dr., $1,950* (ps), $1,610*; 2- 960* (ps), $1,900* (ps); Fairlane 500 "8 &® 4-dr. Holiday, $1,670* 


MISCELLANEOUS — '57 Chevrolet carry- dr. hardtop, $2,000*, $1,930*, $1,800* 





(ps); conv., 
(8) 4-dr., 


-» $1,250° (ps), $1,195*, 
; Biscayne (8) 2-dr., 


’S7 Bel Air (8) 4-dr. hardtop, $1,100* 
, $1,010* (ps); 2-dr. Fairlane (8) conv., $1,050 
Bel Air (ps); 2-dr. Victoria, 2 at $900° (ps), 
One-fifty (6) 2-dr., $890°. 
"56 Country Squire (8) 4-dr., $870* (ps); 
Fairlane (8) 2-dr. Victoria, $710, 2 at 
a (6) 2-dr., $850; Two-ten (6) $500*; Ranch Wagon (8) 2-dr., $675*; 
0, $425. = (8) 2-dr., $535°, $315°; 4-dr., 

00 


$950* ; 
$655. 
$815*, '$690°; 


. $62 
BUICK—’59 Electra 4-dr. hardtop, $2,170* 55 Bel Air (6) | 4-dr., $650*, 


(ps), $2,225° (ps); 


(8) 2-dr. Victoria, $1,800*, $1,750*; 
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(ps); Parkwood 4-dr., $1,320*; Custom 300 
; Bel Air (6) $1,375* (ps), $1,360, $1,335; C 


2-dr., $1,610* $1,550*, $1,425°; 300 (6) 2-dr., $1,325. 

Bel Air (8) 4-dr., $1, 600°; $1,540*, '58 Thunderbird (8) conv., $2,390* (ps), 

$1,515*; Brookwood (8) nore aa $2,300* (ps); Ranch Wagon (8) coe 

Biscayne (6) 2-dr., $1,425*; , $1,- $1,285°; Fairlane (8) 4-dr. 

215°. $1,220* (ps); Del Rio (8) 2-dr., $1,- 
‘58 Impala (6) 2-dr. hardtop, $1,430*; 000* (ps); Custom 300 

Yeoman (6) 4-dr., $1,300* (ps); Bis- $875°. 


$205; 2-dr. 


pass.), $300° (ps). 


(ps). 
FORD—’60 Galaxie (8) conv., $2,300* 53 Monterey 2-dr. hardtop, $215*. 
Falcon (6) 4-dr., *52 Monterey 2-dr. hardtop, $120*. 
OLDSMOBILE — ’60 (88) 4-dr. Holiday, 


Snaitthin Plow- Cit 


Use Ditzlers FLO-DRY Enamel Reducer ! 





1. Orange-peel effect as 


shown above by shopwin- 2.Y ‘ 
dow reflections is often the - ou ca . ay 
result of poor flow-out. w-out an ster eo 


this with DTE 202—Flo-Dry. - 


Ditzler’s DTE 202 is a necessity in most paint shops. It is a specially 
formulated enamel reducer that enables you to do faster and more eco- 
nomical work under a wider range of drying temperatures. 


When used in recommended proportions with synthetic automotive 
enamels DTE 202 gives a smoother flow-out with an earlier initial set. It 
assures hard through drying, better leveling, higher luster and greater 
customer satisfaction. Ditzler’s DTE 202 is unusually helpful in shops 
doing fleet painting because of the speedier through drying required for 
taping and handling. 


DITZLER COLOR DIVISION 
PITTSBURGH PLATE GLASS COMPANY 
DETROIT 4, MICH. e TORRANCE, CALIF. 


-DITZL 





IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


oe 202 





AINTS @ GLASS © CHEMICALS e BRUSHES © PLASTICS e FIBER GLASS 
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DITZCO ENAME]I 


FLO-DRY 
ENAMEL REDUCER 


DTE-202 










'ST Cusiom (8) 4- dr., $1,190* (ps), $450; 
2-dr., $870*; Custom '(6) 4-dr., $385; 


, $1,570* (ps); (88) 4-dr. Holiday, 


$1,625* (ps), $1,550° oon’ conv., $1,- 
615* (ps); 2-dr., $1,050*. 

‘ST (98) 2-dr. Holiday, $1,225° (ps); 
(88) 4-dr., $1,100*; 2-dr. Holiday, $1,- 
010* (ps). 

’56 (88) 4-dr. Holiday, $615°. 

woe: teeta Belvedere (6) 2-dr., $1,- 
135°. 

’58 Belvedere (8) 4-dr., $1,060*; Subur- 
ban (8) 4-dr., $1,000°, $900° (ps); 
Savoy (8) 2-dr., $880, $725°; 4-dr., 
$830, $765 

57. Suburban (8) 4-dr., $1,170* (ps); 
2-dr., $810*; Belvedere (8) conv., 
$900°; Savoy (8) 2-dr., $670*; Savoy 
(6) 2-dr., $510, $425. 

PONTIAO — ’59 Bonneville Safari 4-dr., 
$2,625* (ps); Catalina 2-dr., $2,080* 


(ps). 
’58 Chieftain 2-dr. Catalina, $1,150* 


(ps); 4-dr., $975° 
"Cc Chieftain 2-dr., $970*; 4-dr, Cata- 


$950°*. 
+56 Ch Chieftain ‘2-ar. Catalina, $750°*; 4-dr., 
$400* (ps); Star Chief 2-dr. Catalina, 
$740° (ps). 
RAMBLER—’ 60 Super (6) 4-dr., $1,750. 
Custom (6) Cross Country 4-dr., 


57 Custom (6) Cross Country 4-dr., 


$1, 
*56 Custom Cross Country 4-dr., $760°. 
ee. Champion 2-dr., $155, 
45*. 
ae es Ford (8) panel, 
,400. 
*57 Ford (8) Courier 2-dr., $470. 
"56 Chevrolet %-ton pickup, $635, $600. 


DETROIT 


Motor City Auto Auction, Sale every 
Monday. Prices are for sale of June 6. 
BUICK—’59 LeSabre 4-dr. hardtop, §$1,- 

880*; 2-dr. hardtop, $1,770*. 

58 Century conv., $1,550° (ps); Special 

4-dr. Riviera, $1,490* (ps). 

°55 Special 2-dr., $465*; RM 4-dr., $400* 


(ps). 
*64 Century 4-dr., $250°. 
CADILLAC—’56 (62) Coupe de Ville, $1,- 
350° (ps). 

*55 (62) 2-dr. hardtop, $1,150* (ps). 

CHEVROLET—'59 Impala (8) 4-dr., $1,- 
950° (ps}, $1,930* (ps), $1,925* (ps), 
$1,900*; 2-dr. hardtop, $1,940°; Bel 
Air (8) 4-dr. hardtop, $1,750*; 4-dr., 
$1,560*, $1,550*, $1,485*, $1,300*; 2- 
dr., $1,390, $1,350*; Biscayne (8) 
2-dr., $1,290, $1,250. 

’58 Bel Air (8) 4-dr. hardtop, $1,300*, 
$1,250*; 4-dr., $1,200*, $1,070*; 2-dr. 
hardtop, $1,300*; Biscayne (8) 2-dr., 
$1,150*, $975*; 4-dr., $1,050*, $960*, 
$950, $920. 

‘57 Bel Air (8) conv., $1,250*; 4-dr. 
hardtop, $1,200*; 4-dr., $1,170*, $1,- 
050°; 2-dr. hardtop, $i, 050*; Two-ten 
(8) 2- dr., $750, 

"56 Two-ten (8) station wagon 4-dr., 
$750*, $720*, $670*, $600; 2-dr., $540, 
$500, $460; 4-dr., $500, $475*; Bel 
Air (8) 4-dr, hardtop, $680*; 4-dr., 
$625*, $575*; 2-dr., $650*. 

CHRYSLER—’59 NY 4-dr. hardtop, §$2,- 
000* (ps). 

DeSOTO —’'58 Firedome conv., $1,300* 
(ps); 4-dr., $1,050* (ps). 

DODGE—’58 Coronet (8) 4-dr., $950*. 

’57 Royal (8) 4-dr., $650*. 

’6565 Coronet (8) 2-dr, hardtop, $365* 
(ps), $360*. 

EDSEL—’58 Pacer 4-dr., $790* (ps). 

FORD—’59 Fairlane 500 (8) 2-dr. Victoria, 
$1,600*, $1,450*, $1,400*; 2-dr., $1,- 
275; Custom 300 (8) 2-dr., $1,250, 
$1,100, $1,090. 

’58 Thunderbird (8) 2-dr. hardtop, §$2,- 
400* (ps); Country Sedan (8) 4-dr. (9 
pass.), $1,375* (ps); 4-dr., 2 at $1,- 
300, $1,200*; Fairlane 500 (8) 4-dr., 
$1,200°. 

’57 Fairlane 500 (8) 4-dr. Victoria, 
$760* (ps); Ranch Wagon (8) 2-dr., 
$670; Custom 300 (8) 4-dr., $625. 

’56 Fairlane (8) 2-dr, Victoria, $705* 
(ps); Country Sedan (8) 4-dr., $615* 
(ps), $575*; Custom (8) 4-dr., $490*; 
2-dr., $450. 

HUDSON—’57 Hornet 4-dr., $500* (ps). 

LINCOLN — ’57 Premiere 2-dr. hardtop, 
$1,200°. 

’53 Capri 4-dr., $210* (ps). 

MERCURY—’57 Monterey 4-dr., $750* 

"56 Medalist 4-dr., $600* (ps). 

°55 Monterey 4-dr., $385*; Montclair 2- 
dr. hardtop, $290*. 

OLDSMOBILE—’58 (98) 4-dr. Holiday, 
$1,750*; (88) 4-dr., $1,550* (ps), $1,- 
490* (ps); 4-dr. Holiday, $1,500* (ps). 

"57 (88) 4-dr., $1,200* (ps). 

"56 (98) 4-dr. Holiday, P$600° (ps). 
’55 (88) 2-dr, Holiday, $475*; 2-dr., 
$275*; 4-dr. Holiday, $300* (ps). 

*54 (88) 2-dr., $195*. 

PLYMOUTH—’59 Savoy (8) 2-dr., $1,400* 
(ps); 4-dr., $1,300*. 

"57 Belvedere (8) 4-dr., $650*%, $630*; 
Savoy (8) 4-dr., $605, 2 at $550°. 

55 Savoy (8) 2-dr., $260. 

PONTIAC — ’56 Chieftain 4-dr. Catalina, 
$510*. 

’55 Chieftain 2-dr., $395*, $200; Star 
Chief 2-dr, Catalina, $350*. 

MISCELLANEOUS—’57 Ford Ranchero 2- 
dr., $790. 

°55 Ford %-ton, $380. 

” 


— Auctions in Brief — 
CHICAGO 


Arena Auto Auction, Sale every Tuesday 
(June 7). Market very strong on all cars 
through ‘58. A little off on ’59 and ’60, 
Sold 451 cars from 746 consignments. 

* ” ~ 


COLUMBUS, O. 
Capital Auto Auction, Inc, Sale every 
Thursday (June 9). Market good on ’56 
and ’57 Fords and Chevrolets. Sold 241 


cars from 348 consignments. 
* * * 


DYER, IND. 
Dyer Auto Auction. Sale every Friday 
(June 10). Market is good on average to 


clean cars. Buying power was much strong- 
er, Sold 284 cars from 397 consignments. 
* + io 


DETROIT 
State Fair Auto Auction, Sale every 
Tuesday (June 7). Prices are holding. 
Market has leveled off. Sold 117 cars from 


226 consignments. 
* * * 


MANHEIM, PA. 

Manheim Auto Auction, Sale every Fri- 
day (June 10), Weather: Clear. Sold 78 
percent of 605 consignments. 

* * ~ 


NASHVILLE, TENN. 
Nashville Auto Auction. Sale every Wed- 
nesday (June 8). Market appeared to be 
very weak, Sold 146 cars from 288 con- 
signments. 
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Used Import Car Prices 





ALBANY 
Fiat—’59 600 Multipla, $525. 
Volvo—’58 2-dr., $950*. 

* * * 

BORDENTOWN, N. J. 

Jaguar—'53 Mark VII 4-dr., $300. 
Renault—’59 4-dr., $825*. 
Volkswagen—'55 2-dr., $420. 

* * * 


CALDWELL, N. J. 

Austin—’54 A30 4-dr., $100. 
Renault—’58 Dauphine 4-dr., $530. 

* * * 

CHICAGO 
Austin-Healey—’58, $1,800. 
MG—’59 MGA conv., $1,725; conv., $1,- 

640. 

Renault—’58 Dauphine, $740. 


Vauxhall—’58 4-dr., $800. 
+ + * 


DAYTONA BEACH, FLA. 
Ford (English)—'59 4-dr., $910. 
Morris—’60 Minor 1000, $800. 
Renault—’57 Dauphine 4-dr., $380. 


Dayco Reversed 
On Double Pricing 
To Parts Stores 


DAYTON, O.—Dayco Corp. (Day- 
ton Rubber Co.) cannot use two 
sets of prices for tires and tubes 
sold to two separate retail automo- 
tive parts store chains. So ruled 
the United States Court of Appeals, 
reversing a U. S. District Court de- 
cision here. 

The court record showed that 
from 1949 through 1956 Dayco sold 
its products to Cordovan Associates, 
Inc., and White Stores, Inc., on an 
“identical cost justification basis.” 

However, in June, 1958, Dayco 
entered into a contract with White 
Stores for a new pricing plan based 
on cost price. 

Cordovan rejected a similar offer 
because of a certain condition in 
the contract, according to the court 
record. Cordovan took the case to 
court, claiming White Stores was 
buying tires and tubes at 10 per- 
cent less than Cordovan was pay- 
ing. District Judge Lester L. Cecil 
upheld Dayco, declaring there was 
nothing oral or written that in- 
ferred Cordovan prices had to be 
tied to those of the White com- 
pany. 

In reversing that decision, the 
Appeals court held: 

“We think it would be illogical to 
hold that seller may charge one of 
its two customers a lower price 
than the other for the same item 
when both have contracts to re- 
ceive the goods at prevailing prices. 
There can be only one prevailing 
price at a given time.” 


Chevrolet Alumni 
Meet in East 


WASHINGTON.—Dealership de- 
velopment, particularly in the areas 
of potential market, personnel and 
owner relations, was the theme of 
a five-zone meeting here of alumni 
of Chevrolet’s Post-Graduate School 
of Modern Merchandising and 
Management. 

Highlights were speeches by M. 
W. Worden, manager of Chevrolet’s 
owner relations department; A, H. 
Belfie, merchandising manager of 
General Motors, and Paul Herzog, 
national director of research for 
the National Automobile Dealers 
Assn. The conference was under 
the direction of Leslie Legum, Park 
Circle Motor Co., Baltimore. 

Ben W. Moore, Hauser Chevrolet 
Co., Bethlehem, Pa., was named 
chairman of the 1961 meeting. 


Beasley Is Appointed 
Vehicle Commissioner 


NASHVILLE.—The appointment 
of Thomas W. Beasley, board chair- 
man of the National Auto Auction 
Assn., to the Tennessee Motor Ve- 
hicle Commission, 
has been an- 
nounced by Gov. 
Buford Elling- 
ton. 

A past presi- 
dent of the as- 
sociation, Beasley 
owns Nashville 
Auto Auction. 
Beasley is said to 
be the first auto 
auction operator 
to be appointed 
to a motor vehicle regulatory com- 
mission, 





Taunus—’59 2-dr., $810. 
Vauxhall—’59 station wagon 4-dr., $790. 


Volkswagen — ’57 Karmann-Ghia 


Fiat—'60 4-dr., $1,250. 

Opel—’60 2-dr., $1,650. 

Simea—’59 2-dr. hardtop, $950. 

Veowagen-—"O? 3-dr., $1,275. 
* * 


DYER, IND. 
Hillman—’55, $225. 
Opel—'53, $245. 




























FLINT 
Renault—’59 Dauphine 4-dr., $790. 
Simea—’59 4-dr., $880. 
Triumph—’59 4-dr., $750. 
Vauxhall—’59 Victor 4-dr., $1,055 
Velawagen— 56 Sun 


LOS ANGELES 

Hillman—’59 Minx 4-dr., $705. 
MG—’58 4-dr., $900. 

'57 roadster, $1,225. 
Mercedes-Benz—’56 220 4-dr., $1,525. 
Metropolitan—’54 conv., $400; 2-dr., $365. 
Porsche—’58 1600 speedster, $2,150. 
Renault—’60 Dauphine 4-dr., $1,150. 

’59 Dauphine 4-dr., $835. 

"57 Dauphine 4-dr., $575, $510; 4-dr., 


$ 
’56 4-dr., $460. 
Triumph—’58 TR3 roadster, $1,350. 
Volkswagen—'60 2-dr., $1,255. 
’59 2-dr., $1,425, 2 at $1,375. 
’57 2-dr., $890. 


roof 2-dr., $51 
* 


AUTOMOTIVE NEWS, JUNE 20, 1960 


"56 2-dr., $660. 
’55 Sunroof 2-dr., $675. 
Volvo—’ 57 e., Soe $075. 


MANHEIM, PA. 
Borgward—’60 2-dr., $1,915; Isabella 2-dr., 


$1,650. 
Fiat—'59 station wagon, $500. 
’68 4-dr., $760, $535. 
Ford (English)—’59, $715. 
’53, $175. 
Goliath—’60 1110 B 2-dr., $1,295. 
MG—’60 conv., $2,130. 


58 MGA conv.,. $1,260; MGA 2-dr., 


$1,250. 

Mereedes—’59 190 4-dr., $2,350. 
Metropolitan—’59 conv., $1,200. 
Renault—’59 4-dr., $400. 

’568 Dauphine 4-dr., $695. 
Simea—’60 4-dr., $1,350. 

"58 4-dr., $480. 

‘auxhall—'59 station wagon 4-dr., $870. 

"58, $690. 
Volkswagen—’60 2-dr., $1,415. 

’59, $1,365, $1,300; 2-dr., $1,205. 

*58, $1,100; 2-dr., $920. 

’57 station wagon 2-dr., $775. 
Volvo—’59 2-dr., $1,380. 

"58 2-dr., $1,120. 

*57 2-dr., $575. 

* * * 
MASON CITY, IA. 

Hiliman—’58 Minx, $565. 
Isetta—’58, $285. 
MG—’59, $1,600; 2-dr., $1,450. 
Simea—’59, §675. 
Veneer 2,255. > 


NASHVILLE, TENN. 
Metropolitan—’59 2-dr., $1,035. 
Renault—’60 4-dr., $1,270. 
Simea—’59 4-dr., $705. 
Vempwapen "C0 2-42., $1,570. 

* 


WAREHOUSE POINT, CONN. 
Renault—’60 conv., $345. 
Triumph—’55 TR3 2-dr., $780. 
Volkswagen—’59 2-dr., $1,000. 


CREATE 

A LASTING 
BOND 
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YOU AND 
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Sealed Power Veteran Honored— 

Joseph M. Oudes, manager of the Sealed Power Corp.'s Chicago warehouse, was 
honored for his long service to the firm by more than a score of automobile parts 
jobbers in the area the warehouse serves. Oudes is leaving his Chicago post to take a 
position in the firm's Sacramento (Calif.) warehouse. Wishing him good luck are, from 
left, Harry Bluestone, Chicago; Oudes, Les Christiansen, Kankakee, III.; Lou Guenther, 
Chicago, and Tom Bossart, Chicago. 









KENDALL 
GUARANTEE BOND 


Ask your Kendall Dis- 
tributor about its Unique 
and Exclusive Features, 
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KENDALL REFINING 
COMPANY 
BRADFORD, PENNA. 
Lubrication Specialists 
Since 1881 
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In Spotty Market .. . 
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U. C. Reconditioning 
Called Profit Builder 


(Continued from Page 36) 


sticking in many parts of the 
country, along with the low-end- 
ers under $500. 


But, say the merchandisers who 
are not having any trouble moving 
the over-$1,800 jobs at a profit, cars 
must be put in top condition, just 
as near new-looking as possible. 

Cars with gravel dings in the fin- 
ish must be repainted; the cars 
must have good rubber, and pedal 
pads and trunk and floor mats 
must be changed or, if not worn, 
given a coat of good rubber finish. 

* « * 


Next 10 Days Important 
E of these dealers always puts 
a new spare tire in every clean 
car he sells. 
Most of the experts say that the 


next 10 days will tell the story of 
this year’s used-car market. If sales 
continue good until July 1, dealers 
should have an orderly cleanup for 
the next two months, but if they 
aren’t able to cut their used car 
holdings down to a workable basis 
by then, they should make plans to 
move the rough and less-popular 
units quickly. 


Out-of-town buyers coming to 
Detroit claim they are having no 
difficulty moving at a good profit 
the cars they are buying: 

A buyer from Youngstown, O., 
said that although the steel mills 





Jaguar Ups Output... 


Import-Car 


Jaguar 
ODUCTION of Jaguar cars 
will be stepped up so that out- 
put by December will be an esti- 
mated 25 percent above present 
levels, according to Sir William Ly- 
ons, chairman and managing direc- 
tor of Jaguar Cars, Ltd., Coventry, 


Out of the 1,250,000 square feet 
of additional manufacturing space 
acquired by Jaguar through the 
Daimler take-over, he said, a sub- 
stantial amount will be devoted to 
Jaguar production, 

Production of the present line of 
Daimler cars will be continued, he 
said, and will be increased sub- 
stantially. Marketing plans for the 
Daimler in the U. S., he said, will 
be announced later, . 


Toyopet 
YOPET will introduce its new 
small car, the Tiara, to the 
American public in the latter: part 
of August, according to J. Naka- 
yama, vice-presi- 
dent of Toyota 
Motor Sales Co. 
of U. S. A., Inc., 
and president of 
Toyota Motor 
Distributors, Inc. 
Nakayama said 
the Tiara will be 
priced to com- 
pete with Volks- 
wagen and Re- 
a nault. 

J. Nakayama “Toyota has 
tremendous confidence in the 
American market,” Nakayama said, 
“and we know that with -the in- 
troduction of our new models we 
will be able to compete on an equal 

basis with the leading imports.” 
At the same time, he revealed 
that Toyota is backing its con- 
fidence in the United States mar- 
ket by adding $1 million in cap- 
ital to its American co n. 
Nakayama last month succeeded 
O, Nakae in the American posts 
he holds, Nakae returned to Japan 
to assume further executive duties 
with the parent company in Nag- 
oya and Tokyo. 
~ 





* * 


Daimler 


A RECENTLY completed plant 
for Daimler Corp. in Baltimore 
now is in full operation. The new 
facility will handle warehousing of 
parts and servicing of the SP-250 
Daimler V-8 sports cars as they 
come in from England. 
Distribution of the Daimler V-8 
throughout the East will be made: 
to regional distributors and deal- 
ers from this Baltimore plant. 


News Notes 


Approximately 2,500 SP-250s will 
be sent here this. year. 

The new Daimler Majestic Major, 
introduced at the International 
Automobile Show in New York, will 
not be in production until this sum- 
mer. Daimler’s recent sale to Jag- 
uar in England has not offected 
U. 8S. distribution plans. 

* 7 * 


Volvo 


ENNIS SCHUMACHER. has 

been appointed regional sales 
manager for Auto Imports North- 
ern Division, Inc., representing 
Auto Imports, Inc., Sherman Oaks, 
Calif., distributor for Volvo in the 
13 western states, Schumacher 
moves to 1557 Pine St., San Fran- 
cisco, from the firm’s Portland 
offices. 


* . + 
Auto Union-DKW 
ERCEDES-BENZ SALES, INC. 
has signed 10 new Auto Union- 
DKW dealerships. They are: 
Newman Import Motors, Inc., 923 
Farmington Ave., West Hartford, 
Conn.; Fair-Chester Motors, Inc., 
Third St. at Station Plaza, Rye, 
N. Y.; Peck Buick Co., 445 W. Ash 
St., San Diego; Gauthier Motors, 
Inc., 62 Leavitt St., Salem, Mass.; 
Community Auto Sales, Inc., Route 
9— Middlesex Turnpike, Old Say- 
brook, Conn.; Fletcher-Smythe Mo- 
tor Co., 425 Market St., San Jose, 
Calif.; Pomona Car Imports, 840 E. 
Holt Ave., Pomona, Calif.; Camp- 
bell-Honeycutt Motors, Inc., 116 E. 
Morgan St., Raleigh, N. C.; Virginia 
Sports Cars, Inc., 6107 W. Broad 
St., Richmond; West Shore Auto- 
mobile Co., Inc., West End of Mar- 
ket St. Bridge, Lemoyne, Pa, 


Rover 


NGLAND’S Rover Motor Co. 

and California dealer Peter Sa- 
tori introduced an old British auto 
custom in the Los Angeles area— 
a series of three “Service-Weeks” 
for Rover owners. 

Services were available without 
obligation to all owners of Rover 
vehicles, irrespective of age or 
condition of their cars, Satori 
said. 

Rover owners were invited to 
meet. visiting factory service engi- 
neers who road-tested their cars, 
examined all vital components and 
provided typewritten reponts as to 
condition of each car. 

“Service-Weeks” were set up for 
Peter Satori of California, Inc., 
Pasadena; Satori, Inc., Glendale, 
and Peter Satori of Santa Barbara, 
Inc., Santa Barbara. 

a * 


Rootes 


EOFFREY ROOTES has been 

elected president of the Society 
of Motor Manufacturers and Trad- 
ers in England: Rootes, 42, is dep- 
uty chairman of the Rootes Group, 
which manufactures Hillman, Sun- 
beam, Singer and Humber cars and 
Commer trucks, 





in his city were working only about 
half time, he was not having any 
trouble moving all the clean cars he 
could buy in the makes he wanted. 

However, he said he was spend- 
ing up to $150 on many of the cars 
he bought from new-car dealers 
who considered them clean units. 
He said he takes these cars back 


home and really makes them sharp. 
+ oa aa 
Reconditioning Guide 
r A BUMPER is rusted or bent, 
he puts on a new one, He never 
grooves the rubber. If the tires look 
worn, he puts on new ones. He 
cleans the car inside and out and 
repaints it if necessary. He makes 
the cars look as new as possible. 

He said that too many new-car 

dealers are lax in the cleanup jobs. 
He said many a so-called clean car 
he has purchased had ashes and 
cigaret stubs in the ash trays, and 
the trunks looked as if they had 
not been touched. 

Arndt Palmer Laboratories, 
Melvindale, Mich., which supplies 
dealers with much of their used- 
car reconditioning material, has 
brought out an appearance- 
reconditioning guide that is avail- 
able to all franchised dealers. 
The guide lists every item that 
should be watched, and it de- 


Engines and engine compart- 
ments should be cleaned and re- 
finished. Headliners should be 
cleaned and, if badly stained, they 
should be tinted. The book says 
that 80 percent of the odor that 
stays in a car is in the headliner 
and this is a major reason why 
every headliner should be cleaned 
thoroughly. Materials are available 
to take care of every type of fabric. 

* * 7 


Making It Look Like New 


{eres should be cleaned, 
and the interior around the 
seats should be vacuumed, Badly 
stained door panels can be tinted 
to cover the stains and make them 
look like new. , 

Trunks should be vacuumed, and 
the spare tire and rim should be 
scrubbed. If scratched, the rim 
should be painted and the tire 
treated to look like new. 

When the trunk lining is dam- 
aged or badly stained, it should be 
replaced with inexpensive fabrics 
that can be obtained locally. Dam- 
aged fiber board should be replaced, 
using the old liners as patterns to 
cut the new board. Mats should be 
refinished or replaced. 

Convertible tops should be 
cleaned and, upon the 
fabric in the top, tinted to cover 
any bad stains or other blemishes 
that cannot be taken out by the 
cleaning process. 

Scratches in windshield glass can 
be taken out without removing the 
















high of 15.5 percent. 


glass if the scratches are not too 
deep. Broken or badly pitted glass 
shpuld be replaced. 

. ore 


Cleaning the Interior 


RM rests and other leather or 

vinyl can be cleaned and dyed 
if too badly stained or worn. Car- 
pets can be cleaned with the same 
materials used for upholstery. 

Get all of the dirt out of the 
glove compartment, using a crevice 
tool to get into the corners; clean 
and polish instrument panels and 
garnish moldings, and be sure to 
clean all ash trays and polish ex- 
posed chrome-plated trim, 

The approximate time required 
for each operation is mentioned 
in the guide ag well as the type 
and name of material needed for 
each operation. 


Chrysler Gives 
Wagons 18 Pct. 
Of Model Run 


DETROIT.—Station wagons are 
bolstering their share of production, 
according to Chrysler Corp. 

The company’s production figures 
for 60 models through March show 
18.9 percent of its total car volume 
has been in wagons. 


By lines, the figures reveal that 
Plymouth allotted 24 percent of its 
‘60 production to wagons; Valiant, 
24.3 percent; Dodge, 16.6 percent, 
and Chrysler, 5 percent. Valiant 
shipments through May 1 amounted 
to 22 percent wagons, of which 
nearly one-fourth were three-seat- 
ers. 

Chrysler Corp, offers 27 models 
in the station wagon line. This in- 
cludes four Valiants, four models in 
the Chrysler line, 11 Plymouths and 
eight Dodge models. 

During the past two years, Plym- 
outh station wagons’ share of sales 
has been at record levels, account- 
ing for more than one-fourth of 
the division’s sales. In 1958, Plym- 
outh station wagon sales stood at 
the record mark of 28.3 percent, and 
in 1959, at 27.4 percent. Dodge 1959 
wagon sales reached an alltime 


U. C. Dealer Gets 6 Years 


As Bogus-Check Passer 


WARRENTON, Va.—Kenneth L. 
O’Day, Arlington used-car dealer, 
has been sentenced to six years in 
a state penitentiary for passing 
worthless checks amounting to 
$6,400. 


Last summer and fall he gave 
three Warrenton dealers checks to 
pay for five cars. All of the checks 
were returned to the dealers for 
insufficient funds. 






















Tyrex Realigns 
Force in Field in. 


Promotion Work 


NEW YORK.—The Tyrex, Inc., 
field representative staff, operating 
out of New York, Detroit, Akron, 
Chicago and Los Angeles regional 
offices, has been reshaped and ex- 
panded to provide increased infor- 
mation about Tyrex tire cord to 
major tire users, particularly truck 
and fleet operators, Philip E. Rob- 
inson, director of communications, 
announced, 


Dr. Galo Blanco, primarily re- 
sponsible for the establishment of 
the Tyrex field program, has been 
reassigned from New York head- 
quarters to direct stepped-up oper- 
ations in the field. He will be based 
in Cleveland. His new duties mean 
direct liaison with Tyrex field staff 
and truck fleet operators in a con- 
centrated information program. 


At the same time, Robert A. Fitz- 
gerald, New England representa- 
tive the past year, has been brought 
into New York headquarters to as- 
sist in the overall management of 
the program. 

Walter Bagdon, newest member 
of the field force, has been ap- 
pointed to cover the eastern re- 
gional area. A_ specialist in tire 
dealership sales and services in 
New England for many years, Bag- 
don will be stationed at Westport, 
Conn. His territory will embrace 
New England, New York and New 
Jersey. 


Pontiac Speeds Up 


Core Manufacture 


PONTIAC. — A new concept in 
core making has been developed by 
the Pontiac Motor Division foundry 
for ’61-model production, according 
to S. E. Knudsen, division general 
manager. 

A new machine, developed by 
Foundry Superintendent T. R. 
Schroeder and his staff, will elimi- 
nate the slow baking core ovens. 
Finished cores for grey iron or 
aluminum castings will be pro- 
duced in a matter of seconds with 
improved dimensional accuracy, 
Knudsen said 


Additional advantages cited by 
Knudsen inelude a more uniform. 
flow of cores for molding require- 
ments, as well as a substantial re- 
duction in necessary core inven- 
tories. Better physical properties of 
the core will. contribute to. higher- 
quality castings, he claimed. 


State Rambler Opens 
SPRINGFIELD, Ill.—State Ram- 
bler, Inc., has opened at Third St. 
and S. Grand Ave. The firm is 
headed by John L, Anello and 
James A, Bucari. 


New Commercial-Car Registrations, 
All States for April, 1960-1959 


Truck istrations by states are 
r 


eleased , a 
by R. L, Polk representatives in 
state capitals. 
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Most Dealers Hike Parts Sales .. . 


Service Volume, Profits Top 1959 


conventional advertising helpful; people in on a special, volume 
said he used it to “let the public| seems to take care of itself.” 


(Continued from Page 1) 
accessories have topped the 1959 
showing in each of the first five 
months of this year. Best month 
was April, when sales were 9.88 
percent above the comparable 
1959 figure, 

Customer labor sales ran ahead 
of the 1959 total in January, Feb- 
ruary and March and then fell be- 
hind the 1959 pace for April and 
May. March was the best 1960 
month in labor sales when they ran 
10.85 percent ahead of the 1959 fig- 
ure, 

The number of repair orders 
written has not shown a great 
amount of change in 1960, 

The January repair-order total 
was virtually unchanged from the 
figure for January of last year. The 
February and March totals were 
above the year-ago figures and then 
repair orders fell behind the 1959 
pace in April and May. 

* * * 


Profits on Upswing 


p= have been faring pret- 
ty well on profits from parts 
and customer labor sales so far this 
year. 

A cross section of dealers was 
asked how their profits so far 
this year compared with those of 
the like period of last year, Just 
about 60 percent said their profits 
had gone up, another 10 percent 
report no change and about 30 
percent said their profits had 
declined. 

Those reporting increased profits 
listed some rather dramatic gains. 

While many of the boosts ranged 
between 5 and 10 percent, dealers 
reporting increases of 10 to 20 per- 
cent were numerous. 

One dealer reported a 26-percent 
gain and noted that he had 
changed service managers. Two 
dealers reported gains of more than 
30 percent and one dealer boosted 
his net by 139 percent. 

* * a 
F pecan dealers reporting lower 
service profits, most of the de- 
clines ran between 5 and 10 per- 
cent with a few ranging up to 20 
percent, One dealer, however, re- 
ported his profit was off 27 percent. 

Another dealer reported that his 
gross profit from customer-labor 
profit was up 33 percent and the 
parts gross was up 22 percent. But, 
he said, he lost all of the net profit 
that should have been in that in- 
creased gross. 

Two questions generally face 
the dealer who wants to improve 
his showing in the service depart- 
ment, providing he has an ade- 
quate service setup: How to get 
more cars into the service depart- 
ment to produce a decent volume 
of business? How to sell enough 
work on each repair order to 
make each job show some profit? 

Automotive News asked a cross- 
section of dealers what helpful 
answers they had found for these 
questions. The first question pro- 
duced a large number of answers 
while there appear to be only a few 
ways to meet the second problem. 

The first problem—boosting the 
number of customers coming into 
the dealership—is really a twofold 
matter: How to get enough owners 
to bring their cars into the dealer- 
ship for the first time and how to 
get them to come back regularly. 

* a * 


2 Methods Used 


reas appear to be two chief 
methods for drawing in the cus- 
tomer for his first service job, The 
dealership has one big chance to 
sell the new-car buyer that is not 
available to other service outlets— 
the dealer or his car salesman can 
sell the owner on the worth of the 
dealership’s service at the time that 
the owner is buying the new car. 
The service business of owners 
other than the new-car buyer 
must be obtained by some form 
of advertising. The cross-section 
of dealers rates the various 
means of advertising in this way: 
Word of mouth is by far the best, 
direct mail is the best of the con- 
ventional advertising media, a 
minority of dealers has found 
| aac radio and TV help- 


An Illinois dealer who has found 

















know the qualifications of your 
trained mechanics.” 

Here’s the way a dealer in the 
state of Washington rates advertis- 
ing media: 

“General newspaper advertising 
not so good—more effective to work 
directly on the people to whom we 
have sold cars, Same with radio— 
not as effective for the dollars 
spent directly working on people 
who own our makes and to whom 
we have sold cars.” 


* ok * 
Oars a@ service special— 
something for nothing or at a 
reduced price—is the favorite 
theme for service advertising. Serv- 
ices keyed to the season of the year 
are widely used as specials. 

On the problem of using a special 
to boost volume, a Chrysler-line 
dealer in the Far West sees it this 
way: The big problem is to in- 
crease store traffic. “If we can get 


The question of word-of-mouth 
advertising runs in a circle, The 
dealer must have some satisfied 
customers before he will get any 
free, word-of-mouth advertising. 
Once he has a flock of satisfied 
customers, this group provides 
the bulk of his service business 
and the business their word-of- 
mouth advertising brings in is a 
plus. 

Therefore, getting customers by 
word-of-mouth advertising is a 
benefit that comes from keeping 
present customers satisfied, 

* oe * 


The Art of Satisfying 


CE a dealer has some custom- 
ers, he faces the problem of 
keeping them satisfied and coming 
back for more service. How do 
dealers handle this problem? 
The dealers surveyed offered a 
number of suggestions but by far 
the most-often mentioned sugges- 


tion was “good workmanship.” Fol- 
lowup systems for keeping track of 
customers are effective for many 
dealers and promotions that tie the 
customer to the dealership are 
popular. 

An Iowa dealer summed up his 
solution for good workmanship this 
way: 

“Hire only first class men in 
the shop, even at the expense of 
operating short-handed until the 
right caliber men are employed.” 

An Alabama dealer indicated that 
boosting service volume igs more 
than a case of giving good service. 
This is his advice: 

“Give good service plus good 
conversation, Fix their minds as 
well as their cars. Satisfied cus- 
tomers increase service volume 
faster and better— more perma- 
nently—than any other type of 
advertising. Costs less, too.” 

+ * * 


ANY dealers have found that 

followup systems pay off in 
hanging on to established service 
customers. The customers are pe- 
riodically checked by mail or phone 
to see that they are-coming in for 
regular servicing. The followup 





Use of Dealer Plates 
For Truck Tests OK’d 


The ruling permits trial of 
trucks under dummy loads, Satz 
said prospects must not keep the 
dealer plates beyond a reasonable 
period in an effort to avoid buy- 
ing commercial plates. 





system is also used to make sure 
that customers have a chance to 
complain, if they had trouble on 
their last visit to the service de- 
partment. 

A program of free, periodic lubri- 
cations is the favorite for tying the 
customer to the dealership for 
regular service. The service cus- 
tomer or new-car buyer is offered a 
free lubrication at set intervals. 
When the car comes in for the lube 
job, they are checked for other 
needed service. 

An Illinois dealer offered this 
(Continued on Page 75, Col. 1) 





General Motors Reliability in Action... 


Pola r Test! 








There’s no place like Nome .. . 


HARRISON Heaters Undergo Biting 
Below-Zero Tests in Cold Tunnel! 


Alaska that is . . . for testing car heaters— 








on turntable to expose 
to frigid wind blasts. 





except the Harrison cold tunnel! Here is where bone-chilling blasts of arctic air 
put Harrison heaters and defrosters through their paces. The cold tunnel 

is utilized to test and prove the reliability and efficiency of Harrison heating 
and defrosting systems under all types of cold-weather driving conditions — 
from normal to the extremes of wind and cold. Harrison engineering and 
testing facilities are the most modern and complete in the automotive heat 
transfer industry. This is one important reason why Harrison is the leader in 


product value and dependability! If you are plagued by problems of 


temperature control . . . passenger comfort or vehicle efficiency . . . 


to the leader. Look to Harrison for the answer! 
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Fine cars since 1896 


Daimler invites inquiries from dealers 
east of the Mississippi for sales of 
the new SP 250 . - . the 2% liter V8 sports and personal car 
of exceptional performance and quality. 
Priced below $4,000. 
Write direct to: 
The Daimler Corporation, 


Box 6790, Baltimore 4, Md. 











Here’s how you can help increase 


SERVICE JOBS UP TO 50% 


with your present setup! 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 


out wasteful running around! 
Large and small dealers 
everywhere report the new 


SERVICE and INSTRUCTION on your premises 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives instruct your people in the 
proper use of your system for maximum benefit. 


Leci/one 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


your profits with Executone. 
Mail coupon below today. 


EXECUTONE, INC., Dept. N-2 

415 Lexington Ave., New York 17, N. Y. 

Without obligation, please send booklet describing 
how Executone helps turn out more service jo 


Name 
aa reentrant eaERSNnD 
a ceecmeileieinteetinnanesanh 

In Canada—331 Bartlett Ave., Toronto 
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Banner Selling 


Kicks Off June 


Chrysler, Rambler, 
Ford Compacts Surge 
(Continued from Page 2) 


sales period of the 1959 model 

year. 

Patterson noted that sales in the 
first 10 days of this month were 
the highest of any first 10-day pe- 
riod of the 1960 model year. They 
were nearly 10 percent higher than 
retail deliveries in the first 10 days 
of May, he said. 

Average daily retail delivery rate 
of Plymouths for the first 10 days 
of June was up 22 percent over 
the same period in May, Harry E. 
Chesebrough, general manager of 
the Plymouth-DeSoto-Valiant Divi- 
sion reported. 


The daily rate of 1,565 cars for 
the first 10 days of June was the 
highest for any first 10-day pe- 
riod since model introduction 
last fall, Chesebrough said. 

Valiant accounted for 40 percent 
of the total Plymouth deliveries. 


The first third of June was the 
best first 10 days for Comet in any 
month since the car was intro- 
duced, according to C. E. Bowie, 
general sales manager of the Lin- 
coln-Mercury Division. 

He said Comet sales hit 6,382 
in the first 10 days of June, up 
60 percent from the 3,982 sales 
in the like period of May. 

The June period, which had one 
more selling day than the May 
period, showed average daily sales 
of 709 units, up 42 percent from the 
daily rate of 498 in the May period. 

Mercury sales were up 4 percent 
with 4,100 units moved in the first 
10 days of June. In the like period 
of May, sales totalled 3,929. 

The Falcon passed two sales 
milestones during the first 10 days 
of June as sales of the car climbed 
to an alltime high for the initial 
selling period of a month. 

The Ford Division announced 
that Falcon sales averaged more 
than 1,680 per selling day during 
the first 10 days of the month, 
the highest first period sales 
achieved by any compact car 
since the introduction of 1960 
models. 

The milestones passed by the Fal- 
con were achieved on consecutive 
selling days. On Saturday, June 4, 
the 200,000th Falcon of the calendar 
year was sold. On Monday, June’ 6, 
the 275,000th Falcon of the model 
year was delivered. 





Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 



































Week Week 
Ended Same Ended Output, Jan. 1 to Jan. 1 to 
June 18, Week, June ii, June, June 20, June 18, 
1960 1959* 1960* To Date 1959* 1960 
AMERICAN MOTORS 
Rambler. ............0...0...... 11,600 8,719 11,798 31,100 205,751 257,066 
CHECKER MOTORS .. ee .wiebtiaes 134 465 2,839 3,881 
CHRYSLER CORP. .... 24,300 18,904 24414 64,433 412,832 569,276 
ORR NCR nc caciessecsescsceseace 1,800 2,062 1,788 4,725 42,066 45,474 
TE Soicaicstsctsvsavicluctes 200 1,269 165 559 29,271 15,368 
NEED: > «cuccsasssedelichecbinats 11,400 3,896 10,614 28,425 91,182 219,786 
SII © oncdiciiwvecceovcedsce. 2%! Seakts 419 406 406 11,233 7,940 
Plymouth Total .......... 11,400 11,258 11,441 30,318 239,080 280,708 
PLYMOUER ........00.20c0000 4,800 11,258 4,341 12,541 239,080 139,402 
EE ksudcsuscoainsceosine 6,600 paveebebe 6,600 Rares > sera 141,306 
FORD MOTOR** ........ 35,045 37,010 37,284 93,011 900,708 948,433 
Ford Division .............. 28,150 32,963 29,737 74,142 784,428 782,815 
IR inthcccihotciedidsvess CF Oo : 10,647 28,933 iscsi 7 ee 
Ford (Standard) .... 14,7 31,306 16,831 39,348 747,432 488,604 
Thunderbird ............ 2,250 1,657 2,259 5,861 36,996 46,980 
L-M Division .............. 6,895 3,388 7547 18,869 93,766 165,618 
UID © Ucesdccendovcbvetesetne Se .; .. teestubeas 4,697 11,802 pwessukees 68,234 
BRO sévhsornncreticeesd 250 352 256 655 15,4 10,743 
Mercury .................... 2,660 3,036 2,594 6,412 78,366 86,641 
GENERAL MOTORS .. 63,612 62,056 63,370 170,451 1,505,511 1,726,700 
NE eittsssatssitebaetivessibes 5,692 4,333 5,572 14,846 135,826 152,643 
EY dcecinesntstiieomidel « 3,360 3,392 3,433 8,960 84,653 84,423 
Chevrolet Division .... 38,800 34,857 37,534 102,754 837,506 1,049,672 
SOE sccicters anesnaoce OEE > Gpecnatans 1,646 SE, beckvogebe 140,026 
Chevrolet (Stand.).. 34,800 34,857 35,888 94,410 837,506 909,646 
Oldsmobile .................... 6,360 8,671 7,559 18,401 214,273 200,168 
SEL civ acdhcecusebdalcouienes 9,400 10,803 9,272 25,490 233,253 239,794 
S-P CORP. 
Studebaker .................. 2,560 2,581 2,557 7,147 85,196 60,895 
Total Cars, U. S.**......137,817 129,270 139,557 366,607 3,112,837 3,566,251 
*Revised. 
**Totals for 1959 include Edsel production. 
COMMERCIAL CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week 
Ended Same Ended Output, Jan. 1 to Jan. 1 to 
dune 18, Week, June 11, June, June 20, June 18, 
1960 1959* 1960* To Date 1959* 1960 
CHEVROLET ................. 7,300 9,150 7,107 19,472 202,409 226,773 
DIAMOND T. .................. 55 129 49 157 3,224 1,449 
DIVCO 100 79 38 177 1,510 2,007 
1,577 486 3,367 40,991 38,386 
7,870 7,597 19,166 169,416 186,741 
1,818 2,334 6,165 44,448 56,462 
INTERNATIONAL 2,680 3,511 2,653 6,936 72,458 65,949 
ING. ARTs ak eaverindsnconted oveese 360 213 378 853 8,345 7,186 
STUDEBAKER. .............. 520 343 461 1,284 6,638 8,023 
TID. sash Nedenseeancisccecssees 170 427 418 827 9,647 9,114 
EIT abhi ccsccesoacectédensese 2,850 2,317 3,297 8,113 57,992 72,975 
MISCELLANEOUS ...... 98 90 96 242 1,965 2,145 
Total Trucks, U. S..... 25,528 27,524 24,914 66,759 619,043 677,210 
Total Cars, Trucks, 
Wi i peetenibac themes ceviece 163,345 156,794 164,471 433,366 3,731,880 4,243,461 
Total Cars, Trucks, 
ES shlistchidbsoscessece 9,775 10,629 9,810 25,582 228,192 238,051 
Grand Total 
Cars and Trucks, 
U. S. and Canada....173,120 167,423 174,281 458,948 3,960,072 4,481,512 





*Revised. 





Compact Share Holds at 30 Pet. 


(Continued from Rage 1) 


the lines last Tuesday (June 14). 
The comparable car of last year 
wasn’t turned out until the sec- 
ond week of July. 

Of the total '60-model cars turned 
out through last Saturday, the com- 
pacts built an estimated 1,300,590 
units, or 25.5 percent of total indus- 
try assemblies. 

The lowest-priced standards— 
Ford, Chevrolet, Plymouth and 
Studebaker Hawk—had built 2,194,- 
115 units; the mediums, 1,445,590, 
and the highest priced, 155,986. 


Be producer among the com- 
pacts last week was Rambler, 
which turned out an estimated 11,- 
600 cars after having established an 
alltime high of 11,798 assemblies a 
week earlier. 

Falcon, which was down a day 
and a half at Lorain and worked 
only three plants Saturday, still 
was able to raise its output from 
10,647 to 10,950, and Comet, also 
produced at Lorain, dipped from 
4,697 to 3,985. 


Elsewhere among the compacts, 
Corvair climbed from 1,646 to 4,000 
assemblies (Willow Run was down 
the entire previous week and Oak- 
land was down last week); Valiant, 
working four days both of the 
last two weeks, remained at 6,600 
assemblies, and Lark, still on four 
days, raised its output from 2,337 
to 3,340. 

In the standard class, Chevrolet 
| dipped from 35,888 to 34,800 cars; 
| Ford, with three of its plants down, 


declined from 16,831 to 14,600 units; 
Plymouth was off from 4,841 to 
4,800; Hawk continued steady at 
220 and Checker rose from 134 to 
200 assemblies. 


Chevrolet furloughed 300 workers 
at its St. Louis assembly plant last 
week due to changes in production 
schedules to bring field inventories 
in line with assemblies. 

7 + * 

N THE medium class, the big 

producer again was Dodge with 

an estimated 11,400 assemblies. A 
week earlier, it turned out 10,614 
cars. 

Among the other makers in the 
class, Pontiac climbed from 9,272 
to 9,400; Oldsmobile declined 
from 7,559 to 6,360; Buick was up 
from 5,572 to 5,692; Mercury was 
up from 2,504 to 2,660; Chrysler 
rose from 1,788 to 1,800, and De- 
Soto was up from 165 to 200. 

In the highest-priced group, Cad- 
illac was off from 3,433 assemblies 
a week earlier to an estimated 3,360 
units last week; Lincoln was off 
from 256 to 250, Imperial was down 
again last week after having built 
406 cars the previous week. 


Several production milestones 
were reached by individual makers 
last week, 

Ford Division turned out its 1%- 
millionth 1960 model vehicle on 
Thursday. It was produced more 
than two weeks ahead of its 1959 
counterpart and put division - out- 
put 100,000 units up on the 1959 
model rate. The count wag 813,915 
standard Fords, 344,533 Falcons, 
70,470 Thunderbirds, and 277,221 


trucks. The Thunderbird figure al- 


ready exceeds the total model year. 


output of any. previous year since 
the car was introduced. 

Elsewhere, Valiant built its 150,- 
000th unit on Thursday. 


* *« * 


CS ETAL-CAS, output total- 
led an estimated 25,528 units 
last week, compared with 24,914 
trucks built a week earlier, and 
27,527 units turned out during the 
week ended June 20 last year. 

Canadian manufacturers turn- 
ed out an estimated 9,775 cars 
and trucks last week, compared 
with 9,810 vehicles built a week 
earlier, and 10,629 cars and trucks 
assembled during the week ended 
June 20 a year ago. 

A breakdown of Canadian assem- 
bly operations showed the makers 
turning out an estimated 8,150 cars 
and 1,625 trucks last week, com- 
pared with 8,176 cars and 1,634 
trucks a week earlier. 





Burglar Trio Nabbed 
On Downing Doorstep 


ATLANTA. — Three burglars 
with long police records were ap- 
prehended outside Downing Mo- 
tors, Inc., import dealership, as 
they broke a window and were 
entering the building. 

Besides a dozen safe cracking 
tools confiscated at the scene, 
were two gas masks, chisels, 
punches and screwdrivers, police 
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Most Dealers Hike Parts Sales .. . 


Service Volume, Profits Top 195 


(Continued from Page 73) 


word on the pulling power of a 
free lube job: 
“People drive as far as 25 miles 
for this free, $1.25 grease job.” 
* - * 


barre dealers questioned offered 
these other pointers on bringing 
the customer back to the service 
department: 

A clean shop is a selling feature. 
It’s almost a must when dealing 
with women drivers. 

Personal contact with custom- 
ers will bring them in, many 
customers appreciate the atten- 
tion of being contacted. This is 
most popular among dealers in 
smaller cities. 

In regard to prices for services 
and boosting volume, an Iowa 
dealer said he offers “competitive 
prices on items that can be done 
by independent service stations.” 

+* ez * 


7 dealers questioned generally 
leaned on one method for boost- 
ing the amount of service business 
per repair order. When the car is 
brought in, it is checked for any 
other work that is needed and an 
effort is made to sell this work. 

A combination of this method 
and the followup system works like 
this: A file is kept on the car of 
each service customer, When the 
car is brought in, the service de- 
partment knows what periodic and 
preventive services are due. If the 


Market Upheavals 
Jar N. Y. Dealers 


Sales Remain High 
But Profits Sag 


(Continuea from Page 8) 


comfortable. They just aren’t what 
we think of when we think of a 
Car.” 

He was silent a minute and then 
added: “Of course, as soon as we 
have all our cars back in line 
again, you know, with a low, medi- 
um and high-priced delineation, 
you can bet the same old cycle 
will begin once more, with cars 
getting bigger and more expensive, 
until we reach the point of no re- 
turn again.” 

One dealer predicts that with 
the introduction of the smaller 
Cadillac, which he expects in 
1961, that luxury imports will 
begin to fall by the wayside in 
large numbers. “It really means 
their end. They can’t compete 
with the product. I know, I sell 
them.” 

Another dealer had an interest- 
ing experience with his leasing 
company. He has discovered that 
his Ramblers cost him about $10 
per month to service. Ford, Chev- 
rolet and Plymouth average $15 to 
$17. 

“Had a man convince me,” he re- 
lates, “to lease him 24 of one of 
the top three economy imports, I 
just couldn’t refuse him because he 
offered me $10 more a month than 
the top price I could think to ask 
him. He just insisted that they 
were for him. 

“Within two months I had to buy 
that damn contract back from him. 
Those little buckets were costing 
me $50 a month to keep on the 
road. Think of it. Fifty bucks a 
month per car. 

“I know now that those things 
are good for 15,000 miles and 
after that they are used-car ma- 
terial and that’s all. They just 
aren’t built for American drivers 
on American roads. I don’t care 
what anybody tells you.” 

One dealer, looking at the prob- 
lems of the automobile dealer 
today, stated: “One thing we may 
as well face. The sooner, the bet- 
ter for all of us. The automobile 
is no longer the sign of affluence. 

“If anything, the trend is in the 
other direction. The more wealth 
the family has, the longer they may 
hold onto their car, as an indica- 
tion of their ability to invest wisely. 

“But we just can’t compete with 
these other things any more. The 
expression, ‘Get a horse,’ carries 
more status with it today than the 
automobile, Think it over.” 


car is not brought in, the service 
department calls the owner to 
suggest that the work be done. 

Several dealers have developed 
refinements of the process of 
selling more work per repair 
order. 

A Washington dealer said, “We 
use the sell-one-more-item ap- 
proach. We always ask for one 
more.” 

A dealer in the Northwest has 


Bygel GMC Truck Files 


Petition in Bankruptcy 

ALBUQUERQUE, N. M. — A 
bankruptcy petition has been filed 
in United States District Court here 
by Bygel GMC Truck Co., Inc. The 
court appointed Hugo L. Wolfe as 
trustee. 

A hearing also was set for July 
14 on a plan of reorganization 
which Wolfe has been directed to 
prepare or a report of his reasons 
why a plan cannot be effected. 


used an inspection program cover- 
ing 26 specific points for 15 years. 
The soft sell is used since the 
owner just gets a copy of the in- 
spection report form. In cases of 
work seriously needed, of course, 


the owner is phoned right away. 
+ + + 


[= dealer said the system does 
not produce immediate results. 
After the owner has had a chance 
to look over the report of his car’s 
shortcomings, he usually comes in 
to get the work done. 

A number of dealers offer com- 
missions or bonuses to those selling 
more work than was originally on 
the repair order or a reward for 
repair orders calling for more than 
the average amount of work. 

A North Dakota dealer offered 
a variation of the sell-one-more- 
item idea. “Try to sell one partic- 
ular item each day to everyone 
who comes in.” 

A Pennsylvania dealer does much 





Periodic Inspections 
Proposed in Missouri 

JEFFERSON CITY, Mo.—Fur- 
ther consideration of the possi- 
bility of enacting Missouri legis- 
lation to require periodic vehicle 
mechanical inspections was in- 
cluded among recommendations 
submitted to Gov. James T. Blair 
by his traffic safety committee. 

Composed of top state officials 
dealing with highway safety, the 
committee also proposed lowering 
speed limits in certain areas 
where the current state speed 
limits are too high for safety, 
and requiring all commercial ve- 
hicles, not currently regulated by 
the State Public Service Commis- 
sion, to meet certain safety re- 
quirements as to equipment and 
to regulate their speed. 





the same thing when he selects one 
particular item to be pushed each 
month and pays a bonus for each 
sale of the item, 

A similar plan calls for pushing 
the sale of related items. For in- 
stance, when an owner asks for an 
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oil change, an effort is made to sell 
him an oil filter. 
. * * 


A TENNESSEE dealer offers spe- 
cial prices on certain parts and 
accessories in hopes of selling them 
to the service customer while his 
car is in the shop. 

When all solutions are added up, 
the favorite remains taking a good 
look at each car that comes into 
the service department with an eye 
on selling all additional work that 
is needed on the car. 

A number of dealers suggest the 
personal touch on this. They take 
the owner for a drive and point out 
what is needed. 


Se tn eee a 


“Our two-bay lube department is 
manned by mechanics or their 
equal who are as much inspectors 
as they are lube men, A tremend- 
ous amount of repair work is 
picked up in this department. 

“We have found great value in 
making this department more than 
a costly convenience, We’ve turned 
it into our best source of service 
sales through better-paid help who 
understand and follow our policy 
sincerely and conscientiously.” 


TAKE IT FROM BOB" 


“Du Pont thinners 
save your back, your 
tume and your 
reputation” 


"Oe hetiyt 










Paint Shop Foreman, Edwards Auto Body 
Service, Pittsburgh, Pa., reports: 





EDWARDS CUTS SANDING TIME significantly 
by using Du Pont thinners. The shop’s eight 
expert employees like the way these thinners 
save labor . . . management likes the way 
they keep costs down. Edwards is typical of 
the many forward-looking organizations that 
look to Du Pont for refinish leadership. 


‘**Maintaining top quality on refinish- 
ing jobs was sure a lot harder before 
we switched to the Du Pont line of 
thinners. Before the change we had 
constant trouble with rough ‘orange 
peel’ because of bad flow-out. Lots of 
times the surface would dry too fast, 
and we’d get cloudy ‘blushing,’ or 
we'd find the initial gloss so low that 
we would have to do more rubbing. 

“The Du Pont line ended all those 
difficulties and then some. With 3656 
thinner we get improved luster and 
smoothness on both acrylic and con- 
ventional lacquer jobs. The new 3613 


thinner is perfect for faster drying 
on cold days, and keeps down sand- 
scratch swelling. 

“Du Pont 3661 gives us better 
primer-surfacer adhesion with old 
lacquer-finished cars than we’d 
thought possible, and saves us plenty 
of back-breaking sanding. 

‘We keep Du Pont thinners for a 
variety of temperaturesand humidity, 
and for special-purpose job problems. 
They’re our best insurance against 
paint-shop troubles. Take a tip. To 
keep both customers and shop men 
happy, use Du Pont thinners.” 


Du Pont research /eads refinish progress 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


REG. U, 5, PaT.OFF 
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=< No matter how you slice it... 
you get a bigger cut of profit 
with 


Quality-Packed 
BRAKE PARTS 
ASSORTMENTS 


Profitable brake service storts with these EIS Quolity-Pocked 















THIS NEW Merchandisers — Brake Ports Line ossortments thot provide bosic 
AND inventories of fast-moving ports — assortments thot provide room 
HANDY, for expansion, too! 
ICK- 
= ie Stock-Check-labeling on eoch merchandiser gives you visual inventory 
REFERENCE : 90 
WALL CHART control — practically “honds’’ you the right port when ycu need it 
is FREE FOR Whet o wonderful woy to save time ond speed your work! What o 
THE ASKING wonderful way to get o bigger slice of broke service profits! 


BS AUTOMOTIVE CORP., Middletown, Conn. 
Write for cotalog 
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Hoffman Working 60-Hour Week at UN... 


Ex-Studebaker Chief 
Lauds the Compacts 


(Continued from Page 6) 


greatest percentage of locally con- 
sumed commodities within the con- 
fines of the defined market. 

“All we need think of is what 
happened in Canada, if we require 
an example,” he said, “and we have 
an indication of how these coun- 
tries will begin. First production 
of components, then larger assem- 
blies and, finally, the entire end 
product.” 

The greatest stumbling block to 
the pet realization of industrializa- 
tion, even on a minor scale, in the 
underdeveloped countries at the 
present time, is the lack of skilled 
manpower, he said. 

“If someone today offered me 
a choice between $10 billion or 
one million skilled men for these 
countries, I'd jump at the latter. 
Ten billion dollars wouldn’t buy 
one million skilled men.” 

He mentioned one nation with 
a population of nearly 10 million, 
in which only 14 of its inhabitants 
have had any university training. 
“The tremendous responsibilities 
which fall on so few today illus- 
trate the needs and hopes for the 
next decade,” he declared, 


of highway,” he said, “the first 
thing a man does when he gets a 
little money is buy a car, Even if 
he can only drive back and forth 
on the small highway system, the 
universal desire is so strong that 
he must own an automobile.” 
Within 10 years, Hoffman pre- 
dicted, 15 to 20 of the underdevel- 


oped countries will move from 
their present state to a self-suffi- 
cient economy. 

Our allotted interview time was 
fast drawing to a close and, as 
a parting question, we asked: “Do 
you own a car now?” 

Hoffman smiled. “Not in the 
city, I don’t. 

“However,” he volunteered, “we 
do have two compacts at home.” 

The next question was obvious. 

He answered directly: “Well, I 
told Mrs. Hoffman to go out and 
buy whatever she wanted. She ac- 
tually tested them all, and very 
carefully I might add. But she de- 
cided that the Studebaker Lark 
best suited our needs, It was all 
her decision.” 

There was nothing more to say. 


N. Y. Asks 30-Day Billing, 
Buildout and Demo Relief 


(Continued from Page 3) 


York State candidate for the 
Saturday Evening Post Benjamin 
Franklin Quality Dealer Award. 
New York State Motor Vehicle 
Commissioner William S. Hults 
outlined a broad auto program in 
a speech before the directors. 
Hults sparked the meeting with 
the anouncement that his depart- 
ment was separating from the de- 
partment of taxation and because 


Returning to the automotive|of the move his department would 
field, Hoffman said the American|be in a position to give better serv- 
auto is still the prestige car of the| ice. 


world, no matter what its price 
class. 

There is a universal desire to own 
an automobile, he added, which 
manifests itself even in the under- 
developed countries. 

“If a country has only 10 miles 


Payne Runs for Congress 


YPSILANTI, Mich. — Thomas P. 
Payne, Volkswagen-V olvo dealer 
here, is the Democratic candidate 
for United States Representative 
from Michigan’s Second Congres- 
sional District. 








for dealers only... 


that 
was a 


HERTZ 


car! 


SHARP USED CARS 


you need ‘em...we got ‘em/ 


Hertz has bell ringers for you...all in top shape | 
...¢lean and sharp! Chevys, Fords, Buicks, Cadil- 
lacs, Plymouths, Pontiacs. Sedans, hardtops, 
wagons and converts. All in fast-selling colors — 


HERTZ 


RENT A CAR 





and equipped with power steering, radio and 
heater, automatic transmission, many with pow- 
er brakes...the works! 1959 models are now 
available at Hertz offices across the country. 


For more information call your local Hertz office 


or contact: Mr. I. E. Spatig 
Hertz Car Leasing Division 
125 N. Wabash, Chicago 4, IIl. 
Tel. DE 2-0420 


Hults, a former dealer and state 
senator, said the new drivers’ con- 
trol system, introduced on June 15, 
will facilitate the merit rating sys- 
tem and lead to lower insurance 
rates for safe drivers. He said it 
would be two to three years before 
the new system would be fully oper- 
ational. At present, he said, all 
drivers pay the same rates regard- 
less of their individual safety rec- 
ords. 

The cemmissieoner went on rec- 
ord as favoring a reduction in 
insurance rates. 

On other auto topics, the com- 
missioner: 

—Favored a change in speed laws 
to conform to the driving habits of 
85 percent of all drivers, which he 
said were found to be safe and 
courteous. 

—Called upon towns with low 
speed rates to change to “practical 
and reasonable” rates to eliminate 
what he called “hazards.” 

—Called for greater reciprocity 
between states in reporting reckless 
drivers in order to pin down habit- 
ual violators. 

—Came out adamantly for 
safety belts and said he would 
not drive in his own car without 
first fastening a safety belt. He 
added that the belts are comfort- 
able and that he found it an easy 
matter to get into the “safety 
belt habit.” 

—Expressed a desire to change 
New York State’s compulsory auto 


inspection system from a present 
private-every-four-year checkup to 
an annual checkup under state con- 
trol all the way down the line. He 
said the system, now being used in 
New Jersey, has proved efficient in 
cutting down the number of acci- 
dents. 

—Revealed that as of Oct. 1, only 
moving violations will constitute 
cause to rack up points against a 
drivers’ record. 

Convention Committee Chairman 
J. E. (Chick) Sayles (Cadillac- 
Pontiac), of Suffern, reported at- 
tendance at the three-day meeting 
and golf tournament as 310, The 
largest attendance in prior years 
was 266, in 1959. 


Dealer Forum 


(Continued from Page 3) 


cars a week. Each car is road 
tested after coming off the line. 
Then it goes to a rectification shop, 
where 26 men make the adjust- 
ments indicated. There is also a 
spot and polish shop and a paint 
hospital. 

Slim, young-looking Thornley is 
a sports-car fan who made it pay. 
He was an accounting student in 
London who had just traded in 
his two motorcycles on an MG 
when he noted a personal ad in- 
viting those interested in starting 
an MG fan club to come to the 
signer’s home. 

Thornley came, was elected re- 
cording secretary. The fan club 
work took so much of his time that 
he finally told the MG factory he’d 
either have to drop it or join MG. 
He joined MG. 

Another remarkable man at BMC 
is Alex Issigonis, who designed the 
Morris Minor 1000, which is still 
going strong after 12 years, and the 
new minicars. He has some refresh- 
ing ideas about styling. More on 


him next week. 
* * * 





Sports Cars Strong— 


While the new American compact cars appear to be affecting the import sedan 
market, British Motor reports its sports-car market in the United States is holding up 
strong. Shown here are R. A. B. Learoyd, president, British Automobile Manufacturers 
Assn., with J. F. M. Bramley, export sales director, BMC; J. H. Jenkins, commercial 
director, BMC, and A. E. Birt, president, Hambro Automotive Corp., inspecting the 
Austin-Healey 3000 hardtop roadster on the BMC car stand at the British exhibition 


in New York 
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Hoosiers Cast Cool Eye at Profits 


By C, L, Kern 
Staff Correspondent 


INDIANAPOLIS. — Concern over 
increasingly smaller percentage of 
earnings per dollar sales was ex- 
pressed by members of the Auto- 
mobile Dealers Assn. of Indiana, 
Inc., at their 23rd annual conven- 
tion here. 


Despite the shrinking profits in 
car sales, the association went on 


Bloomington Oldsmobile-S t u d e- 


| baker dealer. 


William A, (Bill) Grawemeyer, 
president of Indianapolis Rambler, 
Inc., was named vice-president, 
north; Kenneth C. Kent, Evans- 
ville Chevrolet dealer, vice-presi- 
dent, south; Maynard Noll, Colum- 
bus Pontiac dealer, recording sec- 
retary, and H. O. McGee, Indian- 
apolis Lincoln-Mercury-Comet deal- 








record as expressing confidence in 
the future of the business as evi- 
denced by the fact that in the last 
10 years motor vehicle registrations 
have grown from 49 million in 1950 
to the present figure of approxi- 
mately 70 million, 

Frank Crews, Huntington Pon- 
tiac-Buick dealer, was elevated 
from vice-president, north, to 
president of the association. He 
succeeds Stanley A. Pressler, 


@ with the KEMS-WAY tire 
i] as TU 

UA lie 

WORTH UP J 


er, treasurer. 


New directors elected include 
Donald D. Poulson (Ford), Etna 
Green; Glenn R. Pitman (Ford), 
Lafayette; Clare Battjes (Chevro- 
let), Elkhart; Richard Bolin 
(Ford), Fort Wayne; Basil Temple 
(Chevrolet), Princeton; William 
| Vissing (Dodge), Jeffersonville; 
Richard Pell (Buick-Pontiac-Cad- 
illac), Rushville; Henry Feferman 
(Oldsmobile-Cadillac), South Bend, 
















1. DE-SKIDDING — cross-cutting for 


sure grip on wet and icy 


2. TRUING — shaving off high spots to 


stop thumping. Balancing alone won't do it. 


3. BALANCING—quick, accurate. 
4. RE-GROOVING — adds thousands 


of safe miles. 


Less than other machines that perform only 
[ot ©} Ed one of these services. As little as $19.10 per 
month, far less than your Kems-way profit. 





Give us 8 minutes to 
turn one of your bald 
trade-in carcasses into a 
tire you can sell for $8. 
Write for a.visit by a 
Big Four Mobile Show- 
room (70 coast-to-coast). 


West Coast: 

8203-5 S$. Avalon, L. A. 3, Cal. 
Canada: 

Canada Vulcanizer & Eqpt. Ce., 
Lendon, Ont. 


BIG INDUSTRIES, INC. 


P.O. BOX 444-1, FOSTER, OHIO 
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“New car dealers need CARS Rental 
System,” declares Dan Manning, CARS 
Rental member and leading Ford dealer 
of St. Petersburg, Florida. “We need the system that is for new car dealers 
only,” Mr. Manning emphasizes. ‘| know what | am talking about, because 
CARS has helped me put out over 160 cars on lease plus 37 cars on daily 
rental.” 

Mr. Manning’s success in leasing and renting is duplicated by other CARS 
members from coast-to-coast, all of whom enjoy the benefits of being a 
part of this nation-wide network. 

Investigating the CARS story is well worth your time. Ask for information 
concerning CARS “Seminars in the Sun,” conducted weekly in Ft. Lauderdale, 
under the joint sponsorship of CARS and the University of Miami. Small, 
selective classes are held each Tuesday, Wednesday and Thursday—and 
show you the way to new profits through the only leasing group in the nation 
made up of new car dealers. 


CARS RENTAL SYSTEM 
DEPT. AN, DRAWER 7126, SUNRISE STATION 
FT. LAUDERDALE, FLORIDA 

Please send me full information concern- 
ing CARS “Seminars in the Sun’, 


Write or Phone TODAY 
For Your Reservation 





NAME 





CARS RENTAL | COMPANY 
SYSTEM 
LOgan 6-4321 
938 SUNRISE LANE 
FT, LAUDERDALE, FLORIDA 


STREET. 


CITY 





and Clifford Shank (Volkswagen), 
Terre Haute. 

Highlight of the annual banquet 
was the presentation of the Her- 
man Goodin civic service award to 
William H. Keck, vice-president of 
Keck Motors Co., Mount Vernon 
Ford dealership, This award is pre- 
sented each year to the Indiana 
auto dealer judged the most out- 
standing in civic and community 
work in his home locality. 

Keck headed the special gifts 
division of the Mount Vernon In- 
dustrial Fund campaign and 
under his guidance the division 
topped the $100,000 goal by more 
than 10 percent, He is a director 
of the Mount Vernon Chamber 
of Commerce, past president of 
the Kiwanis Club and past mem- 
ber of the board of directors of 
the Buffalo Trade Council of the 
Boy Scouts. 

Keck was a participant in the 
school consolidation program in the 
Mount Vernon locality and in 1959 
three new grade schools were put 
in operation and construction start- 
ed on a $2 million high school. He 
was active in the Mount Vernon 
Kiwanis park project and is a dedi- 
cated churchman, and finance 
chairman for the building of a new 
First Methodist Church in Mount 
Vernon. 

Keck was selected by a commit-| 
tee made up of auto dealers and a 
citizens group. 

During the banquet, plaques were 
presented to A. B. Douglas, veteran 
Greensburg multi-General Motors 
dealer, who at 87 years old con- 
tinues as active head of the dealer- 
ship, and to William John Hubbard, 
of Francisville, in recognition of 
being the oldest continuous Chev- 
rolet dealer in the United States. 
He has represented the Chevrolet 
line since 1913. 


Popovic Tells 
Winston Jury 


Of Loan Deals 


CLEVELAND.—Nicholas J. Pop- 
ovic, testifying against Bert R. 
Winston on trial on 15 counts of 
failing to deliver titles to auto 
buyers, last week described his 
bankrupt dealership’s relations 
with the defendant and Mutual Fi- 
nance Co., which Winston formerly 
headed. 

Popovic, whose Chrysler-Plym- 
outh outlet folded in 1959 after 
Chrysler Corp. cancelled its fran- 
chise, already has pleaded guilty 
to two of the same 15 counts on 
which Winston is being tried. 

The former dealer admitted he 
was behind in payments on cars 

floor-planned by Mutual all during 
1958 and until April, 1959, when he 
went out of business. 

Titles to the cars were sent by 
Chrysler Corp. to Mutual at the 
direction of Winston, Popovic con- 
tinued, and he could get titles to 
cars he had sold only by paying to 
Mutual the money it had forwarded 
to the factory for the invoice price 
of the vehicle. 

The prosecution contends that it 
is a violation of state law for titles 
to be sent to anyone other than 
the dealer handling the sale of the 
vehicles. 

Popovic testified that during 
the last month he was in bus- 
iness, he tried to get two titles 
from Mutual but that Winston 
refused and told him to pay $50,- 
000 of what he owed “or else.” 

In addition, he continued, he was 
required after January, 1958, to pay 
Mutual $90 each time he sold a 
car to retire an $18,000 capital loan. 

Popovic also told the jury that 
Mutual held the wholesale and 
retail paper on four of the 15 cars 
for which Winston is charged with 
failure to deliver titles. 


On cross-examination, defense 
counsel repeatedly asked Popovic 
whether he had agreed to pay Mu- 
tual $90 plus the full wholesale 
cost each time he sold a car. 

Popovic admitted that he had, 
but said “Winston insisted that if 
I didn’t agree, I’d go out of busi- 
ness.” 





~~” Satisfied customers 
tend to be steady cus- 
tomers. And outstand- 
ingly different, Tri-Ex 
refined WoLF’s HEAD 
has proved itself over 
and over again as the 
oil that keeps custom- 
ers satisfied. With WoLF’s HEAD car-owners get 
complete engine protection . . . smoother perform- 
ance... fewer repair bills . . . use less oil. 


That’s because WOLF’s HEAD is 100% Pure Pennsyl- 
vania . . . Tri-Ex refined three important eztra 
steps for extra life .. . extra toughness . . . scienti- 
fically fortified for complete, all round protection. 
WoOLF’s HEAD is outstandingly different and it’s a 
difference that makes a difference to your customers 
... and to you. 


Keep customers coming back again and again... 
with WoLF’s HEAD . . . commanding distinctive 
customer loyalty. 





S 
WOLFS HEAD 


moror OW 
ano veces 


WOLF’S HEAD OIL REFINING CO., INC. 
OIL CITY, PA. 






Quality That Justifies 
Installation Costs 


“PORT-A-WALL”’ 
Toe U1 ae 


Rearfoot Airway Corporotion 


e Automotive Division © Wadsworth, Ohio 
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of the mechanics back wages of 
almost $1,000. 

Anthony Abraham said he de- 
cided not to appeal the decision be- 
cause “it was cheaper to pay the 
employes than to hire attorneys for 
the appeal.” 327 has been certified by the NLRB 

The Teamsters’ action at Abra-|as bargaining representative for 
ham Chevrolet is said to be a fore-| shop employes at Hartman White, 
runner of “widespread union activ-|Inc. The workers voted 9 to 7 for 


ities” in the Miami area. the union. 
* * * In Murray, Utah, the NLRB has 


N VAN NUYS, Calif., Teamsters| ordered a representation election 
Local 495 has been certified as| among all mechanics, lubemen, 
the bargaining agent for employes} washers, body repairmen and their 
at Fiat Motor Co., following an| trainees, lot attendants, and regu- 
NLRB election. The union received|lar part-time maintenance em- 
all six of the valid votes cast. ployes at Zion Motors, Inc. (Plym- 
In Spokane, shop employes at | outh-DeSoto-Valiant). 
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ttuaries 
Charles A. Saitta 
EAST PATERSON, N. J.— Charles A. 
Seitta, 69, president of Paterson-Mack Dis- 
tors here, died June 12 after a brief 


illness. He had also been president of As- 
bestos Corp. of America for the past 35 





Kaufman Buick Co. voted 15 to 
8 in favor of representation by 
Automotive Trades Council of 
Spokane and vicinity. Election re- 
sults were certified by the NLRB. 
In Nashville, Teamsters Local 























By Mo. Mechanics . . . 
Idle-Pay Ruling Fought 


June 4, was called off and a new 
date has not been set. The union, 
Teamsters Local 320, withdrew its 
pickets after 10 days of picketing. 

The NLRB also has ruled against 
the dealership in a case involving 
the discharge of four mechanics 
for alleged union activities. The 
board ordered the firm to pay two 


years. 
By Francis J. Gawronski 
Staff Writer 
A RULING by the Industrial 
Commission of Missouri deny- 
ing unemployment benefits to some 
automobile mechanics who partici- 
pated in the 70-day 
dealership strike in 
St. Louis last sum- 
mer is being appeal- 
ed in court. 

The Circuit Court 
suit was filed by 200 members of 
District 9 of the International Assn. 
of Machinists, who contended they 
were locked out by the 55 St. Louis- 
area dealers named as defendants 
in the action. 

The dealers, all members of the 
Greater St. Louis Automotive Assn., 
closed their service and parts de- 
partments and laid off their em- 
ployes shortly after seven dealer- 
ships were struck by the union. 

At the time, the dealers claimed 
they were negotiating as an as- 
sociation and not as individuals. 

Employes at the seven struck 
dealerships are not involved in the 
suit. The work stoppage idled some 
1,800 mechanics and shop employes. 

The union’s Circuit Court peti- 
tion contends the commission erred 
in finding that the stoppage was 
a labor dispute, making the plain- 
tiffs ineligible for. benefits. 


ANWHILE, there are signs 

in Miami that the powerful 
Teamsters Union is about to launch 
an allout campaign to organize 
dealership employes. 

The union revealed its plan re- 
cently when it called an organ- 
izational strike at Abraham 
Chevrolet in an attempt to get 
action on a petition to the Na- 
tional Labor Relations Board for 
a representation election. 

The election, originally set for 


F. Bert Daniels 

COLUMBUS, O.—F. Bert Daniels, 78, 
the oldest active auto dealer here, died 
June 7. Mr. Daniels opened a livery stable 
in Columbus in 1906 and later moved to 
the automobile field, where he operated 
dealerships for nearly 50 years. At the 
time of his death, he operated Square Deal 
Auto Co, 


Richard Lee Martin 
SILVER CITY, N. M.— Richard Lee 
Martin, 38, a Ford dealer here, died May 
31 in the Veterans Administration Hospital 
in Denver after a three-month iliness. 


A. F. Million 
POCAHONTAS, Ark.—A. F. Million, 6, 
president of Million Motor Co. here, died 
June 2 in Colorado Springs. He had been 
in the auto business 27 years. 


Louis E. Talley 
DALLAS.—Louis E. Talley, 65, a vice- 
president of Clarence Talley, Inc., died 
June 7. He entered the auto business 18 
years ago with his son, Clarence C. Talley. 


}} Albert F. Blalock 
ATLANTA.—aAlbert F. Blalock, 74, re- 
tired California auto dealer, died recently 
in Atlanta after a short illness. He had 
lived 56 years in the Los Angeles area 
where he operated two Chevrolet agencies. 


Joseph M. Egan 
DALLAS.—Joseph M, Egan, 63, presi- 
dent of The Motor Mart, died June 4 in 
a hospital here after a long illness. 


Leo R. Solomon 

DAYTON, O.—Leo R. Solomon, 48, own- 
er and operator of Dealer-Aids, Inc., died 
at his home here May 13. Mr. Solomon was 
organizer and first president of the used- 
car association of Saginaw, Mich. He was 
a director of the National Independent 
Automobile Dealers Association, Dealer- 
Aids, founded by Mr. Solomon eight years 
ago, supplied various promotional and 
business material to auto dealers through- 
out southwestern Ohio. 


Walter S. Laird 
BROOKHAVEN, Miss.—Walter 8. Laird, 
85, retired Brookhaven auto dealer, died 
May 30. 
































HELP WANTED 


SALESMEN now calling on dealers can 
add $10,000 annually to income selling 
unusual, successful advertising service 
in exclusive territories. Don’t reply un- 
less references accompany your letter. 
Fiske Advertising, 2 Depot Plaza, White 
Plains, New York. 


WANTED—MANUFACTURER’S REPRE- 
SENTATIVE, by national manufacturer 
of small luggage trailers—to contact auto 
dealers. Desirable territories available. 
Commission. State experience: Lines han- 
died and territory covered. Box 1573, 
c/o Automotive News, Detroit 7. 


FORD PARTS SALESMEN—We need ex- 
perienced salesmen to call on Ford deal- 
ers in Virginia, North and South Caro- 
lina and Pennsylvania. Our line of gen- 
uine and replacement parts is complete. 
This is an excellent opportunity for in- 
telligent and alert salesmen now selling 
to the Ford dealer, Write to Box 1529, 
c/o Automotive News, Detroit 7, 


































AUTOMOTIVE 
SALES 


Immediate openings available for 
ambitious men possessing sound 
AUTOMOTIVE WHOLESALE experience 

such as: 


District Sales Managers 
Sales Promotion Specialists 
Used Car Specialists 

Open Point Representatives 
Fleet Sales Representatives 



































General Manager 


35 yeers old, family, University business 
Wishes to relocate in Northern 























































Richard L., Martin 
SILVER CITY, Tex.—Richard L. Martin, 
38, Grant County Ford dealer, died May 
31 in a Denver hospital. 


At NADA Board's Dinner 



















MEN WANTED: Are you making over 
$20,000 per year? We want men to 
demonstrate and sell simple device that 
stops shimmy and shake in cars; elimi- 
nates all wheel balancing and tire truing 
and most front end work, Requires less 


Pius other openings for men with 
AUTOMOTIVE WHOLESALE back- 
ground. Send complete resume to: 











first week in 





than 30 minutes per car. Instrument ship 
STUDEBAKER-PACKARD costs dealer $159.00 complete, Write for | pay Be* "569, </e Automotive News, De- 
CORP details to: J. Lavinger, B & B Mfg. Co., : 
» Box 816, Sioux City, Iowa. 








Salaried Personnel Dept. 


635 Seuth Main Street, 
South Bend 27, Indiana 









SALES MANAGER 


We are particularly looking for a man who 
wants, not only to increase his income op- 
portunities, but is capable in all facets of 


ADVERTISING EXECUTIVE for automo- 
bile manufacturer or supplier, Now ac- 
count supervisor with leading advertising 
agency, handling automobile promotions 







Qualified applicants sales management such as promotional ideas for major industry supplier, Expert at 
will be contacted. -_. « Sales training . . . Used-car merchan-| originating and executing coordinated 
dising, etc. In plain words, a real ‘take promotions: National ads, TV, dealer 















promotions. Responsible for one of the 
most effective automotive supplier mer- 
chandising programs of all time You 
have seen this man's work in national 
magazines, TV, Automotive News. Pres- 
ent earnings $16,000. Box 1544, c/o 
Automotive News, Detroit 7. 


teeters seeenneeineD 
SERVICE AND PARTS MANAGER (age 
40), with 15 years’ experience in all 
phases of dealership activity, wishes to 


charge"’' man. We are well established . . . 
Amply financed . . . Sold and delivered in 
excess of 750 new cars and trucks in 1959. 
Eastern metropolitan area (not in a city) 
where the fast growing population makes a 
1,200 to 1,500-car year more than a prob- 
ability. Top salary . . . Plus override or 
participation in overall profits. Income plan 
will be your choice and commensurate with 
your ability. Write complete resume of your 

















PARTS MANAGER—Good opportunity for 
experienced man with ability to pur- 
chase, maintain accurate inventory; call 
upon wholesale trade and sell Ford 
parts; and have ability to manage de- 
partment employing two men and man- 


ager, Now selling $140,000 per year— 
pect experience, age, minimum income require- 
<<? le nas Gan Goan, eae an ments, etc., and enclose recent photo. Only locate in Southern California, Back- 
ong . those with the ability to accomplish the im-| ground includes association with Ford, 










From All Walks of Industry— 


Dealers and factory executives exchanged ideas in this group. From left are William 
C. Bird, Dodge assistant general manager; Charles L. Jacobson, Chrysler Corp. dealer 
relations vice-president; William H. McGaughey, American Motors communications 
vice-president; William Ll. Mallon, NADA New Jersey director, and James Mason, 
Ferndale, Mich., former NADA director and treasurer. 


hunting and fishing. Good company bene- 
fits for right man subject to character 
and job references, Cail or write: Smith 
Ford Sales, Jefferson City, Missouri. 


ACCOUNTANT—BUSINESS MANAGER— 
Age 35 to 50—<Automobile experience. 
Daily operating controls, credits, collec- 
tions and office management experience 
necessary. Good facilities, working con- 
ditions and company benefits. Salary 
open. Position available July ist. Metro- 
politan area northern Ohio. Box 1554, 
c/o Automotive News, Detroit 7. 


RETAIL SALES MANAGER. An oppor- 
tunity exists for an individual of char- 
acter to become retail sales manager of 
a General Motors’ outlet... exclusively 
Cadillac. Starting salary $1,000 monthly 
and bonus. Potential up to $30,000 year- 
ly. All replies confidential. Career Coun- 
selors, Inc. Box 1563, c/o Automotive 
News, Detroit 7. 


WANTED — Experienced truck equipment 
men to sell well established, popular line 
of bodies to dealers and users in New 
England, Wisconsin, Iowa and some 
Southern territories. Apply Box 1577, 
c/o Automotive News, Detroit 7. 























HELP WANTED 


LOAN PERSONNEL 


provements we seek will be considered. Re- 
plies will be held in confidence. Box 1579, 
c/o Automotive News, Detroit 7. 


OFFICE MANAGER 
















Capable of business management, daily op- 


erating controls in an established dealership. 
Wonderful opportunity for the right man 


as we offer a good salary and incentive based 
on performance. Please give age, education, 
family status, and complete record of experi- 
ence. Mr. Vaughan, Lee Vaughan Buick Co., 


Little Rock, Arkansas. 


























REPRESENTATIVES 
to call on new and used-car dealers 
to sell the new SHENANGO AUTOPORT. 
Send sales background and references to: 
SHENANGO STEEL BUILDINGS, INC. 
323 Carbaugh St., West Middiesex, Pa. 






ACCOUNTANT—C.P.A, 














Lincoln-Mercury and Chrysler products. 
Limited capital available for investment 
as working partner in small dealership 
which has marketing area capable of 
supporting an efficiently operated service 
department, Reply Box 1549, c/o Auto- 
motive News, Detroit 7. 





with 9% years’ 
experience on staff of national firm of 
certified public accountants, desires posi- 
tion as controller or office manager for 
progressive organization offering ad- 
vancement opportunities. Will relocate. 
Box - c/o Automotive News, De- 
troit 7. 


eninge eenseinissenpestmnssnnemnenseninaes 
SALES MANAGER—Aggressive young 


man, excellent record, seeks permanent 
association with a volume dealer Sta- 
bility and character of the highest stand- 
ard. College graduate and a family man, 
presently employed as sales manager, but 
seeks change for personal reasons. Cor- 
respond in strict confidence to Box 1564, 
c/o Automotive News, Detroit 7. 


ee 
BUSINESS MANAGER—Age 38, 14 years’ 


automobile experience, complete knowl- 
edge all departments: Daily operating 
control, credit and collections, Excellent 
references, Desires position which will 
offer advancement to a qualified man. 
Northern California or Oregon preferred. 
Box ae c/o Automotive News, De- 
troit 7. 





GENERAL MANAGER or general business 











GM Group Gets Together— 

A group of General Motors dealers talked with factory brass at the dinner. From 
left are Arthur E. Summerfield jr., NADA Michigan director; Edward N. Cole, Chev- 
rolet general manager; Herbert 1. Galles jr., NADA New Mexico director and im- 
mediate past president; William H. Mitchell jr., Massachusetts director and chairman 
of the NADA Advertising Ethics Committee; William H. Terry, NADA Florida director, 
end Roger M. Kyes, GM accessory group vice-president. 


$10,000 to $20,000 


DIRECTORS OF SUPERVISION ($15,000-$20,000), 
SUPERVISORS ($10,000-$15,000), and PERSONNEL AND 
TRAINING DIRECTOR ($10,000-$16,000) sought by lead- 
ing international finance company now expanding per- 
sonal loan operations on satieawhde basis. These open- 
ings offer excellent ground-floor rtunities for those 
who qualify. All replies held in strict confidence. Send 
complete resume to Box 1568, c/o Automotive News, 


Detroit 7. 















manager, experienced all phases dealer 
operations, accounting background. Pres- 
ently employed—good reason for want- 
ing change. Relocate anywhere if deal 
is right. Write Box 1580, c/o Automo- 
tive News, Detroit 7. 


MANUFACTURERS REPRESENTATIVE— 


Would be interested in representing an 
industry supplier as sales contact and 
Maison with upper echelon, Have held 
executive positions in one of the “Big 
Three’’ and have operated my own deal- 
ership in Detroit for ten years. Have the 
contacts and ability to put your product 
before the men who can make the buy- 
ing decision. Box 1583, c/o Automotive 
News, Detroit 7. 











AUTOMOTIVE NEWS, JUNE 20, 1960 


79 





POSITION WANTED 


BOSTON DEALERS 


General Manager Available 


High caliber executive-type with 
ears’ ak experience large 
ayes ‘Motors dealerships. Ex- 
atlent Coiereans in in today’s 
market with volume at a profit. Currently 
amployed in Boston area, but would like to 


area only. Replies will be kept in strictest 
confidence. Address: Box 1567, c/o Auto- 
motive News, Detroit 7. 


DEALERSHIPS AVAILABLE 


PROFITABLE DEAL HANDLING RAM- 
BLER, western New York, 100,000 draw 
population, 200 new car deal, Will lease 
showroom, service department and body 
shop with ‘lubritorium—fully equipped, 
also fine used car lot and office, with 
customer parking for cars. Complete 
service tools, 
$18,000. Reason for selling is iliness. 
Write Box 1515, c/o Automotive News, 
Detroit 7. 


HANDLING PONTIAC-CADILLAC DUAL 
—Texas Gulf Coast area, 60,000 popu- 
lation, 220-unit potential, Making money. 

to buy. Box 1538, c/o Auto- 

Detroit 7. 


building 
motive News, 


FLORIDA DEALER would consider selling | Automotive News, Detroit 7. 
GM's hottest dual, Old, established, 600- CONTINENTAL MARK II, 1956, white, 
800 P.P, in one of Florida’s fastest 16,000 actual miles, showroom clean. 
growing areas, Object—retirement, Fa- | ss | | Contact Don Wieneke, Sault Ste. Marie, 


cilities tops. Must have factory approval 
and finances accordingly. Box 1547, c/o 
Automotive News, Detroit 7. 


DEALERSHIP HANDLING CHEVROLET 
—Over 200 planning potential, richest 
(and resort) section of Georgia. Terms if 
desired, Box 1501, c/>» Automotive News, 
Detroit 7. 


DEALERSHIP HANDLING DUAL GM 
LINE—Central Florida—Sold 180 new, 
360 used ‘n 59. Year to date ahead last 
year. Excellent service business, Sell or 
lease building, Box 1560, c/o Automotive 
News, Detroit 7. 


DEALERSHIP HANDLING PONTIAC 
AND RAMBLER for sale, located in 
growing community on Gulf Coast. Must 
sell due to dealer's death. Contact Box 
948, Port St. Joe, Florida. Phone 7-3411. 


DEALERSHIPS AVAILABLE handling 
Alfa-Romeo—Lancia throughout state of 
Florida. Dealer inquiries throughout Flor- 
ida invited. The finest of imported cars, 
Alf a-Romeo — Lancia. Charles Stuart 
Motor Company, 2757 N.W. 36th St., 
Miami, Florida. 

DEALERSHIP HANDLING STUDE- 
BAKER cars and trucks. Town of 10,- 
000. Equipped shop and parts stock. 1418 
College St., Newberry, South Carolina, 
Phone: 616. 

FLORIDA. Handling Plymouth-Valiant, 350 
new units. Owner wishes to retire. Box 
1566, c/o Automotive News, Detroit 7. 


FUN DEALERSHIP FOR SALE, handling 
Jeep-Studebaker in Lompoc, California, 
“Valley of the Flowers.’’ Netted $10,000 
last year on Jeep alone. $33,000 invest- 
ment. Owner inherited South American 
responsibilities. Write: Casey’s Jeep Sales 
& Service, 320 W. Ocean Ave., Lompoc. 








DEALERSHIP HANDLING 


CHEVROLET 


Buffalo, N. Y., 1,100 new units in 1959. New 
building, excellent facilities—all in one loca- 
tion. Will sell all or take financial partner. 
Must act quickly. Will sell or lease real 
—_, Box 1536, c/o Automotive News, De- 
troit 7. 





HANDLING OLDS-CADILLAC-RAM- 
BLER, eastern South Carolina, 130 sales 
per year, no used cars, accounts or blue 
sky. $17,500 will buy out, Modern build- 
ing on main highway, will lease or sell 
equity. Farming and industry. Box 1561, 
c/o Automotive News, Detroit 7. 


OHIO COUNTY SEAT CITY. Handling 
very popular General Motors’ line. Mod- 
ern facilities, Terms, Give references. 
Box 1556, c/o Automotive News, De- 
troit 7. 


DEALERSHIP HANDLING DODGE 
DART, 30 miles from New York City— 
150 new units per year. Established 1946. 
Fully equipped service department and 
body shop, two car showroom, large 
parking and used car lot. Box 1570, c/o 
Automotive News, Detroit 7 


PROFITABLE DEALERSHIP IN OREGON 
handling G.M. medium price car. Net 
first four months is 64% on total sales, 
Plus $1,000 per month owner's salary. 
35,000 population in five mile radius, ex- 
cellent schools, finest fishing and hunt- 
ing, well diversified income area, Buyer 
need buy only parts and equipment, 
no real estate—-good lease. Parts approx- 
imately $15,000, equipment approximately 
$20,000. Box 1571, c/o Automotive News, 
Detroit 7. 


AGENCY HANDLING RENAULT — The 
best deal ever—$20,000 buys everything: 
Parts, tools, equipment, furniture, of- 
fice equipment, wrecker, jeep—everything 
goes. Major city in Northeast, over 500,- 
000 trade area. This is a good deal and 
the location is A-1. Lease can be ar- 
ranged on present excellent building. 
Reason for selling is that we have taken 
over distributorship for another make, 
If you can qualify, and have the cash, 
and mean business, we're ready to deal 
right now. Deal has been netting $5,000 
per month, Write Box 1574, c/o Auto- 
motive News, Detroit 7. 


PROFITABLE DEALERSHIP handling 
Rambler in New Jersey, seeking partner 
with proven background in sales and 
management. Now selling approximately 
150 cars per year. Sales potential excel- 
lent. $20,000.00 required for one-half in- 
terest. No blue sky. All replies strictly 
confidential, Box 1575, c/o Automotive 


News, Detroit 7. 
DEALERSHIPS WANTED 


GHEVROLET—FORD—CADILLAC duai— 
anywhere, 350 P.P. and up. Factory ap- 
proval assured, Blue sky for top deal. 
Fast action, Completely confidential, Box 
1562, c/o Automotive News, Detroit 7. 

FLORIDA—ALL CASH. Confidential, Box 


1535, c/o Automotive News, Detroit 7. 





























“BIG THREE’’—Midwest, 


utor with success 





10040 Freeland Ave. 


DEALERSHIPS WANTED 


Price. Factory approval. 
Box 1534, 
troit 7, 


CHEVROLET, FORD OR GM DUAL in 
California, selling 350 or more units per 
year. Will pay top cash price, Factory 
approval assured, All replies will defi- 
Box 1453, 


nitely be kept confidential, 
c/o Automotive News, Detroit 7. 


CHEVROLET, FORD OR GM DUAL, 
selling 350 or more units per year, Will 
pay top cash, Factory approval assured. 
Box 1548, c/o 


All replies confidential, 
Automotive News, Detroit 7. 


DISTRIBUTOR WANTED 





' 


AUTOMOTIVE 
DISTRIBUTOR 
equipment, signs and parts | WANTED 


Nationally known manufacturer of funeral 
coaches and ambulances 
portunity for oe aggressive Distrib- 

ul sales organization. Top 
quality vehicles are acknowledged leaders in 
Dealership 15 years old and sound, No| their field. Market is permanent and profit- 
able for right sales team. Send complete de- 
tails of your organization to Box 





BUSINESS OPPORTUNITIES 


FOR SALE—10 years established used car 
place and profitable service department, 
fully and modernly equipped—on very 
New Jersey. 260 ft. 
highway frontage, four bay station with 
house, Very reasonable. 
Reason for selling health. Box 1581, c/o 


busy highway in 
lift, five room 


Automotive News, Detroit 7. 


ACTIVE OR SEMI-ACTIVE ASSOCIATE 
wanted to invest up to $15,000.00 in suc- 
cessful automobile and finance ——— 
plus 
salary. Initial requirement only $5,000.00, 
balance required as business increases. 
Angeles area. 
enjoy the 
climate and still have a good, secure in- 
come, Box 1578, c/o Automotive News, 


Good return on your investment, 


Business located in Los 
Live in Southern California, 


Detroit 7. 





WELL ESTABLISHED auto accessory 
50 miles from 
Harrisburg, Pa. Small investment, steady 
income, Box 1576, c/o Automotive News, 


store in town of 20,000, 


Detroit 7. 


USED CAR LOT 
FOR RENT 


280-f¢. on Woodward North of 
13 Mile Rd., Royal Oak, Mich. 


Lincoln 9-0382 


DEALER SERVICES 





MILITARY ACCEPTANCE 


WILL HELP YOU SELL MORE 


MILITARY PERSONNEL 


* Worldwide financing and refinancing up 
to 36 months . . . for officers and non- 
coms of pay grades E5 and above... 


on simplified, non-recourse basis. 


* Cars may be taken overseas without re- 


financing. 


Military Acceptance Corp. 


Dept. D, P. O. Box 2166, 800 Broadway 


San Antonio, Texas—CApitol 5-6756 


TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and insurance 


Write for free 
“Hidden Earning Power" booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
Detroit 27, Michigan 


WeEbster 3-6445 


Can You Use 
Increased Profits? 


Certainly! Almost every dealer can. Spe- 
cialized new car dealer management con- 
sulting firm can assist you in increasing 
vehicle sales resulting in increased net 
profits. No gimmicks! Just smart business. 
Dealer Development Company and its 
experienced staff offers a program of 
complete dealership analysis, product 
marketing, operations contro|, accounting 
economies. All factory conforming and 
approved. Tailored just for your market, 
product and dealership. Improves bank- 
ing and financing relationships. Positive 
results first 30 days. You retain full busi- 
ness control. Send today for brochure. All 
inquiries treated in strict confidence. 
Western states principals only. Write: 


DEALER DEVELOPMENT 
COMPANY 


2062 Forest, Suite A 
San Jose 28, California 


pay top cash 
Confidential. 
c/o Automotive News, De- 


has excellent op- 


1572 c/o 






















































DEALER SERVICES CARS FOR SALE 





1960 Auto Costs! 


Discover how much your competitors’ cars 
really cost. The book, "AUTO COSTS," gives 
you the factory invoice prices of all 1960 
American cars, 25 foreign cars, 4 American 
trucks, and all their equipment. Used by 
dealers and banks nationwide. Order your 


‘60 edition today for only $10—th 
subscription $18 (including all nama. In Charleston, South Carolina 


AUTO COSTS, er pagans Company, And In New York 
spethtadlel: Call: New York, Circle 5-0630 


RONALD INDUSTRIES, LTD. 
1860 Broadway, New York 23, N. Y. 


Fully Americanized 
IMMEDIATE DELIVERY: 





CARS WANTED 
WANTED: ROLLS ROYCE and BENTLEY 





Official Retailer in USA’’—Messrs, Scha- 
ler & Waters, 2000 North Meridian 
ae WaAlnut 6-1334, Indianapolis, In- 
jana. 


CADILLAC LIMOUSINES—NEED CLEAN 
’56, 57 and ’58s. Franz Ridgeway, BEI- 
mont 4-6611, 2836 N. E. Sandy, Portland 
12, Oregon. 


CARS FOR SALE 


TRUCKS WANTED 


CAR TRANSPORTERS and tractors, 1959 
or 1960 models. Car City Corporation, 





Route Six, North Westport, Massachu- 
setts. 





’56 CONTINENTAL MARK II, air condi- 
tioned, one owner. Bickelhaupt Motor 
Co., Clinton, Iowa. 


Michigan, MElrose 2-2270. 








MERCEDES-BENZ 


Direct Importer—No Middle Man 
ALL MODELS 1955-1960 


Cars are serviced and cleaned, ready for 
resale. Supply on hand. Confidential. 
Dealers Wholesale Price List on Request. 


GLOBE AUTOMOTIVE 
IMPORTS, INC. 
Box 508 Montgomery, N. Y. 
Telephone: Newburgh JOhn 1-2248 
Cable Gloimp 





REWARD FOR INFORMATION leading to 
recovery of 1957 Chevrolet 4-door station 
wagon, ivory top, turquoise lower. Motor 
# VB57F 143262, Calif. lic. # MMK498. 
Driven by man known as Roy W, Pres- 
ton, Wire collect: Richman Motors, 1320 
8. Main St., Santa Ana, California. 


PARTS FOR SALE 


LLOYD PARTS—SKODA PARTS—for all 
models. Immediate delivery. AMSKO, 
5069 Broadway, New York 34, New York. 


LLOYD PARTS for all models LLOYD 
cars and trucks in stock for immediate 
shipment by U. S8.’s oldest authorized 
Lioyd importer. Our three years’ experi- 
ence in maintaining a large Lloyd parts 
depot has enabled us to anticipate the 
needs of your Lloyd customers. If car is 
down, we ship same day. Prices by air- 
mail, For fast, dependable service try 
Foreign Cars Corporation, 1812 So. An- 
drews Ave., Fort Lauderdale, Florida. 
JA 2-9942. 

AUTOMOTIVE BULB #1034 price $14.00 
per C; #67 and #89 $7.00; #1154 and 
#1158 $15.00; #1073 $13.00; #57 $5.50. 
Plastic electrical tape 4%” x 33 ft. $4.80 
doz.; %” x 66 ft, $9.00 doz, Prepaid. 
Acme Sales, Box 1244, Camden, New 






























Ample Supply of 


CLEAN 








1960 Volkswagens 


motor cars—any year or type, ‘Largest | [JiIIIIIIiiiIaaeeeeeemmmmmmes 


MISCELLANEOUS 


The NEW and 
SUPERIOR 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 


LEADS IN SALES... 
VALUE AND... 
PERFORMANCE 


Dealers’ List Price............$69.80 
Dealers’ Special Discount 25%. 17.45 


Dealers’ Net with 4 Standard 


lus 2 Large Adapter Clamps. $52.35 
" Federal eas tes included 


* 
THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 
Four Clamp Hook-Up 


Dealers’ List Price............$59.80 
Dealers’ Special Discount 25%. 14.95 


Dealers’ Net with 4 Standard 
lus 2 Large Adapter Clamps. $44.85 
° Federal dockoe’ ton included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 


BATTLE CREEK 9, MICH. 


Phone WO. 2-5257 All Depts 
“Leaders in the Industry 
Since 19. 
































(oowe? St 
525 Main - 















































Jersey. 
LLOYD PARTS—complete stock, Prompt 


USED 





shipment, Greene County Motors, Cat-| SIMULATED ENGRAVED BUSINESS 
skill, New York, Phone: 2000. CARDS less than $5 per 1000, Em- 
CHEVROLET PARTS, antique or classic. bossed on stock—look more like 


Louls Chevrolet, Box 51, Thompsonville, 
Connecticut. 


NSU PRINZ and Sport Prinz parts and 


quoted, Samples free, Ad-Creators, 
Hutchinson, Kansas. 


1960 - 1959 - 1958 




















accessories. Contact your nearest dis- 
MOST MAKES tributor or sole U. 8. importer, Fadex ANTIQUE CARS FOR SALE 
Cone erat etn tlw week oa | 1917—CHEVROLET V8 Touring. Restored 
: ter, 421 East 9ist St.. New York 28, Phi ly: 
N.Y. TRafaigar 6-7010. to mint. Like new. one calls only: 
era igh eceneenemnrtnegenisretsttimametarnenes Mtninteeecamtaiainti H. P. Johnson, Elizabethtown, New 
IN A “‘BIND"’ for a slow moving Chevro- York, phone 230. 
let part? Try Fuller-White Chevrolet, 
CHEVROLET Tulsa. $250,000 inventory perpetually ACCESSORIES FOR SALE 
controlled, 
B'way & 133rd St., N. Y. C. 
Ed Hogan AD 4-6000 PORTABLE DUAL CONTROLS 


SCHOOL BUS BODIES 


Attention dealers—For your best buy quote 
Ward Master School Bus Bodies. Literature 
and prices quoted promptly. Frank T. Mee, 
Jr., Safety Products, Inc., 655 Bridgeport Ave., 
Milford, Conn, TRinity 46755. 


Recommended for Driver-Education Cars by 




















their models, including compacts. Automatic 
transmission $25; standard $30. Money back 
guarantee. PORTABLE DUAL CONTROLS, 
INC., 1701 Balmoral, Detroit 3, Mich. 


"60" VOLKSWAGENS 


Latest models, serials #3,000,000 and up. 
Immediate delivery — All colors— All types. 


All Commerce & Trading Corp. 








SHOP EQUIPMENT FOR SALE 
120 Wall St. New York 5, N. Y.| WEAVER — Traffic lane frontend and SEE PAGE 66 
BOwling Green 9-0636 TWX-NY 1-121! brake tester — Never used — List price, nation’ 
$1,600. Also: Weaver 4-post electric lift. for the ons 





Any reasonable offer, Black Buick, Inc., 
or Kingsboro Volkswagen Corp., 62 Penn- 
sylvania Avenue, Brooklyn 7, New York. 
HYacinth 8-1400. 


TOP AUTO AUCTIONS 














1958-"59-"60 
VOLKSWAGENS 
FULLY AMERICANIZED 


NEW — USED 
from 


$900 to $1,375 


Delivered by the Oldest 
Exporters of European Cars 


Also MERCEDES - OPELS 
MGS - BENTLEYS - ROLLS- 
ROYCE - CLASSIC CARS 


ee 


New Subscription Order: 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [J 


All Other Countries — One Year $13 [] or Two Years $22 [1] 
















AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 















RUDI ARONS International Biroed AGGIE se 6:02.00 06 ces bseauar youre ry ‘ cenna ee kan Zone No. os Mae 
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New breakthrough in cooling system protection for your customers 


DOWGARD ENDS 


COOLING SYSTEM IPIROIBLEMS 
CAUSED BY HIEAT 
AND LOCAL WATER 





DOWGARI 


World’s first year ’round cooling system fluid 
—the new concept in customer service 





Now you can assure your customers 
carefree motoring this summer—even in 
blistering heat and bumper-to-bumper 
traffic. How? By completely filling their 
car cooling systems with powcarp cool- 
ing system fluid. This new product from 
Dow keeps cooling systems operating 
efficiently at temperatures as high as 
240°F .., or as low as 40°F. below zero! 





Water is prime cause of rust and corrosion damage 


Scientific Formulation 


DOWGARD fluid is a scientific formulation of 
specially treated de-ionized water, glycols and 


This attractive blue-and-white radiator cap is provided to you to place on cars after DOWGARD has 
been installed. It is a badge of prastige for the motorist and a reminder of the date for reservicing —> 


<> THE DOW CHEMICAL COMPANY + MIDL4ND, MICHIGAN 
: 


protective chemicals. It fills the cooling sys- 
tem completely. You add nothing to it—not 
even water! The result’ is controlled, pre- 
cise protection—an end to overheating and 
freezing. And because you don’t add local 
water to it, you also put an end to rust and 
corrosion damage. 





Complete draining of water from radiator, block and 
heater is essential for proper installation of DOWGARD 


Replaces Water or Antifreeze 
DOWGARD protects for ope full year. Recom- 
mend its installation now to stop further rust 


and corrosion damage which occurs many 
times faster in hot weather. DOwGARD ends the 


YEAR ‘ROUND 
COOLING SYSTEM 
FLUID 


need for seasonal changes, protects from over- 
heating this summer and freezing next winter. 


Sold Only Through Service Dealers 
To install powGarD, first completely drain 
the radiator, block (both sides on V-8’s) and 
heater. Service and clean if necessary, then 
completely fill with powGarp. You have the 
facilities and know-how to do this important 
job right. That’s why powGarpD can be sold 
only through service dealers. Dow is putting 
cooling system service—and profit—back where 
it belongs! 


“TRADEMARK 





DOWGARD is backed by powerful multi-million-dollar 
advertising campaign in magazines, newspapers, and TV 











